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Resources for Session 5: Critical Content Creation 

Georgina's Avatar: Small business Owner Google Doc 

 
Georgina's Avatar: Small business Owner PDF 

 
 

(00:00:00): 

We're back. And this is critical content creation session that we're going 
through. The reason we call this critical content creation is that you haven't 
done your hub and spoke. We've showed you a two ways to do that in the 

hub and spoke template as well as in the spreadsheet. And the spreadsheet 
is convenient as well. Create your content plan with just the basic content, 
right? Nothing random. You know, I used to create mind maps and all that 

kind of stuff that went for days and it just got so complicated and the 
execution plan was so long that it was more like a noose around your neck 
than it was anything else. So, want to keep it as simple as possible. So we 

stay focused. And I actually kind of brought some people back to the point in 
our zoom breakout session where we're really just focused on one thing and 
I did it gently and sweetly. 

 

(00:00:50): 

But the truth is I really want us to stay just focused on one thing here. Don't 

get too complicated. So content creation I always talk about this as being 
feeding the beast because it really is most of the work that you're going to 
do to have an online business. Your online business is publishing. And I, and 

this is one of those things I talk about with people a lot too, that you are in 
now a publisher. When you have an online business, if you've always 
thought of yourself as a writer, good for you. You are now I publish 

publishing is a lot different than writing and you can be a writer, but you 
have to remember that publishing is a business. Writing is a creative 
endeavor. And so since you're a publisher, everything that you create and 

publish is going to be there for a purpose and it's going to drive back to your 
main goal. 

 

(00:01:42): 

Jennifer went through that content creation checklist. Is that what we call 
that Jen? So that you could see about building content with a purpose. And 
that's what you're going to do in this section. We're really just going to talk 

about content, different types of content type. We've gotten a lot of 
questions about how to create a lot of content, how to reuse content. So 
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we're really going to talk about all that. And there really aren't any slides 
beyond this one except. They're not, except there are no slides beyond this 

one. This is what we're going to do is live work from this point forward for 
the rest of the day. Okay. So Jen, what we're going to do, you have 
something lined up, written content creation? 

 

(00:02:41): 

Nope. I still need permission. I’ve got be able to view it. So, but if I do this, 
this is the thing you were talking about with the purpose, the content with 

purpose. Now let's just talk about where we're going to up at the end of the 
day for a moment here with the content. I'm looking for my schedule here. 
Just one second. So we've done the keyword research, we've done the hub 

and spoke system and we are now looking at creating or repurposing your 
critical pieces of content for one single income stream. So we need to 
address it. Inventory asset. I've got a question I want to ask. How many 

people in here have content already for your niche? So just give me a yes if 
you've got content in your niche already. 

 

(00:03:28): 

Good. There we go. Okay, great. We've got a lot of people with content. This 
is outstanding. Good. Better off than I thought we would be actually because 
content is kind of hard to do sometimes. So this is Georgina's. She has an 

avatar and keywords and her lead magnet. Good, good. Got it. Okay. So 
Georgina, let's just go through this really quickly. Alison is a highly educated 
and has her masters, is a high achiever and excels when working in 

corporate. Allison is married with teenage children and therefore does not 
need to monitor them too closely, can focus on doubling the business. She 
has a good relationship with her husband who supports and believes in her, 

boy that she's lucky. 

 

(00:04:15): 

So I was going to say before we move forward, that's a great paragraph to 

have for your avatar because understanding whether your customers have 
small children at home, whether they're the primary caregiver and also 
understanding whether or not, the spouse is supportive of what that person 

is trying to do. You know, for example, in the weight loss niche, I see stuff 
all the time where people say, you know, my husband doesn't support me. 
He thinks that I'm going to just buy another thing but I'm never going to 

succeed. And so those were important, obstacles that you really need to 
understand about your avatar when you're writing your content. 
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(00:04:53): 

So just to play on what Jennifer was saying there for a minute about the 

support thing. It is incredibly important. Jennifer and I both have very 
supportive spouses and it's really great for us. In fact, my wife is part of this 
business, but she's like what we call dumb money. She's the one that 

doesn't say, and she's the silent partner in the background. She is the on 
when money gets out of hand, and we have conversations about that. But in 
any case, the thing I want to point out about this part is that it doesn't really 

matter sometimes how successful you are in your business, whether you 
have the support or not. We are in the Isogenix business as one of our 
sidelines. It's fitness and nutrition. And we have a friend who was doing over 

$100,000 in just four months in that business, over $100,000. 

 

(00:05:42): 

And her husband divorced her because he said he told her this was why: 

that this was you wasting your time. You're a chiropractor. You need to go 
back to work at the chiropractic office and make, which she was not making 
that much money, but he absolutely did not support her. So that threw her 

life into turmoil and crashed her business. And so the importance of having 
somebody support you is a foundational element. So you want to make sure 
that you stay on that.  

So this (Allison Avatar critique) is really good. They live in an affluent area, 
drive high-end cars and have a lovely home. Allison has the driving vision for 
the business, but her team are not highly educated and therefore Alison 

does not have a strong team around her. There are directors. 

 

(00:06:32): 

But Alison is the driver and holds the vision for the company. Allison is not 

confined by the stereotypes of what a wife and mother's role is. So more apt 
to build a business. Alison does not have business or team development 
skills and recognizes the needs: leadership, support and, also that the team 

needs the support to strengthen the company. Okay. So just want to get so 
far is that Allison's got a good business going already. She has a weak team 
and she's working way too hard. So we assume that Alison is under a lot of 

pressure and stress. I also assume that she's a doctor. I assume that that's 
what you mean by MD. Is that right? Georgina? She’s got all this team and I 
actually know somebody just like this. 
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(00:07:28): 

Let’s see if the company is able to invest in training and development; and 
also see the importance of the growth of the business. Allison would like 

more time for her health, but the business takes away this time. She loves 
to travel, enjoys culture. She is very personable and likes people. Allison's 
business lacks strategic direction, operationally planning and lacks the 

business fundamentals, the businesses grind. But the potential growth is 
stunted. She needs to help with the operational division and also to get her 
direct reports leading and developed in their areas; to lead and develop in 

their areas. So she can focus on business development. Also does not have a 
business network of her own to bounce ideas, share challenges. And she is 
the go-to person and does not have her own go to person. Okay. 

 

(00:08:16): 

So that's a heck of a place to be. So Allison is in some pain. Oh wait, she's 
not done either. Alison believes in education. Correspondent development 

will pay for it. She really wants the business to succeed and also wants more 
time for herself as she is tired. She has more plans for the business but 
needs the team to step up so she can take the business there. They need 

help with the business fundamentals and also consulting support. The 
business is profitable. That productivity is not where it needs to be. First off, 
don't apologize. This was awesome. I'm really excited. Yeah, it is. So know a 

lot about Allison and we feel her pain. So you know, just in the chat box, you 
guys type in here what you think Allison's pain. 

 

(00:09:04): 

What is Alison's pain at the mall? Waiting for some answers. 

• No mentor.  
• She needs sleep time management.  

• She needs to help overworked, stress, support, support, wearing too 
many hats.  

• It's support. She's doing the bulk of the work.  

• No time for herself. She's doing everything.  
• Needs a strong team.  
• Loneliness. That's a good one right there.  

• Works too hard. But business is far from optimized.  
• Not enough time. Okay. So yeah you guys got this here. 
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(00:09:30): 

They got this except for one thing. I think this would fit. Yeah, right there. 
She's tired. She really wants the business to succeed and also wants more 

time for herself as she is tired. So tired is one of those emotional words. You 
don't say you're tired unless you're frustrated, unless you are exhausted. 
And the key to this whole thing to me is, is emotion and that, we haven't 

talked about that a lot today. But when you get emotionally involved with 
your avatar, it's a really good thing because you are feeling you've got that 
avatar feeling the pain and really giving you some indications of why they're 

going to buy from, I remember they buy from emotion. 

 

(00:10:20): 

They don't buy from logic. Allison knows she needs help. She hasn't done 

anything about it because she hasn't gotten to the spot where she's sick and 
tired of being sick and tired. That's where, that's when people make the 
buying decision. They’ve got to be really, and this is really important to have 

as a concept in your avatar so that you can home in on somebody’s 
immediate pain. And one of these days they come across your thing and 
you're tapping into that emotion. They're feeling and BOOM! you’ve gotten a 

sale, or you've got a client, or you've got whatever it is. Somebody else said 
loneliness. Yeah, a good emotional word. Business potential is not the pain 
business potential is, is the result. But the pain of getting there right now is 

much more emotional, much more physical, much more mental. That's what 
you want your avatar to be.  

 

(00:11:12): 

I do. Someone said something here and it got buried in the list of 
everybody's responses and he said question about for avatar. Is it good to 
be this focused for the overall avatar or is this more for an avatar for a 

specific product? That's a good question. And Georgina put in the chat for 
me if I am wrong about that. When you are trying to build a consulting style 
business with clients, you have to be incredibly focused because clients, 

relationships, outsourcing consulting is a high dollar contract that you have 
to be so honed into the emotion and what people feeling and what their 
problem is.  

Because from a consulting perspective, it's really hard for me to go stand in 
front of a room of people and say, Hey, give me $10,000 and I'm going to 
fix your problem. I might be able to fix their problem. I probably can't fix 

their problem for $10,000, but I have to be so focused on how they're 
feeling and understand where their weaknesses are. So that from the selling 
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proposition, I can point those things out to make the $10,000 look like 
nothing. And I probably didn't say that the right way. I gotcha. But can you 

expand on that a little bit? 

 

(00:12:30): 

I don't know that I can actually, I mean the thing that she's talking about 

here is making sure that from a consulting perspective and the client 
perspective that it's almost a combination of right time, right emotion and, 
and expertise. So you have to immediately build trust with people. And the 

way to do that is to relate to them on an emotional level. Not a logistic level. 
Well, just takes come up later, but the emotion is key. 

 

(00:13:00): 

Okay. Right. And so I love actually what Georgina just typed here in this, 
because she said she has her lead magnet here as a productivity checklist 
for self-assessment. And this might work. And you know, once we actually 

get to distilled down into what the product that Georgina’s selling and if it 
really is consulting services she may not need a lead magnet at all. She may 
need an opportunity to talk to somebody on the phone and you know. That 

and having a call with somebody at like a discovery call or a strategy call is 
still a form of a lead magnet and it works really, really well in consulting and 
coaching and it gives you an opportunity to have a one on one conversation 

with people so that they can kind of get to know you a little bit. 

 

(00:13:47): 

You know, a lot of people think that you can't go into a coaching program 

cold. And you know, we've had people buy coaching programs from us 
before that that have never been, that have never brought apart from us. 
And so the idea that we get in our head sometimes is that we can't offer 

high ticket products because we haven't built relationships yet, isn't 
necessarily correct. Being able to have a super pointed avatar like what 
Georgina has here is what helps you to land a high-ticket client because she 

has just addressed what the pain points, so well that the goal is to articulate 
those pain points in your marketing messages. 

 

(00:14:26): 

So Georgina's specifics here is that she is in an offline world and wants to 
move part of it online. So one of the things, let's address this from two 
different ways. You've got clients now that trusts you as a consultant. So 
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what you want to do is move some of those clients online, to continue 
getting what recurring income or something like that.  

Then you also want to find new people to move your online business to build 
that recurring income from and build that online marketing business 
presence business. The thing that occurred to me as I'm reading this is, it's 

really about too different approaches. The whole call. Call me for a free 
consultation. Thanks. Probably doesn't work for moving your business 
online. You probably really do need more of the lead magnet, but you still 

want the same effect. 

 

(00:15:20): 

You want people to come across you and say, ‘Oh, I just need to talk to that 

person.’ I need to talk to that person cause I'm so … over whatever it is. I'm 
struggling with this, whatever it is. And, what I was thinking about Georgina, 
I was thinking about you in this thing that you're doing here. And wouldn't it 

be nice if you just had an ad was so targeted that said something like, ‘Call 
me, just call me.’ We've got it. You guys might have it too. In your area.  

There's a lawyer, his name is Alexander Shannara. How many people know 

Alexander Shannara? So in Alabama, Alexander Shannara is huge. And 
Alexander Shannara comes on the TV about every 15 minutes. And he just 
looks into the camera. He says, ‘call me Alabama’. And you know, it's, it's 

like nobody wants to hear this guy anymore. But the truth is when you need 
a lawyer because you just had a car wreck or something like that, who are 
you thinking of? Alexander Shannara and what's he telling you to do? Call 

him. That's it. So he's relating to you at the time of your need. 

 

(00:16:23): 

Okay. There's something here that actually I want to read back to everybody 

because this applies to every one of your businesses. Every one of you that's 
on this call, and this is a write-downer, so make sure you write this one now 
when the fix has more value than the problem, the fix is priceless. 

 

(00:16:41): 

…and that is absolutely correct. Again when the fix has more value than the 
problem, the fix is priceless. 

 

(00:16:50): 

So now let's talk about content. So the lead magnet. 
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(00:16:53): 

Georgina had a great point here and we're going to talk about this in just a 

second, but I want to make sure I know. So she said, for this client, do I 
have to keep calls? How do I move to online? Well, we're about to talk about 
how to move online because being online means being present in content. It 

means being present in these kinds of ways. So you don't have to, by any 
means, take this avatar and move them into a call and consulting world if 
that's not where you want to go. And, you've done an excellent job of 

pinpointing the problem and the emotion so that she can use that in her 
marketing material. 

(00:17:29): 

By the way, let me just tell you that when we built NAMS from the workshop 
level and going forward. The current structure of NAMS came out of the first 
workshop that we built. The first workshop that we did was to support a 

hosting company that I had and to teach people how to do niche marketing. 
On that hosting company. We had 65 people in the room, and we were 
expecting 30 and people were attracted to the topic from the other people 

that we were using as instructors as well. So they came in and after the first 
day I realized I no longer have the business that I thought I had business. I 
thought I had was hosting support. The business I now had was training 

online business. And so you have to, you have to see it, you have to see 
what's happening in front of you, and then you pivot very fast. 

 

(00:18:21): 

And so the second workshop that we did was about affiliate marketing and 
online business. That was just six months later, and our hosting company 
was gone. I'd sold the hosting part. And so my point is that when you see 

something like this, and Georgina has given us a really good avatar here of 
this person, this person may want personal consulting and it may be the 
thing you do. But if you don't want to do personal consulting, you know, we 

do one on one coaching and it's $25,000 a year. One on one coaching, 
$25,000 a year. We don't get a lot of takers on that. In fact, I believe last 
time I checked and if we're do, we didn't have a ticker on that yet and the 

reason we don't have a taker on that is because we really don't want it. I 
want to spend; I want most of the people in our group coaching and in our 
monthly membership site because we like to deal with the team. 

 

(00:19:08): 
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The team is where I'm getting to. When I realized that we had a team, the 
team became the focus of our entire business, keeping the relationships, 

building the team. Your avatar. Alison here needs a team in a big way, so 
what's your building for her with this very same frustration is an opportunity 
to have a team, your productivity checklist, maybe not what she needs her.  

What she needs probably is some kind of a get out of the dump’s checklist. 
How to take back control of your life checklist, how to not be overwhelmed 
anymore. Kind of checklist, how to get help when you need help, checklist, 

whatever it is. If something that addresses her emotional pain at the 
moment and then you're gone, then you're going to focus on building the 
team. The people who stay in our insider's club and are very successful with 

us and our insider's club are part of the team they bought into the Facebook 
group. 

 

(00:20:04): 

They come in there and they comment, and they ask questions and they do 
all that. And that's what makes it so solid. So I'm really going to encourage 
you to look at how to get emotional relationship type connections with 

everybody that you work with. Okay. My soap box done. Jennifer. Yeah. So 
you just went away from me. I'm sorry. I hit my mic.  

I'm expecting that Georgina, we would redo your lead magnet, but you're on 

the right track. You want to have a lead magnet that you give people to 
come into your online business and if they decide to pay you a lot of money, 
you raise your prices and they pay a lot more money for one of them. Okay. 

So one of the things though that I actually see in the top of this, and this is 
also why writing this exercise is really good because it helps you to see 
potential ideas for your business. 

 

(00:20:48): 

If you'll go back up to the top. I actually saw a potential lead magnet in her 
avatar as she was building it, because you go back to the avatar. It was 

about her team and that Allison's married therefore doesn't…. Alison has the 
drive and vision for her business, but her team, they are loyal, not highly 
educated and therefore Alison does not have a strong team around her. And 

so you've said this a couple of times in this document about how the team 
doesn't have the skills to support her. So she is the one that's having to do 
the work. So for her, one of the most valuable lead magnets, maybe how to 

be a good leader, you know how to pick a team, how to hire a team, 
something to that effect. Because if that's what her real pain point is 
because she's tired and she's overwhelmed because she's having to do the 

work because her support system is not what she needs it to be, then we 
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need to teach her how to have the support, you know, how to either train 
them or how to find them. And so that potentially could be a good lead 

magnet for you. For somebody like this. 

 

(00:21:59): 

So we always talk about benefits versus features and you've heard this 

forever, I'm sure, and you always want to write about the benefits and not 
the features you want people to buy into the benefits. So if you look at this 
avatar there, this is just loaded with benefits. So let's do a little exercise 

really quickly where we pull these out because these then become bullets. 
And Alison, I think I have the buttons. If you trust me, give me editing 
privileges on there. If you don't mind, and I'll just pull out some bullets here 

that have been, that are a benefit laden. Bullets in in this avatar that you did 
can then build around, a lead magnet. Because Jen, don't you agree? I think 
this is just loaded with benefits. 

 

(00:22:43): 

I do too. And so this is a great exercise about how to create your content 
because we look at things like this and we look at benefits and in general, 

most of us, we do this too. We like to talk about features of our product of, 
you know there's 10 modules, it's five hours of training, it's transcripts, it's 
called blah. Those are features, right? And so benefits are the thing that that 

benefits are the emotional state that we're going to help people get past. So 
being able to pull those benefit statements out of your avatar is going to 
help you to pinpoint down to what your cornerstone content should be and 

how you're going to communicate. 

 

(00:23:23): 

Okay. So this is, I'm going to highlight this. Thank you Alison for giving me 

this. This is Alison, her avatar. You are talking to Georgina. 

 

(00:23:33): 

Thanks Georgina. I'm all in on the Alison thing by the way. All right, so I'm 

going to highlight this yellow as a feature. So the yellow is the feature. So 
maybe 10 inch, monitor them closely and posting them, but it's a good 
relationship with her husband. Okay, so let's do that. 10 years ago she 

decided to start her own business. This was supported by her husband. Also 
a career professional is working. High income therefore can support the 
family and also invest in the business. That's more feature. I'm not going to 

http://nams.ws/trial
https://www.rev.com/transcript-editor/Edit?token=y9Tp50h0wnn1noyIWnbDir7bzlAsopu8UINADR0sID2EqBuWNz5kHC4Cc3BbIHFm1IJY7vvbRclGw0PELvQ5CKxo7Zo&loadFrom=DocumentDeeplink&ts=1319.14
https://www.rev.com/transcript-editor/Edit?token=FQwwuZu2JmwLy4KLOyLC-7FdJHkH5GIzyL--yXENhz89nBBVN34bdBlMtoQjbS0ZZCczclJiYrii9vC1D4vHu5aWEwQ&loadFrom=DocumentDeeplink&ts=1363.06
https://www.rev.com/transcript-editor/Edit?token=S-eg23hRL0rdsSIsjGDSn8_w_wbTA0nPPUaU3BXJAokCdMwggEPhEZcKj5sKcG-5oBqUQVHf2tDgs_9edFqQPidL0Ow&loadFrom=DocumentDeeplink&ts=1403.33
https://www.rev.com/transcript-editor/Edit?token=_ysM0Vtli7GGx2Hw4sHL660fPBRp1IhobgZpVGFUt0ozzt6O6yTt3HKagwhfq2OK3OmCgjz6KZpWpYSAdYZFljLb0Kg&loadFrom=DocumentDeeplink&ts=1413.95


FAST BUSINESS START UP SESSION 5 CRITICAL CONTENT CREATION 

 

NAMS, Inc.  MyNAMS Insiders Club 

Page 17 

highlight that and I'm going to do the benefit. So they live in an affluent 
area. Alison has the drive and the vision for the business, but her team, 

their loyal, are not highly educated, therefore for us, does not have a strong 
team around her. 

 

(00:24:18): 

(Viewing the avatar on the computer screen) This is a problem. This is a 
feature. She hasn't tried vision. This is a problem. And the benefit would be 
giving her something that allowed her potential. Here is something that 

allows the team to progress. Okay, so that's that. So there's one, let's just… 
you're not going to like what I'm going to do, which we'll come back to. But 
when we're done, a strong team around her okay, pull it Jennifer. You can 

also jump in there and tell me what you see too. So there are directors, but 
Allison is the MD and driver and the whole division of the company. So that's 
a feature. Alison not combined but it's stereotypes of why so freer to build 

the business. So freer to build a business suit. So that's kind of a feature but 
it also, it's going to turn out to be a little bit of a benefit here I think. 

 

(00:25:08): 

So Allison does not have business team development skills. This is an 
opportunity if you provided her something with that, she would love it. 
Right. And she recognizes she needs leadership support. That's another one. 

And that the team needs support to strengthen the company. Okay. So I'm 
just going to bust this up. Okay. The company is able to invest in training 
and development. You also have importance for the growth of business.  

So, this is opportunity as well, but it's really more qualifier than it is 
opportunity. And qualifiers are really important. Do they have the budget? 
That's always the question. Do they have the budget? So, Alison would like 

more time for her health and the business takes away this time. She loves to 
travel and enjoys culture. She's very personal and life for people. Allison's 
business lacks strategic direction, operational planning and lacks the 

business fundamentals not as strong because that's not emotional, but it is 
something, it could be doing. 

 

(00:26:05): 

So more help with operational vision. You see what we're doing here, we're 
highlighting in her own words what she's telling you. So you find this Allison 
person online and you spit these words back at her and she's going to 

recognize you all day long and want to work with you. I'll sort of get her 
direct lead and develop in their areas and focus on business development 
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also. Oh, big. Yeah. So that's big but it's not emotional. It's a result which 
I'm going to do that a little different color. It's blue on that because that's 

really a result. Also does not have a business network have around and 
bounce ideas. Business network of our own is a huge there. 

 

(00:26:45): 

Sure challenges. She is the go-to person does not have her one. This is a 
great phrase. No, my wife says this all the time. She says, I helped so many 
people. Where do I get the help? It's exactly that. So Allison believes in 

education for some environment and will pay for it. Again, qualifier. So we 
know that's a qualifier that's going to be our green qualifier. She really 
wants the business to succeed and also wants more time for herself so she 

can herself as she is tired. That's right there. Because more plans from 
business needs the team to step up so she can take the business. They need 
help in business fundamentals and also consultant support. A business is 

profitable. Productivity is not where it needs to be. Okay, look at what we've 
highlighted here. If you pull out this stuff in this, these colors, these all 
become topics. 

 

(00:27:34): 

How to make your team loyal. You're an expert at that. So you know about 
making them a loyal team, but how to take that loyal team and make them 

excellent. How to create a strong team around you, how to help your team 
progress. It's not having a business or team development skills, how to get 
other people to do things you're not good at.  

How to get leadership support, how to get support for your team to free you 
up. This was qualifier. How to get more time for your own health when 
running your own stressful business. Why you can't travel or go to mood 

play anymore because of your own business or is your art, is your business 
keeping you from enjoying life? Kind of. So you see what I'm doing here, 
and we've only gotten halfway through it and you've got a bunch of 

opportunities here for content directly from your avatar. If you just read it 
with not a skeptical eye, but with a, what Jennifer helped me with go ahead. 

 

(00:28:32): 

Well, to me it's reading it a purpose. You know, when we talk about creating 
content with a purpose, if we really go in here and look at these pain points, 
this is telling us the words that she's written. It's telling us what the content 

that needs to be created is. It's not. 
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(00:28:50): 

The other thing is these are the words. If you've done your avatar correctly, 
these are the words of your customers and prospects because you're pulling 

these things from the Facebook groups, from your customer feedback, from 
all that stuff. So this key language that you're pulling and that's what 
Jennifer's talking about is key language. 

 

(00:29:10): 

An Attndee says something that was interesting and we haven't really talked 
about this in here, but it's an important thing to talk about. The question, 

the big question is for people that get to this point, for example, in their 
business, they've let it get is do they really want the help? And because 
typically I bet $1 million that Alison is also a bit of a control freak. And this is 

important to know this though because it helps you to create your responses 
to objections that people are always, people always are going to have 
objections. Do you see where I'm going with this a little bit? Yep. 

 

(00:29:51): 

I do. And let me tell you, she is definitely a control freak because if Alison 
weren't a control freak, she already would have somebody in there helping 

her. That's the way that works. 

 

(00:30:00): 

Exactly. And you know, this is interesting to me. It's so many people have 

been watching in the chat. So many people are like, oh my gosh, this is me. 
This is me; this is me. And you know what, this is me too. 

 

(00:30:13): 

It's everybody, right? I mean it comes from a fear. Alison, here's the key. 
Alison is scared to death. To give up control. 

 

(00:30:20): 

Exactly. And so that's the objection that we have to handle because that 
objection, the fear is what will keep her from moving forward. No matter 
how hard you can hit the benefits, no matter how hard you can hit the 

objection. I'm sorry. The emotions.  
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We can't ignore the elephant in the room when we're writing the content or 
when we're building the relationship or we're building the avatar. We have to 

know what the objection is. It's almost like you should be able to have a 
conversation with yourself in your head and, you should be able to say, 
okay, but I can help you to train your team and the other person on your 

shoulders should be saying, yeah, but I have these systems in place and I 
really like my customers. 

 

(00:31:06): 

And the reason I'm saying this, you guys is because I personally have been 
there. The only reason we have a team is the way that we have a team is 
because David said no more. We are not doing this anymore. Even though I 

would limit all the time. I don't have it. I'm so busy, I'm so overwhelmed, 
I'm so overwhelmed. And he would say, okay, well we're going to hire a 
team. And I say, but they can't do customer service the way I can do it. 

They're not going to post content the way I can do it. And so we have to be 
willing to look at the objection to our own product and our own service when 
we're writing the content. 

 

(00:31:43): 

Yup. So we all have this. And what you're tapping into is the human to 
human element here, right? So you can't be a business consultant or a 

business product owner or an online entrepreneur and treat other people like 
they are a number. Even though we started this entire thing by looking at 
numbers, you can't do that because you are talking to somebody and 

somebody has feelings and you have to tap into those feelings. Not in a 
manipulative way, but in a way that you really want to help that person. If 
you believe in your solution and your product, you know that you're going to 

be able to help that person. And you want to be able to put yourself in front 
of those people so that you can do the most service. You're, a servant. 
That's the deal. That's what an entrepreneur is, a servant. So the reason I'm 

loving this piece of it is because this really gets into the copywriting. It gets 
into the keyword research and it gets into the content because all of these 
phrases that we've done, so like build your business network is probably a 

keyword phrase. Let's see. Create operational vision, probably a keyword for 
it. These are things that people might look for in Google. 

  

(00:32:54): 

Setting up a team or managing it. 
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(00:32:56): 

Getting your team to step up, those kinds of things. It’s all just really good 
that you can then build content around. These are keywords that you then 

build content around and drive people in who are in pain. You want to think 
of this, think about Alison sitting at her computer, she's typing into the 
Google, these type of things you could Google. How do I get my team to 

step up? And you're right there because you've written an article about how 
to get my team to step up. Right? So, that's what your response is, I'm just 
reading some of the chat. An Attendee says what I need to, what I had to 

learn and must keep learning is my ultimate purpose is to be of service to 
others. So, no, you don't see the questions input in here. 

 

(00:33:41): 

I'm sorry. That we're just reading each private text.  

So this can be frustrating because once you get your mindset right - that 
you are a servant - to people to provide a solution for in exchange for a 

value, whatever that value is that comes from a very altruistic almost place. 
It comes from a good heart to do that. Then there's this other side of us that 
says, why don't people recognize this in my business? Why don't people 

jump in all the time? Why do I have to work so hard to get people to see the 
value of my NAMS learning centers. So for example, somebody said on the 
chat box earlier, do they get all of this if they even paid just $1 and they do 

you get all that free stuff if you didn't pay anything, that's a huge benefit 
that people, I don't understand why we just don't have the door broken 
down by people trying to get in. I can tell you exactly why. Because we're 

not always where we need to be with our market. We're not always in the 
pond. We're not always in the pool with the market. The right market. We're 
doing more and more of that though by doing more and more avatar and 

more and more keyword research. And, and you know, 3000 new leads in 
three weeks is not bad. 

  

(00:34:57): 

The other thing too that people have to understand and I'm looking at all the 
people that are on this call and I'm believing this about everyone that's on 
here that you ultimately have the purpose and the reason why you want to 

run a business is that top level 30,000 foot view. You want to be of service 
to someone. You fully believe that you can help somebody. Now making 
money is really important and that's probably right up there. But if you 

didn't feel that way and, then you didn't have this level of service, you would 
not be here in our group trying to learn how to do this and learn how to do it 
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the right way. You would be following, you know, the people that are driving 
around in their Lamborghini's saying you can do this too if you, you know, 

essentially just reach into people's pockets and take their money and you 
know, and there is something to be said about doing this work because it 
helps you to really relate to who your potential customer is going to be, but 

also just create some emotional connection to them because you understand 
where they've been. 

 

(00:36:08): 

You've been there, there's so many emotional pieces to this and that. I 
promise you guys it is conveyed in your content and in your message 
people. 

 

(00:36:18): 

You do it properly. You can't write content. I know we keep picking on you. 
We always tease Amy because her original writing of her content was from 

her experience as a government report writer and it was dry. I'm telling you; 
her gardening content was dry, and we had to work with her on that. So it's 
really important to carry this emotional relationship into your content. Yup. 

I'm sorry gentlemen. Read one thing here. Someone said something really 
important here. He said an interesting approach with Allison, how to attract 
them without calling out the thing that they really need where they are not 

self-aware and that she is a control freak. You can't go to Alison and say, 
Alison, I understand you're a control freak and I can really help you. Bet it 
isn’t going to work. 

 

(00:37:05): 

Exactly. And so we have a stain. There are actually two things that we use 
quite frequently. One of them is not a very pretty saying, but it's visual and 

you're going to get it and it's called the bleeding neck syndrome and that is 
what problem is causing the bleeding neck. If somebody had blood gushing 
out of their neck what? What do they need to stop the bleeding? And that's 

how your product and your solution should be how people should see how 
they should relate to it. You should be able to show them what their bleeding 
neck problem is.  

 

(00:37:55): 

All right. So we're back down here to the content. So Allison's - I hope this 
really helped so far. I think we can take, the reason I wanted to do the bullet 
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points here is we can actually pull out these bullet points and you can 
reassemble this in that in a second. Pull out content. 

 

(00:38:14): 

Yeah. And so I actually want to address something that Sherry said here 
because this is super, super important. I totally agree about being a servant 

to your market and people, my question is that with all of this important 
work to do, how do you balance it with doing the actual work and all the 
other business functions, especially for a very small business.  

So listen, this is the very important because if you don't do this, then the 
business, the functions, the business of running an online business doesn't 
matter because you aren't able to support your business. But even more so 

than that, this right here, what Georgina has done, even though it's a very 
short document and it's taken, I don't know how long it took for her to write 
this, this carries through. She can create so much marketing, so much 

direction and really this allows her to be so tunnel vision that she's creating 
the right stuff and she's choosing the right things to do for her business. 

 

(00:39:10): 

And so when we go through our actual how to do these things and how to 
step-by-step set your income stream up, the idea is that when you've done 
this the first time and you've see how powerful it can be, it becomes easier 

to do it over and over and over again. And when you are trying to create 
your marketing, somebody else said it earlier, 80% of your time should be 
spent here in the marketing of your business. We call that the marketing 

layer and the delivery layer. The delivery layer is where we all love to be 
because we're creating something. We are building something. It's got to be 
tangible. You can touch it and you can feel it and most of us live 80% and 

then delivery layer and 20% in the marketing layer and so this helps you to 
outline what your marketing layer is going to look like. 

 

(00:40:03): 

And if you are at a point where your market's so successful and you are 
overwhelmed by the tech or you're overwhelmed by the business of doing 
business, then it's time for you to hire a team. But we have to get the 

marketing so that we have to get the marketing done in a way and so 
successful for you so that hiring a team is no longer is an expense for you. It 
becomes a product, you know, a profit center. You have to have that in 

order to continue to sell. And so if we shift our mindset a little bit around 
about not focusing on the operations of your business, but focusing on the 
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marketing of your business, then the marketing dictates the operation. And I 
hope I didn't ramble on that one. 

 

(00:40:43): 

No, that was good because I wanted to bring up the product, the marketing 
layer versus the delivery layer, because that's really important for people to 

understand this concept. But I think we've really gotten into it a lot today 
from a kind of like the experience of this whole thing.  

 

(00:41:01): 

I forgot, I forgot. The two terms. So the other one is giving them what they 
want. Yeah. But sell them what they need. So that's how you have to tell 
them what they want. Give them what they need. So you smuggle in the 

need? Yeah. The need. Yeah. That's the idea is that we're always smuggling 
the need in. Right. And so the copy, the marketing is what they want, and 
the product, the sale is what they need. Does that make sense to 

everybody?  

 

(00:41:34): 

(Everyone looking at the screen share) In real time we're building a content 

list for Georgina. Or is it Allison? I can't remember. Build a strong team. 
We're going to stay under, I will leave it at that. Okay. Try to use her for 
me. Help the team progress. Does not have a business team. Team 

development skills. Build and grow your own business. Your development 
skills find leadership support. Strengthen the company teams. Team needs 
to support to strengthen, help your team, help the company, support the 

company. Get more time for your health. Travel, which can be contrary and 
sometimes: I'll give you an example. I did an article just a couple of weeks 
ago for our own blog about residual income and the economy. And economy 

is all the buzz these days. 

 

(00:42:45): 

Everybody is saying, Oh, you can earn $500 to $1,500 a week, or a month 

or whatever it is in the economy. And I had Amy do some research on 
keywords for us and the one that came back that I really liked was best 
economy jobs because the focus of my article was to get people to see 

residual income is the best gig economy job you can have, but no gig 
economy job or very few give you residual income and you have to watch for 
that. So it was contrarian. It was, it was basically why your gig economy 
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jobs aren't the best gig. Common jobs. Oh, let's see why travel and why you 
can't go because this will be contrary and why you can't travel or go to play 

anymore. We're done here in just a second. This is tedious, you are 
watching me do this. This one is probably a little harder because you're 
really talking about business fundamentals. 

 

(00:43:42): 

That one right there actually to me from a content perspective is probably a 
how to or a step-by-step, like a 10 ways to attend. 10 ways to, you know to 

strengthen your teams’ business fundamentals. That's bad. But you know, 
you can see how we take like a topic like that and 10 that those are the 
how-tos, the step-by-steps, those are always really good type content 

pieces. It may be 10 ways, Oh, and ways to make your teams rock stars or 
you know, something like that.  

 

(00:44:20): 

Unless you have anything to do with the team. You can do direct and 
operational planning in ways to checking operation, operational planning. 

 

(00:44:32): 

Actually the great one here would be have 10 business funnels you must 
have for a successful business or as, a succeeding entrepreneur or as a 
successful entrepreneur. And it's just the fundamentals and business 

fundamentals. You must have to succeed as an entrepreneur. Okay. I don't 
want to get too far away from, from our avatar. Remember we were talking 
to Allison, so she's not really looking for this, but that's still a good article 

because it's all about fundamentals. Well at the operational planning thing, I 
mean a real simple piece of content. There is an operational planning chart 
or some kind of chart blueprint. Yup. Because sometimes people just need to 

see it and they need to see how things work. And so little one sheeter 
downloads, blueprints, just single PDF graphics, things like that are good if 
they are highly valuable. 

 

(00:45:27): 

So while you're doing this, I'm going to ask this question and we have to let 
Georgina make this decision. So Georgina, everyone has been asking if they 

can have view permissions for your documents so that they can learn from 
everything that we've done here. So would you mind if we made a copy of 
this and we can use it and I'll let her respond. I'm really glad you guys are 
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finding this helpful. I didn't expect for you to want it. So, okay. She said yes, 
that's fine with her. So we'll get a copy of this. I don't think that this is about 

building your own business network. I think this is a, I think it's about 
finding your, finding your community. 

 

(00:46:07): 

How do you find it, your business network? Okay. So while you're doing that, 
I'm going to answer a couple of questions that are in here. Everybody is 
saying thank you to Georgina very much for offering this. And I want to 

make sure everybody sees what happens when you take a take a breath and 
you volunteer. And yeah this is the scary thing. I know. So this session, 
critical content creation, this is from Ralph. Am I getting this right? Are you 

saying when creating content, build it from your specific avatar? So yeah, 
this is a way for you to do that. And, you know, if you have a product 
specific avatar that's even better. And we haven't quite figured out yet if this 

is kind of a specific product avatar for, for Georgina yet.  

 

(00:46:55): 

We know that she wants to move her business from consulting to online. So 

we're starting with this. What we want here is when you're building your 
avatars that are product base, that makes it so much simpler to then build 
your content based on the avatar because it's like a funnel, like the funnel 

that you use to strain something within your kitchen and how the water just 
swirls through it, it allows you to have this swirling content that's just 
constantly moving around. That is all narrowing down the focus, narrowing 

down in leading to the one single product that you want to sell. Okay. 
Georgina has the original, everybody was like, I sure hope that you kept a 
copy of this. 

 

(00:47:40): 

Well, I don't know what her original looks like. This is actually mine now. 

 

(00:47:45): 

Oh, okay. So we wanted the one that we want, the original one that she 
started with David, so we can compare that back. Okay. She has it, so, 
okay, good.  

 

(00:47:55): 
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So Georgina, if you would just give us a view share on that one, 

 

(00:47:58): 

and I'll just make a copy of the original that you have  

 

 

(00:48:02): 

Oh, if that is, I’m just going to leave it the way it is here. All right, good. I'd 
like to know what you think about this whole thing. I mean we've really kind 
of taken avatar apart and put it back together with a content plan.  

 

(00:48:22): 

Yeah. Okay. Georgina. 

 

(00:48:25): 

Hi, can you hear me? Yeah, sure. Thank you. 

 

(00:48:29): 

Hi. This has been fantastic. I actually put in the chat that I'm so glad I 

volunteered. 

 

(00:48:35): 

Yeah, congratulations. Volunteering is good. Sometimes. I thought we 

would- 

 

(00:48:42): 

But we just kind of read it and move on. So, yeah, definitely. Using the 

content and seeing how he used it to move into the various areas. Just 
amazing. And it's actually helped me to narrow the niche. Because this 
actually wasn't a niche that I was actually going off. 

 

(00:49:02): 

We love that. What was the niche and the niche that you were going after? 
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(00:49:08): 

Well, I mean initially with the business, so the business is kind of, wasn't 
really geared towards large corporate corporations. 

 

(00:49:13): 

But when I started building the avatar, this is more what people relate to 
more. What you just said is really important because we started thinking, oh 

my client is a large corporation. And then when you build an avatar for it, 
the people in that is, it turns out it's a person, you know, who's the person 
in this corporation. Yeah, yeah, yep. 

 

(00:49:40): 

Yeah. And this is a great exercise in what we were talking about earlier 
about drilling down and sub niching. And so this is a perfect, perfect way to 

sub niche, a large, broader niche so that you can have much more targeted 
products and much more targeted marketing. You’re always going to get 
higher conversions, higher sales and things like that if you're able to sub 

niche down and be able to be the one solution. 

 

(00:50:07): 

Okay. So Jen, I'm looking at the schedule and we're a little over on this 

portion, but then in the next portion is homework and review. And frankly I 
think we've done a pretty good job of the review stuff today. I'd like to take 
this and build out a hub and spoke system for people. 

 

(00:50:30): 

So that's one vote. Right? 

 

(00:50:34): 

Okay. So I'm thinking I'll use the spreadsheet to do that kind of thing with 
and kind of do a demonstration on this that works. 

 

(00:50:41): 

Yeah. Yeah. So everybody is totally down with the hub and spoke thing. So I 
want to make sure that we're really clear here that this means that if you 
spend the time doing this and we do it live, that your content, so the part 
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that you need to go work on your homework is going to get pushed to a little 
bit later this afternoon. So I just want to make sure we're good and 

everybody gets that. 

 

(00:51:02): 

All we're going to do is we're going to take like 20 minutes and do this and 

then what they're going to do is they're going to have to go home and write 
their content. 

 

(00:51:09): 

Right. Okay. The reason I'm doing this is, so you understand exactly what 
we're talking about. Yup. Okay. So everybody's good with that. So let's hit 
it. Okay. You want me to keep Georgina muted or unmuted? 

 

(00:51:21): 

Thank you Georgina, and I really appreciate it. That was great. We'll bring 
you back. Okay. So I'm going to just make a copy of this for Georgina file. 

Make a copy and we'll call this Georgina's. What would be a spoke for Allison 
and we're going to share it with the same people. 

 

(00:51:41): 

Yeah. 

 

(00:51:41): 

Let's talk about the hub on this. In this case, what we're trying to do, 

remember, the goal here is to move people to the online world. So as we're 
moving people to the online world, from her offline world, we've got to do it 
gently, right? We've got to get people interested. We can't go at them with 

a, well, we could go at them with a $10,000, online coaching program. But it 
always usually takes more of a relationship to do that kind of thing. So we're 
talking about basically selling a low-cost product or an opt in. I think we just 

go with an opt in kind of thing. 

 

(00:52:20): 

Well, why don't we just use her checklist as the, as the lead back. Okay.  
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(00:52:24): 

But that's what I'm saying. So her checklist was a productivity checklist. I 
don't think that's going to be cool going forward here, but I would say what 

was the other checklist kind of things that we talked about. We talked about 
how to take control of your life, how to get your life back, how to get your 
team to step up checklist or a team building checklist or a team, not team 

building that's different. 

 

(00:52:45): 

It's really more like - this lead magnet has to be more about leadership, 

don't you? A leader. I mean, if for team isn't performing the way that it 
should, it's leadership from it. 

(00:52:58): 

Well, let's give it an emotional topic. And leadership could be that, but when 

you give him to give it an emotional topics so that we make sure we're 
focused on the pain again, and so let's not get too far away from it. So the 
pain is that she's tired, that she's lonely and that she needs, help to get out. 

And that's fine. So this is your rescue plan is what this is? Yeah. Okay. Here 
we go. 

 

(00:53:25): 

You guys are watching the sausage getting made here. Okay. I'm going a 
little sexier than that, but that will work for right now. 

 

(00:53:34): 

Captures the emotion right now. Right? Okay. So build a strong what, what 
are our strongest lead magnets? Here is our strongest content. How do we 
know this? We've got to go back and do some keyword research now.  

 

(00:53:47): 

Now she's done some, let's see what her keyword research was at the 
bottom. So one of the things that just stuck out to me was the grow year. 

Help your team support the company. So how do we sexy that idea up? Into 
how to create a team that supports you. How do you know what I'm, you 
see where I'm going with this? 
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(00:54:10): 

Yeah, I agree. I do. I'm thinking about something else right here. So we're 
watching sausage, we may remember how we do it. So how to increase staff 

performance and productivity? That’s a keyword that she's found that works 
really well and for what she's got, build a strong team there. So that's her 
keyword in the title, which is really important, or keyword phrase is in the 

title, but we've got the point right here. Build a strong team. So the result is 
this, build a strong team, how to increase staff performance and production. 
So that's a pretty good title of a piece of content. Right? Okay. Long post. 

Okay. And then the next one, let's look more keywords here. We can use the 
same keywords over, by the way. And we had 10 business fundamentals 
that you must have. 

 

(00:54:56): 

I love this title that was suggested in the, in the chat and I don't know if we 
can work this in. Stop doing all the work that you hired your team to do. I 

liked that too. Yeah, that's, that is like serious pain right there. I mean we're 
hating pain point right there. 

(00:55:11): 

Okay. So we have a, that's not one of our keywords. Keyword. Yeah. 

 

(00:55:16): 

How about increase your team? Well it's really, it'd be kind of subhead here, 
but increased team productivity. Stop doing the work you hired. That's 

repetitive. 

 

(00:55:25): 

How about this? Stop doing all the work you hired your team to do. Doctors 

increased productivity. Amy, if you need to jump in here and correct me on 
some of this stuff, don't be afraid. Okay. So we're going to take that over 
there. That will be the next one. 

 

(00:55:38): 

Amy, I'm just going to unmute you to save us the trouble if that's okay with 
you. You're unmuted. 
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(00:55:43): 

Yeah, I was actually just jumping into long tail pro. Okay. I'm seeing 
progress. 

 

(00:55:51): 

Right? So to make it as a good point here. And she said this has to do with 
using her resources effective, efficiently. And so that's not really a good 

keyword, but that's the purpose, right? 

 

(00:56:03): 

So improving productivity, that's what we're trying to do right now. That's 

what I'm looking at. Yep. 

 

(00:56:08): 

And Patricia is just full of them. You can't grow if you're doing it all yourself 

or any of her keywords on leadership. 

 

(00:56:16): 

Yeah. There's one. Okay. Here's improving productivity in the workplace. 

Strategies 

(00:56:24): 

For improving productivity. 

 

(00:56:26): 

Do you ever notice that when you type certain words, your muscle memory 
and just kicks in? 

 

(00:56:30): 

And what you are thinking comes out something else. Okay. And two more. 

 

(00:56:34): 

What about delegation? Amy, is there a delegation? 
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(00:56:37): 

Yeah, give me a second. 

 

(00:56:40): 

Okay. So since Amy's on our team, you're actually - this really is the 
sausage being made. This is how we work. So you guys see it? Ooh, I love 
this one. Cheryl put one in here who is at the helm of the ship finding 

leadership. 

 

(00:56:57): 

Oh, nice. 

 

(00:56:59): 

But he asked do we generally work this way? We do work this way quite a 
bit. 

 

(00:57:04): 

Not on the same call. Usually we just pass stuff back. 

 

(00:57:07): 

Although you and I work a lot like this when we're coming up with product 
titles  

and things like that. 

(00:57:13): 

Another reason why team is so important because one person can't think of 
something by themselves and it takes two people to exponentially improve 
your thinking processes. At least two people or more. You know, you can get 

up to six people. That's about it the best. So I mean things really quick when 
we get together with bootcamp. Small group of less than 10. 
 

(00:57:38): 

I'm in keywords everywhere because long tail pro is failing me. I see. 
Importance of delegation, delegation and management, delegation of 
authority. 
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(00:57:48): 

Oh, business network. How to create your business network. 

 

(00:57:53): 

How to find your business network. 

 

(00:57:54): 

Didn't like business network. Hey, interesting. Let me look it up and Google. 

Let's see if they give us interesting. 

 

(00:58:03): 

Business support group or executive support. 

 

(00:58:07): 

There's a good other interesting about – 

 

(00:58:09): 

Coaching, maybe business coaching. 

 

(00:58:13): 

No, not appropriate. No. I'm going to get all kinds of different things in 

there. It doesn't go with this, this top and it really kind of wanted to get it. 

 

 

(00:58:21): 

Well Cheryl put a good one in here about how to find your business tribe. 

 

(00:58:25): 

Oh there you go. 

 

(00:58:26): 
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So tribe is kind of not a good one. Well it's not that it's a bad way. What's 
the word I'm looking for? Kind of pop culturing, you know, term. Now I do 

see workplace tribes though. That might be fun. 

 

(00:58:40): 

So if we were, let me ask you this question Amy, because this would be 

helpful for people on the call. So if we really decided we wanted to stick with 
this, even though the keyword, the keyword search for the title wasn't great, 
is this one of these occasions where we would want to make sure that we 

have a good use of subhead on our page that's keyword driven or put more 
keyword content in or are we kind of doomed from the get go because we're 
using a title that's not really keyword driven? 

 

(00:59:07): 

No, I don't think so because Google, I mean, although Google wants you to 
have a title with a good keyword to be, you know, to try to get to that, you 

know,  infamous first page if you're, if your topic has, you know, keywords 
sprinkled throughout it, you know, Google's going to acknowledge that. And 
then also if you don't have the absolute correct keyword, I mean I see this 

all the time, I'll type in a keyword and Google actually will interpret it in 
some other way that seems very fitting. You know, it's kind of weird almost. 
It makes you think they're sitting in your back pocket. They can, your brain, 

you know, picking your brain. So no, I if we have an idea like the thing with 
the tribe, I wouldn't because it's kind of pop culture. I'm not sure I would 
use that. I mean that tribe is in style now. We are using the term tribe might 

not be in style anymore in three years. So I would go back more to the 
basics for that. But you could certainly add it to the article without a problem 
because it'd be very fitting for now. 

 

(01:00:09): 

Okay. Okay. So, I've typed in how to increase staff performance and 
productivity as the main keyword there, even though we're wrapping around 

team. And the first thing is to come up or you know, look at all the numbers 
here. So this is what you want to do is come in and find the keywords that 
are working. So the reason you've got 8 Ways to Increase Productivity and 

this is from business and the article URL is 8 Ways to Increase Productivity. 
So the keywords are exactly the title of the blog. That's how you get there 
has to be the same title as the blog in your URL. Okay. 11 strategies. Go 

ahead. 
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(01:00:44): 

Well, I want to make sure that everybody notices on this page. Look at how 
many articles we have that have numbers in them. Seven ways, seven eye 

opening strategies, people like things like that.  

 

(01:00:58): 

Now we're going to take this one and we're going to pretend for just a 

minute that this is an article from Georgina. Okay? So we're going to 
pretend this article. Well, I'm not going to bring up the other tool you guys 
get from us, which we're going to start with that. Okay? So file and copy. 

Oops, not download the copy. And this is Georgina. Okay. So I'm gonna 
come over here to the data, input and I'm just going to delete this side right 
here, this stuff in here. So, I can delete these URLs as well because we'll 

change that out. We're going to change everything. I just don't want to 
delete the rows. That's my point here. Yeah, we'll delete the hashtags as 
well. Okay, so I'm going to come over to this and I'm going to, where is that 

article again? Is this you had it. Okay. It's got some popups going on. All 
right. There's a tweet right there.  

 

(01:02:02): 

There's a tweet right there. So you come through your article and you can 
find short microblog tweets. There are little snippets right there. So I'm 
creating content. This is critical content for your system, right? This is the 

kind of stuff we're talking about. So this will allow you to get more work 
done in a shorter grade of time. Here's the eight top tips. Okay, so this is 
good because we're giving them a protective - because this is going to go 

with a URL, right? Okay. So no, I'm just going to grab this URL and drop it 
here for me to make it NAMS.ws. Well it doesn't know. Not know you can, 
we'll just talk about it. You don't have to do it. So what we would be doing 

here, with us, is we would create a tracking link. We would put a nams.ws 
tracking link on there so we could see in our system, what's happening to 
these things. 

 

(01:02:57): 

And if they're getting any content, if they're getting any tweets or any 
retweets or those kinds of things you will know. Now your Twitter account 

will also give you that information. What your best content is and what your 
reporting is. If you have HootSuite or any of the other high ticket or higher 
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priced, tools that you use, that'll give you that information as well. But you 
want to make sure that you have some kind of a tracking link in this thing.  

Now the prefix goes on the front end of your tweet and you can ask people, 
you can give them attention here or this says retweet please or please 
retweet and you can do other things. So like tool test, those kinds. And as I 

put this down and then we're going to do hashtag - a team and hashtag go 
to activity. 

 

(01:03:49): 

These are all the same, so we'll just leave it the way it is. Okay. So now 
notice we have these are all along the way now to be the new Twitter length 
is 280, right? Yeah. I thought it was magical. No, it's 140 and 280 I believe. 

Okay. Got it. So, we’ll leave that the way it is now. I would come back to the 
dashboard here and just export the two single column or two multicolor 
depending on which platform. If I'm using HootSuite, I'm going to use - I'm 

using post blazer or anything. I'm going to use the single. So I would just go 
ahead and schedule using this to schedule these tweets out whenever I 
wanted. So frequency per day, time it starts and the date it starts. 

 

(01:04:37): 

So I had to do that. No, I'm not going to do that. I'm going to show you 
what else you can do with this. So this is content that can be reused. 

Alrighty. So there's nothing more important to small business than its 
employees. Okay. I've just copied that. I'm going to come over here and I'm 
going to open up, there's a ton of tools and we have all of them, some 

contacts. Where is that video? There we go. So this is a video dashboard. 
Video dashboard is a really nice tool for creating fast, little video content 
thing. So I'm going to come down to a template bank and I'm going to click 

on typical bank and we're going to do a little Facebook video really quick. So 
clicking on Facebook and I'm going to choose this one right here and I'm 
going to edit. This is what it looks like a little bit cause you're lagging. 

 

(01:05:19): 

Okay. So this is what it's going to look like when we play it. Now I could edit 
this and put in all the different pictures and all that kind of stuff and it's 15 

seconds long. But what I'm going to do is to create this video and we're not 
going to save anything. We're going to say- gotta do it over here. To 
download, there's what? It's going to that video up there. It's going to be 

NAMS.ws slash what? Yeah, just say productivity and with long. Okay, fine. 
And remember I copied that thing, so I'm going to drop it in here. It's too 
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long. It's got a maximum of 60 characters. So there's nothing more 
important. Next way. Small business. That's my second screen is here. 

 

(01:06:12): 

Click next. Now save time and save money, but we want to say what was 
the title that we get? The business, the entrepreneur rescue plan. And we're 

on number three right here. So there's going to be another screen. Get 
yours today and take back your why. Okay. And next and then we would put 
in our information here. Visit now, here's our legacy. That was NAMS.ws 

productivity and does it now. Yeah, you put your logo in, and you can 
change the colors of the text. You can do all that stuff and you can even 
change the music. But we're going to leave it there. Usually it has, but you 

can change all these different music. You've got a ton here to change it. And 
the only reason I'm showing you this, this is going to render, it's going to 
take a few minutes to render. 

 

(01:06:59): 

And the only reason I'm showing you this is because you reuse the pieces 
that you  

have to. What we've done here is create a piece of content that will serve on 
our hub and spoke. Where is it? I've been -, do I have it up? Third, it's right 
here. So Georgina's money site is the Entrepreneur Rescue Plan. Okay. And 

then we've got six different blog posts that we're going to fill in and I'm not 
going to do it because it takes it too long. Six different blog posts that we 
would fill in here. We have created our Twitter feed. We have created a 

Facebook video for posting. We have two, we use that video on LinkedIn as 
well because it gets over there as well. I'm going to use that same video on 
YouTube. If you want you, you use that same video in Pinterest, we can use 

that same video in Instagram. We can use any of our blog posts repurposed 
on Medium and our RSS feeds going to pick up all of the blog posts that we 
have as well as our money sites. So you see how this is working? We have 

not done that much work. So what we're trying to do is get people to click. 
That's how we get the click back to the beginning of the day in our income 
stream. It's all about getting the right. So Jen, does this makes sense. 

 

(01:08:17): 

Yeah. So I want to make sure everybody understands that because we didn't 
have time to write a real blog post on the site. We hijacked one from Google 

and we're, our assumption is that this is Georgina's actual blog posts. We 
have taken the completed blog post and now it's about breaking up all the 
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different pieces of content that we can drive to either the blog post itself or 
that we can drive directly to the lead magnet. So we actually, when you 

think about it, two actual money sites here. Money site number one is the 
Entrepreneur Rescue Plan landing page for the lead magnet. And the second 
one is the blog post. 

 

(01:09:01): 

Right. Okay. So I'm just going through the comments and questions here. 
Gosh, there's a lot of them. Thank you. Okay. So Ralph says you wouldn’t 

have that content checklist to follow? You're going to get that tomorrow. You 
do have the one that Jennifer gave you too. You're going to get the 
completed income stream checklist tomorrow. The content checklist. Jennifer 

gave that up earlier today, didn't you Jen? 

 

(01:09:27): 

Yes. And let me tell you what I'm doing right now. As we're talking here, I'm 

copying all the links that we have in the chat. That is, I'm at the bottom for 
everybody that y'all have been using and I'm going to post those as day one 
inside the Facebook group as well. So you've got copies of all of the links 

and then we can add to those once we create Georgina's because I don't 
think we've created that link yet and all that kind of good stuff so that way I 
can add that once we get off the call this afternoon. 

 

(01:09:54): 

Okay. So I don't think we need to do anything else right now. From a 
demonstration perspective, what we need to do now is to work. So we've 

learned a lot today. We've done a lot today and we continued doing to 
complete this weekend's workshop to get you to the point where you can 
have an income stream created moving down the path. Okay. Jen, I'm 

pretty satisfied with where we are right now. 

 

(01:10:18): 

Yeah. And so one of the things I want to make sure that we don't lose sight 

of here, sorry, my throat's starting to get a little scratchy. That we haven't 
lost sight of how, you know, there's the actual physical mechanics of setting 
up your WordPress site, setting up your pay, you know, your payment 

processors. And things like that. That's operational and those are important 
to have.  
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And it's why we talked about the mechanical stuff in the homework and 
that's why that's in your account right now that you can go watch how to 

install WordPress, how to get your autoresponder system, you know, how to 
do the niche research. The part about creating business, and you are about 
creating a business that is sustainable. Believe it or not, is a lot of content 

and you have to have content plans, and this is the part where people fall 
down because the content is the marketing to your business, especially if 
you don't want to spend a bunch of money on paid leads. 

 

(01:11:18): 

Listen, you can fill your autoresponder right now with leads. I could fill it for 
you with leads if you gave me about $10,000. And this is how you build your 

business organics without spending money on advertising. At some point, 
advertising probably is going to be an important part of your business. But in 
order to have effective advertising, you have to go through these exercises 

of understanding your avatar and using your keyword research in building 
compelling content that drives people. Because if you don't have that 
compelling content that is the right message to market match, then you're 

going to waste your advertising dollars every single time you try to buy it. 
And so I just want to kind of circle back to that for a second. When we talk 
about fast business startup that if we focused, when we say fast, we mean 

fast in that we're spending our time in the marketing side and not buried in 
the mechanics and the delivery and the infrastructure. Does that make 
sense?  I like it a lot. Does that make sense to you guys? 

 

(01:12:18): 

So, tomorrow we're going to look at the mechanics world. Look at the blog, 
the infrastructure that you've set up. So you want to make sure that you're 

getting that done. If you don't have it done though, you'll still learn a lot by 
being here for that whole part because we're going to go through the 
building of everything and how to hook it up and why you don't need 

Leadpages or Click Funnels or all that other stuff. And in fact, you know I 
told my folks I was pretty much against using third party platform. I'm 
looking through the questions just flipping through really quick. And Brad 

said, why is the blog post on money site? I get that the opt-in page is, but 
I'm missing why the blog post is a money site. It's on a money site, but is it 
a money site? So genuine and selling? 
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(01:12:57): 

So this comes back to our one purpose. And so when we create a marketing 

plan, we have to pick one piece of content at a time and we have to build 
around that. And so the money, when we say call to action, for example, a 
call to action doesn't always necessarily mean a sale. And so the money site, 

the terminology for that doesn't necessarily mean money, dollar sign. Money 
being, that's the call to action, so the blogs, we want traffic. That's the 
purpose. That's why it's the money site, why it's in the center. Now the next 

one might be the landing page or the topic as still, that's not money, but it's 
still giving us that singular. It's a single call to action, so that's why it's the 
money site.  

 

(01:13:46): 

I just want to make sure we don't lose sight of transactions. A transaction 
happening on a page is when you start driving traffic to that page, so you 

make that transaction happen.  

 

(01:13:59): 

That's the better way to say, it is understanding that the objective can be 

transactional in that it can be a click, it can be giving your email address, it 
can be giving money. 

 

(01:14:14): 

The money side is the target for the call to action. Exactly. 

 

(01:14:19): 

Exactly. Thank you for saying that.  

 

(01:14:27): 

We're at the end of the day. We're gonna do a review and an assignment, a 
process in just a second. Okay. So we have like five minutes left here and 

we're going to talk about the homework that's left to do for you guys for this 
evening because we have a big afternoon tomorrow where we're going to do 
a lot of creation of a pages and hooking up stuff, to create funnels and 

getting your traffic and your content created. So we've got a lot of material 
we're going to go through tomorrow and about half of the day tomorrow is 
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Workday. So while I wouldn't say that, about an hour and a half tomorrow is 
going to be implementation stuff. Now we did have one question that 

Georgina has been just patiently waiting for the answer and remember that 
question. That question was, what about if you are going to become a JV 
partner for somebody who is in the same market that you're in? 

 

(01:15:25): 

Is that a bad thing to do because they're competitors? Personally I don't 
believe that, we don't look at anybody really ss competitors in as a big world 

out there. We try to learn from other people and if other people in our 
market are doing a better job at something, we'll try to adapt and do trying 
to take on some of their techniques. We don't steal their stuff, but we try to 

take on their techniques and see what they're doing. That can make us 
better as well. So competition, if you want to call it that, is good. I think 
competition is how we grow. And if you're in the same market that we're in, 

we're not vying for the same client. The thing that I always point people 
back to is when you find somebody who is interested in German shepherds, 
they're not just going to buy a book or a product about a German shepherd. 

Once. 

 

(01:16:13): 

They're going to buy a different book 20 times about German Shepherds, 

they're going to buy toys all day long for their German Shepherd. They're 
going to buy training materials specifically for a German Shepherd and 
maybe a couple of them. So it's really about finding the niche and then being 

part of that community. And you find out that some of your best friends and 
your best collaborators are your competitors.  

So one of the things I haven't told you about the NAMS workshop is that 

when we started the NAMS workshop, I didn't know anything about 
anything. I was just barely surviving and getting started. And I had a full-
time job. I wanted to learn as fast as possible. I'd been doing it for three or 

four years. And so what I did was use the connections of my coach at that 
time to introduce me to half a dozen other people that I can get into the 
workshop. 

 

(01:17:03): 

I did not know them. He introduced every one of them. And it was a 
relationship that paid off because I got all of these people in as an instructor 

at the first NAMS workshop. They each introduced me to a couple of more 
people for the second NAMS workshop. I still don't know anything. 
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Remember, all I know is how to build your life. And so by the end of the 
NAMS 14, which was the last one, we did 14 workshops. We had 135 

instructors that I knew personally. I worked with personally, that I joined a 
joint venture with all in the same area. We were all in the online business 
world. We were all competitors in some way, but we all respected each 

other's subnet. And so, you know, we tried to help each other out and still 
do, try to help each other out in those areas. 

 

(01:17:49): 

So, those relationships are incredibly important. And it's not about being 
competitors. Their collaborators, and the last thing I'm going to say about 
traffic, and it relates to this as well, is there's three ways to get traffic. 

You've probably heard this build, buy and borrow. So build. We're talking 
about today. We're building our own traffic with our hub and spoke system.  

We're not going to talk about ‘buy’ during this workshop because it's not 

about Facebook advertising or Google AdWords, advertising, magazine, 
advertising, all that kind of stuff. We're not going to deal with that. Borrow. 
It's how I built my entire business until about three years ago. Borrow was 

joint venture partnering and doing affiliate marketing and having affiliates 
drive traffic to us. Three or four years ago, we decided we needed to stop 
doing affiliate marketing as much as we had relying on affiliates to promote 

us and doing a lot more. 

 

(01:18:40): 

Our own organic traffic. So we had to go back in and optimize everything 

that we'd already done, like 700 posts for organic market. That was a huge 
mistake not to have done that in the beginning. So we've been paying for 
that for four years now and we're getting all of it done and it has been all 

done and everything we do, excuse me, everything we do new is how do we 
optimize. But my point about it is, build our joint venture work is borrowing 
traffic from other people. And so when people come to me and say, well, I 

don't know how to get any traffic. Well, you've got those three choices. Buy, 
build, borrow. You don't have any money. You don't have any relationships. 
You've got to build. You don't have money, but no relationships and no time 

you buy it. If you're known in the marketplace, you've got friends in the 
marketplace you can borrow. So it's really that comes down to that.  

 

(01:19:43): 

If you did not make it about JV opportunities and affiliate offers, is that you 
can't be everything to everybody. And we you don't want to be. And so one 
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of the reasons why you want to create relationships with other JV partners is 
because you're able to recommend services and tools that you don't want to 

have to offer. Because if you start trying to be everything to everybody, 
then what just happened to your avatar? Well, you know what happened to 
all the work that you've done. You've started distilling your message down 

and someone wrote something that I want to read it back to everybody, if I 
can find it. There you go. He said JV and affiliates equal co-opertition that 
makes sense. Exactly. So homework for tomorrow, you guys, let me get 

over to the page real quick. 

 

(01:20:30): 

So there's two forms of homework. There was pre-workshop homework. 

That was the stuff that we've already loaded. There is, I think, a total of 9 or 
12 videos on the page. You don't have to do all of them, but they're there 
for you. That was pre- workshop homework. That was about infrastructure.  

So tomorrow's homework is that you are going to take the work you've done 
today, your avatar work, your keyword research, and you're going to start 
either building out your content or creating content ideas so that you've got 

something that we can then put into a traffic plan. And if you don't have a 
product yet and you want to work quickly and not build your product first, 
then I would also encourage you to start thinking about an affiliate product 

that you can sell. If you have a little bit of time and you want to, or you 
have a product that's almost done or pretty well developed and you want to 
finish that, that's fine. We're going to give you some instruction on that, how 

to do that tomorrow. But if you want to start learning how to market quickly, 
then picking a complimentary affiliate product to do that with is going to be 
beneficial to you and really help to sharpen your marketing and sales skills 

are highly recommend with that approach. Thank you so much. This has 
been great today. Thanks. Appreciate it.  

 

More Resources for this Session: 

NAMS Tweet Composer 
 
Vid Dashboard 

 
Content Samurai 
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