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Are You Tired of Struggling to Attract Clients 
and Ready to Build Your Meaningful Business? 

 
Many business owners face the problem of not attracting enough clients.  

You’re not alone. I have a special place in my heart for you because by the 

very nature of being a business owner you are courageous, motivated, 

determined, AND you have created a business you are passionate about. 

 

I want your business to be extremely profitable without the struggle. After 

you read this report, and take action, you will start attracting clients in less 

time and creating a prosperous business for the long term. 

 

I’ve included links to helpful articles throughout this report (underlined text). 

Each article goes into even more detail on a particular topic. My suggestion 

is to read through the report first and then go back and click on the links that 

you’d like more information on. That way you’ll first have an overview of the 

information so you know which areas you want more detail on. And you 

won’t get overwhelmed by too much information all at once. 

 

In this Special Report you’ll learn: 

 How your marketing is affected by your thoughts and feelings 

 The key to positioning yourself as an expert 

 How to quickly and easily communicate what your business offers 

 How to get prospective clients to take the next step with your 

business 

 8 marketing strategies you can choose from 

 The secret to highly effective marketing (it has nothing to do with 

being clever) 

 How to know which of your marketing strategies are most effective 

 
Disclaimer and/or Legal Notices: 
The information contained herein is based on experience and research. It is not intended for use as a source of 
legal, tax or accounting information.  Rather you should consult appropriate professionals.  You are responsible to 
be aware of any laws which govern business transactions or other business practices in your country or state.  No 
representations are made with regard the accuracy, applicability or completeness of this information. Nor are any 
warranties made (implied or expressed) with regard to merchantability or fitness for any particular purpose.        

http://www.fireflycoaching.com/
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Understand How Your Thoughts and Feelings 
Affect Your Marketing 

 
Successful marketing begins with you. How you think and feel about 

yourself, and your business, plays a big part in how quickly you will be able 

to attract clients. Here are two things to do, and two things to avoid. 

 

Be Confident 

Confidence is attractive. I admit it; it’s not easy to feel confident all of 

the time. One way to stay in the confidence zone is to create a list of 

all of the things you have accomplished and the things you know you 

are doing well. Look at it every day and remind yourself that you have 

many reasons to believe in yourself and your abilities. You are 

unique; there is no one else with your background and your 

experiences. Because of this, there is also no other business that is 

exactly like yours.  

 

There may be other businesses that are similar to yours and yours 

will always be different because YOU are the owner. No one can be 

a better you than you. If you have been focusing on being like 

someone else or trying to make your business like someone else’s 

business, stop. Focus on being even more of who you really are.    

 

Ultimately, believing in yourself is a choice. You can choose not to 

believe and you can choose to believe. It is up to you and only you 

can make this decision. The most powerful source for believing in 

yourself comes from inside of you. If you base what you believe 

about yourself on what you believe, and not on what ‘other’ people 

think, you will always have access to your personal power. 

 

Step #1 to Attract More Clients in Less Time 
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"If you know you are strong, nothing can break you; if you believe you 

are weak, nothing can protect you." Alan Cohen 

 

Be Willing 

It can be overwhelming to sift through all of the marketing options 

that are out there. Often, being overwhelmed leads to paralysis and 

inaction. Choosing ‘not to decide’ is also a choice. You can break 

through this problem by deciding to keep it simple. It doesn’t have to 

be complicated at all. 

 

You only have to be willing to choose a few marketing strategies that 

fit for you and do them consistently. Piece of cake. Later in this report 

I will give you eight strategies you can choose from. 

 

Don’t Take Things Personally 

Don’t take things personally, bad or good. What other people say or 

do is about them, not about you. Stay focused on what you believe 

about yourself, the most important person to listen to and the one 

person you can control.   

 

It is normal that some people won’t be interested in, or ready, for 

what you are offering. A ‘no’ now isn’t necessarily no forever.  

However, there are people who really want and need what you are 

offering, and if you stop getting out there and sharing your message, 

they aren’t going to know about the solution you have to offer them.   

 

“Don’t take anything personally because by taking things personally 

you set yourself up to suffer for nothing.” Miguel Ruiz 

 

 

 

 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/have-you-ever-made-this-mistake-with-your-marketing/
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Don’t Make Assumptions 

Making assumptions is bad for business because doing so can: 
 
1. Cause unnecessary stress 
 
2. Waste time and energy 
 
3. Create misunderstandings 
 
4. Cause you to miss out on great opportunities 
 
5. Lower your confidence and create self-doubt 
 
6. Lead you to offer the wrong product or service 
 
7. Create obstacles that don’t exist 
 
 

The point is that you may not even be aware of how often you are 

assuming things (filling in the answers to questions you have without 

knowing the truth). To find out when you are making assumptions, 

you need to be aware of your thoughts. 

 

My challenge to you is to start paying attention to your thoughts and 

notice when you are making assumptions and then get into action 

and ask the right questions. 

 

Asking questions is simple, and not always easy. Find the courage to 

do what may feel difficult and just ask. Ending assumptions is like 

any skill, it takes practice. The more you do it the easier it will 

become. 

 

 

 

 

 

 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/why-assumptions-are-bad-for-business/
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Narrow Your Focus 
 

It is tempting to believe that the wider you expand your pool of potential 

clients, the more clients you will attract. The truth is when you try to be 

everything to everyone; you end up being nothing to no one.   

 

This same concept applies to the solution your company provides. You may 

be able to help your clients solve a multitude of problems but if you focus on 

the main one, you will attract clients faster. 

 

Start by defining who your ideal client is and then do some research to 

make sure: 

1. There are enough of them to sustain your business.   

2. You can easily locate and reach them. 

3. They are willing, and able, to invest in your products and services. 

 

Describe your ideal client in detail, in writing, and keep this profile in mind at 

all times. Next, you must be clear about what it is you do for your ideal 

clients, how you help them. Perhaps you can help your ideal clients with all 

kinds of problems and again, this is where focus is critical.  Narrow your 

solution to the one biggest problem you help your clients solve and focus on 

that. 

 

When you narrow your focus, on who you serve and what you do for them, 

you will attract more clients faster. Here’s what happens when you narrow 

your focus: 

 You are more attractive to your prospective clients 

 You gain expert status 

 You grow faster with less effort 

 It is easier for people to refer you to others 

 Your confidence grows 

Step #2 to Attract More Clients in Less Time 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/got-niche/
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Are you starting to see how a narrow focus will help you attract more 

clients? To narrow your focus you must be clear about who you serve and 

what it is you do for this group, what problem you help them solve. 

 

Once you have determined the group you want to serve and what you help 

them accomplish, you need to formulate how you want to communicate this.  

The next step tells you how. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/what-a-niche-can-do-for-your-business/


 
7 Steps to Attract More Clients in Less Time 7 

  

 © 2020, Stephanie Ward l Business & Marketing Mentor l www.fireflycoaching.com       

 

Create Your Magnetic Marketing Statement 
 

I want you to answer this question right now (say your answer out loud). 

Here is the question: “What do you do?” Was your answer clear, confident, 

and compelling? Or did you have to stop to think awhile and then blurt out 

something unremarkable? 

 

Here’s how to create an answer that is concise and memorable and will 

spark interest. Remember, it’s not about you – it’s about what you can do 

for other people. What’s in it for them. You can address the pain or describe 

the solution. You can start with “I” or say “You know how…” and go on to 

describe the problem you solve. The ultimate goal is that upon hearing your 

statement the person asks, “How do you do that?” This is your invitation to 

explain what you do in greater detail.   

 

Try out this formula: I work with (ideal clients) who are having trouble with 

(problems your ideal clients face) and who want (what they want to see 

happen, the result). 

 

Another way to explain what you do is to relate it to a known situation, a 

common experience. So when someone asks you what you do you can say, 

“Well you probably know how busy doctors are, what I do is I help them 

spend more time with their families.” Or, “You know how stay-at-home 

moms are always taking care of everyone else, well what I do is make 

THEM feel taken care of.”  

 

Here are some examples to get you started (as you can see, you don’t 

necessarily need to mention your profession): 

 

- “I help business owners attract more clients in less time.” (This is mine, 

Marketing Coach for Entrepreneurs) 

Step #3 to Attract More Clients in Less Time 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/if-you-can%E2%80%99t-answer-this-question-your-business-is-doomed/
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- “I work with professional women who want high returns on their 

investments.” (Financial Planner)  

 

- “I create delicious, healthy meals for busy executives that have no time to 

cook.” (Personal Chef) 

 

- “I help busy doctors find more time to spend with their families.” (Life 

Coach) 

 

- “I rescue stressed out business owners when their computers crash.” 

(Computer Technician) 

 

- “I help stay-at-home moms feel pampered and relaxed.” (Massage 

Therapist) 

 

You will know you are on the right track when the next question you are 

asked after you say what you do is: “How do you do that?”   

 

Don’t wait another minute. Get started now; grab a piece of paper and write 

down what you do and who you do it for and then practice saying it. It has to 

feel natural and fit with your personality and style so keep adjusting it until 

you love it. You want to be able to say it at a moments notice so memorize it 

as well. 

 

You can test it out on friends and colleagues to refine and improve it. Then 

start using it everywhere (when you introduce yourself, talk with people, on 

your website, on your business cards) and you will see and feel the 

difference this makes in attracting more clients. 

 

Now that you have the attention and interest of potential clients, what action 

do you want them to take? What is the next step? Keep reading to find out 

how to make it easy for prospects to find out more about your business. 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/how-do-you-answer-what-do-you-do/
http://www.fireflycoaching.com/dont-make-these-mistakes-when-introducing-yourself/
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Define Your Marketing Sequence 
 

Your marketing sequence describes the steps and the order of your 

marketing actions. You want to develop a marketing sequence for your 

business that has a series of definite steps. It isn’t a requirement that 

prospects always go through the entire marketing sequence, some people 

may want to become clients right away. 

 

When you are clear about your marketing sequence, and can communicate 

it easily and consistently, you will feel more confident and you will be able to 

build a relationship with your prospective clients.  

 

Here are some situations to get you thinking about your sequence. If 

someone calls you, what do you tell them? What information do you ask 

for? What is the next step? When will you follow up if they want that? If you 

are talking with someone in person is it the same process? What if 

someone sends you an e-mail, how do you respond? What if someone 

visits your website, what action do you want them to take? Make it clear and 

easy and guide them to the next step. Automate as much of your marketing 

sequence as you can. 

 

Begin to define your marketing sequence by deciding on the first step. The 

one action you want every person who is interested in your business to 

take. Make it something that delivers value. Here are some ideas about 

what you can give to prospective clients: 

 

1. Offer a free sample of your products or services 

2. Offer to meet with them for a free consultation 

3. Invite them to take an assessment or quiz 

4. Offer to send them a valuable free report and your newsletter 

Step #4 to Attract More Clients in Less Time 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/do-you-invite-people-to-sample-your-business/
http://www.fireflycoaching.com/7-ways-to-maximize-your-valuable-giveaway/
http://www.fireflycoaching.com/7-reasons-to-offer-a-value-packed-ezine/
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Your marketing sequence is critical for your prospective clients who aren’t 

yet ready to buy. Plus, having a marketing sequence also makes it easier 

for you to run your business as well as build a relationship with your 

prospective clients.  

 

Use ‘Education Based’ selling throughout your marketing sequence.  

Meaning, you give your prospects valuable information that they need about 

the problem you help them solve. Let them decide based on that information 

if they want to move on to the next step in your marketing sequence. 

 

Let me give you an example of what I am talking about. Let’s say you are at 

a networking event talking with someone and she asks you, “What do you 

do?” You have prepared and rehearsed your fabulous magnetic marketing 

statement (step #3 above) so you share it. The person seems intrigued, 

what do you do next? You can leave it there, finish your chat and move on.  

Or, you can say, “If you’re interested in knowing more, I can send you a 

special report. Would you like that?” See the difference? 

 

Communicating the first step of your marketing sequence isn’t only 

important for prospective clients. It is also valuable to communicate it with 

strategic alliance partners so they can easily refer people to you. Make it 

easy for partners to send you referrals by making the first step in your 

marketing sequence clear to them.     

 

When you are clear on your first step, the one action you want prospective 

clients to take, incorporate it into every interaction you have and all of your 

marketing strategies. Think of things like this: 

What you write: 

- Text you will use to answer e-mails from prospective clients 

- Text on your website 

- Text on your business card (use the back of your card) 

- Text in your e-mail signature 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/lack-of-response-to-your-offers-i-know-why/
http://www.fireflycoaching.com/5-changes-for-your-website-to-attract-more-clients/
http://www.fireflycoaching.com/are-you-making-this-mistake-with-your-business-card/
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What you say: 

- Words you will use when someone calls 

- Words you will use when you meet someone face-to-face 

- Words on your voice mail message  

 

Once you have the first step of your marketing sequence established, 

decide what the next steps are until you have a complete process. Think 

about creating a range of steps that go from free (or inexpensive) products 

or services all the way up to your biggest offer. 

 

The number of steps in your process will depend on your business and what 

you are offering. The most important step is the first one so start there. Be 

sure you follow through and follow up every step of the way.   

 

Make sure you have a system to keep track of your prospects and clients 

and stay in touch with them throughout the marketing sequence. Using 

technology is the most effective and efficient way to do this. Use what works 

for you, some options are: ACT, Microsoft Outlook, and e-mail 

autoresponders.   

 

An important part of your marketing sequence is to ask for feedback on your 

product or service. To do this you can use evaluations and anonymous 

surveys. A free resource for surveys is Survey Monkey. 

 

You’ve heard the expression ‘you never get a second chance to make a first 

impression.’ In business, you may not get a second chance to give value to 

a prospective client. So choose the first step in your marketing sequence 

and start giving.     

 

 

 

http://www.fireflycoaching.com/
http://www.act.com/
http://www.surveymonkey.com/
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Choose the Marketing Strategies 
That are Right for You 

 
OK, now it’s time to choose a few marketing strategies that are a good fit for 

you. I am going to give you eight strategies to pick from. This is not an 

exhaustive list. There will always be more marketing ideas than you have 

time to implement so it’s time to get focused.   

 

My recommendation to you is to read through all of the different strategies 

and think about which ones feel right for you. Which ones you can, and will, 

actually do. Narrow this down to the three strategies that you are confident 

you will do consistently for the coming months. You can always add more 

strategies once you have successfully implemented the first few. Here are 

the eight strategies to choose from. 

 

1. SPEAKING 

One of THE best ways to market your business is speaking. I know that 

the thought of speaking is quite scary for many people, for others it 

comes naturally and is exciting. There are many shifts in perspective you 

can think about when it comes to speaking. If you have never tried it how 

can you be sure that you won’t enjoy it? Most people aren’t born great 

speakers. Like any skill, it takes practice and time to develop. 

 

If you are willing to give it a try, you may find that the very act of doing it 

will reduce your fear and it may become one of your favorite marketing 

strategies. 

 

To get started, identify where groups of people who are your ideal clients 

congregate and offer to give a value-packed talk on how you help people 

solve their biggest problem. Speaking can take place in various formats: 

o In person  

Step #5 to Attract More Clients in Less Time 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/nothing-brings-you-clients-like-speaking/
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o On a live teleclass over the telephone  

o A recorded audio teleclass 

o A webinar (a web based seminar that is interactive) 

o Video and more video tips  

 

Always invite attendees to take the first step in your marketing sequence 

and if you speak live in front of a group you can sell your products at the 

back of the room. 

 

Audio is really hot and video is even hotter. Once you have created a 

fabulous talk, you can record it and place it on your website as an MP3 

download or send it out as a CD. 

 

2. WRITING 

Writing is something that touches all aspects of your business. Getting 

comfortable with writing and mastering copy-writing is one of the most 

important skills to acquire for business owners. You can hire a 

copywriter which can be very expensive and still requires time and 

energy on your part. So why not give it a shot yourself. It is something 

you can learn with practice. Here are some ways to you can use writing 

as a marketing strategy. 

 

Write a Newsletter 

A newsletter, or ezine (electronic magazine), is a great way to stay in 

touch with your clients and prospects. You can send it out weekly at the 

most and monthly at a minimum. Some people prefer to send their ezine 

out every other week. Whatever you decide, be consistent. 

 

The majority of the content needs to be of value to the reader, this could 

be the main article. You can use the main article in many other ways as 

well (see next section on writing articles for more). Don’t forget to use a 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/how-to-speak-to-prospective-clients-without-leaving-home/
http://www.fireflycoaching.com/how-to-speak-to-a-huge-audience-without-being-seen/
http://www.fireflycoaching.com/let-me-show-you-how-easy-it-is-to-make-videos-for-your-business/
http://www.fireflycoaching.com/hot-tips-for-using-video-to-grow-your-business/
http://www.fireflycoaching.com/7-reasons-to-offer-a-value-packed-ezine/
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small portion of your ezine to promote your products and services. You 

can also add resources, quotes, or other interesting facts. 

 

Write Articles 

Writing articles is great way to give value, gain free publicity, and 

position yourself as an expert. It is also a way to leverage your work and 

get your business noticed by thousands. Make sure your article has a 

fabulous title and valuable content. Here are some ways you can use 

your articles: 

 

1. When you meet people who fit your ideal client profile offer to send 

them an article. No sale, no pitch, just sharing something that will 

support them. 

 

2. Offer your articles to strategic alliance partners for them to give to 

their clients. 

 

3. Place your articles on your own website, on your blog, so visitors 

can see the value you offer.   

 

4. Once you have several articles you can package them together 

and voila, an instant e-book you can give away or sell. 

 

5. Finally, a highly leveraged action to take is to place your articles on 

the internet where publishers go to find content for their publications.  

This is really simple and it will cost you nothing. 

 

There are different places to submit your articles on the internet 

depending on your focus and content.  

 

Here are just some of the websites where I place my articles: 

www.ezinearticles.com, www.goarticles.com, www.articlecity.com, 

http://www.fireflycoaching.com/
http://www.ezinearticles.com/
http://www.goarticles.com/
http://www.articlecity.com/
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www.amazines.com, www.articlefinders.com, and 

www.businessknowhow.com. 

 
Be sure to include a brief ‘author bio’ with each article you write and 

publish. This way, when people read your article they know how to 

connect with you in case they want to know more. Include a “call to 

action” in your author bio that invites the reader to take the first step in 

your marketing sequence like: sign up for your newsletter, get a free 

report, or receive a sample of your product or service.    

 

Write a Special Report 

What you are reading right now is a special report I wrote for you, a 

business owner who wants to attract more clients in less time. Take 

what you know, organize it, write it down, and share it with prospective 

clients. 

 

Write a Book (electronic and/or printed) 

Nothing gives credibility like being an author of a book. You can 

repackage content you have already written or create something new 

that your clients have shown an interest in wanting.   

 

Start Blogging 

You can start writing your own blog as well as comment on other 

people’s blogs. Blogging brings your business more exposure and can 

help drive traffic to your website. It positions you as an expert as well. 

 

3. PUBLICITY OR PUBLIC RELATIONS (PR) 

The great thing about PR is that it is free; it gives you third party 

recognition, and positions you as an expert.   

 

A press release is the tool you use to gain publicity. Creating a press 

release that tells your story involves writing and draws upon many of the 

http://www.fireflycoaching.com/
http://www.amazines.com/
http://www.articlefinders.com/
http://www.businessknowhow.com/
http://www.fireflycoaching.com/can-your-website-do-this/
http://www.fireflycoaching.com/why-your-blog-posts-are-not-being-seen-9-ways-to-fix-this/
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same skills you use to write articles, books, or products. Your press 

release must have a strong headline and a solid sub-heading if you use 

one. The information must be relevant and interesting. 

 

A frequent mistake that many people make is trying to use a press 

release to ‘sell’ their business rather than providing valuable and 

newsworthy information.   

 

Remember, when you are creating your media list (magazines, 

newspapers, trade publications, radio, TV, internet), only choose media 

channels that your ideal clients are tuned into. The goal isn’t to get 

publicity for the sake of publicity; the goal is to attract more clients. 

 

You can also use publications your business is featured in to promote 

your business (on your website, in letters you send out, etc.).   

 

You also need to be prepared when your press release is picked up.  

You will need a press kit (photo, bio, previous press coverage, business 

card, product information, company fact sheet, etc.). In addition, you 

need to be prepared to be interviewed. 

 

Frequency is key to generating press. This is not a one shot deal; you 

must be committed to creating a plan and following through.  

 

4. NETWORKING 

Most people have an immediate response when they hear the word 

networking; they either love it or hate it. If you choose this as one of your 

marketing strategies, remember that it’s all about building relationships 

which takes time. So be willing to stick with it.  

 

http://www.fireflycoaching.com/
http://www.fireflycoaching.com/secrets-of-effective-networking/
http://www.fireflycoaching.com/are-you-neglecting-your-network/
http://www.fireflycoaching.com/never-attend-another-networking-event/
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There is a critical aspect of networking that is often overlooked.  

Sometimes we are so eager to network that we don’t stop to consider 

whether or not we are investing our energy in the right places. 

 

Listen, you can go to all of the networking meetings under the sun and 

collect hundreds of business cards while you’re at it. But if you’re not 

hanging out with people you can do business with, you might make 

some new friends, but you won’t necessarily grow your business. 

 

If you want to grow your business by networking it is imperative that you 

network with: people who are your ideal clients, people who know your 

ideal clients, and/or people who do business with your ideal clients. It’s 

that simple. So before you sign up for your next networking event, ask 

yourself if it is a good fit for your business. 

 

Look for local events you can attend in person as well as places to 

network virtually.  

 

Here are a few places where you can start networking on-line, there are 

many more: LinkedIn, Twitter, and Facebook.   

 

And remember, when you network with people who need your 

products/services (or know others who do) there will be a natural interest 

in knowing more about your business. Be yourself, be real, give value 

and have fun. And if networking just isn’t “your thing” but you wish it 

were, check this out.  

 

5. REFERRALS 

Connecting with new clients from referrals is one of the best ways to 

attract more clients in less time. Even better, it’s also one of the least 

expensive ways. The problem is that most business owners don’t 

actively ask for referrals or have a structured referral program.   

http://www.fireflycoaching.com/
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Here are some ideas for your referral program to get you started: 

- If someone refers someone who becomes a client, they get a 

discount or something for free 

- Tell 5 people and you get something for free 

- Cash (a fixed amount or a percentage of what the client purchases) 

- A gift (wine, lottery ticket, restaurant voucher, etc.) 

 

The key is that you frequently communicate that you appreciate 

referrals. And if you offer something in return for a referral you need to 

communicate that as well. 

 

At the very minimum, always thank someone who gives you a referral 

whether it is in person, on the phone, by e-mail or by sending a note in 

the post. How do you know who to thank? Always ask people who 

contact you how they heard about your business, they will tell you. 

 

Another way to start getting referrals is to give them first. The only way 

to give a good referral is to clearly understand what the other person is 

looking for and the best way to discover this is to ask them. A simple 

question you can ask people you want to refer clients to is, ‘Who is your 

ideal client and what do you do for them?’ and then listen carefully to 

what you hear. 

 

6. STRATEGIC ALLIANCES 

The marketing strategy of creating strategic alliances is similar to the 

previous strategy of referrals. The difference is that where individuals 

may refer one or a few clients, a strategic alliance partner has the 

capacity to refer many prospective clients to your business.  

 

Strategic alliances are simply partnerships with companies who sell to a 

client base similar to yours, but they sell different products/services. The 

http://www.fireflycoaching.com/
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idea is to find partners whose clients may also be interested in your 

products/services. 

 

Some examples of Strategic Alliances: 

 

 Nutritionist and a Personal Trainer or Gym 

 Tax Advisor and a Financial Advisor 

 Professional Organizer and a Moving Company 

 Consultant and a Trainer 

 Website Designer and a Copy Writer 

 

You can offer to give something to your partners for every person they 

refer to you who ends up purchasing your products/services. This can be 

a percentage of your fee or total purchase, some of your 

products/services, or something else you mutually agree upon. 

 

Here are some ways your strategic alliance partners can promote your 

business: 

o Mention your company in their newsletter 

o Give a coupon for a sample of your products/services 

o Send a letter to their clients introducing them to your 

products/services and perhaps offering them a special deal 

o Add your website link to their website 

o Simply telling clients about your company when the 

opportunity arises 

 

Strategic alliances are a triple win. Your partners win because they are 

able to be a resource and help someone find what they need by referring 

them to you (and may also receive an incentive for their effort). The 

person who buys the product/service wins because they find what they 

need. And you win because you have a new client. 

 

 

http://www.fireflycoaching.com/
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7. DIRECT MARKETING 

No matter what you’ve heard or think about direct marketing, it works. In 

fact there is an entire association dedicated to it called the Direct 

Marketing Association. It is important to be aware of the average rates of 

response so that your expectations are realistic. The DMA Response 

Rate Report 2005 reported a high rate of response of less than 9% to 

many lows under 1%.   

 

The critical part of any direct marketing campaign is to be sure to make 

contact WAY more than once. If you send one postcard or make one 

phone call you won’t get the results you want. Plan to make contact at 

least four times every two to three weeks. Get out a calendar and plan 

the dates and times and make sure you allow enough time so that you 

can execute according to plan. 

 

You must be clear about what it is you want people to do, what action 

you want them to take. This will be some part of your marketing 

sequence (step #4). You can use direct marketing on-line, off-line, or 

some combination of both. Think about things like: 

o Calling 

o Permission based e-mail marketing (don’t spam) 

o Post (snail mail) 

 Postcards 

 Letters 

 Promotional pieces 

o Or a combination of all of the above 

 

8. ADVERTISING 

Advertising is similar to direct marketing in that it will take many 

exposures to be effective. In fact, you need to have even more exposure 

when placing ads, at least ten times. In addition to that, you need to 

have the right kind of ad, in the right place. 

http://www.fireflycoaching.com/
http://www.the-dma.org/
http://www.the-dma.org/
http://www.fireflycoaching.com/promote-your-business-with-postcards/
http://www.fireflycoaching.com/secrets-to-advertising-your-business/


 
7 Steps to Attract More Clients in Less Time 21 

  

 © 2020, Stephanie Ward l Business & Marketing Mentor l www.fireflycoaching.com       

 

The truth is most ads stink. They miss the point completely and are a 

waste of money. Don’t make your ad about you or your business. Create 

an ad that speaks directly to your ideal client and the issue that you can 

help them with. You need an attention grabbing headline and a clear 

‘call to action’ that is easy to take and delivers value. 

 

Once you have a great ad, you have to put it in the right place. Find out 

what your ideal clients read, and advertise there. You can start out with 

less expensive classified ads to test the water before you embark on a 

big investment. 

 

An alternative to traditional advertising is Google AdWords. Here are 

some reasons to use Google AdWords: 

 

1. You only pay when someone finds your business and they click on 

the link in your ad. 

 

2. It is a breakthrough way to test similar ads to see which one 

attracts the most interest. Maybe people want ‘fast’ over ‘easy’ or 

perhaps they prefer the ‘best’ over the ‘cheapest.’ 

 

3. It is a way for prospective new clients from all over the world to find 

your business. You can choose, per country, where you want your 

ads to appear. You can also choose languages. 

 

4. It is a smaller investment (you determine how much you spend) 

than traditional advertising and in many cases much more effective.   

 

5. The ad performance measurement system and all of the reports 

that are available are amazing and don’t require you to do any 

calculations (great for those of you who despise math and statistics). 

http://www.fireflycoaching.com/
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Are you convinced? If so, check out how to get started and see how it 

works here.  

 

Getting started will take some time and it will pay off. Once you get the 

hang of it you’ll be able to create new ads in minutes. What do you have 

to lose? You control how much you invest so there are no surprises.  

You will find out which ads work the best and in the meantime may 

attract new clients from around the globe. 

 

No matter which marketing strategies you choose, make sure you leverage 

everything you create in as many ways possible. This requires that you 

constantly pay attention to, and think creatively about, how you can use 

your work in many different channels and strategies. When you leverage 

your work you will attract more clients in less time. 
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Market Consistently 
 

Marketing isn’t something you can do when you feel like it, when you ‘find’ 

the time, or when you’re running out of clients. It is an integral part of your 

business that requires a serious commitment. Marketing must be a constant 

priority in your business if you want to survive and grow. You must be willing 

to devote 30%-50% of your time to your marketing strategies. 

 

It’s obvious, if you’re hungry now, you can’t plant seeds and expect the crop 

to be ready to eat tomorrow. Consistent marketing creates a consistent 

stream of new clients. Don’t wait until the well has run dry to begin. 

 

Random marketing, or roulette marketing, is one of the biggest mistakes 

business owners make. It also creates frustration and self-doubt. 

 

See if this scenario sounds familiar. You hear about what someone else is 

doing and it worked for them, so you give it a try. You do it once, or half-

way, and wait for the clients to come streaming in. Nothing happens, so you 

give up and don’t do any marketing for awhile. Then you get another idea 

and try it, but not for long. You ditch that one too when the results aren’t 

immediate.   

 

Remember, a mediocre marketing plan done consistently is FAR better than 

a brilliant plan done randomly. Imagine how you will feel when your efforts 

begin to pay off and you are attracting clients faster than ever before. 

 

 

 

 

 

Step #6 to Attract More Clients in Less Time 
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Know What Works the Best 
 

This last step isn’t sexy and for many not a lot of fun, yet it is critical. I’m 

talking about measuring your marketing strategies to see which ones are 

attracting the most clients. The only way to know what is working, and just 

as importantly what’s not working, is to measure. 

 

Let’s face it, if your marketing isn’t working, in order to fix it you will have to 

make some changes. You can’t keep doing what hasn’t worked and expect 

something miraculous to happen. This quote by Einstein sums this up: 

   

“Insanity: doing the same thing over and over again and expecting different 

results.” 

 

You must closely examine each of your marketing strategies over time to 

see what is working and what is not working. Some strategies take longer to 

produce results than others. You don’t have to be a statistical whiz to track 

which of your marketing efforts are working and which are not. You must be 

willing to take the time and effort to measure all of your marketing activities.  

You can always make adjustments to existing strategies instead of 

switching strategies altogether.   

 

What do you currently spend to attract one new client? Look at each of your 

marketing strategies and divide the amount of money you have invested by 

the number of new clients you have attracted to find out. What would you be 

willing to spend to attract one new client? What would it be worth to you to 

be able to know the most cost effective way to attract clients? 

 

Measuring includes figuring out the return on your marketing dollars. This 

isn’t hard to calculate, simply compare the amount of time and money you 

Step #7 to Attract More Clients in Less Time 
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are spending on each strategy to the amount of business each strategy is 

bringing in.   

 
One way to measure the activity on your website, and specifically per page, 

is to use Google Analytics. This is a free program and all you have to do to 

receive it is to visit the website and request an invitation. 

 

It shows you not only how many people visit your website, it also shows you 

how they found you as well as a geographic map of the world with markers 

from the locations from where they contact you. How cool is that? If you 

don’t already have an account with Google you will need to create one.  

Google Analytics will also track your Google AdWords. 

 

Measuring your marketing pays off, so dive in and discover what is working 

and do more of it. 

 

 

 

You’ve now finished the 7 Steps to Attract More Clients in Less Time.  Let’s 

recap the 7 Steps: 

 

1. Believe in yourself and your business 

2. Focus on a specific group and solution 

3. Effectively communicate what your business offers 

4. Design a marketing sequence 

5. Choose three marketing strategies 

6. Market consistently 

7. Measure your marketing strategies  

 

Now it’s time to take the information and get into action, and stay in action.  

See the next page for a special invitation. 

 

Summary & Recap 

http://www.fireflycoaching.com/
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Who am I and Why Can I Help? 

 

My name is Stephanie Ward and I am passionate about helping business 

owners build successful businesses. I do this by drawing upon years of 

experience as a business owner myself. 

 

I started my company in April, 2002 after spending time in the business 

world in such roles as: business development, sales, management and my 

favorite - marketing. 

 

My formal education includes a Bachelor’s degree in Business and a 

Master’s degree in Communication as well as graduation from an ICF 

certified coach training program. If you want to know more details about me, 

be sure to check out this page of my website. 

 

 
 

 

 

 

 

If you want to know what other people say about me, you can read what my 

clients have said about working with me here. 

I also have marketing products that can help you as well as loads of free 

articles and videos on my blog.   

 
To Your Profitable Business, 

 

Stephanie Ward, MA 
Business & Marketing Mentor for 
Entrepreneurs 
 
Stephanie@FireflyCoaching.com 
www.FireflyCoaching.com  

About the Author 

If you’re ready to attract more clients, and you’d like some clarity and 

direction about how to make it happen, I’d love to work with you.  

 
I invite you take a look at the various coaching packages I offer and see 

which one might be the best fit for you. They are described in detail here. 
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