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Welcome + Overview of What’s Happening

• 3 Live Trainings:
• Training #1: Intro to Online Business – The 3I’s, Intro to Audience-building, Solutions 

posts and establishing trust + authority
• Training #2: Trust + Relationship-building - connection + Stories posts – identifying your 

ideal client and crafting content to connect with them
• Training #3: Money-making - services + sales – Identifying what services you will offer 

to monetize, how it will be delivered and putting yourself on the hook to make it 
happen

• Homework: Each training you’ll have small assignments I’ll be asking you to do and then 
report in our closed FB group that you’ve completed it (or ask for help if you’re having 
trouble)

• Monday September 19th: Invitation to join me to start + build your online coaching/course 
business in Fitness Business Accelerator (FBA) – more details to come!
• Starts October 3rd
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“What would 
you tell 
someone who 
was just getting 
started?”

Insights
from folks
who have
been
building
their
businesses
for 1+ year:
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Insights
from folks
who are 
3+ years
into 
building
their
businesses
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Overview of online sales process

• There are 3 phases of
the Customer Journey
• The 3 I’s

INTRIGUE

INSIGHT

INVESTMENT

• Social media content
• Engaging with posts
• Receiving DMs
• Positive feedback
• Relationship being built

• Hoop-jumping content
• Closed/private container
• Low-risk wins, momentum
• Deepen trust
• Conversation marketing

• Paid content
• Your irresistible offer
• Exchange $ for service
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Review: the major problem

• We announce that we’re offering coaching on social media, and we 
assume that people will want it
• ”If we build it, they will come.”

• And ... they don’t come.
• So what’s the solution? TRUST FORMULA
• Training #1 – Audience-building: Identifying our ideal client and increasing 

trust with our authority (Solutions)
• Training #2 – Relationship-building: Conversation Marketing + using Stories, 

plus using IG/FB Stories to increase DMs and engagement
• Tonight – Money-making: Transparency Marketing
• FBA – Hoop-jumping content, lead generation, course creation, different kinds 

of offers $, copywriting, selling, paid traffic and more … (Phases 2 + 3 of the 
pyramid)
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Transparency – how to sell in 2022 + Beyond

• Potential customers are savvier than ever, they want REAL above all else
• Traditional model of selling is asymmetrical: seller has all the info, buyer worried 

about being ripped off – transparency gives buyer all the info so they can make 
informed choice = better outcomes for client AND coach
• Transparency tools:

• Talk about our offerings consistently = familiarization = trust
• Talk about the power of investing and become a cheerleader for investing $
• Don’t try to pretend that our eventual goal isn’t a sales relationship
• Talk about your offerings as a service: “Let me share with you how I help my clients…”
• Be sure to position your offerings as exclusive: “I don’t work with everyone, here’s why…”

• Increases demand, specificity, exclusivity
• Reiterate your value, own your worth and consistently cultivate high self-worth
• Realize that just as much as they are choosing us (or not), we’re picking them too
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Step 1: ”Services” MAIN FEED posts 

• Types of Services posts
• Social proof: case study or testimonial – what’s the difference?

• Story about something your client is doing/asked you about
• Contextual story about a client that reminded you to share something publicly
• Straight-up BTS posts about a program you are working on currently (live or not)

• “Marketing around the marketing”
• “Niche launch” post/fishing – relies on exclusivity
• Promotional post/announcement about the program (timely, able to be archived 

later)
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Step 1: ”Services” MAIN FEED posts 

• Don’t be afraid to just TALK about your offerings:
• This is NOT annoying, it’s not greasy, it’s organic, open + transparent
• It’s an ALERT to that person who needs you right now that you got them
• If someone doesn’t need your offer, they just scroll on by
• Defense as a way to build your business is not the best strategy ;)

• STRAIGHT-UP SERVICES POST– How do you help? Who do you help? What 
are you the best at?
• Examples:

• “WHY I ONLY WORK WITH NEW MOMS”
• “WHY I DON’T WORK WITH ELITE EXERCISERS”
• “3 TYPES OF CLIENTS I REFUSE TO WORK WITH”

• There’s exclusivity and specificity here

• And then share a clear outline/path to success that you orchestrate – how 
are you going to ensure they’re successful? What should they do next?
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From “selling” to serving

• We are always “selling” something
• We aren’t in the business of convincing people, we’re in the Trust Business, 

so remember:
• Much of the trust-building has already happened – it’s the back end work you’re 

doing now!
• They are already on your team/interested
• They don’t know how it’s supposed to go
• They’re just as nervous (if not more so!) than you, so your job needs to be to take 

care of them
• Take charge of the conversation and make them feel like you’ve done this a million 

times
• Remember, people like buying things, they just don’t like being sold to, at 

least how we traditionally think about it (transparency is the solution here)
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From “selling” to serving

“If you have a solution that can 
help someone and you don’t put 
it out there because you’re too 

scared, you’re doing them a huge 
disservice.”

-Alwyn Cosgrove
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Step 2: “Sales” posts on IG Stories

• Examples: for 1:1 coaching/applications: testimonials, case studies, 
teasers, ongoing CTAs
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Step 2: “Sales” posts on IG Stories

• Examples: for open-closed cart launches: announcements, info/FAQs, 
social proof, deadlines

62

Step 2: “Sales” posts on IG Stories

• Examples: for open-closed cart launches: announcements, info/FAQs, 
social proof, deadlines

63



9/15/22

9

Sales contentà DMà Sales Callà Customer

• So, if we’re doing this well, we should be generating more DMs and 
interest
• DM responses can show up in a variety of ways:

1. General responses of agreement/ambiguous: emojis, “me too!” or similar
2. Open-ended questions and request for info: “here’s my story, any tips?”
3. Direct inquiries about coaching

• Each kind of interaction requires a different approach
• Remember: the goal is to connect, warm them up and move them 

toward a sale, whether in a week, a month or a year
• Also, be a human ;)
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What if someone wants to work with you?

3 Major types of online offerings:

• 1:1 higher-ticket customized coaching
• Attraction Marketing: your story + your solutions + CTA--> sales convo

• Group coaching/challenges/continuity memberships
• Launch: needs to have a specific outcome, what exactly are you helping with?

• DIY products and self-paced programs/courses
• Courses, downloads, calendars, videos, membership sites, apps, etc.
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What if someone wants to work with you?

If you don’t know what you’re selling yet, no worries … we create and perfect 
your offer in the first module of FBA

Homework:
• Share a SERVICES post on your main feed:
• Tell people who you work with
• Tell them exactly what you help them with
• Share some context on how you help your current clients and how someone online 

can work with you!
• Include a CTA (call-to-action)

• Share a direct Services story – can be a talking head video of the above, e.g.
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Okay, so now you have a choice …

67



9/15/22

11

Introducing fitness business accelerator (FBA)

Enrollment opens THIS Monday Sept 19th - invitation via email 
• Signature business-building coaching program – 2 LEVELS - weekly 

coaching with me OR monthly coaching with me
• Customized feedback, homework assignments + built-in accountability
• Closed FB community for connection, resources and brainstorming/sharing
• Educational workshops outlined exactly so you never have to wonder what 

you should be doing – literally just follow the curriculum!
• Guest presenters on timely topics
• For people in year 0-2 of online business
• Weekly compliance rate over 6 months is 83% (!!!) – my people show up!
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Fitness business accelerator (fbA)

What we will be covering:
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Fitness business accelerator (fbA)
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Fitness business accelerator (fbA)
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Fitness business accelerator (fbA)
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Fitness business accelerator (fbA)

FBA is about 2 things: ACTION + RESULTS
• No extraneous or overwhelming education, just #GSD
• I’ll be asking a lot of you, I hold my students (+ myself) to a high 

standard!
• But you WILL take more action in 6 months than you have in your 

entire life! Guaranteed.
• 90% of students start generating revenue online within 30 days
• And you WILL be signing clients, creating courses and getting 

better and better at all these business skills (remember, you’re not 
supposed to know how to do this stuff!)
• And I’ll be with you every step of the way - now is the time!
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And finally, remember …

Social media is NOT a business
• A business is a business = sales, marketing, copywriting, lead gen, email 

marketing, revenue, course creation, scaling, team building, legal, growth 
and more!

• If you got a lot out of the #FreshFormula (free stuff), think about what it 
would be like to be steeped in this kind of education, value, strategy and 
SUPPORT for months (you’ll have lifetime access) while you build all the 
other parts of your business …

I GOTCHU. FBA is the solution.

Questions?
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