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C O N G R A T U L A T I O N S !

You're ready to start your own business!

You know you're meant for big things and can't wait to get started!

But there's so much to do and you may be overwhelmed by where to start.

Believe me...been there, done that!

Which is why I've created this guide JUST FOR YOU!!

When I was first starting out, all I wanted was a list of things I could be

doing to get my business up and running.  

This guide is designed to help you form the building blocks of your

business, something that you will return to time and time again for

guidance, encouragement and to lift you up when you wonder why you

started on this whole entrepreneurial journey in the first place.  

Don't worry, it happens to all of us.

I am so excited to help you with this process and can't wait to hear about

your launch!!

Now dive in and most importantly, 

HAVE FUN AND DREAM BIGGER!!
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I D E N T I F Y  Y O U R  W H Y

Identifying your "Why" is the most important step in building your

business. It's what will keep you going when all you want to do is

quit. It is what will make you jump out of bed every morning, ready

to put the hours in it will take to build a successful business.  

Here are some questions to help you identify your "Why".

Why are you doing what you're doing?

What makes you come alive?

Where do you want to travel?

What kind of impact do you want to have?

What are some things you've always wanted to try but were always

too scared to?

Was there an event that happened to you that fundamentally

changed you and made you want to help others who experienced the

same thing?

What do you want to give back to the world?

What legacy do you want to leave? 

What do you want to be known for? 

How do you want to spend your retirement?

What kind of lifestyle do you want to have?
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W R I T E  A  V I S I O N  L E T T E R

A vision letter is something you write to yourself six months in the

future.  It is designed to get you dreaming bigger and thinking

about what is possible. 

Imagine you're writing a letter to yourself six months from now.

Get super specific, even down to what you're wearing and what

color nail polish you have on (if any!).

Here are some things to think about when you're writing your

Vision Letter.

What are your top 3-6 goals for the next six months? 

What have you created in your life?

Where are you writing the letter from?  Are you in a cafe in Italy? In

a different country?  

What are you wearing?  What perfume do you have on?  

How do you feel?  Are you energized?  Burnt out?  Excited?  

What's your relationship like?  Are you in one?  Did you end one?

How much money are you making?  Are you struggling or are you

getting ahead and paying off bills?

What's your social life like?  Do you have new friends?  Better

relationships with old friends?

What's your business look like?  Do you have a full clientele?  Are

they all your dream clients?  
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W H A T  A R E  Y O U R

T R A N S F E R A B L E  S K I L L S ?  

Chances are you've done a lot of different things in your life.  Each

job you've had, each career path you've chosen, each interest you've

pursued, all factor in to your new dream biz!!

This is your opportunity to take everything you've learned thus

far in your life and finally put it to use!

Let's start looking at your transferable skills...

What else have you done in your life that will help you become a

successful coach/yoga instructor/consultant, Reiki

practitioner/healer, etc?

What are you REALLY interested in?  What do you enjoy studying or

reading about?

What life experiences have you had that your Ideal Clients will be

able to relate to?  

What's your super power?  What are you ridiculously good at?

What education or training have your had that you can apply to

your new business? 

What do friends come to you for?  What do they always ask you for

help with?

Are there things you enjoy doing that other people seem to hate?

Would somebody be willing to pay you for this service? 
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I D E N T I F Y  Y O U R  D R E A M  C L I E N T

Knowing who you want to work with is one of the basic building

blocks of your business.  When you are crystal clear on who

your dream client is you can cater your website copy, your packages

and your marketing towards them.  

You want your dream client to read your emails and website and

think, "How does she know me so well?  It's like she's reading my

journal!!"

Here are some questions to think about to help identify your dream

Client.

Where do they hang out?

What do they do in their spare time?

Where do they live?  Apartment, house?  Rent, own?

How much money do they make?  Do they have a disposable income?  

Are they religious, spiritual, agnostic?

What is their style?  Do they like name brands or do they wear

whatever is comfortable? 

Do they have a lot of friends or just a few close ones?  

Are they outgoing or introverts?

Are they adventurous or do they play it safe?

Does she like to travel?  Where would she go on her dream
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W H A T  A R E  T H E I R  P A I N  P O I N T S ?

Knowing your dream clients pain points will help you write your

website copy and gear your marketing material towards them. 

Think about who you want to help and what they're struggling

with.  If you were once your ideal client, consider how you were

feeling and what you were going through way back when.

Here are some questions to think about when identifying your

clients' pain points.  

What is keeping them up at night?

What are they struggling with?

What do they wish they could change but can't?

What do they hate doing so much that they're willing to pay

somebody to do it for them?

Where do they feel stuck?

Have they tried to solve this problem before?  Why weren't they

successful? 

How much of a priority is it for them to address this issue? 

What's their biggest frustration in trying to solve this problem?

What's in the way of them having everything they've been dreaming

about?
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W H E R E ' S  T H E  G A P ?

When you're speaking to your dream client, you want to identify

where they are now and where they want to be.  In the middle is

known as The Gap, and it's your job to find out what that gap is and

how you can help them close it!

How will you help them get from Point A to Point B?  What steps can

you help them take to reach their goals?

Here are some questions to ask when you're identifying the gap and

how you'll help them close it. 

What are your dream clients goals?

What are their deepest desires?

What experience, strategies, or activities will help them to close

this gap?

Were you once where they are?  What steps did you take to close the

gap?

What education, experience or training have you had that will help

you, help them?

What tools or skills will you use to help them reach their goals? 

What skills or training do you still need to obtain to better serve

your Dream Clients?
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Y O U ' R E  O N  Y O U R  W A Y ! !

How's it feel to be building your dream biz??

Pretty amazing, right?

I hope you had as much fun going through this

as I had putting it together for you!

I would love for you to share your biggest takeaway!

Head on over The Traveling Wild Woman Coaching Community and

share what you've learned, what you're working on and let me know

how I can support you in building your business!
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https://www.facebook.com/groups/travelingwildwoman/

