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Session 3 Recap

• Which flavor would be easiest for you to pursue right 

away? Pick that one, knowing that it’s okay for the lines 

between different strategy flavors to get blurry.


• You don’t have to become a consultant overnight and 

invent your own methodology. Use someone else’s tools.


• The value in selling and delivering strategy engagements is 

1) creating space, 2) asking good questions tied to an 

agenda and specific outcome, and 3) turning the mess of 

notes into a clear, actionable plan.  



What We’ll Cover
• Marketing


• Selling



Marketing



Strategy clients aren’t waiting for you to fail. Your 
job is not to prove yourself a genius but to facilitate 
a process of self-discovery for your client.

Remember…



- Pick the easiest strategy flavor. 


- Finish packaging up your strategy offer.


- Set a price you feel good about.


- Put the offer in front of 10 people. 


- Set a goal to sell 1 strategy session in the next 6 weeks.

Right-size your 
marketing.



- Feels doable based on the confidence you already have


- Uses the aptitudes, knowledge, and skills you already have


- Meets a need for clients you already have (or could get)


- Works with the expertise you already (supplemented by 
process & tools in this program)

By “easiest” strategy flavor, 
I mean…



- Pick a niche (more on that in a moment).


- Pick the key outcome—e.g., content roadmap.


- Think back on past projects and list the questions that need 
to be answered for the client to get clarity.


- Turn the client’s obstacles and outcome into a promise.


- Spend 5 minutes thinking through 5-8 steps of the process 
you’ll use in the session.


- Set a price you feel good about.


- Name the thing.


- In other words, use the Juicy Offers framework.

Finish packaging up 
your strategy offer.



Flavor + Niche

Example: Content Roadmapping + SaaS Founders



“Call” (< 30 min)


“Session” (60-90 min)


“Workshop” (> 90 min)


“Sprint” (> 3 hrs)


Idea Bounce


[insert cutesy name here]


"24 of Your Best Posts in 60 
Minutes”


[desired outcome]

What should you call it?



Name

"24 of Your Best Posts in 60 Minutes”



Content Roadmapping 
for SaaS Founders

24 of Your Best Posts in 60 Minutes”


We will identify and organize 24 of your best ideas for 
thought leadership articles. We’ll outline the first 3. By 
the end of our session, you’ll know exactly what to write 
for the next 6 months. No more second-guessing, 
writer’s block, or wasted time.



Pricing

Dream Rate x Hours x 1.2 (or, 20% cushion) = Price


(or)


What amount of money would you feel great about 
making for that amount of work?


(or)


Value-Based Price → Dream Rate x Hours x 2-5



Content Roadmapping 
for SaaS Founders

24 of Your Best Posts in 60 Minutes”


We will identify and organize 24 of your best ideas for 
thought leadership articles. We’ll outline the first 3. By 
the end of our session, you’ll know exactly what to write 
for the next 6 months. No more second-guessing, 
writer’s block, or wasted time.


$500



Language to Use

What the offer is (esp. what problem it solves)


Who it’s for → your right-fit client who gets the best 
results with you


What they tried before (that didn’t work)


What the offer helps them achieve (i.e., key outcomes)



Use their language whenever 
possible, and refine your 
messaging over time.

*https://bit.ly/launchstrategyquestions

Me: “Actionable brand strategy”


Client: “We have many messages. We don’t have a 
focused brand strategy that allows us to give a 
consistent message to our audience. Across all 
advertising and branding, we need consistency and a 
fresh start.”


Me: “Right now, you’ve got many messages. Across all 
your advertising and branding, you need consistency. 
You need a fresh start. Let’s create focused brand 
strategy that allows you to give a consistent message 
to your audience.”



If you listen closely, people will always tell 
you what they want to buy and how they 
want you to sell it to them.

Remember…



Space


Clarity


Objectivity


Expertise


Confidence


Organization


Direction


Traction (i.e., Actionable Plan)

What do clients get when 
they buy strategy?



“I can also guide you and Tara through a Roadmapping Session. I friggin’ love 
Roadmapping because it results in an actionable plan. We do a 90-minute work 
session where we get you clarity, set direction, and define next steps. 
Roadmapping Sessions are typically for people who know they need help with 
business development or branding but aren't quite sure where to put their 
focus. The cost is a flat $1,500 for the work session and deliverable, and the 
deliverable is a clear roadmap for moving forward with confidence. You can 
read more about the rationale behind Roadmapping here: [link].”



- Easiest Ways to Get Started


- Best Practices


- Best Tools, Resources, Principles


- Tricks of the Trade


- Common Pitfalls, Mistakes, Dead-End Advice


- Workflow & Productivity Hacks


- Things to Try

Who values what 
you know?



3 Buckets of Opportunities

• Friends, family, colleagues


• Niche you already have


• Niche you want to try 



Friends, Family, Colleagues



Take the no-pressure approach.



When they get in touch, most people asking for strategy 
don’t ask for strategy:


- “Can I pick your brain?”


- “Can I bounce some ideas off of you?”


- “Could you be a sounding board?”


- “Would you be willing to help me brainstorm BLANK?”


- “Could you give me some guidance on BLANK?”


- “I have questions about the best way to go about BLANK.”

Opportunities in Disguise



3 Buckets of Opportunities

• Friends, family, colleagues


• Niche you already have


• Niche you want to try 



Niche You Already Have



3 Buckets of Opportunities

• Friends, family, colleagues


• Niche you already have


• Niche you want to try 



Niche You Want to Try



- People will buy it.


- It’s relatively easy to sell.


- It gives you a high “effective” rate (or, return on time).


- You actually enjoy it. Test the offer 
to see if…



Selling



Proven Offer (what it is, what it does, who it’s for)


Right-Fit Client (who gets the best results with you)


Simple Tracking System (e.g., GSheet)


Sales Process (how you generate leads, how you build trust, 
how you close deals)


Key Numbers (# of conversations, # of yeses)

Sales Schmales



- Sales Deck


- Web Page


- GDoc


- Boilerplate Description for Emails

Ways to Deliver Offers



Slide Deck



https://w
underbarw

orks.com
/hire/

Web Page



GDoc



Email



Create a GDoc (“24 of Your Best Posts in 60 Minutes”) and 
paste in crappy first draft of your juicy offer.


Sign up for a free Calendly account and create the event :
“24 of Your Best Posts in 60 Minutes.”


Brainstorm a list of 10 people in your target audience you 
already know. (Be sure to check your LinkedIn connections.)


Reach out and ask if they’d be willing to shoot holes in your 
rough draft.


Use their feedback to iterate your offer.


Follow up with the revised offer and ask, “Would you pay 
$XXX for this now? Why or why not?” Iterate as needed.


Close 1 prospect if you can.

Where do you start?



Carrd Website Example



Carrd Website Example



Carrd Website Example



Find 50 more prospects on LinkedIn or get creative in how you 
identify them—e.g., SaaS-focused startup accelerators in the 
Southeast U.S.


Add them to your simple tracking system (e.g., GSheet).


Show up on their radar in other ways / places and plan on putting in at 
least 5 “touches.”


Start writing and posting about the offer.


Pitch 1 person a day. (Depersonalize the outcome. You’re still testing 
the offer.)


Invite them to a 20-minute discovery call—no strings attached.


Iterate your offer. Pay attention to what wants to happen.


Optional: Set up a 1-page  Carrd or Jolly website for your offer and 
accept payments. Or, pay to use the Calendly paywall.

Sales Process



Objections

"We’ve never paid for strategy before.”


“I’d rather just save this money for the project."


“Maybe in the future, but we really need a fast 
turnaround on this project.”


“Let me think about it. Let’s touch base soon.”


“We don’t have budget for this.”


“We just don’t see the value."



Holding Your Ground

“If you haven’t been satisfied with past results without strategy, you might 
consider trying something different this time and starting with strategy.”


“If you all already had a clear roadmap for this project and the desired 
outcomes, I’d recommend we dive right in. I suggested this because there’s 
still ambiguity, and I’d feel more comfortable helping you create an 
actionable plan first. We’ll probably discover a better plan together.”


“I totally feel your urgency. What I hear you saying is you’re going to move 
forward with this project whether I’m the one helping or not. If that’s the 
case, would you agree to a shorter session, say 30 minutes? It would cost 
$XXX. We can get that scheduled ASAP.”


“Take all the time you need. I’ll follow up in a week.”


“I totally understand budget constraints. If you were to pick your single 
highest priority, what would it be?”


“In terms of value, I think it comes down to clarity, confidence, and an 
actionable plan. In the past, when I have agreed to dive in head first while 
there’s still ambiguity, we end up wasting time and effort on moving 
targets and dead ends. I proposed this session because I want to protect 
your time and budget and get the relationship started on the right track.”



Selling the Value

Clients who value strategy don’t need to be sold on the value of 
strategy.


People who are always running and gunning need help connecting 
the dots between the lack of strategy and lackluster results.


Some clients will always prefer speed and execution over strategy 
even if that approach has proven ineffective. You can’t easily sell 
them strategy, and they typically don’t make great long-term 
clients anyway.


The value is the client’s clarity, confidence, and an actionable plan
—not a quantifiable dollar amount.


Put the burden of framing the value on the client: “What single 
outcome would make this session worth $XXXX to you?”


Repeat that back multiple times before the session, during, and 
when you deliver the report: “You said getting clarity around X 
would be worth $XXXX with you. Our session was really 
productive, and I’m honored you invited me in. Here’s the report….”



Terms & Conditions

I typically don’t use a contract for one-off strategy 
engagements, only for longer engagements with lots 
of deliverables.


With that said, I give the client the option and offer to 
send my MSA if they’re more comfortable with that.


I don’t guarantee “results,” only the actionable plan.


I ask clients to pay 100% up front.


I don’t schedule the session until the client has paid.


I usually have the report in their hands within 2-3 days.



Basic Legalese

“You agree that this Service provides you strategy and 
does not, in any way, do the work for you. This is not a 
“done-for-you” service. You are responsible for taking 
action on Provider’s advice.”


“You agree that this service is provided on an “as is” 
basis without warranty or guarantee of results 
beginning when you sign this agreement.”


“You understand that you are not eligible for payment 
delays or refunds for the Service already delivered.”



Steps for You

Optional – If you like the client, include 2-3 options 
for ongoing collaboration in your report—i.e., the next 
step up on your value ladder.

1. Share the offer and get the yes.


2. Send the invoice and questionnaire.


3. Once the client pays the invoice, you 
schedule the session.


4. Use client’s answers to create agenda.


5. Ask open-ended questions and take notes.


6. Define the problems and available solutions.


7. Repeat back what you have heard—often.


8. Turn your notes into an actionable plan, and 
deliver it within 2-3 days.



• Finalize your juicy offer.


• Brainstorm 10 people.


• Ask for 5 minutes of their time and get 

feedback on your offer.


• Iterate.


• Close 1 person if you can.


• Set your sales process into motion.

Let’s take it one 
step at a time.



What Upcoming 
Sessions Cover

Session 5 – Leading Effective Strategy Sessions


Session 6 – Avoiding Pitfalls + Getting Started



Session 4 
Assignment

1. Pursue the opportunities you already have. 
Take a look at your client list from the past 2 
years. Could any of them be candidates for 
your new strategy offer?


2. Take another look at your target audience 
or dream client profile. Would you find it 
easier to sell strategy if you doubled down on 
your existing niche or totally new one?


