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Session 2 Recap

Juicy offers are easier to sell than generic services.


The main thing you do is ask questions.


You enrich their ideas with your perspective.


The agenda and your notes become the report.


You can start small.


Your confidence will grow through doing.



1. Discovery / Project Roadmapping


2. Content & Copy (incl. web, email, social, 
blogging, thought leadership)


3. Brand  / Positioning / Messaging


4. Web / Conversion / Funnel


5. Launch / Go-to-Market 


6. Marketing / Growth 


7. Product Strategy


8. Ideation / Brainstorming


9. Business (incl. diagnosis, problem solving, 
prioritization, goal setting, planning)

Session 3 Preview



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.



Strategy 
Flavors 5-9



Flavor 5
Launch / Go-to-Market 



Define goals for launch: What does success look like? 
How are we going to get customers?


Think through all the pieces, projects, creative, assets, 
set-up, and effort required.


Cherry-pick specific strategies and tactics from 
successful launches from other companies / brands.


Avoid wasted money, time, and effort.


Figure out the limiting constraints (e.g., budget), tools, 
team, and schedule. 


Bring in outside perspective.


Determine next steps and build an actionable plan 
around those steps.

Problems Solved 
for Clients



Pieces You Need

• Offer


• Consulting Questions


• Agenda / Framework


• Your Notes + Report Template 
(with optional proposal section)



Offer

https://www.roberthawthorne.com/product-
and-company-launch-consulting/



Consulting Questions

*https://bit.ly/launchstrategyquestions

What are your goals? 


What does success look like at this stage?


What’s most important right now?


How are you validating product-market fit?


Who are our closest competitors? 


What can we learn from them? What are 
they doing well?


And so on…



Report Template

*https://bit.ly/launchstrategyquestions

Overview


Goals


Metrics


Timeline


Plan


Strategies


Priorities


—Q1


—Q2


Questions to Be Answered


Specific Tests


Unknowns


Needs


Deliverables & Assets


Ideas



Report Template
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Sell one 3-Hour Launch Strategy session.

Best Way to Start



Flavor 6
Marketing / Growth 



Reflect on what has worked in the past.


Pinpoint most promising growth opportunities.


Set goals.


Pick strategies, tactics, and activities.


Talk through budget, tools, and team.


Define timeframes, hypotheses, and metrics.


Bring in outside perspective.


Gather all that up into an actionable plan.

Problems Solved 
for Clients



Pieces You Need

• Offer


• Consulting Questions


• Process and / or Framework


• Your Notes + Report Template 
(with optional proposal section)



https://www.shelbystephens.com/offer/
growth-marketing-working-session

Offer



Consulting Questions

What are your best-selling products, services, and 
experiences?


Which ones make you the most money—i.e., highest 
profit margin?


Which cost you the least amount of time to deliver—i.e., 
highest return on time?


What is your first growth goal?


What strategies have worked best for you in the past? 


Where do your strengths with marketing lie—e.g., writing, 
email, video, speaking, podcasting, events?


And so on…



*https://balernum.com/20-stories-marketing-exercise

Steal My 20 Stories 
Marketing  Exercise*



*https://bit.ly/howtocreateamarketingplan

Digital 
Marketing 101
with Austin ChurchSteal My Process*



*https://bit.ly/marketingstrategyworksheet

Steal My Worksheet*



Plans doesn’t have 
to be pretty.



Sell one engagement. 

Best Way to Start
(I’m starting to sound like 
a broken record, huh? 🤔) 



Flavor 7
Product Strategy



New Website


Blog


App


Tradeshow


Physical Product (e.g., Book)


Digital Product (e.g., Podcast, Book, Whitepaper)


Experience (e.g., Conference, Retreat)


Kickstarter Campaign

“Product” can mean 
many things.



Brainstorm ideas for features, functionality, parts, pieces, 
content, layout, target audience, etc.


Think through how people will use and interact with the 
product—i.e., user experience.


Organize thoughts around the work to be done.


Decide on the most logical sequence of mini projects, 
milestones, and investments.


Develop a rough timeline and assign the work to be done 
to specific days, weeks, months, sprints, or phases.


Figure out any blockers and solve for them.


Bring in outside perspective.


Create an actionable plan.

Problems Solved 
for Clients



Pieces You Need

• Offer


• Consulting Questions


• Agenda / Framework


• Your Notes + Report Template 
(with optional proposal section)



Offer

https://www.olivinemarketing.com/product-marketing



Consulting Questions

What is the product / project?


What questions are you trying to answer?


Who is it for?


What’s your main goal with it?


What are “must have” parts of the product?


What about “nice to have” parts?


How will you know if the product is a success?


What could keep you from crossing the finish line?


Alright, let’s start planning for Phase I.


By when are you looking to have it finished?


What’s most important right now?


What can wait until Phase 2?



Report (Book & Course)



Report (App Idea)



Sell a 3-hour brand sprint.

Best Way to Start



Flavor 8
Ideation / Brainstorming



Help the client generate ideas.


Evaluate ideas based on their relative merit.


Optional: Narrow down the list to the best ideas.


Optional: Create an actionable plan.

Problems Solved 
for Clients



Pieces You Need

• Offer


• Questions


• Notes + Report Template with 
optional proposal section



https://www.jollyhq.com/f/nick-longo/offer/start-a-fire

Offer



Questions

Why are we here? What would be a good use of our time today?


Let’s talk through your needs, problems, and opportunities.


Which one would you like to focus on first?


If we generate a bunch of ideas around X, you’d leave satisfied?


What ideas do you already have? 


If you threw the rules out the window, what would you do?


Let’s think of the worst ideas we can.


Let’s go lateral. What would Kim Kardashian do? Elon Musk?


And so on…



Report Template



Sell a 1-hour Brainstorming 
“Idea Bounce” Session.

Best Way to Start



Flavor 9
Business Strategy



Talk through needs and opportunities.


Diagnose problems.


Beat up the problems and explore solutions.


Begin prioritizing and solving problems.


Get outside perspective from a domain expert.


Set goals and define next steps.


Create a strategic plan.

Problems Solved 
for Clients



Pieces You Need

• Offer


• Onboarding Questionnaire


• Agenda + Followup Questions


• Notes + Report Template with 
optional proposal section



https://clarity.fm/austinlchurch

Offer



https://www.kateemiley.com/consulting

Offer



Strategy Subscription Offer



Wayfinding Workshop Offer



• Did anything specific happen that made you want to reach out to 
Austin for consulting? Was there a triggering event?


• What in your business gives you the most heartburn right now? 
What keeps you up at night?


• You recently hired an Ops Manager, which is the most impactful/
consequential role you've hired for yet. What specifically does 
your operations manager need right now?


• What questions do you have about the operational aspects of 
Balernum and how I personally have removed myself?


• What tasks and activities consume your time right now? Let's 
figure out how to get you an extra hour or two each week.


• What parts of your sales processes still need to be built out?


• What is your #1 goal for this Wayfinding Workshop? What do we 
need to figure out to make the plan worth 10x your investment in 
2021?

Onboarding Questionnaire



Questions

What’s on your mind? Why are we here?


What’s the real challenge here for you?


Does anything make you nervous?


What do you want?


If you’re saying yes to this, what are you 
saying no to?


What was most useful for you?


Is there anything we’re forgetting?


Play Red Team for a second and poke holes 
in this plan.



Report Template

Big Picture


Goals


Priorities


Plan


Other Opportunities


Resources



• Big Picture


• Clarity


• Operations


• Sales


• Next Steps


• Other Opportunities


• Resources


• Total Pages: 8



ht
tp

s:
//

w
w

w
.e

os
w

or
ld

w
id

e.
co

m
/v

to



90-Day Action Plan

*https://bit.ly/launchstrategyquestions



Source: https://scalingup.com/growth-guy-articles/4-decisions-that-will-help-your-company-grow/

People

Execution

Strategy

Cash



Sell a 90-minute Strategy Session 
or 3-hour workshop.

Best Way to Start



• You obviously don’t have to sell all 9 of the strategy flavors we 

covered. Pick the low-hanging fruit: Which flavor would be easiest 

for you to pursue right away?


• You don’t have to invent your own methodology. Collect existing 

frameworks, templates, and tools to get structure you lack. Clients 

won’t feel cheated that you used someone else’s tools.


• The trifecta of 1) creating space for the client’s self-discovery, 2) 

asking good questions tied to an agenda and specific outcome, and 

3) turning the mess of notes into a clear, actionable plan is how you 

create value for clients—not your singular genius with strategy or 

knack for capturing lightning in a bottle.  


• It’s okay for the lines between different strategy flavors to get 

blurry. You may start with project roadmapping and end with 

brainstorming and business problem-solving.


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

Let’s take it one 
step at a time.



What Upcoming 
Sessions Cover

Session 4 – Marketing & Selling Strategy


Session 5 – Leading Effective Strategy Sessions


Session 6 – Avoiding Pitfalls + Getting Started



Session 3 
Assignment

Make a 30-minute appointment with yourself 
in your calendar. Knowing that the quality will 
come later in the edit, jot down initial ideas for 
your strategy offer, including a bold promise, 
process, key outcomes, value to the client (in 
terms of potential ROI, functional and 
emotional benefits, transformation), risks, 
price, and any proof you may have (even if it’s 
proof from other non-strategy projects).

Write your crappy first draft.


