What does your product/service do?

What can you help them with?

What can people expect?

How does it work?

Where do you source it?

Where are you? Product/Service
= What are the benefits of your product/service?

Who's behind this? What are the features of your product/service?

Behindthe-scenes What are examples of your work/product?

Company
. ”?
What's your story? What problem does it solve?
Where are you going? Case studies
o
What are your goals? YOU What's your entry level product?
News/Changes to legislation 0, , .
(20%) sales funnel What's your premium product?

Busy/Quiet times

(From unknown to loyal customer)

Content Brainstorming:

1. Choose your platform

2. Focus on your ideal client(s)

3. Collect your ideas

4. Walk away

5. Fine-tune & prioritise your ideas

What information do people need at different stages?

Holidays/Seasons

How-tos

What do you do differently?

What's your specialty? Step-by-steps

Brand

Resources (book, blog, film, music, a

What is your motivation?

Related products/tools/services

What are your values?

Techniques you use

Guidelines

Tricks of the trade

What's your pet peeve?

What myths can you bust?

Where do they come from?

What experiences do you share?
Background

What are their interests?

What's their familiarity with the topic/product/service?

What do they value?

What'’s important to them?

What'’s the wanted outcome?

What are they trying to do?

What are their expectations?

What result(s) do they aim for?

What do they need to have/do to benefit from your product/service?

Needs
What enables them to use your services/products?
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Where does it hurt?

What other/related problems do they have?

Challenges

What decisions do they have to make to get there?

What challenges do you share?

What situation are they in when they need you?

What are the things that make them look for your products/services?

Triggers
What do they need to know before they buy?
What makes them more likely to buy?
What questions do they have? (Ask them!)
Questions
What questions do other experts answer?
What doubts/reservations do they have?
Objections What are the dealbreakers?

What holds them back from buying from you?




