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MY 
AUTHENTIC 
PACKAGE?

Combine all your transformation into 
an irresistible package.



What's my package?

There's no way for your ideal clients to purchase from
you if you don't have a package. 
 
It's like going to the store to buy spaghetti, but if there are
just a bunch of noodles laying around, how are you going
to get them?  You need something, and if the store
doesn't provide you with a propper package, either you're
going to find your own way or you're going to leave. 
 

In this module:

Review and refine your ideal client
Get clear on your IC's #1 frustration
Get grounded in how and why you relate to this
Create your Transformation Map
Put it into an irresistible and marketable package



Write out your responses in a journal. 
 
1.  Who is your ideal client? (The more often you review
and rewrite it, the more concrete and clear it becomes in
your mind, and therefore to the world.) 
 
2.  What is your IC's #1 frustration? 
This is very important in creating a map, which I call the
Transformation Map. (#4).  First, where is your IC now?
What does he/she feel? What is the pain, frustration and
anxiety about?  
 
3.  What is the one thing that would change their whole
world? What do they want most but don't know how to get?
(This is what you can help them with) 
 
4.  Now, it's your turn to draw out your Transformation Map.
First read the description and look at the diagram below. 
 
They are at Point A. They desire to be at Point Z. 
 



It's Point Z because it feels so far out of reach for them, and
you are the bridge, or the interstate highway that will take
them to that destination much faster.  Your package is the
map.  They don't need to know all the points along the way. 
Point B through Point Y is everything that they NEED and
everything you CAN deliver.  They are laser focused on
Point Z, because it's all they WANT. In marketing, that's all
you'll focus on. 
 
a) Describe point A. 
 
b) Describe Point Z. 
 
c) Describe why YOU are the one to take them there.



How long is your package? (Typically newer coaches
don't go beyond a 90-day. 
How frequent are your sessions? (weekly, bi-weekly or
multiple times per week)
How long are your sessions? (45-90 minutes)
What's the price point of your package? 
 
Do you want to have an introductory intensive at a low
price point that you can upsell them into a package
afterwards? (2-hours- 1/2 day)  For this you need to do
the math and make sure the pricing makes sense with
the bigger package, and usually this is a great way for
people to get to know/like/trust you better with very low
risk to them. 

Package Logistics:



How do you facilitate your sessions? (Zoom, skype,
phone, in person) 
Will you have a welcome packet or questionaire for them
to fill out beforehand? 
Do you have a way for them to pay you? (Paypal, Stripe,
etc)

Next week we will get into marketing this package,
headlines and strategy for getting your ideal clients to find
you, love you and pay you for your services. 
 
 


