Making Money In Your Jammies Webinar Pre-Work

Please complete as much of page 1 as you can and return it at least 2 days before the first webinar. It doesn’t have to be complete, but at least jot down some notes for me and send it to Rebecca@RebeccaMorgan.com.

Your name: _______________________________________________________


1. Describe your business now (what are your income sources)




a. Where do you want to be in your business in 1 year? 

b. 5 years? Or what’s your ultimate goal?




2. How does jammies income fit into this goal?


3. What have you done to create jammies income and where are you stuck or would like some input?




4. How can I work best with you during the program?

Prepare for to First Session


1. Do a little competitive analysis before you come. Search the web for any others who would have competitive products/services. Read their promo copy, look at their pricing. Begin to articulate what makes your products different.

2. Start to define your perfect customer for your product. "Anyone" isn't a perfect customer. Who would have a burning need for what you have, the money to pay for it, and someone you want to have as a customer. (I'm not looking for specific companies, but more the type of person/company who wants what you have to offer.) The better you've defined this, the more easily you can flesh out what motivates them, what they want/need, what they can pay, and how to find them (or they find you). Jot down your thoughts.
Here’s an example of my perfect customers for my Jammies workshops, webinars and coaching. 

My perfect customer is someone who is:
· smart, grasps concepts quickly.

· willing to say they are confused or need further clarification.

· aware of taking responsibility for getting what they need, rather than blaming others (me!) for not mind-reading their questions or needs.

· willing to try new things, or refine things that may not have worked as well as they wanted in the past.

· pleasant and fun to be around; generous with encouragement and praise of others.

· committed to quickly making major progress creating or refining a strategy to catapult your business.

· enthused about moving forward within the next month.

· welcoming of respectful push back and new ideas to create a better solution.

· coachable, not argumentative.

· generous with their listening, support, ideas, suggestions and resources for others.

· able to respectfully communicate a different viewpoint without being demeaning or condescending of others.

· willing to do the brief pre-work which will help get a much greater ROI from the program.

My perfect customer is not someone who is:

· unwilling to do what is needed but instead is fond of excuses.

· married to their own ideas as being the only right ones.

· unable to entertain refining suggestions — or perhaps a 180-degree different solution.

· incapable of being prompt, staying in the room other than breaks, and keeping focused when they don’t have the floor.

· addicted to texting, emailing or IMing during the workshop

· arrogant about doing the exercises in the workshop thinking "I'll do them later" but never do.
The following example is for someone who is adding webinars and virtual (webcam) coaching to her presentation skills trainings.

Describe perfect customer: “Creatives” at ad agencies, PR firms, marketing communication folks, graphic artists, web designers, product designers who want to give unforgettable presentations

What’s their objective: They want to promote via speeches their product/service/selves in a way that is positively remembered for years.

What motivates them: The thrill of creatively using their talents to accomplish their goals. The excitement of feeling their audience is with them. Laughter. Applause. Approval. Seen as positively unique, cutting edge, trend setter.

What they want/need: They want help in creating engaging, entertaining speeches that hammer home their points in very memorable, unusual ways. They need someone who doesn’t try to make them conform to a cookie-cutter processes, someone who encourages and appreciates their creativity.
What’s their pain: They will say things like, “I need help…,” “I don’t know how to…,” “I can’t figure out…”. This needs to have some emotion for them to feel some urgency.

What they can pay: The perfect customer is one who can pay what I charge. (Be as specific as you can guess. $10 or $1000?)

Other characteristics of your perfect customer: They have good social skills and can communicate clearly and succinctly. They are action oriented, not whiners. They are positive, possibility thinkers. They take coaching and new ideas well. They run their lives to deliver and show up when promised. They pay on time. They appreciate me and my input. 

3. Come with a list of up to 10 keywords that your perfect customer would use to search for what you offer. This is someone who doesn’t yet know you so they wouldn’t use your name, company name, tag line, etc. Take a stab at these – they don’t have to be perfect.
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