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      Debbie Allen 
Your Market Positioning Expert  

 You might be reading this special action guide right 
now because you are tired of riding the sale and 
marketing roller coaster to attract high value clients.  

If so, are you … 

Trying to figure out your best market positioning that will 
attract more clients and more income with ease? 

Constantly looking for the right clients who are ready and 
willing to invest in your products or services ... quickly and 
consistently without fail? 

Frustrated … trying to figure it out on your own?  
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REALITY CHECK! 

 If you are an entrepreneur, speaker, coach, 
consultant, advisor, expert or service provider without a 
proven marketing system and/or marketing funnel in 
place that creates a consistent flow of high valued clients 
… YOU ARE WORKING WAY TOO HARD! 

 I know what it’s like, because I’ve been there 
supporting entrepreneurs and experts, at all levels in 
diverse industries … helping them generate stronger 
marketing leads, strategies and funnels for over 20 years.  

 Believe me when I say … I’ve seen just about 
everything that doesn’t work! … I’ve helped solve a ton  
of marketing problems and fixed a ton of broken business 
models ... that I could practically do it in my sleep.  

 That’s what inspired me to write this special action 
guide, Client Attraction With Ease: 7 Proven Strategies to  
Attract Your Most Ideal Clients & Generate More  
Income Consistently.  
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 And I can almost guarantee that you will discover 
new clarity and improved marketing strategies for your 
business as you read through this in-depth guide.  

Consider this your step-by-step action plan  
to turn more prospects into clients with ease.  

 Some strategies you may already have in place (good 
for you), and others you’ll want to implement as soon as 
possible. After all, it’s more clients and more income you 
are looking for. 

 You are about to uncover seven of my time-tested,  
proven client attraction strategies that you can begin to 
implement right away. It’s time for you to start attracting 
more ideal clients like a magnet now.  

Let me show you how … 
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Client Attraction Strategy #1  
Expert Market Positioning  

 This main strategy is a ‘no-brainer’ to me being a 
market positioning expert … but that’s certainly not the 
case for most people. Building your brand and market 
positioning is the first step to take you where you are now, 
to where you want to be. Your brand foundation is what 
sets the tone and direction for where your business 
income (or lack of it) is headed. 

Nothing gives you more leverage power to  
build credibility and trust than authority!  

 Authority is the first thing that prospects pay 
attention to and it’s the first thing that builds trust and 
loyalty in your business. 

 Branding and client attraction go hand-in-hand. Your 
brand sets the tone for your overall business strategy and 
allows others to quickly understand what you offer, and 
the type of value you deliver.  
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 Your brand should instantly connect to your prospect 
and have them quickly understand and recognize that you 
are the go-to expert in what you have to offer. This is the 
first step to building trust with your prospects. And it sets 
you apart from your competition instantly. 
  
 Market positioning is critical to move your business in 
the right direction. The wrong positioning will not only 
cost you new clients, it can move you even farther away 
from your most ideal target market.  

 To attract clients successfully you must create a 
unique way to stand out in a busy marketplace.  

 Your prospects want to invest in people they like, 
trust and respect. Your most ideal target is looking for 
experts like you to work with.  

 If your marketing and branding is not positioning  
YOU as the expert, prospects will simply look away and 
go to your competition instead. 

  
It’s your market positioning that will give you the  

EDGE over your most ideal and high-valued prospects. 
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 Your market positioning clearly defines what you  
do, and the benefits you offer that are unique to your 
competitors.  

Important! If you don’t have an expert brand foundation 
nailed down yet — this is where you need to start. 

 Create your market positioning with a specific 
purpose and mission in mind that speaks directly to  
your most ideal, and most highly valued prospects.  

 When taking on a new or rebranding project be 
realistic and honest with yourself as you respond to the 
following questions. And as you respond to each question 
below, be very specific about your vision and business 
goals. The more focused you are, the more effective you’ll 
be. 

What specifically sets your business and your expertise 
apart from your competitors?   

What unique services or products do you provide for 
your clients that your competitors do not? 
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What are the main problems you solve for your most 
ideal clients? 

 A clearly defined expert brand positioning is the 
foundation for your entire business. It is what articulates 
the authenticity and characteristics of your business. It is 
what differentiates your business in the marketplace.  

Your Action Plan for Strategy #1 
Clearly define you USP = Unique Selling Position.  
The purpose of your unique selling position is to ensure 
consistency in how your message is communicated to 
your prospects. 

Client Attraction Strategy #2:  
Build Powerful Lead Magnets  

 It takes more that just social media to get attention 
from new prospects. In fact, a study done by E-commerce 
Quarterly of more than 500 million shopping experiences 
discovered that a prospect who agrees to receive emails 
from you is FOUR AND A HALF TIMES more likely to buy 
from you than someone who follows you on social media. 
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 Another study showed that your prospects are more 
likely to buy from you through an email campaign. In fact, 
they are 10 TIMES more likely to SEE your marketing 
message on email. Therefore, building a strong marketing 
funnel also requires you to build an email list to easily stay 
in touch with prospects and clients. 

Email Marketing Is Not Dead!  
 Email marketing is a great way to build a strong 
marketing lead magnet. But you will ideally want to  
have multiple lead magnets in place and systemized.  
This helps you stay in touch with new prospects and 
allows you to continually build interest, trust and rapport. 

 For example, you could offer complimentary 
webinars or video training. While doing this, be sure to 
share your client case study stories and/or demonstrate 
your product or service.  
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Prospects love to see your work in action. This 
showcases your expertise and builds a loyal following.  

 For example, I demonstrate my marketing expertise 
by offering a live ‘hot seat’ during online classes and walk 
one person in the class through a marketing funnel or 
business income streams funnel on the spot.  

 Another way to build a strong lead magnet is to offer 
a complimentary phone consultation. Plan to do your 
complimentary (not “free”) calls by “application only”. 
This helps you keep your value high. You don’t want to 
give away your time and expertise too freely to the wrong 
leads.  

 Coaching or consulting “applications” are KEY to 
filling your calendar with warm prospects and new buyers. 
It positions your valuable time as the PRIZE … and 
eliminates cold calling. And when you learn how to do 
coaching and consulting sales calls effectively, your client 
attraction and income will begin to soar! 
  
 Once you have selected your lucky applicants, 
schedule a personalized call and ask always if you can 
record the call for them.  
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 This allows them to review your conversation in more 
detail, or share it with a business partner to finalize their 
decision to invest.  

 Prospect calls can be set up on zoom.com or 
FreeConferenceCall.com to make it easy to record.  
This also allows your prospect to show up for this 
opportunity excited and almost ready to invest.  

 Once you have your new prospect on a call …  
be sure to listen up! You can’t motivate prospects to 
invest with you if you don’t listen to what they really want 
and need first.  

Listening to your prospects needs shows respect  
and can even build your value as a coach or consultant.   

It also gives you the edge in a conversation.  

 When you learn to become a good listener during 
prospecting calls, you make stronger personal 
connections. You can also help your prospect make better 
buying decisions too.  
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Once you begin asking prospects what their  
personal needs are, you’ll be surprised how  

open and honest they will become.  

 Both prospects and customers want you to ask them 
how you can improve your service or offerings. This shows 
them that you truly care. To do this effectively, clear your 
mind of any preconceived ideas about your product or 
service and be brutally honest with yourself about what 
you are about to discover.  

Offer Solutions to Real Problems 
 As the go-to expert in your industry, you will be most 
remembered by the problems you solve for your clients.  
You help others solve their problems with your high level 
of expertise, personal experiences and the value of your 
offer. You may even be able to deal with problems that 
might otherwise seem huge, overwhelming, or excessively 
complex to others.  

 Don’t take your knowledge and expertise for granted.  
Your way of looking at things, and your way of thinking is 
unique to your client and it is based upon your own 
experiences and successes.  
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 When you connect effectively, you automatically 
attract more ideal clients that will pay top dollar for your 
service and/or products. You will then discover how to 
best solve your clients’ problems and create more value 
as an expert in your industry.   
  

 Experts offer short cuts to problem solving.  
They help people move away from obstacles and  

guide them in the right direction. 
  
 Finding a way to offer your expert value in an 
innovative way is called value innovation. It requires a 
unique way of looking at obstacles and challenges your 
clients face. For example, find your own unique way of 
offering strategic logic along with good common sense 
and personal experiences to help solve problems for 
others. 
  
Experts help make problems go away.  
 Good problem solving skills are fundamentally 
important to be successful as the go-to expert in your 
industry. Problems are something we all want to get rid of; 
they are costly, time-consuming and stressful. 
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 To be an effective problem-solver, you need to be 
systematic and logical at the same time. When you solve 
problems for your clients, you help them make more 
effective decisions. And as you increase your problem 
solving skills you also increase your own confidence and 
value, which in turn, attracts more ideal clients. 

Your Action Plan for Strategy #2 
 Convince your prospects that your expert solution is 
the best one. As you do this, you may likely meet with 
some resistance. Therefore before you try to “pitch” your 
ideas, make sure you've considered all of your prospects 
objections up front. This will greatly improve your 
opportunities of turning warm prospects into hot buyers.  

  

Client Attraction Strategy #3  
Develop Automated Sales & Marketing Funnels 

 If you want your client attraction process to run 
consistently, you must create effective and automated 
sales and marketing funnels.  
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 A marketing funnel is a useful way to describe a 
complex process in a visual way that allows you to 
imagine the entire process from start to finish. It is a way 
of breaking down the client’s journey all the way from the 
awareness stage to the loyal client stage.  

The 4 Stages of a Marketing Funnel  
 The term funnel is used to represent the path your 
prospect takes to buy from you. Some will leave the 
funnel, deciding not to buy, and others will continue all 
the way to the buying decision. The funnel reflects the 
narrowing of your potential leads, down to the most 
promising ones over the following stages. 
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Stage 1 Awareness  
 All variations of a marketing funnel begin with 
awareness. It is at this stage that a lead becomes aware  
of your business, expertise, services, and/or products.  

 To help build awareness, your first step may be to get 
traffic to your website. This can be done by creating a free 
guide book, eBook, special report, video series and/or 
webinar to get followers to opt-in and give you their 
email. 

Stage 2 Consideration  
 As a potential lead moves out of the phase of 
awareness, they enter a period of consideration. It is at 
this stage that you begin to strengthen your business 
relationship. It is estimated that prospects are 75% on 
their way to considering a buying decision at this stage. 

Stage 3 Conversion  
 At this stage you have convinced your prospect that 
your product or service is something worth having. You’ll 
need to convince them that buying from you now is their 
right choice. This is the stage where you lock in the 
opportunity for a sale.  
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Stage 4 Loyalty  
 Once your prospect becomes a customer, you  
should have a plan to keep in contact with them  
to continue to build loyalty and a long-term business 
relationship.  

 If you don’t stay in touch with customers after the 
sale, they may leave you, forget about you, or stop 
referring you. Therefore, it’s essential to ask new 
customers to opt-in to your email so that you can stay in 
touch with them consistently. This is a good time to offer 
an incentive for their loyalty by giving them a free offer, 
bonus or gift on their next purchase or investment.  

The 4 Stages of a Sales Funnel  
 The sales funnel is each stage (or step) that your 
prospect takes in order to become a customer. Having a 
complete understanding of your sales funnel will help you 
find the areas where prospects could drop out and not 
convert into a sale. Below are the stages your prospects 
may go through when making a buying decision. 
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Stage 1 Attention  
 This is when you first catch your prospect’s attention.  
Your new prospect becomes aware of your business and 
what you have to offer. Most often this new attention 
stage is about developing trust. Yet, when it’s the obvious 
right fit, some prospects will turn into customers 
immediately. For this to happen the prospect has to 
realize that your offering is something of great value, fairly 
priced, and fits their specific needs at that moment. 

Stage 2 Interest  
 When prospects reach this stage they may be doing 
research, comparison shopping, and thinking over their 
options. This is the perfect time to follow up with more 
value and benefit-based information.  
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 The main goal at this stage is to establish your 
expertise, help your prospect make an informed decision, 
and offer to help them personally. 

Stage 3 Desire   
 This stage is where most prospects are ready to buy 
or invest with you. This is the time to make your most 
desirable offer. Your offer could include free shipping,  
a special bonus, packaged discount, etc. Make your 
special offer so irresistible that your prospect can’t wait  
to take advantage of it. 

Stage 4 Action  
 This is when your prospect purchases your product or 
service and joins your business family. But, just because  
a prospect has now become your customer — don’t stop 
taking action. Continue on with your follow up to keep 
customers satisfied. This will turn a one-time customer 
into a lifetime-customer! 

Your Action Plan for Strategy #3  
Develop or rebuild your sales and marketing funnels  
for improved results. If you are not clear how to do this 
effectively, reach out to a marketing or sales expert to 
gain support and a focused direction. 
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Client Attraction Strategy #4 
Create A Unique Marketing Message 

  
 Develop a unique message that clearly defines what 
your brand or market positioning promise is all about.  

 Your unique marketing statement may not come 
easily to you right away. It can be a challenging message 
to clearly define. The reason why is because you are so 
close to your own business that you can’t clearly see the 
most obvious things that someone on the outside may 
see. 

 It may take some outside prospective to come up 
with a unique message that clearly sets your business 
apart in just a few words. 
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What makes your business, your marketing message, 
your benefits, and your offer clearly stand out from 
your competition in 5-15 words? 

Put yourself in your prospect’s shoes!  
 Too often, small business owners and entrepreneurs 
fall in love with their product or service offerings so much 
that they forget about satisfying their customer’s needs 
first. To get this right, it’s important to step back and 
carefully scrutinize what your ideal customers truly want 
and need.  

 If you are having a hard time standing out  
because competitors are beating you out on price,  

you are probably having a problem with your  
unique value messaging … not your pricing! 

 You must communicate your marketing message in 
the form of value-driven and outcome-driven benefits  
to easily attract more ideal clients with ease.  

 To help you with this, respond to the questions 
below, and be brutally honest with your answers.  
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What special benefits or services do you offer your 
clients/customers that your competitors do not?   

Why is your program, system, or services more 
innovative, unique, or extra special?   

 To motivate your prospects’ behavior and buying 
decisions requires you to be somewhat of an amateur 
psychologist. You’ll need to know what drives and 
motivates your prospects’ emotions to buy. For example, 
some reasons for emotional buying could be that they are 
feeling some type of pain in their business and/or 
professional life; or they are frustrated by not getting the 
results they desire on their own, or from your competitors.   

Your Action Plan for Strategy #4 
Define what pain, emotions, and/or problems your 
prospects are experiencing most often. Understand what 
motivates them to buy from you vs. your competitors. 
Communicate your marketing message in the form of 
solutions so they can clearly see the benefits of working 
with YOU vs. your competitors. 
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Client Attraction Strategy #5 
Dare to Take BOLD Action  

 Passion, skills and talent alone won’t get ideal 
prospects beating down your door. Having passion will 
give you the drive and determination to keep going,  
but it’s BOLD action that will get you noticed. 

 For example, out of my passion for helping other 
business owners succeed, I launched my professional 
speaking and consulting business 25 years ago. This 
passion for supporting others from my own experiences 
and success, drove me to want to make a difference.  

 And although I didn’t know anything about starting a 
speaking business, I was still BOLD enough to take action 
and make things happen … one BOLD step at a time! 

 And when the United States economy crashed in 
2008, I was BOLD enough to take my speaking and 
consulting business internationally … and even BOLDER 
to launch my own World Tour … without an international 
database.  
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 Daring to be BOLD in pursuit of your passion can  
turn your ideas into a profitable business when you keep 
your ideal target market’s needs top of mind. You can’t do 
that by staying in the “Sea of Sameness” or by playing 
small.  

Your Action Plan for Strategy #5 
Consider how you can make a BOLD impact on your 
market or industry to get noticed. What would you do 
now if you had the confidence and courage to take 
BOLDER action to gain new clients? 

Client Attraction Strategy #6   
Create Disruptive Marketing 

 Disruptive marketing changes the way prospects 
react to, understand and accept new companies. 
Disruption is about taking risks, trusting your intuition, 
and being creative. Disruption forces your prospect to 
take a second look at your business and think about how 
your brand and/or marketing is innovative.  
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Disruptive marketing shakes things up by changing 
consumer perceptions about not only your company, 

but your industry as a whole.  

 Most consumers love disruptive marketing because it 
changes the face of how they perceive business. If done 
well enough, it can even become a part of our everyday 
life.  For example, when was the last time you called a 
taxi? Today we have become accustomed to calling Uber 
or Lift for a ride instead. This is one industry that created a 
major disruption in an entire business model. 

There are two types of market disruption … 
  Adoption is one disruption that fulfills customer’s needs 
by offering a completely new product or service.  

Approachability tells a story that consumers can easily 
understand, therefore disrupts the marketplace with a 
new approach. Effective brand storytelling is invaluable.  
In fact, 92% of consumers admit they want to see 
advertising that feel like a story. Messages delivered as 
stories have proven to be up to 22 times more 
memorable. 
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 The top five brand attributes that matter most to the  
majority of consumers are trustworthiness, creativity, 
authenticity and confidence. And disruptive marketing 
integrates ALL of these attributes.  

How can you create disruptive marketing in your 
business? 

 To do this effectively, consider the problems that 
need to be addressed in your marketing. Then, find out 
where your brand message can fill that need and create 
something new, or make substantial improvements with 
disruption and/or innovation.  

 Most consumers expect you to understand their 
needs and expectations without having to tell you. 
Uncover what your prospects need and want, how they 
spend their time, what they expect from your company, 
and what would surprise them. 

 When you know your competitive advantage, you can 
promote it in an unexpected way. Create a BUZZ with 
something they haven’t see before. Look for innovative 
ideas happening in other industries for new ways and new 
ideas to switching things up. 
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Your Action Plan for Strategy #6  
Define new rules and unconventional ways of doing 
things. Move outside of existing boundaries and find new 
ways to be disruptive in your industry to gain attention. 

Client Attraction Strategy #7:  
Do More to Get More 

 Your existing customers are your best and easiest 
customers to keep attracting and selling to. They already 
know, like and trust you. Your goal should be to WOW 
your customers so that they become lifetime, high-value 
customers.  

 The key to growing a business is treating customers 
extremely well. Even if you are not in the service industry, 
customer service has a decisive role in your success or 
failure. In fact, an American Express survey found 59% of 
people will try a new brand for a better customer service 
experience, while 70% are willing to spend more with 
companies who provide a great service. 
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Will Your Customers Respect You in the Morning? 
 When a customer has one bad experience that 
remains unresolved, that person often stops respecting a 
business, writes it off, and heads straight to the 
competitor. Negative feedback can spread like wildfire.  

 To remain at the top of mind, you must look for ways 
to improve customer service, even if you already think it’s 
good enough. Because good enough — is not good 
enough!  
  
 Give your customers more than expected. Customers 
expect good service, but what if you “WOW” customers 
with exceptional service, which means going above and 
beyond what customers expect.  
  
 Take the extra steps to make customers feel 
appreciated. Make each customer feel that you truly  
want to give them the best experience ever. This will keep 
them coming back, and makes them want to refer you to 
more ideal clients.  
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 With all the focus and attention that goes into 
launching a business and securing new customers,  
it’s a shame not to take care of them in the best way 
possible. This goes far beyond just good service. 

Always Do What You Say You are Going to Do … 
Without Exception! 

 Doing what you say you’re going to do becomes 
easier when you build systems around your “WOW” 
customer experience.  

Look for ways to go the extra mile every time.  
 The key is to get your entire team on board to ensure  
that all follow up and deadlines are met so that details 
don’t fall between the cracks.  
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Avoid These Common Customer Service Mistakes: 
. Over-Promising and Under-Delivering  
. Hiring the Wrong People  
. Not Empowering and Training a Team 
. Giving Policy More Importance Than The Customer  
. Not Asking Customers for Feedback 

Gain Respect From Customers with Feedback 
 To gain respect from customers, you’ll need to earn 
it. Everyone within your organization must be on top of 
their game at all times to continue to improve your 
customer’s experience. And that includes accepting your 
mistakes, whether it’s your fault or not. Customers prefer 
businesses that own up to mistakes and take the 
necessary steps for correction. In fact, customer 
relationships can often get even stronger after a problem 
is handled well. 

Income-Generating Opportunities Are In The  
Follow Up 
 Follow-up and follow-through are two business 
strategies most businesses tend to ignore. Many 
businesses spend a lot of time, money, and effort  
chasing down new customers, but loose them after  
the first or second transaction.  
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One of the main reason customers are lost forever is 
no follow-up and/or follow through after the sale.  

 Following up with existing customers or potential 
leads is where your income generating opportunities are. 
Follow up every time to show your appreciation. Follow 
up makes customers feel special. Existing customers who 
receive follow up are more likely to purchase more 
products or services than the ones that don’t receive 
follow up. 

 Most people think of follow-up as a system to ensure 
everything gets done, yet that’s only part of it. Follow-up 
is what you do to ensure that you build the strongest, 
longest-lasting relationships possible. 

Your Action Plan for Strategy #7 
Think of each new customer as a lifetime customer, no 
matter what the size of the sale. Create a systemized 
follow up and follow through approach to dramatically 
improve your customer service and WOW experience.  
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Hopefully this action guide has given you some clarity on 
how to attract more clients with ease.  

So, what’s your next step? …  

To help you position your business for more Client 
Attraction Success, I’m offering you an opportunity to 
apply for a one-on-one, personalized mentoring call with 
me. During our call I will show you what areas of your 
marketing are falling through the cracks and costing you 
additional sales and income. 

Please keep in mind this special opportunity is not for 
everyone. You will first need to “apply” and fit the criteria 
for my complimentary mentoring call (valued at $1,500).  

My 3-Step Mentoring Application Criteria 

1. You want to develop, grow and create a highly  
profitable business in a matter of months (not years) 
with built-in client attraction marketing and sales 
funnels.  

2. You are serious about making this happen, which 
means that you want to become a highly paid expert 
offering support to others and generating at least $5K 
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to $10K per month consistently from virtual training, 
coaching, consulting, speaking, events, online 
programs, etc. 

3. You are ready, willing and coachable now. You want to 
be held accountable to get things done the right way 
with a proven step-by-step action plan that is 
personally designed with your specific goals in mind. 

So, if this sounds like YOU, Apply Here Today … 
www.debbieallen.com/application  

>>>>>>>>>>>>>>>>>>>>>> 

“Wow! I can’t believe how far I’ve come in business since learning 
Debbie’s client attraction and expert business building strategies. 
I never knew how to build a business before, and now I’m a true 
expert making real money as a paid speaker, hosting my own 
events and making amazing income from my second online 
course. Debbie walked me through the process of building my 
success … better, faster and easier than I could have ever 
imagined!”

— Staci Danford, The Gratitude Business
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“Debbie’s no-nonsense way of teaching success helped me cut to 
the chase and take fast action. I gained instant traction building 
my new business. I learned the right action steps to take to get 
clients fast. And I could never have gotten this far and this fast 
without Debbie’s brilliant guidance.”

— Kevin Goins, Brilliance Leadership Academy

“The success strategies and wisdom I’ve learned from Debbie are 
priceless. She has taught me how to build a more successful and 
profitable business, and how to get clients on the fast-track. With 
her accountability and step-by-step action plan, I finally made it 
happen!”

— Paula M. Farmer, Core Value Leadership

“I am loving being on the inside-track to growing my business 
now. Debbie has encouraged me to keep learning. Anytime I feel 
stuck I just follow Debbie’s advice and keep going. She’s an 
amazing mentor!” 

— Kristi Dennis, Transformational Self Empowerment

“Debbie showed me the complete outline and structure to building 
my new client following. And now that I’ve launched my business, 
it’s time to take the rocket ship into deep space.”

— Glenn M. Milliet, Business Communication Expert 
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