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Copyright Notices 

No part of this publication may be reproduced or transmitted in any 
form or by any means, mechanical or electric, including photocopying 
and recording, or by any information storage and retrieval system, 
without permission in writing from the authors.   
 
Requests for permission or for more information should be sent to: 
Shannon McCaffery, McCaffery Communications, LLC- 
info@soulfulvisionmarketing.com 
Published by Shannon M. McCaffery  
(888) 856-6222 
 
Email: info@soulfulvisionmarketing.com  

 
Legal Notices 

 
The purpose of this book is to educate, entertain and provide information on the subject 
matter covered.  All attempts have been made to verify information at the time of this 
publication and the authors do not assume any responsibility for errors, omissions or other 
interpretations of the subject matter.  This book results from the experience of the author 
and if legal assistance is required, the services of a competent professional should be 
engaged.  The purchaser or reader of this book assumes responsibility for the use of these 
materials and information.  Adherence to all applicable laws and regulations, both federal and 
state and local, governing professional licensing, business practices, advertising and all other 
aspects of doing business in the United States or any other area is the sole responsibility of 
the purchaser or reader.  The author assumes no responsibility or liability on the behalf of any 
purchaser or reader of this book. 
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About the Author 
Shannon McCaffery is Chief Marketing Implementer for 
SoulfulVisionMarketing.com, a direct response marketing company.  
She is an expert direct response marketer, product launch manager, 
strategic coach, project manager and product creation specialist. 
 
She has a gift of accurately assessing your marketing, pinpointing key 
areas to increase its impact, which in turn generates more money in 
the bank for you.  
 
She specializes in working with Information marketers and Internet 
marketers, creating surveys, creating information products and doing 

money-making product launches. She’s helped countless of entrepreneurs and online 
marketers like Alex Mandossian, Yanik Silver, Jack Canfield, Jeff Walker, Mike Koenigs, and 
Ted Thomas, Jack Canfield, to create more successful businesses and product launches. Most 
recently she worked with Glazer Kennedy as their Executive Director of Events, Affiliates 
and Launches. 
 
She’s not like other marketers. She’s done a tremendous amount of spiritual and holistic 
healing work. And constantly does the work daily, because it inspires her-- knowing we’re all 
a part of something bigger than just ourselves. She’s dedicated to treating and working with 
you as a one of a kind company- no two companies are alike... So be prepared for anything 
to happen when her intuition kicks in and you take off on the road to your tremendous 
success!  
 
One of the tools she uses with her clients is how she’s conducted hundreds of surveys and 
achieved amazing results.  
 
She’s also a former executive from corporate America, and has over 20 years of experience 
in coaching, marketing, communications, management, and sales, working at several 
Fortune 500 companies, including Cendant, Simon & Schuster International and Pearson, plc.  
 
Shannon’s websites: www.SoulfulVisionMarketing.com  
          www.NeverGuessAgain.com   
                               www.ProductLaunchChick.com  
                               www.MarketingImplementer.com 
                               www.ShannonMcc.com  
 
 Shannon’s contact info: info@soulfulvisionmarketing.com   

     888-856-6222 

 



          
 

Copyright © 2014 Shannon M. McCaffery All Rights Reserved.             Page 5                            www.SoulfulVisionMarketing.com  
 

#1 Know Your Clients & Customers 
 

Know Your Clients & Customers- The first step you need to take is to get a really good 

picture in your mind and on paper of WHO your ideal client is. 

r What’s their age range? 

r Are they ex corporate folks? Or current corporate folks? 

r How successful are they? 

r What do they need help with? 

r What’s their biggest challenge their facing right now? 

r What’s their biggest fear? Frustration? 

r What keeps them awake at night 

 

Exercise for you- Best thing you can do right now is to talk to a potential client 

everyday for 30 days, asking them these questions- The information you get will 

greatly enhance your ability to market yourself and really attract your ideal client. 

  

1- What’s their biggest fear/frustration?  

2- What are the problems this challenge is causing for them  

3- What keeps them awake at night?  These will all help you in getting into the mind 

of your ideal client. Then you can ask them-  

4- What’s your ideal outcome/result or goal you’d like to achieve?  

5- What would getting that outcome do for you? What would it mean for you in your 

life?  

6- Based on what you’ve told me, the next step is…. (This is where if you think 

they’re a good match for you, tell them what the next step would be in moving 

your working relationship to the next level.) 
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Write down the emotional hot buttons you hear, and use them in your advertising. 

Knowing the answers to these questions will greatly help you when you’re 

marketing to your ideal clients. 

r Then you need to write down for you, what your ideal client looks like and keep 

this list printed and by your computer- for example- 

i. I want a client who appreciates and values me, who knows I have the 

background and talent to help them reach their career goals and find their 

passion. I want a client who will happily pay me and value what I can 

bring to the table. 
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#2 What’s the Business That You’re In?  
 

You might say that you’re a coach, or career coach, or whatever your business or skills are 

in your work. The reality though is that isn’t the business you are REALLY in.  The business 

you’re in now is you are a MARKETER of what you do.  This one fact alone is what separates 

successful entrepreneurs from unsuccessful ones. It’s knowing that you’re a marketer 1st, 

and marketing your business, using proven marketing methods, will lead to your great 

success. 

 

This is a huge concept and one that many people in business don’t get.  There was a really 

good example in Michael Gerber’s book, The E-Myth Revisited: Why Most Small Businesses 

Don't Work and What to Do About It. The one thing Gerber focuses on in this book is that 

most small businesses are started by "technicians,” people who are skilled at something 

and who enjoy doing that thing. (Like a computer programmer, plumber, dog groomer, 

musician or lawyer.) When these so-called technicians start their own businesses, they 

tend to continue doing the work they are skilled at, and ignore the overarching aspects of 

business, like getting and keeping new clients. Not having clear goals, expectations and 

focused targeted marketing, and quantification benchmarks, they soon find themselves 

overworked, understaffed, and eventually out of business. Worst thing that happens is they 

may even come to hate the work that they used to love to do. Rather than owning a 

business, they own a job, and are completely clueless about how to run a successful 

business. 
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#3 The Best Marketing That Will Lead To Your 
Continued Success Is: 

Direct Response Marketing 
 

 

It’s different from image marketing. Image marketing is what big companies like Sony, IBM, 

and Starbucks do.  They spend tons of money using image/brand marketing. This is what I 

don’t want you to do.  For you as an entrepreneur or small business I want you to not 

spend a ton of money, and the money you do spend, I want you to get the most value out 

of it. Hence, I want you to use direct response marketing when you start to market 

yourself.  What this means is that everything you put out to advertise yourself has a way 

for your prospects to respond to you.  The focus of your business is to get new clients and 

keep these clients for a long time. It’s not to simply sell your services. Also, you want your 

potential clients/prospects to raise their hand and let you know that they’re interested in 

your services. So how we do this is whatever you create, you’re going to ask for your 

prospects info in exchange for something for free. What I call this is creating your 

incredible free offer.  You want to create something so compelling that they’d be willing 

to exchange their information to get it. It has to be something that they’d feel like a fool 

if they didn’t get this free thing. This thing could be a free report, free audio, free video. 

The real key here is you need to really know your client so you can create something that 

they’d be willing to have. An example of a title would be- The 7 Horrible mistakes 

people make when they’re hiring a career coach and what you can do to avoid them. 

r For example if you want to do this online- When creating your website, to 

advertise your new business and services, you need to put your incredible free 

offer to give to prospects.  You need to have an email auto responder like 1 

shopping cart, iContact or Aweber which you will put on your website that will 

take these names and automate this whole feature of giving them your free 

report. 
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#4 Next Step Is:  
Where Do You Find Your Ideal Client?   

 

After you’ve created your message to attract these clients, and you know who your ideal 

client is—THEN we have go out and find them. Remember the real key here is to have a 

great snapshot of WHO your client is, then this will greatly help you find them. 

 

So if you’ve done your research, you will know a bit about who they are, how old they are, 

if they’re male/female, what kind of work they do, how much money they make, what 

books or magazines they read, what hobbies they have and on and on.  

 

And if you really want to be successful- your best bet is to go after a specific niche.  You 

will waste a lot of money if you try to go after everyone.  And let’s face it we all don’t 

have Coca-cola’s marketing budget yet.  So to keep us more inline, picking a niche of 

people to target your products and services too will save you a bunch of money and will 

help you be incredibly more successful. 

Some Niche Examples: Check out the next page! 
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How to Get New Clients In Your Local Area and Online- Look 
for Centers of Influence:  

#5 In Person/Local Networking 
 

In person/Local networking- Create a good 30 second elevator speech that is 

based on what you can do for your prospect, and results oriented to answer 

the question- what do you do- “I help with” or “I show them how to…”“I help 

entrepreneurs increase the impact of their advertising by using proven direct 

response marketing techniques that will get them more clients in weeks not 

months.” Or “I help information marketers take their best product ideas and turn 

them into money and do it quickly, easily and within their budget.” 

r Career transition meetings 

r Unemployment offices/meetings 

r Chamber of Commerce 

r Local Health & Wellness meetings 

r Int’l coaching Federation or Coach Un- to find local meetings 

r Local BNI groups 

r Local Glazer-Kennedy Insider’s Circle, dankennedy.com look up local IBA’s 

in your area. These are great meetings to get help with your direct 

response marketing locally at a reasonable price 
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#6 Attend Large Industry Events Regularly  
I attended for 6 straight years 3 events in my niche—Glazer Kennedy’s 

SuperConference, Glazer Kennedy’s Info Summit, and Yanik Silver’s 

Underground. I attended these events every year, which enabled me to build a 

huge network and got me a ton of referrals and new business!  So pick some 

events and start going to them REGULARLY and meet people and connect with 

them- build up your network. it will mean a lot for your business and most 

especially will move you toward my personal goal of not EVER having to cold call 

to get new business. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



          
 

Copyright © 2014 Shannon M. McCaffery All Rights Reserved.             Page 15                            www.SoulfulVisionMarketing.com  
 

#7 Friends/Previous Clients- Get Referrals-  
 

The quickest and least expensive way for you to get new clients is to ask for a 

referral. Let’s say you just finished coaching with someone and they’re raving 

about how you’ve helped. That’s the perfect time to do two things-  

1- Ask them for a written testimonial that you can use in your 

advertising. You want it to be honest and hopefully something that’s 

measurable, like “I was hesitant about coaching with Susie because I 

was out of work. However after our 2nd apt, she helped me figure out 

the business I want to create and now I’ve started my new business 

after 1 month of coaching and already making money.” Ask them for 

permission to use it in your advertising. This is proof of your services 

and will go a long way to help promote you. Others can promote you 

much better than you can promote yourself! 

2- Ask them for a referral- say to them, “If you thought what we’ve 

done together was really valuable to you, you’d be paying a big 

compliment if you recommended me to someone else. Why not write 

down their information and give it to me, I’d really appreciate it.  

r    You could also create a little referral program and offer to give 

them a $15 to $25 gift card for every client they recommend 

that hires you.  In order to figure out the right number, you need 

to understand how much a new client is worth to you and what 

you lifetime value of a client is. So if you have a client that works 

with you and pays you $1000 for the term of your relationship.  

You can afford to give away a gift of $25 or more if you know 

you’ll be getting $1000 for that client. Gift cards could be to 

Barnes & Noble, Amazon, iTunes, Starbucks, etc. Send it to them 

in the mail with a nice thank you card- goes along way.  
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BONUS #8 Get Your Clients From 
 Online & Offline-  

Key is to connect with your audience, stand out, add tons of value and don’t 

be afraid to show your personality. 

 

1. Meetup.com- World’s largest network of self- organize clubs and 

community groups. Search your local area- careers transitions, work. Jobs, 

entrepreneurs, etc.  I’ve had SO MANY clients who have had huge success 

with this site.  Basically attend meetings WHERE your clients would be- 

what meetings would then attend, and network at those meetings. 

 

2. Linkedin.com- Over 20 million users, build around business resumes. Load 

your profile with lots of career key words and join some like-minded 

groups.  This site is really picking up speed and can prove to really 

worthwhile for you.  It’s attracting more business, entrepreneurs and 

corporate types- different from Facebook. 

 

3. Facebook- Get yourself a profile, using your name, add your website and 

summary of what you can do for people in your bio.  Find like-minded 

people and friend them.  DON’T SELL THEM.  This is site is a social 

networking site—where you connect with folks about yourself and give 

them inspiration, wisdom, insight and share things about yourself.  No 

hard selling allowed.  Soft-sell to your website and other services. 

 

4. Twitter- like instant messaging- 140 characters, put a brief profile of 

yourself, link to your website. Big tip, don’t sell yourself right away. Use 

tweet.search.com to find like minded people to follow. Mrtweet.com, 

twitterholic.com, or use the search tool and type in a key word like career 
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transitions and see what comes up in the threads of search, or career 

coaching.  Once you find these folks, start to retweet what they type, if it 

sounds interesting.  Just put an RT in front of what they said typed in. 

Also type in useful, helpful information in your niche, not what you had 

for breakfast, think of who your client is and who you can help them in 

140 characters or less. Then finally after about 200 tweets, then you can 

promote your blog or your website, or someone else’s. 

 

5. Instagram.com- this has proved to be a terrific place to get new clients 

and followers. The focus of the site is posting photos and connecting with 

like-minded followers. 

 

6. Create a blog for yourself- wordpress.com, blogger.com or typepad.com, 

blogspot. They’re free. Will create a presence for you. Put useful and 

valuable information about yourself that your clients will care about.  

Give them great value and information they can use to help them in their 

career search, in their figuring out their passion and what they want to do 

with their lives. You can then promote your blog on Twitter and connect 

your blog on Facebook too. 

r Tip- search for top blogs in careers, and post value added comments on 

them. Also, send them an email and ask if you could be a guest poster 

on their blog, or if they’d consider interviewing you 

r Blog search.google.com 

 

6. Go to Blog Talk Radio/World Talk Radio and look for hosts with your key 

career terms and email them to see if they’d be willing to interview 

you. All you need to do is put together 5 or 6 questions for them to ask 

you and a short bio.  Then of course send them to your website to get your 

free report/audio, etc. or give your email to get them to contact you. 

http://www.blogtalkradio.com/  
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7. Create articles and use article marketing sites like ezine.com, or pay 

using sites like submityourarticle.com. These sites are where you can 

upload your articles and get them out there online. The real key here is in 

your byline- don’t just put your bio there- put a line saying, Click here and 

I’ll give you my Free tips to how to find your passion, or how to overcome 

your biggest fears about doing what you love, etc.   

 

8. Speaking- Approach your local chamber of commerce, or local networking 

group and see if they need speakers.  Put a talk together that adds value 

to the organization you’re speaking to.  Find a subject related to careers 

or related to your business, like if you’re a coach, time management, 

resources, finding your passion, etc. 

 

9. Start Building Your List—Start building your email and contact list of 

potential clients- use an email auto responder system like iContact or 

constant contact. Create some valuable information and start sending out 

weekly emails to your list. You need to stay in front of these folks. And 

don’t tell me you don’t have a list!  Yes you do—all these events you’re 

now going to, get your virtual assistant to input all the contact info from 

the cards you get and add them to your list.  Or better yet have an optin 

link on your business card you give them so they sign up for your list.  If 

you don’t know what this is—please connect with me—happy to share with 

you— Info@soulfulvisionmarketing.com   

 

10. BONUS: Create a 1 page printed monthly newsletter for your 

clients/prospects that gets to them in the mail- make it interesting, 

entertaining and informative.  The key is to keep in touch with your 

clients and your prospects at the very least, once a month.  Don’t worry if 

you only have 15 people to send to at the start, it will grow.  You can do it 
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MS publisher or Word or similar program, tons of templates on Microsoft’s 

template site.  The real key here in creating content like blog, newsletter, 

etc. is that you want to get your name out, and you want to keep in touch 

with your audience. The more they know you, the more they will care and 

want to work with you. ( I really like snail mail-yes it will cost you, but not 

a lot of people are doing it and your mail WILL get opened. I did my 

newsletter for 5 years once a month and it was THE best way for me to 

get new clients. I never had to cold call on anyone.  I stopped when I 

made a decision to only work with a small number of selective clients, so 

there was no need to keep creating and sending it. You need to figure out 

what a new client is worth to you and use that information to make your 

decision to do a printed newsletter. At the VERY LEAST—communicate 

with your folks on your list once a week.  Staying top of mind is best! 

 

OFFER- If you’re interested, you can download Free copies of my printed 

newsletter in PDF format, go to my website 

http://marketingimplementer.com/Newsletter.html to download them.  

Please feel free to borrow my ideas, format and create your own newsletter. 

 

Lastly here are 4 things to keep in mind before you take on a new client 

1- You want to build trust with your clients 

2- Find out what they want and need 

3- Is this client qualified (have enough $ to pay you) 

4- Is this a match for me to work with them 

 

In summary, you need to have a good snapshot of who your ideal client is, create a really 

good message that will really appeal to them. Go out and schedule calls with them, talk to 

them, listen for their emotional hot buttons.  Use these hot buttons in your marketing and 

advertising. You want to reach them and talk to their fears, frustrations and what keeps 

them awake at night. You want you and your services (your gifts you bring to the table to 
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help them) to be the solution to their problem of not being able to find their passion, or 

working in a job they hate….  

 

Take a chance, it’s ok to make a mistake, good is good enough, no analysis paralysis, 

getting it done vs. getting it right! 

 

And I’m here to help you! 

 

Here are 4 Easy Ways I can Help You Right Now: 

1.) Never Guess Again What Your Prospects & Customers Want- Why not just find out 

what your customers want and create it FOR THEM!  This is a novel idea I know, and yet it's 

SO easy, once you know how to craft the write questions, and write the best email 

sequence to get your list to respond. I'm known as the Survey Queen. I've created hundreds 

of surveys helping so many business owners make more money because they're giving their 

list EXACTLY what they asked for!  Discover MORE! 

 

2) Creating Your Marketing Roadmap - Pilots don't fly planes without a map, so why would 

you run a business without a Marketing Road Map? This is basically a marketing plan, your 

map to create a successful business online and offline. For more Info click here! 

 

3) Launching New Products/Services- Need help launching your new products/services? 

Why not hire someone who can take away all the pain and just bring you the joy of making 

money on new products. I'm an expert in putting together product launches. I was trained 

by the best Product Launch Expert out there- Jeff Walker- I even worked with him! With all 

my experience, I can guide you through the painless process of launching and help you 

create all the profits that you deserve. Get My Free Product Launch Report Here! 

 

4) Creating Your Profitable Online Marketing Funnel- Most every business has a website-- 

the key question is-- are you maximizing your website to create more profitable and 

passive income for your business?  In order to truly maximize your website, you need to 
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create an Online Marketing Funnel- this is what I Do!  It's not just about creating a 

newsletter form and getting people to get on your list- that's for C players.  What you want 

to do is create an irresistible free thing (which I call a lead magnet) to get them to give 

you their email address.  Then on the thank you page you immediately upsell them into a 

low priced product (I call this a tripwire.), which could be an eBook, Mp3, video, etc. 

 Then you send them emails that are filled with valuable content as well as upsell them 

into your main core product/service.  The last step is you then try to upsell them into your 

backend upsell product or service (which I call your profit maximizer). This is a high paying 

course, or service like coaching program, mastermind, or a combination of an online 

course and live coaching, etc.  The whole goal of your site is to get your cold traffic from 

free to getting them into your high paying product/service. THIS is how you maximize your 

website and create passive REAL income for yourself.  AND, this is exactly what I know how 

to do for you by using proven processes, technology, templates, and copy. If you're 

interested just send me an email- mailto:info@soulfulvisionmarketing.com  

 

5) Online Marketing Funnels/Product Launch/Vision Coaching- I'm a certified coach and 

love helping incredible, passionate entrepreneurs create a more successful business for 

themselves and the people they serve.  I can coach you on any of the 4 areas above, or I'm 

happy to coach you on anything you need help or support with in your business, your 

marketing and your life. Sometimes we just need a mind reset along with some help in 

your marketing.   

 

Here’s how you can connect with me: 

 

n E-mail me at info@soulfulvisionmarketing.com 

n Call me at 888-856-6222   

Here’s to Your Amazing Success! 

 

Shannon 


