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What's cn the box!

| put Jroge’rher a few small but powen(u| tools to |igh+ up your morke’ring: questions to he||o
you diognose what's c|ouding your morke’ring, and starting points to bring a dose of c|0rier

into that area.

Here's how to use it: On the left hand side of some pages, you'|| find an emerald green
section. Start there. If the questions and statements in that box sound familiar to you, chances
are the corresponding overwhelm factor is what's weighing your marketing down. To its
righ’r, you will find a starting point |o|us first steps for c|eoring up that overwhelm. I'm co”ing

that the matchsticks - unassu ming, but with the po+en+io| to reo||y fire up your morke’ring.

Let's strike the first one.



Overcwhelm factor #/:
ﬂ/muu/acwa oveMoad

What it sounds like in your head:

"I feel like | am missing someJrhing.”
‘I've got to remember to do x later.”
"What did | sit down for at my desk
again?”

“Is it time for another newsletter?”

Matehstick #/:
/&f a J%qun/

W hat will |ig|’1+ fhings up:

Get a basic system in place. You want to
have an at-a-glance overview, and
something that reminds you when tasks are
due. Free up that brainspace for more

exciting Jrhings!



HAction steps:

1. Get everyfhing out of your head and onto paper or a digi+o| file. By every+hing, | mean to-do

items, bigger projects, exciting ideas, questions, and random Jrhough’rs. Just write them all

down, or sketch them out, or record yourseh(.
9. Get some distance. Go for a walk, take a nap, do some other work for a while.

3. Come back to your collection and start sorfing evererhing into these categories:
A. Regu|or tasks (e.g.: newsletter every 2nd Tuesdoy)
B. Projects you are working on righ’r now (e.g. a new class series)

C. ldeas for future projects (e.g. spruce up your treatment room)

(continued on next poge)



HAction steps (continued):

4. Compi|e your current projects in one p|oce: a doc, spreodshee’r, or double page in your
journo| all work. I also like Trello (0 free online project management p|oi‘Form) and the

monJrHy and quor’rer|y p|onners from Productive Flourishing. Underneath each project, break

down what needs to get done for this project to happen (e.g. book room, create flyer, post to
your social media presences eJrc). This will be the p|oce where you go to get an overview - |

suggest you come here at least once a week.

5. Organize your recurring tasks in another place. You can set up a simple doc that states on
which o|oy of the week or month you do certain tasks (e.g. Check in with patients you haven't
seen in a while every first \)\/ednesdoy of the month.). This is where you go every doy to
know what needs to get done now. Simp|e reminder fools (such as the Reminder app on a
Mac or iPhone) in which you can set up repeating reminders work great, too. And then

exhale and know you'” be made aware of each task at its time.


https://trello.com/
https://trello.com/
http://www.productiveflourishing.com/free-planners/
http://www.productiveflourishing.com/free-planners/

Overvohelm /acfo/z

#2: Jo na.r% bools!

What it sounds like in your head:

“Should | be on |ns’rogrom, too?”

"How am | supposed to choose between
WordPress, Squorespoce, Weeb|y, and that
other p|od'Form?”

‘Oh, | think | haven't poered to my b|og for

about six months - | just don't have time!”

Matechstick #2:
Sntertions Forst!

W hat will |ig|’1+ fhings up:

Focus on intentions first, and then pic|< the
tool for the job. As |ong as you have all your
imporfant bases covered, you don't need to

add more tools for the same purpose.

Better to show up fu“y in afew |o|oces than

spreod \/ourseh( too thin!




HAction steps:

W henever you are evaluation a new morkeﬁng avenue or tool (or Wondering whether you
should prune one that you ve been on for a while), the first question is "W hat is this for?” (not
“Should | have/do this?") At the basic level, you want fo have someJrhing to support each stage of
the re|c1+ionship with your clients:

1. Someﬂwmg to ini’rio”y getf on their radar and spork a connection.

9. Some+hing to he||o them confirm whether Jrhey want fo work with you.

3. Some+hing to nurture the re|o+ionship before Jrhey work with you.

4. Some+hing to keep in fouch in between and after Jrhey work with you.



HAction steps:
And yes, one +hing is enoug|’1 if you do it reo||\/ welll

Go Jrhrough the list and write down what you have to offer in each of these stages. If one seems
neglected, see how you can support it with one or more activities that truly suit your skill set and

persono|i+y. If you spot a tool you are o|woys dreoding, see if it is redundant or can be rep|oced.

Sometimes, of course, it's not about our skills - usuo”y when we are comparing Jrechno|ogy-

related options such as PoyPo| Vs, Squore, or different website hos’ring providers. If you are in the
middle of one of those decisions, I'd start by evo|uo’ring the customer support. Ask them a
question and see how easy it is fo submit it, how |ong it takes to get an answer, and whether it

comes ](I’OI’T] a he|p1(u| |’1umon being or a cormed response.

| OlSO I’]OVQ a coup|e O]( suggesﬁons on my RQSOU rces page.


http://www.lightboxpdx.net/resources/
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Overvohelm /acfo/z

#3: Jﬁw%/e.

What it sounds like in your head:

| don't want to bother on\/one.”

“This feels so awkward!”

‘| hate morkeﬁng."

“\)\/hy does this have to be so hard?’

Matehstick #3:
Mindset

W hat will |ig|11' +|1ings up:
|den+ify what causes this resistance.
And look at Jrhings from this cmg|e:

Morke’ring means connecting. [t's

someJrhing you do to be of service.



HAction steps:

HonesH\/, there's no shortcut for this one because the Jr|’1ings that cause us to s+rugg|e with
morkeﬁng are usuo”y quite persono|. | do have some suggestions Jrhough that have he|peo| other

clients pinpoint what makes Jrhings SO nerve-wrecking for them:

Collect positive feedback from your clients and patients, thank you notes, stories of
transformation, and emails that make your doy in a file. Use it to remind you that your

community understands the value and the purpose of your work.

Switch perspectives. If you received the type of email, reminder, phone call event invitation or
whatever communication you'd like to share with your community from one of the peop|e you

follow or do business with, would you be irritated?



HAction steps (continued):

Realize that few peop|e pay as much attention fo us as we hope - or fear. They migh’r reo||y
appreciatfe the reminder about your next Workshop/deonse/reJrreo’r/oJrher spec’rocu|or Jrhing
because Jrhey simp|y didn't register it before, or because Jrhey were not reody to commit when

you first announced it.

And perhops it is something about the specific activities that just don't feel right. If you mostly
dread one or two morkeﬁng activities, there are options: if Jrhey seem essential fo your business,
you could get he|p or get better at them. Udﬂ has quite a few free courses on every’rhing
from WordPress basics to social media, and you can also find video tutorials on YouTube. The
other option is to find a way to accomplish the same purpose in a different way. Not a natural
writer? Record a short video for each of your newsletters instead. Networking events are not

your jiam? (Mine neither.) Meet peop|e one on one, or connect online instead.


https://www.udemy.com/
https://www.udemy.com/

Overvohelm /acfo/z
4. Blank /ﬂa?a

What it sounds like in your head:

“What should | do first/now?”

“Where do | even start with morkeﬁng?”

“Where should | focus my time, and my
energy?’

Matchstick F4:
Jtant here.

W hat will |ig|’1+ fhings up:

Start at the core.
Then the next |oyer out.

Then the rest of the universe.



HAction steps:

There is your inner circle of peop|e who are o|reoo|y connected to you, who know you and get
what your work is all about. When you need to build your community - and when you need to
book appointments - this is the |o|oce to start. Personal emails, in-person meetings, invitations to

your open house, check-ins, thank-you's, and follow-ups are all appropriate for this group.

Then there is the next |oyer out: your inner circle’'s connections - their co||eogues, friends, dates,

partners, fomi|y, and peop|e Jr|'1e*y meet as Jrhey go Jrhrough their o|oy. This is where word-of-

mouth sporks connections, and you can do quite a bit to co+o|yze more of it. Do that next.

And then there's the rest of the universe. Which is also important, but it can be more
cho”enging and it often takes a bit |onger for the re|o’rions|'1ip to o|eve|op from there. If you need

to put any of these three |oyers on the back burner for now, this is the one.



Action steps (continued):

One caveat: if you are missing any of your marketing essentials, start with creating those.

My opinion is that you need the fo”owing:

- A website. Simp|e is great.

- An email list and @ way (or several Woys) for peop|e to opt in.
- A basic system (see Matchstick #1) for keeping track of your contacts & activities.

- A clear message. (I'l go one step further and suggest a niche.)

Nice short list, isn't it?



Connect



How ate ﬁu?J /oo,élr? now!

I'd love to hear how these questions and starting points worked (or didn't work) for you.
Serious|y‘ Email me omy’rime, or you can book a 20-minute Skype session with me to share your

Jrhouthrs or delve deeper on any of the questions and concepts on the previous pages. It's on the

l’]OUSQ. Here are my COOI’diﬂO'i'eSI

Email: andrea@lightboxpdx.net
W ebsite: www.lightboxpdx.net
Free Skype session: http://www.meetme.so/ AndreaBailey

Thank you for giving this matchbox a try, and kudos for the amazing work you do!

M“—
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