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First Paying Clients- Week One Playsheet
1. Connect with Your Ultimate Dream!
What do you see/feel/know about your ultimate vision of your ideal business? List any clarity that you currently have about what you are wanting to create, and why.

–
2. Ask Empowering Questions:
Circle 3 empowering questions that you can bring your attention to, even or especially if fear arises during the process of attracting your first paying clients:

How can I?







What is seeking to emerge?

How might this be possible?




What am I willing to try?

What would I do, if I knew I couldn't fail?


What would love do?

–
3. Understand Resistance:
Resistance is a normal part of the change process and comes up when there is a perceived “threat” to our safety that our own inner “safety police” wants to protect us from.
a. In what ways have you experienced resistance as you have stretched yourself or done something “scary” in the past? (If you identify your “tells”, you can notice them as a positive indicator of progress).

b. When I encounter any resistance, I can move through it by (circle your favorite 3):

Breathing







Meditation

Self Care practices






Fitness

Feel the fear and do it anyway




Celebrating taking risks

–
4. Surround Yourself with Support:
List 3 supports you can lean into during this program (and beyond) who will nurture and rally for you throughout this process. 

–
5. Remember your What and your Why:
Is there anything else you'd like to remember about your big vision, that you haven't already listed above?
What (the inspired vision of what you want to create):

Why (why it is important to you):

–

“The road to your first paying clients (and beyond) isn't about being perfect. It's about being willing.” --Danielle Louise Ross

6. Be Willing
Put your answer next to each question- write the first thing that comes to mind!
What am I willing....

· to do to accelerate toward this vision?

· to let go of doing to accelerate toward this vision?

Who am I willing...

· to be to accelerate toward this vision?

· to let go of being to accelerate toward this vision? (think: dropping identities that are not serving you...)

–
7. Bridge Offer Creation:
Based on the Week One Program, my next step is:

Conducting Interviews

Creating and Conducting My Bridge Offer

If A, please consult the resource on Interviews, and focus your energy on conducting your interviews first, and consult the Interview Resource to support you. If you marked B, and are beyond the interview stage, go ahead and complete a draft for your Bridge Offer, below. 

WHO (are you talking to?):

WHAT (result are they seeking?)

HOW (what structure would you like to choose for your bridge offer?)
▫Sample Session
▫Clarity Session
▫Assessment

**Learn more about each structure and how to choose the best for you using the PDF resource called, Session Structures for Bridge Offers.

Now, name your Bridge Offer!**

Feel free to include up to 4 possibilities below, so you have options to choose from.

_______________________________                   
____________________________    

_______________________________                  
____________________________

**Want title examples and ideas? Check out the PDF resource, “Bridge Offer Title Examples.”

Where I could offer my Bridge Offer (list some possibilities):
Helpful questions to ask- Where might my ideal clients gather? Who else serves them, in a complementary way? What events do they attend? What groups do they belong to? Where do they network? What education do they invest in? Where do they show up?
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