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What to expect

The importance of you and your 
brand

Understanding your target 
audience

The power of a process and 
automation

Setting goals

IF PEOPLE
LIKE YOU  
THEY’LL LISTEN 
TO YOU
BUT IF THEY
TRUST YOU  
THEY’LL DO 
BUSINESS
WITH YOU



Do these issues sound familiar?





Getting More Clients







PRACTICE

What Problem Do 
You Solve?

For Who?













According to Gartner, using a 
Business Process Management 

Framework in any process 
increases the project success 

rate by 70%

• Consistency so important 
steps are not forgotten

• Keeps you focused on 
next steps

• Allows for automation to 
reduce repetitive tasks

Why do we need 
processes?



Marketing System

Attract  
Leads (to  
Website)

Capture  
Leads

Nurture  
Relationship

Convert to  
Customer

www.jcwagency.com

- Advertising
- Social Media
- Events
- Blogs
- Memberships

- Website forms
- Card collection
- Joint Venture

- Newsletter
-Drip  
campaigns
-Sales calls

- Nurture for  
repeat business

- Referrals

Marketing Sales

http://www.jcwagency.com/








Goals/Measurement

WHAT GETS MEASURED GETS  
WATCHED AND ACHIEVED

GOALS ARE THE START OF ANY  
PLAN AND SHOULD BE  

MEASURABLE

THEY ARE THE REASON FOR THE  
PLAN AND WHAT YOU INTEND TO  

ACCOMPLISH
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3 Choices



Client Acquisition Cohort Group Program

Features:
• Network with peers
• Led by Cheryl
• 5 modules with workbook
• Private group to interact outside of workshop times

Outcomes:
 A personal brand that you are confident in and clearly communicate value to your target 

audience
  A deeper understanding of your target audience and what motivates them to purchase
 A marketing system that attracts, nurtures, closes leads and saves you time
 Goals and measurement that you set for 2024 to keep you accountable for replacing 

your corporate income.



What Others Have Said



KEEP ON MARKETING

Receive bi – monthly MARKETING TIPS

Get information on our cohorts 

Schedule a meeting
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