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Your
Visualisation

When visualising yourself self-employed, and being
approached by your dream client, what is the problem you
are solving for them? How much is your fee? What is the
package or programme you are offering to them?




Answer The
6 Vital Questions

What's the
name of your
programme,

product,
service?

How would you
describe it,
what problem
does it solve?

What's the
duration from
engagement to
completion?

How does it
work? Is there
a process,
framework?

What's the
overall goal?
The clients
final
transformation

What would

you charge
your dream
client for your
offer?




FOI
LIVE Session




Your SMART
Goals

SPECIFIC

WHAT DO | WANT TO
ACCOMPLISH?

MEASURABLE

HOW WILL | KNOW WHEN IT IS
ACCOMPLISHED?

ACHIEVABLE

HOW CAN THE GOAL BE
ACCOMPLISHED?

RELEVANT

DOES THIS SEEM
WORTHWHILE?

TIME BOUND

WHEN CAN | ACCOMPLISH
THIS GOAL?
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How Wil You
Overcome The
RoadWOIKS?
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