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Spotlight Sessions!
Before we get started, allow us to Introduce…

A coaching format designed to help you get the 

best, most actionable info out of WAIM



We know you signed up for WAIM 
Unlimited because you want help 
managing the overwhelm that comes 
from running an online business.

There’s a million paths to take, a million 
ways to grow, and so many aspects to 
business to learn about that it can feel 
like you’re pulled in a million different 
directions…

Why we’re 
switching it 
up:



potent, actionable 
advice to the surface.

After three years of adding NEW deep-
dive topics every month, we think it’s time 
to focus on bringing the most

Our previous sessions will remain a rich library of skills you can dig 

into in order to support these fundamental topics.



2023 Spotlight Sessions preview



📋

1: EXPLAINER

🔑

2: KEYS

✅

3: STEPS 4: EXECUTION

Core concepts + links to 

deeper dive resources  

Most important guiding 

principles to remember

Action steps to build or 

optimize this in your biz

Watch how we execute and 

manage this using Notion

Spotlight 
Sessions 
Format



🧪

FIELD NOTES

❓

Q&A

Updates on something we’re 

experimenting with 

Bring your Q’s and we’ll give 

our best A’s!

Spotlight 
Sessions 
Format

…And what about workbooks??



Yes, we have 
workbooks for these 
Spotlight Sessions!



We hope Spotlight Sessions 
offer you clarity!

Our goal is that you come here once a month, you spend time with us, and you walk away 

feeling more CLEAR and CONFIDENT about how to move your business forward.





Inclusivity
We welcome and celebrate people of every race; ethnicity; gender 

or non-gender; sexuality; mental, physical, intellectual and sensory 

disability; neurodiversity; body size; or hair length (or lack thereof 

👨🦲). We aim to continue educating ourselves and each other on 

ways to intentionally cultivate a space where everyone feels seen, 

supported, & celebrated.

Waim community values

Uniqueness
Celebrating



Mutual respect
We are all on the same “level” in WAIM, regardless of experience 

level, figs status or knowledge, so we don’t want to talk down to 

each other. We aim to maintain a level of mutual understanding and 

respect, while also remaining open to feedback and help without 

defensiveness.

Waim community values

Learn
let’s

Each Other
from



Vulnerability
We champion being open and real in this community. This isn’t a 

place for pretending we have it all together. With that, it’s important 

to also practice receiving someone’s courageous vulnerability with 

warmth, compassion and understanding.

Waim community values

Authentically
Sharing



Listening & 
tactful feedback
We support each other by offering feedback when asked, but we 

deliver that feedback in a way that is constructive, tactful, and 

compassionate. We also commit to really listen to each other for 

what help and support is being sought, rather than just knee-jerk 

reacting with our two cents.

Waim community values

Supporting

Kindness
with



Harm Repair 
Process
When something has been said or done 

inside WAIM that has brought harm to 

you, this is how you can bring that 

feedback to us so we can make it right 

and learn going forward.

wanderingaimfully.com/repair



Explainer
Part 1

Let’s walk through a refresher on what we mean when we 
say your business foundation and strategic planning

📋



When you take the time to get 
crystal clear on the foundation of 
your business…

…everything 
else becomes 
easier. What your business does, how it makes money, who you’re 

talking to, how you might connect with them, and what your 

ultimate goals are…these are questions that need to be defined 

and RE-defined as time goes on to move forward confidently.



Before we get started…

Niche vs. Generalist Strategy

…let’s settle an age-old battle:



Generalist vs. Niche

NicheGeneralist

• Exploring multiple 
interests  

• More freedom 

• Get started without 
knowing your direction

Pros
• Harder, longer to build 

audience 

• Less magnetizing 

• Selling is harder

Cons
• Messaging is easier to 

define 

• SEO benefits 

• Faster to make money & 
build expertise

Pros
• Can get boring  

• Harder to pivot

Cons

One is not better or worse—it's up to YOU to decide what pros you want and what 

cons you’re willing to stomach.



More General

In reality, it's not either/or— 
it exists on a spectrum.

More Niche



Our journey looked like this:

More 
general

Broaden 
niche

Multiple audiences, 
Multiple benefits

Carol switched to digital 
products, Jason got 

bored

Gradually tightening 
niche, while keeping 

topics general
niche

Narrowed to one 
audience, one 

benefit



More General More Niche

If you need cash faster, if you’re 
not seeing results, if you find 

yourself confused by your own 
business foundation often…

If you feel stifled or bored with your own 
constraints, if you have saturated your 

niche, if you aren’t sure yet which of your 
interests has profit potential…



• This could be from a more general audience to a new niche, 

it could be changing niches, or it could be opening up your 

niche to more general topics 

• This is HARD because you may still need revenue from your 

old audience WHILE you build your new one 

• Be strategic about which channels MOST contribute to sales 

from your older audience and transition those last 

• Ex) Try moving over your YouTube videos to a new 

audience while your email list that drives client sales 

remains consistent during the transition

What if you’re 
transitioning 
between TWO 
audiences?



• For your business foundation and the 4 Q’s, you may benefit 

from doing the exercise TWICE:  

• Once for where you are now 

• Once for where you want to be 

• This will help you see where you need to bridge the gap in 

communication

What if you’re 
transitioning 
between TWO 
audiences?



The 4 Q’s 
(Questions) 
Foundation

The basics 01 Who: Your Ideal Audience

02 Why: Your Purpose, Your 
Mission, Your Differentiator

03 What: Your Benefit & Your 
Transformation

04 How: Your Core Offer

Starts with 4 Q’s, but really it leads to 7 

crucial pieces of your brand story



We know it 
probably feels 
like you’ve done 
this 100 times.
But when was the last time you audited 
these pieces of your brand story?

The effectiveness of your strategy lies 
in how clearly you can answer these 
questions.

Trust us, there is so much 
value in coming back to 
these Q’s regularly. 

🗣



👩🎤 Your Audience#1 - who

• WHO are you ideally trying 
to attract? 

• This exercise especially is 
crucial to come back to 
often (we’re STILL shifting 
and honing our audience) 

• What do they do for a 
living? 

• What do they care about?  

• How would you pick them 
out of a crowd?  

• What problems or pain 
points are they facing? 

• What do they dislike about 
the status quo in your 
industry?



🌎 Your Mission #2 - why

• WHY does your business exist? 
What is your deeper cause or 
your driving belief?  

• This is for external use, 
something you could write on 
your website that your 
customer would connect to 

• “People don’t buy what you do, 
they buy why you do it.”  
- Simon Sinek 

• How does your business 
connect to the world at large?  

• What belief or idea does your 
business represent that you 
feel is worth spreading?



✨ Your Differentiator #2 - why

• WHY would your customer 
choose your business over 
another in your niche? 

• This is also for external use, 
something you want your 
customer to be able to 
clearly identify 

• It’s often something in your 
values, your way of 
operating, your tone, your 
beliefs, your personality or 
your process 

• What sets you apart? What 
makes you unique?



💖 Your Purpose #2 - why

• WHY are you excited to get 
up in the morning and work 
on this business? 

• This is for internal use, no 
one needs to know this but 
you 

• Sometimes this can match 
your mission, but not always 

• This might be a more 
“selfish” angle—because 
you want financial freedom, 
because it makes you 
happy, because you want a 
better life for your kids than 
you had 

• The most important thing is 
that it moves you



🍄 Your Benefit#3 - what

• WHAT benefit does your 
business provide your ideal 
audience? 

• Think Super Mario! Your 
customer is Mario, your 
offer is the mushroom.  

• With your “mushroom,” your 
customer becomes Super 
Mario with your help 

• What does that mushroom 
do for them?  

• Does it give them 
confidence? Clarity? Better 
test scores? Job 
opportunities? Does it save 
them time, money, 
headaches?



🦋 Your Transformation#3 - what

• WHAT transformation does 
your business help your 
customer undergo?  

• Can you clearly define point 
A (where they are when 
they come to you) and 
point B (where you take 
them to?)  

• This is about defining what 
your version of “Super 
Mario” looks like for your 
customer AFTER they take 
the mushroom 

• How is their life better after 
your offer? What has 
changed?



🌟 Your Core Offer #4 - how

• HOW do you deliver your 
benefit to your customer?  

• What is your business’s core 
offer? 

• If someone asked: “What does 
your business sell”? and you 
had to answer in 10 seconds, 
what would you say? 

• If you have more than one offer, 
can you either pick one that is 
a primary focus or summarize 
them into a category (ie “online 
courses,” “digital planning 
products”)



👩🎤 Your Audience

We help intentional online 
business owners who want to 
transition from client work to 
selling digital products.

🌎 Your Mission

To give more people all over the 
world the opportunity to work 
with more flexibility and 
freedom, leading to more 
satisfying, peaceful lives.

✨ Your Differentiator

We’re un-boring. We don’t sell 
false promises. We encourage 
people to aim for enough as an 
antidote to burnout and do it 
their way, rather than chasing 
external validation.

💖 Your Purpose

My life changed for the better 
once I was able to work in a way 
that didn’t damage my mental 
health. Every person deserves 
to feel this and I want to offer it 
to as many people as possible.

🍄 Your Benefit

We offer business owners clarity, 
connection and focus. By highlighting 
one thing to focus on each month & 
offering an encouraging community, 
WAIMers can make progress without 
the pitfalls of overwhelm, comparison 
and burnout.

🦋 Your Transformation

We take people who are stuck 
trading time for money and 
overwhelmed with how to build a 
one-to-many audience, and we give 
them a path to a predictable, 
thriving digital products business.

🌟 Your Core Offer

Our core offer is WAIM Unlimited, 
a monthly coaching program that 
includes live training sessions, 
self-paced courses, software, and 
a community.

For example

All 
together…



For example

All 
together…

Remember, it’s okay if your 
current business doesn’t 

reflect these these 
statements exactly. The first 
step is to write it down, the 

second is to mold your 
business toward these 

statements.



Now… what do we DO with this?

Great! We’ve gotten some clarity on the key parts 
of your business.



You want to USE 
these brand 
story bits all 
throughout your 
communications.
Your website, your social profiles, your email 

headers, your sales pages… everywhere your 

potential customer sees is a chance to be clear 

about these things.

WAIMER: Erika Barriga



WAIMER: Dani Ives



Writing and designing every aspect of 
your brand will be easier when you have 

these 7 pieces as raw materials. 
👩🎤🌎✨💖🍄🦋🌟



Action Step: 
use your 

answers to

Evaluate

👩🎤 Your Audience

Is your content speaking to this 
person?

Is your website speaking to this 
person?

Is your email lead strategy attracting 
this person?

Your 
communications

🌎 Your Mission

Is your mission anywhere on your 
website or offer sales page?

Do you ever speak about it in your 
content?

✨ Your Differentiator

Does your branding and design reflect 
or represent your differentiator?  

Do you ever make it clear in your copy 
how you’re different from your peers?

💖 Your Purpose

Do you have this written down 
somewhere you can come back to 
daily or weekly to get re-inspired?



Evaluate
Your 

communications

That’s  16  individual 
ways you can 

strengthen your 
brand foundation  
starting TODAY.

🍄 Your Benefit

Is this front and center on your 
website? 

Is it repeated on your sales page? 

Is it repeated in your sales emails? 

Is it mentioned in your social posts?

🦋 Your Transformation

Is this explicitly shared on your sales 
page? 

Is this explicitly shared in your sales 
emails? 

Is it reflected in your testimonials and 
case studies?

🌟 Your Core Offer

Is it clear to a new visitor on your 
website what you sell or how someone 
can work with you?



Spotlight 
Sessions 
workbook



📇

BIZ BIO

🪣

TWO-WORD TANGO

🤝

PARTY INTRO

™

TAGLINE

Your “biz card” version: “I help 

[AUDIENCE] achieve 

[TRANSFORMATION] by [OFFERS]”

What two (or three)-word mental 

bucket could someone put you 

in?

Short, sweet, a little mysterious - 

the purpose is to invite questions

A memorable phrase or statement 

you want your customer to 

associate with your brand

better, 
more 
confident 
brand 
messaging

More quick 
wins for …



📇

BIZ BIO

🪣

TWO-WORD TANGO

🤝

PARTY INTRO

™

TAGLINE

Your “biz card” version: “I help 

[AUDIENCE] achieve 

[TRANSFORMATION] by [OFFERS]”

What two (or three)-word mental 

bucket could someone put you 

in?

Short, sweet, a little mysterious - 

the purpose is to invite questions

A memorable phrase or statement 

you want your customer to 

associate with your brand

better, 
more 
confident 
brand 
messaging

More quick 
wins for …

📇
“I help intentional online business owners 
transition from clients to a digital 
products business through an un-boring 
monthly coaching program called WAIM 
Unlimited.”

🪣 “Business Coaches”

🤝 “We help online business owners 

define how much is enough.” ™ “Grow your business,  

shrink your stress.”



better, 
more 
confident 
brand 
messaging

More quick 
wins for …

You decide when & where you use 
these variations, but go back to 
your 7 brand story points every 
time you write communications 

for your business



Dive deeper
Better branding course

course.betterbrandingcourse.com
/login

Unsolved businesses

wanderingaimfully.com/
coaching

4 q’s coaching intro

wanderingaimfully.com/
welcome-session/



Now let’s shift over to goal 
setting and strategic 

planning.

Foundation, strengthened!



We are big believers in 
working to LIVE, not living 
to work.

As a reminder…

Using your business as a TOOL to live a good life—however 
you define that.

What exactly does that mean?



Take a second to 
imagine the life you’re 
aiming for.

Close your eyes and really imagine 
it. Jot down some things that come 
to mind.



Enough NumberMMM Number“Monthly minimum magic” Number

• Amount of money your biz needs to 
make each month for you to cover your 
bills at your current lifestyle 

• This feels realistic

• Amount of money your biz would need 
to make each month for you to live a 
wildly spacious and ideal life—whatever 
that looks like for you 

• This feels ideal

Ask yourself which one of these you’re aiming for

Define how much it will take to get there



Dive deeper 
on Enough 
Numbers & 
Finances

Article: 
Why You Should Focus on 
Enough Instead of More 

wanderingaimfully.com/
enough

Coaching session:  
budgeting for debt payoff

wanderingaimfully.com/ 
debt-session

Coaching session:  
Reflect & Project 2.0

wanderingaimfully.com/
reflect-project-session-2



Offer Math

Once you have your monthly 
number, we can do some

01 Take your MMM Number or Enough 
Number and reverse engineer your 
total number of sales needed

02 Play around with different pricing, 
revenue structures & launch 
strategies

03 Use the math to consider new 
revenue opportunities



Enough = $8,000
/per month

CLIENT PROJECT = $2,000

Existing Offers

QUARTERLY WORKSHOP = $80

COURSE = $250

$8,000 x 12 =  
$96,000 per year

How many of these… 
Do you need to sell to make this?



Enough = $8,000/month, $96,000 per year

CLIENT PROJECT = $2,000

QUARTERLY WORKSHOP = $80

COURSE = $250

Yearly Sales  Yearly Rev Monthly Rev

1 x 12 $24,000 $2,000

4 x 20 = 80 $6,400 $533

100 $25,000 $2,080

$55,400 $4,613



Enough = $8,000/month, $96,000 per year

CLIENT PROJECT = $2,000

COURSE = $250

Yearly Sales  Yearly Rev Monthly Rev

1 x 12 $24,000 $2,000

100 $25,000 $2,080

1 $12,000 $1,000

250 $62,500 $5,208

CLIENT RETAINER = $1,000



Enough = $8,000/month, $96,000 per year

CLIENT PROJECT = $2,000

COURSE = $250

Yearly Sales  Yearly Rev Monthly Rev

1 x 12 $24,000 $2,000

1 $12,000 $1,000

80 $68,000 $5,600

$104,000 $8,600

CLIENT RETAINER = $1,000

COURSE = $850



These Unsolved Business sessions (and their workbooks) 
all show examples of Offer Math with real businesses!

Dive 
deeper on 
Offer 
Math

Unsolved biz #4:  
grow flowers

wanderingaimfully.com/
unsolved-biz-004

Unsolved biz #3:  
a pin in time

wanderingaimfully.com/
unsolved-biz-003

Unsolved biz #2: 
Conquer your content

wanderingaimfully.com/
unsolved-biz-002



How are you 
going to hit your 
sales goals?

01 Is an evergreen sales strategy or 
open/closed launch strategy best?

02 Plot your sales pushes and launches 
loosely on your calendar for the year.

03 Create a spreadsheet where you can 
plot out your sales projections.



👩🎤  You know who you’re talking to

Explainer Recap!

💖  You know why they’re going to care about your 
business

🦋  You know what transformation and benefit 
you’re offering them

🛍  You know what offer you’re selling now and what 
offers you might want to sell in the future

💰  You know how much money you’re aiming for 
each month, both to break even now and to live 
a beautiful life of your dreams

🛒  You know how MUCH you need to sell to meet 
those goals

🧲  You know what sales strategy you’re going to 
use to meet those goals



Break!



Mindset Keys
Part 2

Here are some guiding phrases to help you on your 
journey to putting this into action

🔑



Key #1

The more specific you can get in who YOUR 
business is serving, the stronger your magnet will 
be to attract those people.

Specificity is 
magnetizing.



Clarity for you is not the 
same as clarity for your 
customer.

Key #2

Go that extra step to turn your clear foundation into 

COMMUNICATION for your potential customer. Repeat these 

key components on your website, your social posts, your 

sales page, emails, etc., so your audience understands every 

crucial piece of your brand story.



Key #3

Coming up with a strong direction to head in 
doesn’t mean you can’t change course down the 
road.  

But choosing boldly in this moment will give you 
momentum. It will give you a tail wind propelling 
you toward action. Action—any action—is going 
to help you get farther than moving in circles 
wondering which direction is the RIGHT one.

A ‘wrong’ step 
forward is 

better than 
standing still.



Growing your numbers starts with 
KNOWING your numbers.

Key #4

If you really want to bring your financial goals into reality, it 
begins with confronting reality NOW. Make it a point to know your 
expenses, your debt, your sales numbers, even your time spent. 

You can’t solve for something you aren’t first willing to see. 



Enough
Embrace

Set your financial goals based on what 
YOU want for your life, not some 

arbitrary number you think will bring 
happiness. You will be more motivated 

when you know that number means 
something tangible in your daily life.

WAIM Co-brandments
Key #5



Steps
Part 3

How can you use this info to improve your business? 
We’ll give you exact action steps to make it happen.

✅



Action steps

2 - Optimize1 - Build

What do you need to do to apply this to your business?

Use the Build checklist if you’re still 
building our Spotlight Session topic. 

Use the Optimize checklist if you have 
already created the foundation of our 
Spotlight Session topic, but now you 
know you’re ready to improve it.



Action steps

B
ui

ld
/O

p
ti

m
iz

e

Define the 4 Q’s, or the 7 key 

pieces of your Brand Story 

Use the checklist to make a list of 

where to update your 

communications with this new 

clarity 

Define your MMM Number & 

Enough Number 

Know your Offer Math - how many 

sales you need to hit your goals 

Loosely plan the dates of your 

sales pushes this year 

This month the list is the same!



Deep Dive Recap
If you want to turn this snorkel into a 
deep-dive scuba party, here are the 
resources we mentioned:

• Better Branding Course: 
Module 1 Brand Story 

• 4Q’s Welcome Coaching 
Session 

• Unsolved Businesses

4 Q’s Foundation & 
Brand Story

• Reflect & Project 2.0 
Coaching Session 

• Budgeting for Debt Payoff 
Coaching Session 

• “Enough” article

MMM Number & 
Enough Financial 

Goals

• Unsolved Businesses #2, 
#3, #4

Offer Math



Notion Execution
Part 4

How do we track and accomplish this using Notion? Let us show 
you! Regardless of what tool you use, this will help you figure out 
how to put these principles into practice.



Having a reliable system to make 
it happen is the other half.

Knowing what to do is only half the battle;



• Your tool of choice is up to you and completely dependent on how 

your brain works 

• Notion has transformed how we organize our business and that’s why 

we want to share our processes as a means of providing the most 

value in these sessions 

• We thinking going deep on a specific tool is overall more valuable 

than trying to be vague to cover every tool 

• However, you can still apply the concepts of what we’re going to 

share while using Google Docs, a physical planner, post-its… whatever 

your system of choice is!  

• The tool itself matters less than the fact you 
HAVE a system you use.

Your system 
does NOT have 
to utilize 
Notion.

Important!



Consider keeping your answers to 

these core questions in ONE 

place, preferably somewhere you’ll 

be able to check back in on it 

regularly as you complete 

projects.

Save it all in 
one place…

Business foundation



Consider keeping your answers to 

these core questions in ONE 

place, preferably somewhere you’ll 

be able to check back in on it 

regularly as you complete 

projects.

Save it all in 
one place…

Business foundation

This page is available 
inside the notion 

starter pack!

Notion starter pack

Search “Notion” in WAIM 
Library



We use a simple database to 

break down our monthly goal 

number into Biz Expenses, Living 

Expenses, Taxes, Giving, Savings, 

etc. 

MMM/ 
Enough 
Number

Financial goals

We create a new column every year that we adjust our number so we can 

always remember when we have what we once wished for.



We use a simple database to 

break down our monthly goal 

number into Biz Expenses, Living 

Expenses, Taxes, Giving, Savings, 

etc. 

MMM/ 
Enough 
Number

Financial goals

We create a new column every year that we adjust our number so we can 

always remember when we have what we once wished for.

A version of this is in 
your spotlight 

workbook!



We recently moved our sales 

projections spreadsheet over to 

Notion from Google Sheets 

because Notion is where we 

manually log payments so it’s 

more accurate.

Revenue 
Projections

Financial goals



Revenue 
Projections

Financial goals 01 Payments from past sales

02 Revenue from Fall & Spring 
launches: high and low

03 Revenue from mini-launch 
experiments

04 Revenue from funnel

Our revenue projects have 4 

pieces we need to account for:



relation 🔁



relation 🔁



• This rollup adds every payment that 

will come through in that month 

• You could do this with client cashflow 

• Create a Projections database 

with months of the year and a 

Clients database, then add a 

Relation property between the two 

• In your Clients database, log every 

month you plan to get an invoice 

(if the invoices are different 

amounts, create a page for each 

payment)



• We can use this table to play around 

with our own Offer Math and it will 

add to our predicted income from 

WAIMer payments



No need to 
overcomplicate though
—there’s a simpler 

version of this in your 
workbook!



Break!



Wall

Fame
OF

darby Katherine Jessica Shannon Rachilli

kriss monika Rebecca Anke Natalie

32 21 20 1234

12 5 5 2 2



And now, The moment you’ve been waiting for…

Some of you will think this is 
awesome. 😍

Some of you will think this is… 
not awesome. 🙄

All of you will agree this is un-boring. 🤪



Introducing…



• Every month we’ll post in the 
new Slack channel to ask 
who’s joining this month’s 
game 

• You reply with your ONE 
monthly goal you want to be 
accountable to 

• Every week you check-in 
with what you’re taking 
action on to get closer to 
your goal—and you move one 
step closer on the game 
board 

• Check in all 4 weeks and you 
collect a WAIM-finity stone!

An UN-BORING 
accountability game!



February 2023

Canyon of 
Courage

Week 1: 
Feb 6

Week 2: 
Feb 13

Week 3: 
Feb 20

Week 4: 
Feb 27 - 

finish! 🥳



Apprentice stone

Squire stone

warrior stone

archer stone

ranger stone

Knight stone

Champion stone

wizard stone



• Jan 27 - Look for the Invite to the 
new Slack channel (coaching replay 
email and Slack message) 

• Feb 6 (Monday) - Look out for 
Jason’s message and comment with 
your month-long goal to get on the 
board and move to spot 1! 

• Feb 13 (Monday) - Comment on 
Jason’s message with your check-in, 
move one space! 

• Feb  20 (Monday)  - Comment on 
Jason’s message with your check-in, 
move one space! 

• Feb 27 (Monday) - Comment with 
your final check-in and how you did, 
move one space!  

• If you made it to space 4 and 
checked in every week, you get a 
WAIM-finity stone!! 

• This is new so we’ll be open to 
feedback!

What’s next:



We have 3 Field Notes 
updates for you!

Notes
Field

Let’s experiment!

2023 
Goals

01

Sneak 
Peeks!

02

Using  
aI?

03



Notes
Field

Our 2023  
Big Business 
Goals

• Life-wise, we’re moving out of an “enjoy and spend” phase 

and into a “grow and save” phase 

• This means moving from maintenance mode to growth 

mode (of course, with an eye on Enough) 

• This will mean focusing more on sales and marketing 

(without social media still), and it will also mean… 

• Focusing on investing in projects that will carry us through 

the next five years: patching holes, updating infrastructure
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Our 2023  
Business 
Goals

Grow revenue & save 
100K by end of year

01 Launches: 120 new members low goal, 
150 new members high goal

02 Experiment with 2 mini-launches (both 
two months after our live launches)

03 Start prioritizing marketing for Teachery, 
grow customers by at least double
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How are 
we going 

to do this?
If our current email conversion were to stay the same or even decline slightly, 

how many subscribers would we need to reach our sales goals? 
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Where is our marketing bridge 
the weakest?

Awareness

Interest Consideration

Purchase
🚙🚙🚙

🧲⚡ 💌🔥🔥
🛒🖥

Interest we could do 

better for sure 

(converting to email 

subscribers) but our 

traffic has been declining 

for years so we know it’s 

time to INVEST.
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Our first Q1 project is 
Narticles!
• 10-15 New articles focused 

on targeting our ideal 
customer 

• Ideal customer = Client-
based online business 
owner looking to transition 
to digital products, namely 
online courses 

• Mobile-first design, 
scannable, more bite-sized 

• Experimenting with 
Pinterest amplification & 
YouTube amplification



Notes
Field

We want to make WAIM a better 
experience for all of you!

We don’t just want to attract more new people…
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• Easier to see every resource at a 

glance 

• Better search! 

• Scroll by category 

• Coaching hub integrated 

New WAIM 
Dashboard!

Coming soon…
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New WAIM 
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How new AI 
tools can help 
you with your 
business.
Here are just a few ways we’ve been 
playing around and allowing these 
tools to help us create more.

Now let’s talk about robots  
(that aren’t Jason!)

🗣
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We’ve been playing with 
Notion AI for writing 
inspiration, and Midjourney 
for image/design inspiration.

We’ve found the key is not in relying on these tools to 
do the work for you, but to use them as a booster—to 
get started, to break through creative blocks or to help 
you think outside the box when you get stuck.
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How can you use these tools?

As of now, Notion AI is only available to those on the 
waitlist (notion.so/ai).  

Midjourney is available to use free to anyone who joins 
their Discord. (Midjourney.com > join the beta)
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Notion AI
3 ways

01 Brainstorming points for a foundation 
article. 

02 Brainstorming slides for a live workshop 
or presentation.

03 Brainstorming creative ideas and names 
for a fun project.

Can help you
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Notion AI 
helps you 
write a blog 
post
Help me write: “A blog post with 
5 tips for building marketing 
buzz with your email list before 
you launch an online course for 
maximum sales”
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Notion AI 
helps you 
structure a 
curriculum
Help me write: “An outline of a 
slide presentation with 10 slides 
about the most fundamental 
aspects of running an online 
business”
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Notion AI 
helps you 
brainstorm 
silly things
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Midjourney
Using

For design inspiration
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How can you use these tools?

As of now, Notion AI is only available to those on the 
waitlist (notion.so/ai).  

Midjourney is available to use free to anyone who joins 
their Discord. (Midjourney.com > join the beta)
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• AI tools absolutely can save you time and brainpower 

• They’re not a replacement for creativity, they’re a 

springboard 

• Spend some time playing around and getting familiar with 

these tools if you’re the slightest bit curious as it may help 

you gain leverage as the future of AI evolves

Some key 
final AI 
thoughts…



Thanks for hanging with us!

Time for q&a!


