DAY JOB to DREAM

Business

A step-by-step action plan to get clear on what you really want to
do, define your dream client, create your offer, and get clients so
you can finally earn a full-time income doing work you love

Welcome!
I’m so excited you're here!
If you want to build a profitable business doing work you love but you're struggling to
get it off the ground, this guide is for you.
Whether you dream of finally quitting your 9-5 job or if you fear that if you don't start
making money ASAP, you'll have to get a "real " job, this guide will help you make
more than "enough" money to not only sustain yourself but create freedom in your life.
This is what I wish I had 10 years ago when I was just getting started, a no fluff, failproof guide that removed the mystery around how to build a successful, purposedriven business. Someone to keep it real and tell me exactly what to do so I could earn
a full-time income.
If you're ready to use your gifts to make the kind of money and difference you're
meant to make, look no further!
As you'll see in this guide, I don't hold anything back. I give you my entire framework
that I share with my private coaching clients who pay me thousands of dollars so you
have everything you need to start getting results in your business as soon as next
week! To take action, you can print this guide or download it and type directly in it.
Inside this step-by-step action plan, you’ll learn how to:
1. Get Clear on Your “What", "Who", & "How”
2. Define Your Dream Client
3. Create a Signature Offer
4. Create a Business Building Schedule
5. Get Paying Clients
6. Create a Must-Have Opt-in Offer
7. Build Your Business Without Sacrificing Your Sanity
The proven strategies I share have helped thousands of people grow profitable,
purpose-driven businesses that create impact, income, and freedom they once only
dreamed of—now it's your turn to make your dream business a reality!
Let’s get started!
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WHO AM I?
Hi, I'm Noelle Bloom, entrepreneur, published author,
speaker, host of Bloom TV, and founder of Live the
Fabulous™!
I help people all around the world realize their true
potential, tap into their gifts, and reach their wildest
dreams through entrepreneurship.
I've spent almost a decade researching the latest science
behind living a happier life, while also working with the
industry’s leading experts in business, psychology,
productivity, and habits.
And after interviewing 100+ entrepreneurs, including Tim
Ferriss (author of the 4-Hour Work Week) and Rochelle
Briscoe (Barack Obama's right-hand woman in the Office
of Presidential Personnel), I've cracked the code for
building a successful business while living a fabulous life.
I've appeared on CreativeLive and my work has been
published in major online publications such as SUCCESS,
YFS Magazine, Huff Post, and Business Insider.
I'm excited you're here and can't wait to help you create
the business and lifestyle you've always dreamed of!

xo, Noell eBloom .
FEATURED IN
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1

Lesson:
Get Clear on
Your "What",
Who", & "How"

"You get to choose what you want,
but you must be clear about what you want."
-RHONDA BYRNE

DAY JOB to DREAM

Business

NOELLEBLOOM.COM | 03

Lesson 1 | Get Clear on Your “What, Who, & Why"
Whether you're trying to get your first client or you've been at this for a while
but you're struggling to get clients so you can actually make money in your
business, the best thing you can do is to get back to the basics.
Oftentimes, if something isn’t working in your business, it’s difficult to
troubleshoot exactly what needs to be fixed. And if there’s more than one
issue (which is common!), it’s even more difficult.
Right now is the perfect time to take a step back and revisit some of the
foundational elements that create a successful online business. First, starting
with getting clear on what you really want to do.
Now, although your business isn’t all about you, your business starts with you.
This is so important because starting and growing a business is hard work.
And if the business you’re building doesn’t align with what you really want to
do, it makes building a profitable business painstakingly even more difficult.
If you don't have clarity in what you want to do or lack the confidence that
your business is moving in the right direction that inspires you, you won't be
able to sustain the momentum it takes to make your business successful.
So here’s my question to you! If you knew with 100% certainty that you’ll have
a profitable business doing work you love, what would you do, who would you
help, and how would you help them?
Now if you’ve done this kind of exercise before, I want you to approach it
differently this time. Don’t worry about what you "should" do, what will make
the most money, how many other people are already doing it, or even what
you’re good at!
Instead, think about what you’re most excited to do, the people you’re most
called to serve, and how you’d love to help people...really think about it.
What's your gut telling you?
Once you have it in your mind, let’s put your thoughts down so we can get
clear on your, “what, who & why.”
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Step 1: Get clear on your “what”
If money was no object, what would you love to do? What would you help people
do, achieve, or understand? What is the transformation you would help them
create in their lives?

Step 2: Get clear on your “who”
Who would you love to help? Who are you most called to serve? Who would
benefit from your experience, expertise, or skills?

NOELLE BLOOM INTERNATIONAL

NOELLEBLOOM.COM | 05

Step 3: Get clear on your “why”
Why is what you help people do or understand so powerful? Why is the
transformation or outcome you help people create in their lives important? Why
is this a life-changing benefit to them?

Step 4: Craft your purpose statement
Now it’s time to put your “what", "who", & "why" together to create your Purpose
Statement. This is a simple statement that clearly explains what you do, who you
help, and why the outcome you help them achieve is beneficial to them.

Purpose Statement
How to Clearly Explain What You Do

WHO

WHAT

I help [who] do/understand [what]
so that they can [why].

WHY
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Here are some examples:
"I help purpose-driven women create an online offer and get paying clients
so that they can build a successful, business doing work they love."
"I help mid-career, corporate professionals spruce up their resumes, ace
their interviews, and negotiate their salaries so that they can land their
dream job."
"I help new moms drop stubborn baby weight so that they can feel
fabulous in a bikini again."
"I help single women navigate through the online dating world so that
they can finally find the man of their dreams, start a family, and live
happily ever after."

Write your Purpose Statement below:

Note: If you’re a little unclear on your “who” right now, that’s okay! In the next lesson, we’ll
define your dream customer, guaranteed to give you even more clarity on who you’d love
to help. Then if needed, you can circle back to this section and clarify it further.
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2

Lesson:
Define Your
Dream Client

"Everyone is not your customer."
-SETH GODIN

DAY JOB to DREAM
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Lesson 2 | Define Your Dream Client
Now that you’re clear on what you’d love to do, who you’d love to help, and why
it’s life-changing for them, it’s time to get clear on your dream client.
The easiest way to start defining your target market and narrowing in on your
target client is to think of a real person you know that you could help. This
person could be a friend, coworker, family member, or even you.
For many of us, our ideal client is us 1-2 years ago when we were struggling to
figure it all out. It’s only natural that once you’ve learned how to succeed at
something, you’d want to teach other people how to either get results, save
time, or avoid pitfalls.
Our goal in this lesson is to pick one type of person you’re both excited to serve
and who you could help. Then dig deep into their hopes, fears, dreams, and
frustrations so we can create an offer that will not only get them results, but
that they’ll happily pay you for.
Once you have someone in mind, let’s put your thoughts down so we can get
clear on your dream client.

Step 1: Pick one person you could help
It could be you or someone you know, like a coworker, friend, family member, or
even someone you met years ago. What’s that person’s name? What do you know
about this person? What's going on in their life?
Write down what comes to mind below.

NOELLE BLOOM INTERNATIONAL
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Step 2: Take a deep dive to define your dream client
We’ll use what I call, The Dream Client Discovery Process to help you identify who
your dream client is and take a deep dive into their thoughts, feelings, and goals.
This is all about getting clear on the psychology of your dream client. We’re going
to focus primarily on psychographics (why they buy) because they are often more
important than demographics (who they are). However, we’ll also look into your
dream clients' demographics because it can help you niche down to the perfect
clients for you.

Dream Client Discovery Process
How to Identify Your Dream Client

DESPISE

INVESTMENTS
COSTS

FEARS

MOTIVATIONS

CHALLENGES

DREAMS

WORLD VIEW
TRIGGERS

LEISURE

On the following pages, answer the questions as your dream client would answer
them. Put yourself in their shoes, in their current situation, and in their state of
mind. If they were talking to a friend, what are the exact words they’d use to
describe what’s going on in their life right now? You want to use those words!
To help you fully step into your dream client's psychology, you can even use words
like, "I", "me", and "my" to describe the situation in your answers.
Be sure to avoid using expert talk, marketese, and industry jargon! Oftentimes,
how you describe your client's situation isn’t how they’d describe it. That’s why it’s
so important to answer these questions as your dream client would.
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Psychographics

Think about your dream client. Then answer the questions below as it relates to
what you do for them and how you help them.

1. Dreams: What are their goals, desires, or fantasy? What do they dream of
having, being, and doing? What do they want most?

2. Challenges: What are their biggest challenges or frustrations? What do they
struggle with? What problems do they need solved right now?

3. Motivations: What’s motivating them to act or find solutions to their problems?
What’s their "why?" In other words, why do they want to achieve their big dream?
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4. Fears: What’s their worst-case scenario? What keeps them up at night? What
do they want to avoid at all costs?

5. Triggers: What reminds them that they have problems that need to be solved?
What prompts them to think about their dreams, hopes, and desires?

6. Costs: What is their inaction costing them in terms of lost time, money, stress,
or unhappiness? What are they compromising or sacrificing as a result of not
taking action on their dreams.
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7. Investments: What are their current investments in terms of time, money, and
energy to find solutions to their problems? What have they already tried that has
or hasn’t worked?

8. Despise: What do they hate? What are they repelled by? What do they find
intolerable?

9. Leisure: How do they spend their free time? What are they interested in? What
do they do for fun? What hobbies do they have? What topics do they read, watch,
or listen to?

10. World View: What is their life philosophy? What do they believe in? What do
they value? What do they care about?
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Demographics

To help you niche down to your perfect client, it’s helpful to identify at least two
qualifiers that fall under demographics. It could be age, race, ethnicity, gender,
marital status, religion, education, income, industry, occupation, location, or any
other specific qualifier.
For example:
Entrepreneurial experts (occupation) in the personal development
(industry) who need help writing their first book.
Single women (gender & marital status) over 50 (age) who are looking for
love after divorce.
Black women of faith (race, gender, & religion) who want to find their
purpose in life.
Instagram Influencers (occupation) with 200,000+ followers (specificity)
who want to monetize their audience.
If your ideal client doesn’t have any obvious demographics, that’s okay! For
some, their clients are defined by very specific problems, life situations, or other
circumstances that aren’t necessarily connected to demographics. If this is you,
be sure to add as much detail as you can in the psychographics exercise above.
Think about your dream client. Are there any obvious demographics that you
can use to further identify or qualify them?
If so, in one simple statement describe who they are below.
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Lesson:
Create a
Signature
Offer

3

"People don't care about your business.
They care about their problems. Be the
solution that they're looking for."
-MELONIE DODARO

DAY JOB to DREAM

Business
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Lesson 3 | Create a Signature Offer
Most experts in the online business space sell you the idea of creating online
products, programs, or courses to create passive income so you can make
money in your sleep.
However, they don’t give you the behind-the-scenes scoop on what it really
takes to create that successful online business and life you dream of.
The reality is that it’s hard to make money selling online products when you’re
just starting or haven’t gained real traction in your business because there’s a
lot of new things you’ll need.
For example:
A list or audience to sell to
A proven product that delivers results
Social proof to convince potential buyers
Marketing skills to bring in new leads repeatedly
And if you haven’t created a solid foundation that’s already led to success in
your business or are just starting, you likely don’t have these things, if any of
them! That’s why I help my clients create 1:1 services first to build and grow their
businesses.
By starting with 1:1 services you'll be able to:
Make money IMMEDIATELY
Working 1:1 is the fastest, most straightforward way to bring in money. If you
dream of replacing your full-time income so you can quit your 9-5 job,
working 1:1 is the best way to bring in consistent income you can depend on.
Find your tribe, grow your audience, and build your platform
While working 1:1 will help you better understand what your clients want,
what works for them, and where to find them
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Build authority and social proof as an expert
As you're working 1:1, you’ll be able to build your confidence and collect
amazing testimonials to help potential clients, the media, and other leaders
in your industry identify you as an expert
Quickly improve your messaging and marketing.
During your sessions, your 1:1 clients will tell you their thoughts, hopes, fears,
and dreams—in their own words. Those words can then be used to fine-tune
your message, marketing, and sales copy to attract your dream clients and
convince them that you can solve their problems
Create proven products and programs that deliver results
While working 1:1 you’ll have the opportunity to improve your signature
process, get people even better results, and start collecting rave reviews.
You’ll have everything you need to package your work into a premium course
or group program that people will happily pay for and is built to scale.
Better position your business for passive income streams.
After working 1:1 first, you’ll have everything you need to build a business that
gives you the income, impact, and freedom to do what you love and control
when and where you work.
The BEST 1:1 Offer to Create First
Whether you’ve been in business for a while or you’re just getting started, if
you've been struggling to get clients, I recommend you first create a mini-offer.
This is a bite-sized offer that delivers a specific result during a 90-minute strategy
session, at a “no brainer” price, I recommend $99. Your mini-offer should include
the session, homework, and then a follow–up session two weeks later.
It’s similar to the concept of creating a minimum viable product, a version of a
new product used to validate it and learn about customers with the least
amount of effort—and that’s the goal here!
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Your mini-offer is the perfect way to give people a taste of what it’s like working
with you, get results at a great price, and for you to learn from your customers to
steer your business in the right direction for growth.
Creating a mini offer first will help you:
Easily get clients and gain traction
Get feedback to improve your process and get testimonials
Gain more clarity on the kind of work and people you love to work with
Build your confidence and expertise
Lead into an upsell for a mid-tier offer
If you already have traction in your business or if you've already worked with
between 5-10 people with a mini-offer, you're ready to create your signature offer
and scale it.
Your Signature Offer
To create your signature offer, you can increase the price of your current 1:1 offer
while adding more value. For example, you can create a 12 week, 1:1 program
starting at $1,500 (another no-brainer price!). Then as you get more clients,
experience, and testimonials, you can increase or even double your prices.
If you're currently finding clients easily and have a signature process that gets
people results, you can move to a one-to-many model offering group programs,
online courses, or digital products.
Whether you're ready to create a mini-offer, 12-week 1:1 program, or online course,
let's start brainstorming different results you can help people achieve.

Step 1: Brainstorm results you can deliver
To start, think about the big dream result your dream client wants to achieve.
What’s their big dream, hope, desire, or goal?

Note: For step one, I recommend you revisit "Lesson 2" where you defined your ideal
client’s dreams.
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If you're creating a mini-offer, once you have their big dream result in mind,
you can use what I call, The Scale Down Strategy to break down the big result
into smaller mini results. These are bite-sized results that help them achieve
the big result they want at a no-brainer price.
If you're creating a mid ($499+) or high-tier offer ($999k+), you can brainstorm
bigger results you can help people achieve.
What are some results that you can help your ideal client achieve?
Let's brainstorm as many results as you can without holding back. Oftentimes,
your best ideas come after you think you're done. So make sure to push
yourself!
Below, brainstorm as many ideas as you can below.

Step 2: Choose your offer idea
Now that you’ve brainstormed offers, it’s time to pick the one that you’re most
fired up about.
Below, write down what specific result you're most excited about helping
your dream client achieve.
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Step 3: Create your offer
At this point, you should know what result you want to deliver in the product,
program, or service you want to create. Now it's time to decide how you'll
package it into an irresistible offer!
It's important that you start with one product, program, or service first so you're
focused on making that one offer great. You can always add more offers as you
learn more about your audience and grow your business.
When creating any new offer in your business there are two main goals—
simplicity and speed! The goal here is to create a simple offer and then quickly
get it out there to test.
We all wish we had a magic crystal ball that would tell us if it will work or not,
but we don't! The only way to know for sure if your offer idea will make money
is by testing it.
To create your offer, I'm going to walk you through what I call, The Instant Offer
Creator.

Instant Offer Creator
10 Components of an Irresistible Offer
1. THE WHAT

6. THE DELIVERY

2. THE WHO

7. THE PRICE

3. THE PROMISE

OFFER

8. THE GUARANTEE

4. THE FEATURES

9. THE UNIQUENESS

5. THE BENEFITS

10. THE BONUS

Now that you know the 10 components, you're ready to create your irresistible offer!
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Think about your dream client. Then answer the questions below as it relates to
what you do for them and how you help them.

1. The What: What is your product, program, or service? Describe it in plain
English so it's easy to understand. If you had to describe it to a 5th grader, what
would you say?

2. The Who: Who is the product, program, or service for? Who is it not for?
Describe who it's perfect for. Be sure to have your target market and ideal
customer in mind. The more specific, the better!

3. The Promise: What is your promise? Describe the biggest problem you will
solve and the results your customers will get from your product, program, or
service. What's the transformation they'll experience?
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4. The Features: What are the key features? Describe what your customer will get
when they buy. For example, "five strategy calls", "email support", "a customized
meal plan", "worksheets", or "lifetime access."

5. The Benefits: What are the key benefits? Describe the meaningful results of
the features. For example, a benefit to a customized meal plan is, "you'll have a
simple meal plan that's tailored to not only your busy lifestyle and weight-loss
goals but one that includes foods you love."

6. The Delivery: How will you deliver your offer? Describe how you'll deliver what
you promised your customer.
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7. The Price: What is the price of your offer? Describe your pricing and include
any tiers, or payment plans.

8. The Guarantee: Will you offer a guarantee? If so, describe how you'll ensure
your customer is happy and what options are available to them if they are not.

9. The Uniqueness: How is your product, program, or service different than what's
out there? Describe how it's unique or better than its competitors in your
industry.

10. The Bonus: Will you offer a bonus? If so, describe how you will add additional
value.

Now that you have an offer that you're both excited to deliver and that your
dream client would love, let's move on to lesson 4!
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4

Lesson:
Create a
Business
Building
Schedule

"What gets scheduled gets done."
-MICHAEL HYATT

DAY JOB to DREAM

Business
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Lesson 4 | Create a Business Building Schedule
Whether you're working on your business full-time or part-time, it could feel like
there aren't enough hours in the day to get things done. But what if I told you
that even if you already have a full life and a busy schedule, you can still grow
your business.
You see, it's not about having more time, it's about taking the time you do have
and working on the right things to move your business forward.
The best way to make the most out of the available time you already have is to
create a business building schedule that works for you. A schedule helps you get
organized and focused while also eliminating overwhelm and procrastination.
If working on your business has felt random and you've been struggling to be
consistent and productive, creating a schedule is going to be what makes the
biggest difference in helping you grow your business.

Step 1: Calculate your weekly available hours
Before we can create your business building schedule, you need to know how
many available hours you have to work on your business each week.
When calculating how much time you have, consider your other obligations
and things that are important to you in life so you don’t sacrifice your health,
happiness, and sanity.
To prevent burnout, you want to get honest about how much time you have so
you can set reasonable expectations for what you can and can't get done.
How many hours each week are you willing to dedicate to working in your
business? Write down how many hours below.
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Step 2: Organize business tasks into categories
First, you want to make a master list of all the business activities you have to do
each week. For example, let's say each week you have to send out your
newsletter, post on social media, market yourself to get clients, send invoices,
and work with clients.
Once you have a list of things that you must do each week, you'll then organize
them into categories. For example, content creation, client work, website, and
admin. You can see an example on the following page.
Write down your business tasks and organize them into categories below.
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Below is an example of business tasks in categories.

ADMIN

CONTENT CREATION

CLIENT WORK

email, scheduling,
bookkeeping, invoicing,
organizing files, evaluate
finances

blogging, newsletter, social
media, opt-in, training
material, email funnels

calls, feedback,
chats via Voxer, email,
strategy work, research,
customer service

EDUCATION

OUTREACH

WEBSITE

books, courses,
programs, training,
mastermind meetings,
workshops, webinars,
skill aquisition

build relationships, clarity
calls, collaboration,
list building, interviews,
marketing, follow-ups

website design,
maintenance, blog
updates, product pages,
landing pages, copy
writting

Step 3: Divide your available hours among the categories
If you've been wondering how to get it all done, this is the secret! By dividing
your time among categories and scheduling dedicated time to work on them,
you'll make sure the most important activities get done each week.
The most common mistake I see people make when creating their business
schedule is that they dedicate too much time to the behind-the-scene tasks
that don't move the needle in their business. It can feel so much safer to work in
the back-end of your business. For example, updating your website or admin
stuff when you should be prioritizing client-getting activities.
Write down how many hours you'll dedicate to each business category below.
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Step 4: Create your new, weekly schedule
Now that you know all of the business tasks you have to do each week,
organized them into categories, and divided your available hours among them,
it's time to create your weekly schedule!
Start by deciding which weekdays you want to work and how much time you
want to work each day. Then you can schedule your work hours by blocking off
time on your calendar for the specific tasks or categories.
You can also decide what days you want to dedicate to each task or category.
For example, maybe you want to have all client meetings on Tuesdays &
Thursdays. Or want to batch all content creation activities on Mondays and
dedicate client-getting activities to Wednesdays and Fridays.
The goal here is to create a productive workweek that works for you and that is
focused on the most important activities to grow your business. Be sure not to
overschedule yourself! Your schedule will also look different depending on what
stage of business you're in and what's going on in your life right now.
For example, if you're just still working your full-time job, you might have an
hour to work early in the mornings, a couple of hours in the afternoons, and
then more time to batch most of your work on the weekends.
Or if you're just starting your business, you'll most likely spend more time on a
specific category, for example, your website or education. As I mentioned
before, client-getting activities should almost always be prioritized over the
back-end tasks.
What's your weekly, business building schedule? Describe it below.
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After you create a schedule you're happy with, you've gotta stick to it! This will
help you build up the habit of working diligently so you can make progress. I
suggest you test out your new schedule for two weeks. Then if you need,
adjust it to make it better work for you.
When you have a working schedule, you'll no longer be wondering what to do,
when, or how you're going to be able to get everything done given your time
constraints.

Below is an example of a 10-hr business building schedule.

Mon

Tue

Wed

Thu

Fri

Sat

1-3pm

6-7am

6-8pm

7-9pm

6-8pm

6-7am

1-6pm

Education

Outreach

Client Work

Outreach
Content
Admin

Outreach
Admin

Outreach
Content
Website

Sun

Admin

Client Work

Now that you have a working business building schedule, let's move on to
lesson 5!
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Lesson:
How to

5

Get Paying
Clients

"Care enough to create value for customers.
If you get that part right, selling is easy."
-ANTHONY IANNARINO

DAY JOB to DREAM

Business
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Lesson 5 | How to Get Paying Clients
When people come to me because they aren't getting clients, the first thing I ask
is, "So, what have you been doing to get clients?"
And that's when I hear crickets!
It's at that moment they realize that even though they've been working hard in
their business, they aren't doing many client-getting activities–if any!
If you want more clients so you can make more money, you have to do things to
get clients! I know it seems simple but I can't tell you how many times this
crucial step is overlooked.
The #1 thing stopping people from putting themselves out there is fear.
Fear of rejection, fear of judgment, fear of being too salesy, or fear of failing in
front of everyone. And for some, it can be the embarrassment around asking for
money, imposter syndrome, or wanting things to be perfect.
It can feel nerve-wracking to put yourself out there and market your business,
especially when the business is yourself. And if you consider yourself an introvert,
it can feel straight-up terrifying! However, whatever your reason is for feeling
uncomfortable around marketing and selling yourself, you can't let it stop you
from building your dream business.
Here's the thing–no matter what you do, someone, somewhere is going to have
something to say about what you do and how you do it. And this is true in both
business and life.
So don't let your fear and anxiety around selling hold you back from proudly
talking about your business, helping those you're meant to help, and getting
your work out into the world.
So how exactly do you get clients? Well, there are so many ways to get clients!
I'll share 21 proven ways you can go out there and get clients. Then, I'll walk you
through how to go about choosing the best client-getting activities for you and
be consistent so you can create a steady flow of clients coming in.
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21 Proven Ways to Get Clients
1. Engage on social media by posting, answering questions, or sharing your expertise
2. Offer a free clarity session, free taster call, or group Q&A call
3. Host a webinar, training, event, workshop, or 5-day challenge
4. Guest post on relevant blogs your ideal client reads
5. Create and share a high-impact, actionable opt-in offer (ebook, guide, quiz, etc.)
6. Send an email to family, friends, and colleagues reannouncing your business
7. Get interviewed by people in your industry or adjacent industry
8. Answer questions on Twitter by searching #hiringyourkeywordhere
9. Ask for referrals from past clients, your network, or people you know
10. Give free talks in your city or local community (even if it’s small)
11. Follow-up with people who were interested in working with you
12. Add your business information to your email signature and social media accounts
13. Send valuable, free content to your email list each week
14. Create a section in your newsletter about how people can work with you
15. Send sales emails to your email list making an offer with a deadline
16. Host a Meetup group around the topic of your business or join a relevant one
17. Post a flyer, leave a brochure, or business cards where your ideal client frequents
18. Create your own FB group to directly connect with your audience
19. Go live and share tips and strategies to solve problems and get specific results
20. Offer an upsell or down-sell to your existing clients
21. Create a valuable blog post and at the bottom include a "work with me" section
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Step 1: Choose three client-getting activities
This is the exciting part because you get to choose to build your business in a way
that feels fun and fulfilling! Building your business and getting clients shouldn't
feel like a chore–and if it does that means you're not building your business in a
way that aligns with how you want to work.
Let's start with what you want to do for a change instead of what you "should" do.
While reading through the 33 ways to get clients, which ones stood out to you?
Which ones felt easy or even exciting?
Pick only three client-getting activities that you'd love to do. Only start with three
max! Then once you get those down, then you can add more. What's important
here is that you stay focused on a select few, master those first, and then branch
out.
Write down the three client-getting activities you're committed to doing below.

Step 2: Create a plan to be consistent
Now that you know what client-activities you'll do, it's time to create a plan, set a
deadline, and stick to it consistently.
When it comes to getting clients and creating a steady flow of income, consistency
is everything. It's the one thing that will make or break your business. You have to
put in the hours to get clients. Please don't make the mistake of overcomplicating
things! Your client-getting activities can be implemented right now and you can
get a client this week if you just start right away.
Write down what day and time you'll do your client-getting activities this week?
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6

Lesson:
Create a
Must-Have
Opt-in Offer

"The power of email lists is in the numbers.
Email marketing sees a 4300% average
ROI for businesses in the US."
-DIRECT MARKETING ASSOCIATION

DAY JOB to DREAM

Business
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Lesson 6 | Create a Must-Have Opt-in Offer
If you want to build a successful online business that not only makes money
consistently but predictably, you’ll need to build your email list.
You’ll see a lot of people working so hard trying to grow their FB groups or
Instagram followers, however, that’s not a smart thing to focus on! Instead of
growing your audience on social media, I highly recommend you grow your
own email list.
Here are three reasons why:
1. You don’t own your social media
The reality is that you have no control over how social media companies
endlessly change their algorithm or monetize their platform. For example, you
can put in a lot of work to get people to “like” your FB page, follow you on IG,
or even grow the members in your FB group. Then the next minute said social
media platforms could start charging you to reach the audience you worked
so hard to build.
Ever seen FB prompt you to “boost” your post to “reach 65% more” of your
audience (people who’ve already chosen to follow you!). Sounds crazy right?
Or how about IG prompting your followers to “turn notifications on” so that
they don’t miss their favorite post?
This is the act of social media companies making it harder and harder for you
to reach the audience you’ve worked so hard to build so they can make more
space in the feeds for those willing to pay for advertising.
Now don’t get me wrong, social media marketing is still an important tool for
growing your business, but when it comes to making sales, it doesn’t touch
email marketing!
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2. Email marketing is more likely to drive sales than social media marketing.
Based on research done between 2016-2020, people still spend more money
through email as opposed to social media. When surveyed, 60 percent of
consumers say they’ve made a purchase as the result of a marketing email
they received. On the other hand, 12.5 percent of consumers say they’d
consider using the “buy” button on social media (optinmonster, 2019).
I always tell my clients this, “Your goal is to get people off of social media and
on to your email list!”
3. Email helps you reach your customers fast.
You might think that with the quickness of social media, it outpaces email for
the fastest way to reach new and current customers!
However, according to Get Response, 21 percent of opened emails are opened
within the very first hour of delivery. Then, by the end of hour three, that
number jumps up to nearly 41 percent. It’s clear that email is a fast and
effective way to reach your audience.
And to add the icing on the cake, for every $1 you spend on email marketing,
you can expect an average return of $42 (DMA, 2019).
The moral of the story is that the gold standard of marketing involves growing
your email list so if you've been putting it off, now is the time to get with the
program!
So what’s the best way to get people to sign up for your email list?
You need to create an opt-in offer that your audience will love!
Your opt-in offer or lead magnet is a free piece of valuable content that people
can receive in exchange for their contact information. That’s why it’s either
called an opt-in offer because people have to opt-in to get it or a lead magnet
because it captures leads.
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Then, when someone wants your opt-in offer, they enter their name & email,
becoming an email subscriber!
Your opt-in offer isn’t the same thing as simply prompting people to join your
email list. For example, “Sign up for my weekly newsletter!” or “Get free
updates!”
The goal of your opt-in offer is to:
Get your audience’s attention
Attract potential clients
Provide free, high-value content that your audience wants
Solve a small problem your audience is having
Showcase your expertise
Create content that would naturally lead to your paid offering
Once someone has subscribed to your email list you can then continue to add
value to them, nurture your relationship, and eventually offer them a way to
work with you.
That’s why it’s so important to create a valuable opt-in offer that leads to your
paid offer. This helps you reverse-engineer the sale. Then after your new
subscriber consumes your free content, when they see your paid offer, saying
“Yes!” should feel like a natural, next step in the right direction for them.
Giving away free, valuable content in the form of an opt-in offer is a proven
way to build your email list and also attract potential clients.
You might be wondering...
"What kind of opt-in offers are there?"
"What should my opt-in be?"
"How should I create it?"
“Where should I put it?”
“What should happen after people opt-in?”

I’ll answer all of these questions in this lesson so stick with me! First, let's start
off with the different types of opt-in offers you can create.
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Types of Opt-in Offers
Checklist
Tutorial
Toolkit
Resource list
Mini-course
Step-by-Step plan
Masterclass
“How to” guide
Cheatsheet
Action plan
Email series

Printable worksheet
Audio recording
Ebook
Workshop
Webinar or Training
Challenge
“Done for you” template or script
Quiz
Assessment
Audit
Case Study

What should your opt-in offer be?
If you’re creating your first opt-in offer, I suggest you create something that
won’t take a lot of time, 3-5 days max! For example, a short “How to Guide”,
checklist, or a printable worksheet that helps them take a specific action.
Then once you have one opt-in, you can create even more that range in type
and depth. For example, an eBook, mini-course, or masterclass.
On the following pages, I'll walk you through how to create your opt-in offer!

NOELLE BLOOM INTERNATIONAL

NOELLEBLOOM.COM | 38

Step 1: Brainstorm mini-problems
Below, brainstorm as many mini-problems that your potential clients are
having right now. What small problems can you help them solve quickly?

Step 2: Choose one problem to solve
Choose one problem that you’re both excited to solve and that you think will
benefit your ideal clients the most. Below, write down the one problem your
opt-in offer will solve?

Step 3: Choose your type of opt-in
Below, write down the type of opt-in you’ll create? (e.g., checklist, action plan,
or “done for you” resource?
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Step 4: Create your opt-in
Below, write the content of your opt-in offer using your ideal client’s language.
This is where you'll share your valuable framework, strategy, or system to help
them get a specific result.

Note: Once you're done creating the content for your opt-in, you can either have
someone design it for you or you can do it yourself. I love to use Canva.com to design
my opt-in offers. No design skills necessary!
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Where to Put Your Opt-in Offer
Once you’re done with your opt-in, it’s time to add it to your website so you can
capture leads. You can put your opt-in on the following pages, if not all:
At the top or bottom of your homepage
As a timed pop-up or exit pop-up box
On your about page either in the middle of your copy or at the bottom
At the bottom or in the sidebar of your blog or content pages
On a separate landing or squeeze page

Note: Placing your opt-in on a separate landing page is a great option if you don’t
have a website right now and still want to build your email list.
It’s also perfect if you have an opt-in you’re funneling traffic to that leads into a sales
funnel for a specific product, program, or service. For example, a webinar,
masterclass, 3-part video training series, or 5-day challenge that you’re hosting.

5 Things Your Opt-in Box Must Do
Whether you choose to put your opt-in on your website or on a separate landing
page, you want to make sure your opt-in box does five important things:
1. Have an enticing headline that grabs people’s attention quickly
2. A description of your opt-in explaining the benefits
3. Exactly what they’ll get when they sign up (e.g., ebook, action plan, training)
4. Provide a space to collect their email and name (emails with personalized
subject lines generate 50% higher open rates (Yes Lifecycle Marketing, 2017)
5. A “call to action” button, for example, “Sign up”, “I’m in”, “Send it.”, “Yes,
please!”, “Get Access!”, or "Download Now!"
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What Should Happen AFTER People Opt-in
Once people provide their name and email in your opt-in box and click your
call to action button, they should be directed to a “thank you” page.
This is where you can either deliver your opt-in offer, share a welcome video
that includes their next steps, or give them another way for them to connect
with you. For example, on social media or inside your Facebook community.
I recommend that you have an automated “Welcome” email set up that
includes the delivery of your opt-in offer and clearly explains what they should
expect from you going forward.
To take it a step further, I also suggest that you have an autoresponder email
series that’s closely related to your opt-in offer to engage with your new
subscribers.
This can email series should add even more value and can also lead into your
sales funnel! If you’re not ready to sell just yet, you can simply send them your
weekly newsletter going forward.
Remember, the purpose of your opt-in is not only to build your email list but
to nurture your relationship with your subscribers!

Need opt-in inspiration?
On the following pages, I've included some opt-in examples!
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Opt-in Inspiration
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Lesson:

7

Success Without
Sacrificing

Your Sanity

"You should never sacrifice three things:
your health, happiness, and sanity."
-NOELLE BLOOM

DAY JOB to DREAM

Business
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Lesson 7 | Success without Sacrificing Your Sanity
As you take your business to the next level, you don't have to sacrifice your health,
happiness, and sanity. When you're feeling fabulous instead of burned out, you'll be in a
better position to build an outrageous successful business and enjoy your life too! Below
are 10 business lifestyle strategies that I've used to help me create a fabulous life while
growing my business.

1. DEFINE CORE VALUES

6. SAY NO

Pick 3-5 value words that resonate with
you. Use your values to guide your
decisions so you're not sacrificing what's
most important to you in life.

Create your personal agenda and say "no"
to things that don't support your personal
and professional goals. Saying "no" makes
room for "yes".

2. MAKE YOURSELF #1

7. CONNECT WITH PEOPLE

Treat yourself with the utmost respect,
especially when things get challenging.
Make time to nourish your mind, body,
and soul. Your well-being is everything!

Create time in your schedule to nurture
new and existing relationships. Whether
it's a friend, peer, or family member,
check-in with them.

3. CREATE BOUNDARIES

8. DECLUTTER

Boundaries give you a clear sense of
what you're willing and not willing to do.
It also gives you the time and mental
space to show up fully.

To create more space in your life, get rid
of anything that's not serving you. It could
be physical objects, relationships you've
outgrown, or old mindsets.

4. PRIORITIZE

9. PRACTICE GRATITUDE

Decide what's most important to you
each day and do them first. This will
ensure you're focusing on the right
things and that they get done!

Reflect on what you're grateful for daily.
Research shows that expressing
gratitude for what you do have is tied to
greater happiness.

5. TAKE BREAKS

10. HAVE FUN

Taking breaks and days off are not a
waste of time. They help you refresh
your mind, tap into your creativity, and
even increases productivity.

Do things you love that span beyond your
business! Schedule time each week to do
what you enjoy so that you're enjoying life
while creating your success!
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If you made it this far, well done!
Give yourself a pat on the back. Seriously.
If you read through this guide and did the
exercises, you're dedicated to your business
success!
It shows your commitment to get your life's
work out into the world, help the people you're
meant to serve, and make money doing work
you love.
And if you implement what you've learned
here, you'll have a proven plan to finally get
your business off the ground and earn a fulltime income.
Whether you dream of replacing the income
from your day job, finally being able to quit, or
create the kind of impact, freedom, and
fulfillment you envision, you have what you
need to make your business dreams a reality.
If you have any questions, shoot me an email at
noelle@noellebloom.com. I'd be happy to offer
you free coaching to get you unstuck!
Now go out there and make it happen!
Cheers to your business success,

xo, Noell eBloom .
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