
00:00:00 Since joining. Yes. Yeah. It seems like everything is different now. You've got a 
whole business and a podcast and maybe you'd had just a practice before I did. That was one 
of the things in, you know, kind of listening to you that I I've always wanted to have a business. 
And even years ago, talking with a friend of mine that was like, 
 
00:00:19 Oh, you know, someday when I have a real business and it's like, you know, I'm 
making a couple hundred thousand dollars a year in my practice. And like, I make more than 
some anesthesiologists, but she's like, you do have a real business. And I'm like, I don't though. 
Yeah. Now you do. We're getting there. 
 
00:00:37 Yeah. I got the new liability insurance last week and I've sent off a letter to my 
lawyer today to fill in all the gaps of things that I miss saying. Yeah. Fantastic. Yay. I'm so glad 
to hear it. I'm so glad to hear it. Well, hopefully what you're going to see today will help us things 
keep moving for you even more because Rob and I are going to show you really what we've 
been doing from a financial mapping standpoint for, 
 
00:01:10 you know, various one-to-one clients that we've been working with so that you 
can model this in your own financial mapping, especially as you look into 2021, and you may be 
getting a private session today because you're the only one that's here. Jennifer was here, but 
she popped off. So we might just have private session for Danielle. Hi, Rob. Don't want that 
good content to go to waste. 
 
00:01:44 Yeah, well, yes, this, this will definitely become foundational foundational content. 
And so either way it will, it will get recorded and yeah. Oh, great angel. Hi. Great to see you. 
Good at Tina's here. Good to see you too. Yeah. Yeah. It's launched day. This is launch day. 
Yeah. This is lift launch day. 
00:02:15 Holy moly. I wasn't sure we were going to make it all in time, but our launch team  
stayed up overnight. We went live. So it's really exciting. Just got off a call with our whole team. 
That's supporting the launch and yeah, that's really exciting. Oh, we lost angel. Okay. Well today 
is a session with me and Rob Kendall, 
 
00:02:45 and we are going to be showing you the financial mapping that we've been doing 
that will show you what financial mapping looks like as well as how translate the map into a 
spreadsheet and a forecast. And, and I think it's really important to be able to do that because 
when you can look out at where you want to be three years into the future, and then walk it back 
to exactly what you need to be doing on a monthly, 
 
00:03:26 quarterly, annual basis, your ability to get to where you want to go three years 
into the future is almost guaranteed. It's almost guaranteed. And I think that this is where so 
many people just don't end up getting where they want to go is because we don't, nobody ever 
taught us how to map and forecast. Certainly nobody ever taught me how to map it forecast. 
 
00:03:50 And so, you know, one of my favorite things about working with Rob is that I say 



words, and then he makes pictures and numbers. That's what we're going to be doing. Yes. He 
translates my words into pictures and numbers. And I think that if we show you what that looks 
like, then you will be able to work with somebody on your team. 
 
00:04:13 Or you can work with Rob, or you can work with Rob and I to be able to take your 
words and translate them into pictures and numbers. And there's this miracle of translating 
words into pictures and numbers where all of a sudden you see, Oh, okay, that's what I need to 
be focused on. Oh, okay. And then when it starts to feel really scary and overwhelming as 
business often does, 
 
00:04:41 you can bring your attention and your energy back to that, which is really going to 
keep you focused on just the next thing to do just the next thing to do. And when you're making 
big investments and when you're going into debt and you're hiring people and you don't yet 
have the revenue coming in to support the people that you're hiring, it is really important to be 
able to see how is it all going to return? 
 
00:05:12 How are these investments now going to create the income and the assets that 
you need later to be able to pay back the debt. If you're borrowing or pay back your savings, if 
you are taking money out of savings or retirement, you've got to be able to see how is this all 
going to pay off. And that's what the mapping and forecasting is really about. 
 
00:05:39 How are my investments now going to pay off? So let's just dive right in Rob and 
pull up your screen. And let's start with the Sage one to one model. So this is a map that Rob 
made after talking with me. And what you're going to see here is that the Sage one-to-one 
model and all of our models actually are split where the top has marketing and sales. 
 
00:06:18 And then the bottom has fulfillment and delivery. And by being able to see how 
your marketing leads into your sales leads into your fulfillment, you can start to see, okay, who 
am I going to need to bring on my team to help me to create what I need to create? Because 
you just can't do it all alone. But in order to know who you're going to need to bring on your team 
and  
what investments you're going to make, 
 
00:06:47 you need to be able to see the big picture. And so this is the big picture. This is in 
fact a, is this a yeah, so this is a two-year picture that can then be extrapolated out to a third 
year. And so this is the Sage, really any models to any, you know, the Sage models are 
one-to-one service delivery models, 
 
00:07:14 right? Where you have a, a service or product that you're selling. And if you are 
still in the mode of selling a service or product that is not packaged, as you can see, Rob has 
highlighted the engagement fulfillment of package at three to $10,000. Okay. That's all the way 
to the right. That's the completion of the marketing and sales process. 
 



00:07:42 If you don't already have a service or product that is deliverable in a package, 
that's your next step is to create that because otherwise you are doing all of this marketing and 
all of these sales and just gauging people in like one-off services, you know, hourly based on 
time, maybe, you know, even, maybe even your packages are based on time instead of  
outcome. 
 
00:08:12 So that is one of the very first things that you want to do to be able to systematize 
your business or your practice into a business is to have a product or a service that is 
deliverable through a package, ideally based on an outcome. And ideally that is delivering an 
outcome that is in the three to $10,000 range. And the reason is that when you have something 
that is deliverable, 
 
00:08:46 that is in the three to three to $10,000 range, you can afford to do sales and 
marketing. We've got the time to do the sales and you've got the money to do the marketing, 
right? So that is something that is worth investing in. That's a real asset for you. And once 
you've developed that as well, by the way, it is the foundation for the next two models, 
 
00:09:15 we're going to talk about today, which is star guide and star creator. And those 
are highly leveraged models that can eventually even have you not having to deliver your 
service on a one-to-one basis. So that is really at the heart of this Sage one-to-one model is 
creating that package or a product or systematizing your service into something that you can 
deliver. That has an outcome that is deliverable over a specific period of time where that 
outcome is worth three to $10,000. 
 
00:09:56 Ideally. So once you You've got that, then you really want to back into the intake 
and enrollment process. So if you take a step back on again, still on the top here, you can see 
intake or enrollment, And that's actually the second step is to develop The intake and enrollment 
process that leads into your package, because if you're out there building your, 
 
00:10:26 your marketing and doing networking and building your free lead generation  
magnet, and your presentation to lead into your intake and enrollment process, but you don't yet 
have an intake and enrollment process, Then you're just spending All this time, energy, 
attention, and money on marketing. That's going to go nowhere because people are going to 
call you and then they're not going to hire you, 
 
00:10:48 or you're going to meet with them. And you're just going to be wasting your time 
because they're not going to hire you because you don't have an intake and enrollment process. 
So, you know, it's, it's really, you know, I'm taking you through the steps of building here And 
we've got our, we've got our service Sized or package with got a product. 
 
00:11:10 We've got our sales process, our intake and enrollment process. And once 
you've got that, then it's time to focus on, okay, now, how am I going to get more people into the 
intake or enrollment process? One of the best ways that we have found to do it is by creating a 



presentation And creating a free lead generation magnet that leads into that presentation. 
 
00:11:34 And then the presentation leads into your intake and enrollment process. So 
you're basically, pre-screening the people before you talk with them, you're educating them 
before they talk with you. So you make sure that by the time they talk with you, they're ready to 
hire you. So You're not wasting your time talking to people who aren't to hire you or have to still 
learn about you, 
 
00:11:57 or they have to go think about it. Nope, they're ready, they're educated. And then 
once you have all that, now it's worth it to start putting money into sending people through that 
process. So we don't want to be spending money on ads. We don't want to be spending too 
much time on networking and doing all the things we need to do to send people through this 
process until we have this process. 
 
00:12:23 Now it's very, so once you've got this process, then what you're going to want to 
start thinking about coming down here below the line is what is your capacity to actually serve 
people with this package? How many people can you actually serve and how many people do 
you need to serve on a monthly basis to be able to hit your time and money goals? 
 
00:12:46 So in this case, you could see that Rob indicated that the goal for this person 
would be 12. And I don't know if this is 12 client, I'm assuming this is 12 clients, right? So 
basically you want to know how many clients can you serve with this package on a monthly 
basis? How many can you serve? Because then you're going to be backing into that, 
 
00:13:19 to know how many sales conversations do I need to have based on how many 
people do you talk to and how many of them say yes, if you have a 50% engagement rate, 
you're going to need to have twice as many sales conversations as you want clients. And if you 
have a hundred percent or close to a hundred percent engagement rate, while you've just cut 
your time, 
 
00:13:44 needs in half, right? And that's why we want to get really good at this intake and 
enrollment process, because that saves you so much time, right? So let's say that your goal, 
you can serve 12 clients then you, and let's say that you have like a 90% engagement rate, 80% 
engaged rate, then you only have to have 10, 
 
00:14:10 sorry. Then you only have to have like 14 sales calls. Well, if each of your sales 
calls is, let's say an hour or two hours, then you really only want to be doing 28 hours a month of 
sales calls versus 56 hours. If your engagement rate was 50%, right? So it's really good to get 
good at this process and be educating people as much as possible before they get to here. 
 
00:14:38 Right. Can I also mentioned, this is I did this on a quarterly basis. So, and really 
this is everything is customizable to how your business works. But the idea is just to go, this 
chart is, you know, get attention, networking, advertising, you know, 500 people in January, 



February, and March, 1500 people, because there's a there's and we'll show this in the model. 
 
00:15:02 There's people you attract. Then people that actually make it through this 
process to the presentation, then there's a percentage of people actually even show up at the 
presentation. Then there's the people who make an intake form. And so there is a number 
game, you know, going backwards to come up with this large number. But when she's talking 
about 28 sales goal, 
 
00:15:22 28 hours of sales calls per month, that may seem really daunting. But this model 
is based on a quarterly basis. So you could do half in February, half in March, or you have 
March to pound your sales calls. It's, it's very customizable to how your business, Right. And so 
you decide, do you want to be doing, you know, 
 
00:15:44 this based on quarterly goals or monthly goals, and then you would map it out. 
So let's say that, you know, if you have quarterly goals of 12 then, and that, you know, your goal 
is 12 new clients every quarter, then really it could be four clients a month, right? And so, you 
know, four clients a month, 
 
00:16:08 and then you really only need to do six sales calls a month because that will lead 
to your four clients. Then how many people would need to see your presentation? Will it let's 
say that you've got a 50% conversion from your presentation to booked calls. Then you've only 
got to really have 12 eyeballs. Let's make it 20, just to be safe. 20 people seeing your 
presentation  
in a month, 
 
00:16:35 six of them will get to a call with you. So then you start to ask, okay, what can I 
do to get 20 people on my presentation each month? That becomes a really clear, focused 
question. You get to ask yourself then instead of asking yourself, how do I make 50,000 a 
month? Let's say that your package is let's. Let let's just say that your package is $5,000 and 
that your financial goal is $30,000. 
 
00:17:08 Okay? In this case, 25 is what we put 25,000 a month gross. That's a really good 
first level goal. Twenty-five thousand a month. I've got a package that's $5,000. So I need to 
make five sales a month. And if my conversion on those sales calls is 50%, which we think is 
low you're you're. You want to get better at that. 
 
00:17:29 You know, you want to get to 80% or more over time. Let's say it's just 50%. So 
now I know I need 10 calls a month. And if my conversion on my presentation is 50%, I need 20 
people a month to see my presentation. Now I'm no longer in my head saying, how do I get to 
25,000 a month? Instead? 
 
00:17:54 I'm saying, how do I get 20 people to see my presentation every month? That's a 
good question to be asking that you could do through word of mouth. You could do that through 



networking. You could do that through a very small list of people. You could do that through ads, 
and then you could get to start to see what does it take to bump up my capacity. 
 
00:18:22 So the only reason that you might be limited to 25,000 a month and five new 
clients a month would be because you don't have enough support. But once you know that 
you've got this whole thing dialed in, I know what my package is. I know what my intake and 
enrollment processes. I know what my presentation is. I know what my lead gen magnet is. 
 
00:18:45 I know how to fill this whole thing. Oh. Now if I increase my capacity by hiring 
more support, now I'm able to Bring in more. So let's take a look at that. So let's take a look at 
how this then translates into a forecast. Okay? So this is the Sage one-to-one forecast and what 
we can see here. And, you know, 
 
00:19:25 I think what I would like to do actually, Rob, is I'm first going to show a non 
hypothetical forecast. So let me pull that up here and show you a forecast that I have created for 
our lawyer community. Okay. I'll share my screen. Yeah. Okay. So this is an example of a 
forecast that I, I was working on with one of the lawyers you could see my screen. 
 
00:20:08 Yes. Okay. So this is a one year forecast. Rob is going to show you then what 
that looks like extrapolated out three years, but we created this forecast that is adjustable. So 
when we were, I was working on her, on this with her the other day, she's at the place now 
where I think she is at about, let's just see if it actually save. 
 
00:20:45 Okay. No. See if I can find the, the working model that we were working on. 
Yeah. Well, if I restore this version, is it going to lose the Other one we can restore back to? 
Okay, great. Okay. So This is Restoring back to the back to the past. So this is the, the version 
that we were looking at for Pam for this coming year. 
 
00:21:30 So Pam has a service that she knows she can deliver average fee of $4,000 that 
she likes to deliver. That she's good at delivering. She's got an intake and enrollment structure 
that, that works pretty much everybody. She meets with hires her. She's got a presentation that 
drives people into that in, in, in intake and enrollment structure. And what she doesn't have is  
she doesn't have a lot of time because she's a new mom. 
 
00:22:02 So What we were wanting to look at is what it would look like if she brought in 
another attorney to be delivering on the basically to be engaging the clients and what it would 
look like for her, with, with staff. And so, Hmm. Yeah, Rob, I was doing this on my own without 
you, so I totally broke the formulas. 
 
00:22:29 And, but maybe I could sh I can actually share this with you, Rob, and maybe you 
can get in there with me. Okay. So Let me Pause the sharing and send this link To you, Rob. 
Okay. I'm putting it to you in the chat. Okay. So what we were looking at for, for Pam is how 
could we leverage her time? 



 
00:23:06 How could we leverage her time? And we were looking at well, what happens if 
she brings in an of counsel attorney and pays this attorney to engage the clients? And what we 
saw with this is that if Pam was able to engage 15 new clients every month at an average fee of 
$4,000, that she would have plenty of money to be able to pay this of counsel, 
 
00:23:34 attorney and Rob, where I broke the formula is that this is supposed to track to 
this where this of council attorney gets 25% of 10 of the cases. Robert had eyes wide open. 
Okay. Got it. So, so the important thing for all of you when you're building out models like this, is 
that again, that you're clear on these numbers and these goals and that you are clear on the 
expenses that it will, 
 
00:24:23 that you'll need to pay in order to be able to hit your goals. So we know that for 
Pam, in order to be able to serve, engage and serve 15 clients, she needs a staff that she's 
paying $6,000 a month to, she's going to need to pay payroll taxes. She's got her rent and you 
know, all these other expenses. And then she's got her marketing built in. 
 
00:24:45 So she knows she's going to put 2000 a month towards ads. She's going to put 
600 a month towards SEO, right? She's going to put 600 a month towards her website and her 
landing page. But what's cool here then is that we are able to confirm that the model is actually 
going to work for her to be able to pay herself because that's ultimately at the foundation, 
 
00:25:11 you need to make sure that you're able to take out of your business. What is 
actually going to support you and your family? Right? So then we began to look and once Rob 
pulls this over, we saw that what we ended up seeing, although I broke the formula is that Pam 
can actually run this model, pay herself 20,000 a month and pay another attorney 10,000 a  
months. 
 
00:25:42 And the model works. So by knowing that, that the model works for her, she can 
make the investments in bringing on this attorney who, by the way, she's not paying is on salary, 
she's paying on a per engagement basis. So he gets basically a thousand dollars for every 
client. He gets, he gets a quarter 25% of every client that gets engaged. 
 
00:26:08 That's a good deal for him. It's a good deal for Pam. We look at the numbers, we 
see that they work at the end of the month. At the end of the year, she's got a very teeny profit, 
but she's pulled out $20,000 each month. And she's only needing to engage five of those clients 
herself. So that gives her the confidence to know, 
 
00:26:32 okay, I can make these investments in marketing. I can make these investments 
in having a full-time team member. I can make investments in bringing on another attorney, but 
then we wanted to look at well, what if it gets even better? Can it get even better? Can it be 
even easier if Pam actually has multiple offices throughout the state and engages 30 new 
clients a month and she still only sees five. 



 
00:27:07 And so Rob, in this case, I wanted to change to 25 And has other attorneys 
engaging 25 of those clients? Well then what would she need to bump up? Well, she's going to 
need probably 15,000 minimum in staff instead of 6,000. Can she afford to do that? Cause she 
afford to hire three people. That would be pretty scary to be taking on a 15,000 a month  
overhead. 
 
00:27:39 Right. And you know, she's probably gonna have to bump her ads up. Let's see. 
Yeah. Plenty of room. So she'll probably need to bump her ads up. Her ad spend up to 10,000 a 
month. I'm just making that number up by the way. But can she afford to do it? Can she afford to 
bump her ad, spend up to 10,000 a month? 
 
00:28:00 That's pretty good. She can. And she's going to be paying out of pocket to these 
lawyers gonna be paying these lawyers 300,000 a year, but is it worth it? Well, let's see, we 
haven't increased. Pam's pay at all. Pam still taking out 20,000 and she is in more of a 
leadership role now because there's going to be probably four other lawyers and three other 
team members, 
 
00:28:26 but she's got 200,000 of profit now. Right. So Pam can now increase her profit 
distributions significantly. So are these worthy investments to make, Of course, What, doesn't it 
make sense for Pam to get to 30 new clients a month to grow in her leadership, to make the 
investments necessary to get there? If she can basically double her profit that she's taking out of 
the business? 
 
00:28:59 Absolutely. So that's, you know, the benefit of forecasting and now let's go back 
to the model, the Sage guide model that we created. Yeah. Great. So before we look at that, I'll 
just answer some of these questions about Pam's model. So Lester asked, so she will pay us 
council 25%. Yes. She will pay of council 25% of their engagement fee. 
 
00:29:36 So the average fee is $4,000, but they, you know, an enough attorney might 
engage a client it's three, four, five, six, seven, eight, nine, $10,000, Whatever They engage at, 
they get 25% that assumes that she, that Pam generates the client through her marketing 
efforts. We do have a built-in as well that if the lawyer or the of counsel attorney brings the client 
through their marketing efforts, 
 
00:30:08 they get 33% because that was from their efforts. And then angel the, yes, it 
they're, they're not sales calls per se. Well, I guess they are they're they're they're intake and 
enrollment calls there it's a two hour planning session. Nobody's buying anything straight from 
the web. It's a two hour educational session with a Lawyer that helps The client choose their 
plan, 
 
00:30:35 their estate planning Package. So The of counsel attorney would be getting paid 
to do that, to do the family wealth planning session. And then Pam's office is doing most of the 



delivery of the service. And then pan in this model would only be doing five of those calls 
Herself, Right. In either the 15 or the, or the 30. So those calls are, 
 
00:31:06 and, and let's not call them calls cause they're sessions, but you know what I'm 
talking like in your mind, you could call them calls. But yeah, they're, they're one-to-one 
educational sessions designed to help the prospect choose whether or not to work with the 
lawyer and it what app and at what fee is the right fee, you know, for their budget and for the 
plan that they want for their family. 
 
00:31:30 We call them family wealth planning sessions yet it's the, it's the enrollment 
structure. And those family wealth planning sessions are $750. However, the prospect can get 
that session for free if they complete some homes Work ahead of time. So this is our whole 
structure, basically for our lawyers and how we support them to build their practices. We give 
them the intake and enrollment structure. 
 
00:31:58 We give them the training on that. We give them the presentation, right? So 
we've done all this for them. And yes, the lawyers delivering on the estate plan, although the 
way that we teach it, there's very little delivery that the lawyer needs to do because a lot of that 
is handled by the office. So at most of the lawyers going to review the plan, 
 
00:32:20 of course, you know, answer questions for the client and the lawyer is going to be 
there at the signing. But most of the relationship happens with the team members in the office 
who are running the system. And the average conversion rates are about a hundred percent. So 
we have taught them how to engage just about everybody that they sit down with. That's part of 
what we teach them. 
 
00:32:54 The masterclass or webinar would be the presentation. So let's just go back to 
the map here, Rob. So the map here is this presentation is a masterclass. It's a webinar, the 
intake or enrollment process. And in the case of Pam, I just showed you as a family wealth 
planning session and then the lead generation magnet. And in our case, 
 
00:33:22 we have lots of lead generation magnets for the lawyers to use. But for example, 
today in our launch, our lead generation magnet is our blueprint, right? We created a lift 
business foundation blueprint that will lead to a masterclass. In our case, we're not doing sales 
calls. I'll show you more about that in the star guide model at this time, 
 
00:33:44 because our price point is too low for sales calls. And so we'll, we'll look at that 
with the star guide model. When you have a three to $10,000 package or product, you need to 
do a one-to-one in my experience, you need to do a one-to-one enrollment process. Okay? So 
it's a sales call or, or a session. And yes, 
 
00:34:12 it's true that 100% across the industry is, is an anomaly. And I do believe that 
when you get this dialed in, it shouldn't be an anomaly because you really should be only talking 



with people who are pre-educated, who need what you have. And if you're doing a 20 to 30% 
conversion rate, you're spending way too, like then the other parts of the system need to be 
dialed in because that is a huge waste of time. 
 
00:34:42 It's a waste of the time of the people you're talking to. And it's a waste of your 
time. Now I will say that 20 to 30% is what my law business advisers are doing right now. I'm not 
happy with that, but that is what's happening right now, 20 to 30%. Now I do believe that 20 to 
30% makes a lot more sense when you're not selling your own services. 
 
00:35:15 If you're selling your own services, then you really want to dial this th this in, 
because you're meeting with people who are going to be working with you, right? And so 
whenever you can optimize, especially at this intake or enrollment process level and get close to 
100% as possible and do as much of the heavy lifting through your ad process through your 
lead generation magnet, 
 
00:35:44 through your presentation. So that the only people who get to you are the people 
who are pre-educated and pre engaged it's way better for you. And honestly, I developed this 
because I hated rejection so much That I had to develop this process for myself, because I 
really hated getting on the phone with people who didn't want to hire me. So it depends on your 
tolerance for rejection. 
 
00:36:15 Okay. So that is the Sage guide model. And let's go ahead and go over to the 
forecast and what a template forecast of this might look like. So you saw a one-year forecast. 
So this is a three-year version of that forecast. And what it's showing you is three years out into 
the future, and it will show you what it's going to cost to increase your capacity so that you can 
really make the right investments at the right time. 
 
00:36:56 Right. So just let's look at what happens if we change our sales conversion to 
let's just change sales conversion to 80%. Yes. And let's Rob see what we can do if we change 
our, you know, conversion from presentation to sales conversation to 50% And let's change our 
presentation attendance to 25%, because that's probably more realistic. That's about how many 
people show up and let's go ahead and get a hundred people. 
 
00:37:40 Let's get, let's get 200 people to see the presentation. 750. Okay. Okay. And so, 
Oh, can we make the presentation site presentation? Oh, I w I want 200 people a month to see 
the presentation. Is there a way to do that? Give me a sec. Yeah, because we want, so one of 
the things that's really working right now for our lawyers is always on webinars. 
 
00:38:27 We, they used to do, you know, a webinar or two webinars a month, but now 
they're doing always on webinars. So they get their webinar dialed in and then they do their 
webinars and always on webinar. And that always on webinar is all, you know, so now it's not 
about getting a specific number of people to a specific webinar at a specific time. 
 



00:38:54 It's about this always on webinar that is always running. They're always sending 
ads to it. They're always looking at how they can optimize and tweak all of these numbers and, 
you know, using their ad budget properly, their costs, you know, working on getting their cost 
per lead down and then getting the right number to the presentation. And yes, an evergreen 
model is, 
 
00:39:22 is definitely better than a live live model. And yeah, we, you know, this is the 
other thing here is that as you're shifting from a practice to a business, you want to know, you 
know, what is your cost per lead? How much can you pay for a lead? What is your cost per 
client acquisition? How much can you pay to acquire a client built into your model? 
 
00:39:49 And you know, that based on, you know, the lifetime value of your clients. So LV,  
we recommend that you start using ads once you've got a intake and enrollment process that, 
you know, works and that, you know, so when we say works, we know at least an 80% 
engagement rate at an average fee that is high enough for you to deliver on a service with an 
outcome that you believe in to people who want it. 
 
00:40:17 So 80% engagement rate, and that you've got a, you've got a, something that 
drives people into the intake and enrollment structure, like a presentation. And, and then you 
can then increase your, you can dial up or down your capacity, like you're clear on your 
capacity. Let me also say, this model is built with the concept of this. 
 
00:40:45 Isn't just advertisement. This could be, you get on a podcast and you do an 
interview, or you do a live presentation when hope it's over. No, you're just, or you're joining 
word of mouth or you're making phone calls, or, you know, your mom recommends someone to 
jump on your presentation. So this isn't just, this is a very low cost, 
 
00:41:05 right? In my experience from a Facebook ad. But this is really designed. It's how 
much money and what outcome you want to get to this number. Right? And so we back into 
this, in this case, we're showing a 2000 a month ad budget, $10 cost per lead. And that's, that's 
a cost per webinar signup, which is actually pretty low. 
 
00:41:28 Usually a webinar sign up I'd say is going to be around $50. So let's just see what 
that looks like. And that's fine because as long as we have the capacity to serve, so we're 
probably going to increase this ad budget to 5,000 a month. And again, when you can make 
these decisions with your eyes wide open, you can start to put 5,000 a month into ad spend 
because you're forecasting properly. 
 
00:42:09 So it does look like perhaps something broke in the model, Rob in 2022 and 
2023, because we went backwards. Oh, sorry. Yeah, there we go. So now what we could see is 
that this model across the board here will generate 10 new clients a month, Right? And you 
could just look out to see when does it, you know, 
 



00:42:39 if something gets broken and now you can start to forecast and maybe in 2023, 
you want to start serving 30 new clients a month. Well, then what happens if you increase your 
ad, spend a 10,000 a month in 2023. Now, obviously what you're also going to need to be able 
to do there is to increase your capacity to serve. So then we have to go into our operating  
expenses, 
 
00:43:08 right? Because let me just go out, sorry, go up, go back up to the three-year 
model. So obviously your expenses are not going to stay the same at six 50 a year as they are 
at 300 a year, because you're going to have to have a lot more capacity to serve on a 
one-to-one model because you're not going to be serving all the clients like we saw with Pam. 
 
00:43:30 Pam is then going to have a 25,000 a month expense for other lawyers. And 
she's going to need to increase her team from 6,000 a month to 15,000 a month. So she has 
more team members. So you go into your expenses and you just start to increase those fees, 
right? So you start to add in staff, right? So in this model, 
 
00:43:52 we don't have any staff added in here, but we would add in staff and we would be 
able to do that strategically using a forecast. So that's the Sage guide model, Alice on the, on 
the general cost of webinar signups, we're seeing those anywhere between 12 and $70 for a 
signup, not attendee, and then only about 25% attend. But if you have good follow-up 
campaigns after the, 
 
00:44:33 after somebody signs up and doesn't attend, you can still often end up with those 
folks becoming clients. It's all about the follow-up the follow-up the follow-up the follow-up right. I 
had clients who were on my email list, hearing from me for four years before they were ready to 
come in and meet with me. But I emailed them every single week with an email newsletter. 
 
00:44:54 I was consistent and when they were ready, they were ready. And, and I was 
consistently making regular offers for them to come in and meet with me. And most business 
owners end up being too scared to do this. Let's just stop the sharing for a moment. So this is 
really important to know that most business owners, this is, this is where most business owners 
really, 
 
00:45:20 I would say, get stuck in their businesses is because we don't know what 
investments we can make. We end up playing too small, or because we don't know what the 
right order is to build in. We ended up building out of order and then losing confidence in 
ourselves. And so that's really the benefit of seeing these models, knowing where we are now 
and where we need to go in the future and being able to look three years out and then work 
your way backwards to where you are now. 
 
00:45:51 So that's really what we're giving you that bird's eye view about here. So you 
know exactly where you are now and truly if you know where you are now and where you want 
to be in three years, you can get there with consistent, strategic focus and attention on the right 



things. And the only reason that we don't get there in three years is we don't know what we 
should be focusing on. 
 
00:46:16 We don't know what investments we should be making. And we're like kind of 
spinning around in circles instead of taking the straight path. And so that's really what we're 
giving you here is the most direct, straight path and focus on the next right investments for you. 
And then you get to recognize, Oh, this is not a sprint. This is a marathon. 
 
00:46:39 And I'm just going to keep slowly running. And sometimes I'm going to need to 
run slower than other times. And other times I'm going to get energy for a big burst or like it's 
really to stay in the game until you get to that three-year goal. And when you have that clarity, 
oftentimes that three-year goal even ends up happening in one year. That that's that's 
happened for me repeatedly. 
 
00:47:02 Okay. So let's take a look at the next model. And The next model is star guide 
model star guide model. So the star guide model is the model where you're going from your 
one-to-one to your one to many. And we're going to take out this self-liquidating, you're not 
going to necessarily have a self-liquidating offer yet. We're going to take out those books, 
 
00:47:33 sales, and really what we're going to do here is we're just going to pull over the 
marketing model from that Sage guide model and paste it into the star guide model. I would take 
the whole thing actually. Yep. So star guide is a one to many model. Remember, stage guide is 
a one-to-one model. Star guide is a one to many model. 
 
00:47:59 So that means that you are now able to leverage Impact, make it fun and 
transformational. That's the second, second kind of lift, right? Lift his legal insurance, financial 
and tax. And it's also having a leveraged, impactful, fun transformational model. So yeah, you 
can go ahead and pull all that out. Yep. Yep. Exactly. So Now, 
 
00:48:34 and we can just drop yeah. Drop that one in there. So now what we see is that 
you can take your exact same marketing and sales model that you used for your stage guide 
model and as a star guide, what's different is that, that what Rob is changing right here, instead 
of that being a one to one service that it ranges from three to $10,000, 
 
00:49:03 it is a group program that ranges from three to $10,000, and then your 
one-to-one service can bump up Your one-to-one service can be come a twenty-five thousand 
dollar service or $15,000, Or maybe it's not even available anymore. Right. You're one-to-one 
then bumps up When Yeah. One-to-one VIP service. And At this stage in the star guide model, 
what's going to happen is your marketing is going process is going to be the same. 
 
00:49:54 Your marketing process is going to be the same. So you've already mastered this 
marketing process. The only differences being that instead of enrolling in a one-to-one program, 
you're enrolling into a group lift leveraged impactful fund transformational program or into your 



one-to-one service. Yes. Now what a lot of folks do is they offer a group program that is lower 
cost than their one-to-one service. 
 
00:50:30 And I don't actually see that as a profit center for you. If you're going to offer a 
group program that is lower cost than your one-to-one service, that group program is actually 
lead generation for your one-to-one service. Let's go back to the Sage guide model as a 
transition. You could have a, a lower priced group program that you're offering. And I guess we 
could put it underneath, 
 
00:51:03 maybe crossing the dotted line. You could have a, you know, let's say that you 
had a $1,500 group program. Yes. But that group program in my, in my models is, would ideally 
really just be a way to get them ready for your one-to-one service. Okay. For the people that you 
talk to who really honestly can't afford your one-to-one service, 
 
00:51:42 perhaps. And so you would have to model that out to see, does that make 
sense? In my model, if I could provide 10 people, let's say a thousand dollars, you know, this 
basically a similar outcome to what I'm providing here, but for a thousand dollars and provide it 
to 10 people at once over the same amount of time that it would take you to deliver your 
one-to-one service, 
 
00:52:05 then it could make sense and you could build that into your model. Okay. And so 
we can see that Rob is then going to build that in, and then you could build that into your model. 
And you would probably want to build that into your model if you're having all these enrollment 
conversations. And you're honestly meeting with people who need the outcome that you 
provide, 
 
00:52:31 but really actually don't have the money. They really actually don't have the 
money. And so then Rob can just build that right into the model. And then you're going to be 
able to look at, okay, how many, how many, what kind of team members, what I need in order to 
be able to deliver on that. And by putting this number in here, 
 
00:52:56 it'll add the expense here. So here's the income for that group program. And 
here's 4,500, which is kind of high, but I put that on purpose for two times, 10 is going to cost 
you 4,500 to make 10,000. And it might not, right. It might be that you you're already running the 
marketing and you would otherwise be losing those clients because they can't afford to work 
with you at those higher levels, 
 
00:53:27 but they need the outcome. And maybe it only takes one team member. You 
know, that you're paying 2,500 a month to support you to deliver on that. Well, then that would 
be worth it. That would make sense. So you, again, you get to build this in when you're 
forecasting, Okay, let's go back to the Star guide. 
 
00:53:51 So you want, as you're moving into your star guide model, you want your star 



guide model, which is this one to many model you want to convert your one-on-one outcome, 
ideally into a group program that is three to $10,000 or a one-to-one VIP service. This is, this is 
also a very, you know, a profitable model for you. And that way you're leveraging your exact 
same marketing that you already mastered. 
 
00:54:27 Now, what starts to happen though, is because this is a group program you're 
freeing up your one-on-one time. You may even decide that you want somebody else to handle 
this intake or enrollment process. And you start to look at well, what if I hired a sales team? 
What if I Hired sales people to be having these intake or enrollment calls? How much could I 
pay them for each one of these sales? 
 
00:54:59 And now you start to remove yourself from the process. You start to remove 
yourself from the process. And again, you can map this out, let's go to the star guide model. I'm 
sorry, the star guide financial. Oh, that's not ready yet. Okay. So then you would, again, 
translate that into a star guide forecast and we will have these templates available for you in the 
lift program, 
 
00:55:29 you will have these templates available for you in the lift program. Now, many 
people start to say, great, I've got this group program, I've got this very VIP one-to-one service. 
And by the way, remember again, in this, at this model, this group program is a program that 
delivers the same outcome that your one-to-one service was delivering. But it's in a group where 
people are able to go through. 
 
00:55:59 And in the beginning, probably the way that you're going to be offering that group 
program is with specific start and end dates. But eventually you want to get that to be a rolling 
admission Where people can start at any time And they're supported through the program. And 
Then we'll look at the star guide, a star creator model. So this is a star creator model. 
 
00:56:32 And this is where you start training other facilitators, other professionals to 
leverage your work. You have put in the work at this point where other people can learn from 
you, how to do what you do. And that's the star creator model. This is where you have 
certification or coach training, and you might still be running your group program, but now you're 
also teaching other people how to do what you do. 
 
00:57:13 And that's the star creator model. And when you do that, you want to look at 
investing in what's called a self-liquidating offer. So you could see that this marketing just got 
way more complicated, just got way more complicated. But if, if you do it right and you invest 
what needs to be invested in to create it, now, the money that you're spending on these ads are 
paid for, 
 
00:57:49 with the things that you offer people to buy right away, and they don't get to your 
presentation until they've been through this whole paid structure. And it's this whole paid 
structure of selling low priced products that pays for the ads that gets people to your 



masterclass, your presentation, your webinar. Now building, this is expensive. This is a big 
investment to build. 
 
00:58:26 And I see too many people making the decision to launch low priced products, 
but they don't have the money to create the system to sell those products or to leverage those 
products into a backend that actually works. So you don't want to bring low price products into 
your model until you have a way to, first of all, invest, you might spend $50,000 or more to 
create this, 
 
00:59:05 this whole piece, the book, the books that, you know, the book that everything 
necessary to sell the book, the product, some low, low price courses. And yet how many people 
do we know who want to write their book first? You want to create their $50 course right here, 
Rob. Yes, you, yeah, we want, 
 
00:59:28 because we don't really know, you know, it's a, it's a calling of the heart in a way, 
but if you don't have the money to sustain it, then you're not actually going to be able to help as 
many people as you probably want to help with that book. And so if you do it out of order, you're 
going to end up either running out of money or running out of energy. 
 
00:59:51 So you want to do these things in the right order, recognizing that again, over 
three years, you could build anything that you want. Rob. You're saying that's exactly what 
happened to you. Well, yeah, well, I wrote the book because I had a passion to write the book 
and it was a wonderful experience. There's no negative piece on that whatsoever. 
 
01:00:12 It was just something I wanted to do my entire life, but I definitely spent a lot more 
than I received the ROI might've terribly. And then I was trying to create the second half and 
then I realized I really didn't want to do it. So I left to the table and shift the direction of my 
career, which has been wonderful in itself. But the point was that, 
 
01:00:33 you know, I wrote this book without really even thinking about any of these pieces 
About the business. Yeah. It's about the business end of the business. And then you pro you 
know, oftentimes what will happen is you'll run out of steam because we do, we do need time, 
energy, attention, and money to fuel, you know, our continued offerings. 
 
01:00:53 So if you do it in the right order, you won't run out of steam or team. And instead 
you'll end up with a business that delivers this legacy body of work for you beyond and is able to 
do that beyond you. And so, you know, that's exactly what you are seeing here is now it's time 
to invest in the book and the lower price online products. 
 
01:01:18 Again, you could spend 50,000 or even up to a hundred thousand dollars on all 
of this, but it'll be worth it because you know, that it's all going to come out in either your group 
program or eventually a certification training, masterminds, coach trainings. And if you've built 
the model, the financial model, we'll take a look at that. So this is an example of a financial 



model that we've worked on with one of our clients where we know exactly what's being  
delivered, 
 
01:01:51 right? A coach program it's 210 days to deliver it. There's a month long 
enrollment period. And, you know, then we can map out what's being offered each month and 
we can set our goals of how many people do we need to enroll each month. And then we can 
see, how does that shake out? Looks like we didn't run it out to the third year, 
 
01:02:19 but we could see, Oh, that's how we can get from our, you know, $250,000 
business to, you know, close to a million and then a million and a half. And again, we can run 
that out over time and then we can see who we're going to need on the team. I don't know if you 
built the payroll tab for that yet. 
 
01:02:41 You know, who are we going to need on the team to be able to build and fulfill on 
all of that, Right? And now you can again, make your investments wisely so that you know, what 
you're actually investing in so that you know what you're actually Creating And you're doing it 
with your eyes wide open each step of the way. So I want to, 
 
01:03:10 I want to turn off the screen for a moment and we'll just take questions here. And 
yeah, Rhonda Lynn is saying, thanks, Sally and Rob for helping me put the train cars in the right 
order or trains move better when the engine is in the front and the caboose in the rear. And 
that's exactly right. That's exactly right. When you're able to make these decisions, 
 
01:03:28 eyes wide open, you can get clear. And so I want what I want you all to do from 
here on out, you know, since this is the, you know, the perfect time is to be looking at where do 
you want to be three years from now, based on what you saw here, based on what you know 
about where you want to take your work, 
 
01:03:49 where do you want to be three years from Now? And then what Would have to 
happen this year in order for you to know that that's the path that you're on. That that's the path 
that you're on. What do you need to dial in next So that you Can be really laser focused in this 
next year on dialing that in and dialing that in. 
 
01:04:16 And yes, there is also a ton of inner work. Angel says that's usually necessary 
too. And it's true because at each step of the way, As you're Clarifying your service, who it's for 
what the outcome is, all your stuff is going to come up. Who am I to provide that? Can I really 
help people? So that's the first level of inner work you're going to need to do Then? 
 
01:04:39 Yeah, I can really help People. Okay, great. Now I have to learn to enroll people. 
Now, all your stuff is going to come up probably around rejection. At least that's what it was for 
me. And, and, and being able to, you know, meet people where they are and their objections 
and consult with them and support them to step into their own next level and say yes to 
themselves. 



 
01:04:58 So all of that's going to come up for you. And then once you get that dialed in, it's 
time to, you know, focus on the marketing and getting more people into that conversation with 
you. Now, all your stuff's going to come up around visibility. Can I really put Myself out in the 
world? It's such a bigger way, right? 
 
01:05:16 So at each step of the, these things are going to show up and that's why it's so 
important for you to continue to get consistent support. It's why you're here with us. It's why our 
lawyers are with us at new law business model it's so that you can get the consistent support to 
stay focused, to put the right pieces in place in the right order. 
 
01:05:35 And, you know, to get the help that you need, both the inner work, as well as the 
outer work, the legal insurance, financial and tax structuring work to have that structural 
integrity, both inside and outside. So, Rob, thank you. Thank you for taking my words and 
turning them into pictures and numbers So much fun. I mean, 
 
01:05:55 I, I learned a lot. I had no idea what these things were and you know, your 
patients about teaching me has been great. And it's really, it's all the things I've known for the 25 
years I've been in business, but haven't been able to put down and, and paper. And so it's, it's 
so, so, so much valuable. 
 
01:06:11 It's amazing. Thank you. Yeah, it's the same for me. It's, it's what I wished 
somebody would have told me. Well, why didn't anybody tell me that there's an order and that I 
could make decisions in this way, but I'm thinking it's because just not a lot of people knew and I 
needed to be spinning around and all confused in order to be able to translate it this way. 
 
01:06:39 And so we will be making these available to you so you can utilize them. And 
they will be in the lift foundation system in the financial modules. And we did just add as well. I 
think we just, I think they're added now, or if not, they will be perhaps today, the financial 
walk-throughs of what, what we look at every month. 
 
01:07:07 When we look at our financials, how we look at our profit and loss statement, 
what we're looking at when we look at it, and we showed you both of my businesses, as well as 
my personal. And then I also took you through what I look at on a weekly basis when I'm looking 
at my numbers, again, both of the businesses and myself personal, 
 
01:07:27 and we have coming for you, a walkthrough of my tax returns. So you'll be able to 
see what I look at when I look at my tax returns. And if you have not already done, so make 
sure that you have talked to your CPA since we are at your end and gotten your projections of 
what you're going to pay next year, based on what you've earned and what your expenses are 
so far this year and what you anticipate coming in so that you can come to our next mentorship 
call and look at if there's any way we can decrease your taxes by. 
 



01:08:06 So we can only do that though, if you get those projections from your CPA. So if 
you haven't done that yet, do get the projections from your CPA, share your profit and loss and, 
and then ask what you're going to be paying next year, based on what's on your profit and loss 
statement, Alice, those will all be in the financial part of Lyft, 
 
01:08:30 the financial modules of Lyft and angel. It is absolutely right. Not everyone is cut  
out for or wants to create a legacy level business. There are two types of businesses, lifestyle, 
and legacy, and you get to choose what's right for you, lifestyle or legacy, having a great 
lifestyle business that pays you well and serves people in your community and gives you all the 
free time to travel and enjoy your life and do lots of self-care and be with your family is 
awesome. 
 
01:09:01 So great. Just don't think you're building a legacy business when you're making 
lifestyle business decisions and don't plan to build a lifestyle business by making legacy 
business decisions, make decisions that are at, that are right for what you are creating. And 
that's what we're here to support you with at eyes wide open. Okay. Thank you all so much. And 
we will see you on the mentorship call. 
 
01:09:31 I believe tomorrow. I believe we have a mentorship call tomorrow, so I'll look 
forward to seeing you all there. Thank you. Thank you. Thank you, Rob. Beautiful to be here 
with you. And if by the way, any of you want to share the lift foundation blueprint, which just 
came out today with your audience and, and then invite them to the masterclass we're having 
this week. 
 
01:09:55 If you have an audience you can earn affiliate commissions, just make sure that 
you're signed up for that at eyes wide, open life.com forward slash partners so that you can get 
signed up and get that out to your audience. Okay. Thanks everyone. Bye bye. For now. 
 


