
Notes from Webinar with George Kao, May 14, 2013
By Roxanne Schwabe 

~~
Aaron: Webinar is word of mouth, on a bigger scale! (love that)
Aaron's feedback on Grace' site (http://www.heartoflovehealing.net/workshop.html): You've got word of mouth business, sounds interesting, don't know what people will get out of it... The more you do them (learn) make it clearer/refine it! Find your niche, the more you do the workshops, the more you can ask the people who attended the more you can refine the sales page (in their words).
Aaron: 7 Things...Hone in on "What's the state of flow and how do you use it to plan your week?" Look for the small treasures (small means focused). 

George: The more we focus on actual situations in the client's life, the more others will recognize the applicability. Aaron says: Talk in simple plain (no jargon) language. Just be CLEAR (better than being Divine/essence/blahblah
Aaron's coaching to Grace: Consider "What is the choice (WHEN/in what situation did they use your technique to "not block"). Use specific examples as much as possible: Learn how to flow even as you're having a sales conversation.
Kao Key: Most important is to hone on the examples, the more our readers can realize, 'oh, that's me, that's what just happened to me..." Aaron: Esp. important when considering the people reading do NOT know you...what are their basic/familiar points of reference, use that language. The easier you make it for them to understand, the easier they will see the relevance of how your offer applies to/will help them directly).
Aaron: Pay attention to who got the most out of your workshops each time. It's about focus! Instead of being the warming sun, be the burning sun, using your magnifying glass (so future clients will love it! can't be without it!)
Betsy Reiling Interesting, but from what I know of Grace, she is a WARMING sun. It seems she would be best at being who she is. Maybe we have it backwards and that it should start with who we are, and move out to what others need. Actually, this is reminding me of one of Georges Diagrams!!! Way to go George!
Stephanie Bell's page:

http://oneuniversalmind.co.uk/webinars/back-to-the-future-remembering-your-souls-divine-purpose/
Aaron: Similar to my comments to Grace (see the post regarding her site today), use more focused words on results. However, since you are working with those who are already familiar with your type of work--use some balance in providing simpler and more concrete info, eg: What is your most innate healing knowledge?
Aaron: When you need to pare text down to be more relevant, ask, "So what?" or "What's so great about that?" When Stephanie said 'to be empowered' - Aaron recognizes the challenge. IF you were to focus on making this offer more general, you must know "Who is your Ideal Client?" If they love chocolate, only sell chocolate (or 3 kinds of chocolate).
Kao Key: How to use Aaron's tip: Maybe breaking this into several webinars (considering the Intentional Pattern Recognition)... Buy this if you like the Healing the Soulmate focus; buy this module if you like the Healing your Body focus.
Really great to hear his comments. I know how easy it is to seem to think we need to put so much info in our offer, whereas it is sounding like more and more, knowing what's most relevant to our Clients is the most impt. thing.
I myself am realizing that I specialize in 'demos' workshops, I just start 'reading' the energy in the group, and there appears a theme. Although I also create some events starting with a theme, it really does seem true, that most of what is experienced can be broken down into more detailed focus group themes among the attendees--the content of which I can borrow to apply and create whole workshops in and of themselves.
George Kao
Thanks for those who were able to join us today, and folks be sure to check out Roxane's great notes on this even page! Thanks Roxane!
Roxane Schwabe Love how Aaron shows an underlying problem in our perspective when we ask the question: How do you not feel ickky if you ask them to buy something? Remember to make it about them, not you. Need Nothing!

We make bigger difference (helping others to create/experience value in their lives) when we are truly approaching/offering from that point of view (not about making a sale).
Aaron: It's refreshing to hear you admit, it takes longer than we might realize, before our coaching business can become profitable - and that's why (in desperation) it appears many who are seemingly "successful" in sales might be resorting to/continue tosell using fear/greed tactics.
Roxane Schwabe Yay, George's input is a real support to keep us centered within the reality that authentic marketing is the only way to market a business focusing upon authentic/spiritual presence.
Roxane Schwabe I just hung up with a former client, and when I asked her what she thought the mission I had been operating from, in her words: Roxane Marie, you guide and encourage people to joyfully be their Authentic Self!
Roxane Schwabe I worked with Howard Sambol in the 1980s (Marin) who also shared that we should have a 'taxi job' to keep up with our survival needs, while developing our 'career playgrounds'.
Roxane Schwabe I am grateful to be able to serve with my spiritual work, but I am finally embracing the reality that, to be truly impactful in the world helping others to help themselves, I must structure my life as an empowered, successful entrepreneur.
Roxane Schwabe I agree with Aaron and George, about needing boundaries. Yes, have free stuff to give our prospects, but know where the free stuff ends, including our time!
Aaron: When people ask you for help, don't just give, point them to either your free webinar, OR send them to your actual offer.
Roxane Schwabe I am getting better results every day with employing the Enrollment question: If I could show you a way that will help you (to overcome that pain, or better afford this type of program), what would that be worth to you?
Aaron 1st Point: Make money by making a difference. Focus on customer/client results. Make the goal, helping them have success, which helps you make money.
Aaron 2nd Point: Impeccable Honesty. Be totally honest (doesn't mean you need to be totally transparent-that distracts and confuses them). (Never say anything that you would want to show up in the NY Times, lol.)
Roxane Schwabe Life is about growth - not happiness (in the sense that being comfortable is not sustainable).
Roxane Schwabe Feel the fear, and do it anyway! It's lots of leaps (not just one). Do you really like what you're doing the way you're doing it now? Don't lie to yourself, and you cannot lie to others.

Roxane Schwabe I love helping people 'speak the truth'! There is a lot of psychic garbage that is built up in people's body by the time they get on my table...
Aaron Third Point: Learning is what ensures the results. Without learning, you're getting things and you don't understand where they're coming from (life is not predictable)...Consider George, he worked on learning from every webinar he teaches, he made sure his results become more and more predictable.
Kao Key: Intentional Pattern Recognition... When we do not do (or write down) something intentionally, we don't notice the pattern (and therefore do not learn/change the pattern). Another risk is that we'll miss the linkages. Remember to sample the results of the last 5 webinars (ask what were the different aspects that contributed to the different results (eg, the people involved, time of day, etc.)?
This is great information today!
Roxane Schwabe Hi everyone! I provided Aaron and George's coaching comments to Grace Bubeck in my above post. Enjoy. Great coaching, thank you!
Check out: www.uniquegenius.com
Roxane Schwabe
Hi Aaron! Since I often represent life-enhancing nutritional products, I sense there's a need for balancing in the outline a discussion (not scare tactics, but reality check) about:

The dire results of living without changing lifestyle and supplementing (which is, in fact, statistically true, but is kind of a downer), versus the positive benefits, and why I love feeling secure with acting proactively. 

Any thoughts?

-How to NOT use scare tactics/FEAR Marketing?
-What is AUTHENTIC?
-To focus on the Pain - if they don't solve it? OR the Desire - being/feeling GREAT.
Roxane Schwabe Thank you! That's a relevant morsel... I am effective in person, wanting similar results online, in specific in WHAT version of health transformation to offer, and to what segment IC (health conscious and/or people who are struggling with specific challenges)?
Aaron: 'You don't have to be comfortable all the time' love it!

