How to Create Jaw-Dropping,
Client-Getting Messages™
The Ultimate Guide to Answering, “What Do You Do?”
and Hearing, “OMG, I Need Your Card!”

By Samantha Hartley, Founder & President, Enlightened Marketing
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Introduction
I have to let you in on a secret. If you read nothing else in this report – and I sure hope you do,
because I worked hard to pack it with actionable information you can benefit from today – I
want you to know this one thing:
Nobody has a decent elevator pitch. Everyone struggles to explain what they do in ways
that get attention, interest, desire and action.
Yes, there are isolated exceptions, but I can assure you, they weren’t born knowing what to say.
Every coach, consultant or service provider has had to learn how to answer the question, “What
do you do?” It didn’t just come naturally; it required intention.
And it required a technique. A specific way to talk about what you do that works every time.
That’s exactly what you’ll learn in this report: How to get your perfect clients to say, “OMG, I
need your card!”
It’s a topic that’s very close to my heart and a big problem for our clients.

Discover how to get perfect clients to say, “OMG, I need to work with you!
If you are like most of my clients, you’re reading this because your answer to “What do you
do?” just is not working for you, and you’re tired of coming up with a new answer every single
time.
Your answer doesn’t do justice to your gifts and talents. It doesn’t communicate who you are
or let others know that you could help them. You WANT your audience to know what your
value is, so they “get” you.
If that’s what you’ve been working on -- what you’ve been wanting to get to the heart of -- then
you are in the right place and you can relax now and just enjoy reading this, because I’m going
to let you know exactly what you need to do to create Jaw-Dropping, Client-Getting Messages™
that will turn things around for you.

What you’re going to learn – a quick overview
Let’s quickly go through the topics I’m going to cover in this report:
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1. The biggest mistakes we see our clients making. Now, our clients are sociallyresponsible solopreneurs and small business owners who are delivering their talents
and gifts through the medium of business. In many cases they are “selling the
intangible,” meaning: they sell services that can’t be touched or tested out like a
physical product, widget or a tool.
A lot of them find they struggle to attract enough clients or to attract the “right” kinds
of clients. I help them to identify and communicate their value, so they attract all of the
clients that they want; perfect clients who will be a joy to work with and who will
appreciate and value them, and even pay premium prices for their services.
2. Why good messages attract clients faster. When you know this, it will be easier to
create them.
3. What keeps you stuck with a message that isn’t working for you, and why it’s so hard
to get out of that situation on your own.
4. Exactly what you need to do to create Jaw-Dropping, Client Getting-Messages™. I’m
actually going to teach you a step-by-step formula, so you can just fill in your answers,
practice your message and go get clients!

A little background on me and my not-so-jaw-dropping first messages
I’m Samantha Hartley, Founder & President of Enlightened
Marketing. When I started my business a little over 10 years ago
after leaving The Coca Cola Company, I knew everything about
marketing soda pop, but nothing about marketing myself!
I spoke so much corporate jargon that I sounded like the
announcer at Buzzword Bingo: market share, deliverables, brand
equity…
When I talk about feeling disheartened from seeing people’s
eyes glaze over after you introduce yourself, I am speaking from personal experience!
Before I discovered and perfected the formulas for Jaw-Dropping, Client Getting-Messages™ I’m
sharing with you today, marketing was very frustrating. But since then, my business has thrived,
my client attraction is positively magnetic and other marketing consultants (!!) actually
compliment me on how great my self-intro is.
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You don’t have to be a marketing consultant to get jaw-dropping results
Oh yes, I can hear the skeptical part of your mind: “Sure, Samantha, you can do this. You’re a
branding expert from The Coca-Cola Company, for Pete’s Sake! But that’s not me. I’m a ….”
I’m so glad you mentioned that. Let me just share a story about one of my
clients, Emra Smith. Emra had only been working with us a few months
when she sent me an email update. She was literally on Lesson 1 of the
program with me!
Emra was captivated by the idea that you can be using your Jaw-Dropping,
Client Getting-Messages™ everywhere1, because you never know who you’re going to run into.
I’ll let her tell the rest:
“One day I finally got the nerve and struck up a conversation with a lady I’ve often seen
at the parking garage at a hotel I train at. When I answered her question – ‘What do you
do?’ – her eyes widened… her jaw dropped… and she said, ‘I know someone you need to
talk to.’ From that unexpected contact, I got a 7 year-long training engagement worth
over six figures each year!”

After jumping up and down with her on the phone later, I asked Emra for more details. “You
know,” she admitted, “Normally I wouldn’t even have used my marketing message. I would
have just said I’m a trainer. But, I was very fresh from that lesson with you, and so I said my
Jaw-Dropping Self-Intro™.”
THAT is what’s possible with Jaw-Dropping, Client Getting-Messages™!

The biggest mistakes I see solopreneurs making with their messages
I think if we review the things that aren’t working, you’ll see the foundation of effective
marketing messages. So let’s list the big blunders here.


1

No one can understand them! My new clients always tell me, “Nobody gets what I do.”
Or, “I know that person needs my services, but she doesn’t seem to understand that I
can help her.”

Highlighter alert: This is a huge, high-value tip!!
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And sometimes they’ll say, “They might get what I do, but they don’t want to pay for it.”
That is code for no; they actually don’t “get” what you do. They may comprehend it in
their minds, but they still aren’t valuing it.
Being misunderstood is a very frustrating situation. I know that some of my clients are
able, over time, to convert people in those situations into paying clients, but it shouldn’t
take as long as it does. So those messages are costing you time, and time in business is
money. It just shouldn’t take that long.
I have some clients who are engineers, and what I would always say about them was
they could close almost any client if they had a half-hour to take them through a whole
PowerPoint presentation about themselves. But they couldn’t get attention merely with
their 30-second message.
The day we nailed their 30-second Jaw-Dropping Self-Intro™ one of them said, “I think
just 10 minutes ago we finally realized what it is we actually do.”
That made us laugh pretty hard, and relief filled the room. And then the engineer
added, “And now I can finally explain it to my wife, too!” 
Another big mistake that we see is …


The messages are dull. And I’m sorry to say that, because I know you are passionate
about what you do. All my clients are.
But when most people answer, “What do you do,” they’re saying their labels – “I’m an
insurance agent.” “I’m a Mary Kay representative.” “I am a chiropractor.” Very dull.
Or, they want to share their process with you. For instance: “Well, I do a 6-month
coaching program.” “You know, we are Six Sigma consultants, we come in and we do
[whatever].” Or, “I offer a variety of modalities depending on what your personal needs
are.”
It’s like the plot summary of a crushingly boring movie, and that’s when people’s eyes
glaze over and they stop listening.



The messages are changing all the time. They’re constantly reinventing or revising. I
understand the impulse, because people are unsatisfied with their messages and so
they’re constantly re-writing them.
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There are many, many problems with this, but one of the biggest is timing. You know
when they’re usually revising their message? When they’re sitting at that table and
everybody is going around introducing themselves. Ninety percent of the people at that
table are frantically re-writing their message in their heads at that moment – “What am
I going to say?” Well, you know that that is not going to be an effective message; it’s not
going to be your best message.
And changing your message too often leads ultimately to the last mistake I’ll list here:


The messages don’t build trust. When there is too much variation in your message,
people start to doubt it. It may be subtle, and it may even be happening on an
unconscious level. Hearing the same basic message, literally in the same words, gives
the listener confidence – and yes, trust – that you do what you say you do.
What if they’re hearing it for the first time? If you deliver your self-intro and you’re
stumbling over words, waffling, being unsure or sounding like you’re creating it on the
fly, it makes the listener feel like you yourself are not sure about your own message! If it
doesn’t come through with conviction and confidence, we have a sense of doubt, like,
“Are you sure? Is that really what you do?”
Your self-intro is your chance to engage someone as much with your energy as with
your actual words. And having a message you can say with confidence, to stand in the
truth of it – THAT is what makes for a Jaw-Dropping, Client-Getting Message™.

Good messages attract clients FASTER!
Four qualities turn these poor messages into winners that will do the heavy-lifting in your
marketing for you.
Effective marketing messages attract clients quickly because they are:


CLEAR. Simply put, when you say it, they get it. It’s the difference between needing a
flipchart and 30 minutes to explain what you do and having a 30-second message that
gets your potential client’s attention immediately.



COMPELLING. I define compelling as almost grabbing your listener by the lapels. These
messages have perfect clients asking for your business card in seconds. A compelling
message is the reason someone says, “OMG, I need your card.”

©2012 Samantha Hartley of Enlightened Marketing
Effortlessly creating Jaw-Dropping, Client-Getting Messages is Enlightened Marketing’s specialty!

7

I just want to interject one image here. I’ve seen over and over again where someone
will say what they do and the person they’re talking to literally will grab them by the
arm and lead them away, like “Did you just say my biggest secret concern out loud?”
That is compelling.
I’ve heard and seen several examples personally. One of them is a dog trainer whose
message is, “I work with the owners of big dogs, who --” and she almost never gets to
say the rest of her message because someone always interrupts and says, “I need your
card!” And if you have a big dog, then you know why that happens. 
Another example is my husband whose message begins, “I work with entrepreneurs
who are struggling with self-sabotage…” I’ve seen him say that message probably 25
times in front of someone, and he never gets to continue to the second part, because
they always start to tell them about themselves: “Oh, I know exactly what you mean. I
do that to myself all the time. This one time I …” They are telling their self-sabotage
stories, which means his message has engaged them already. The end-result of that kind
of a conversation is usually, “Can you help me? Do you have a card?”


CONSISTENT. Obviously, when you know you can be getting that kind of engagement
from a potential client, you’re going to want to repeat that success over and over. So
naturally your message is consistent.
A consistent message is easy to memorize, easy to deliver with conviction and
confidence, it reliably attracts attention and – this is something I love – you can actually
STOP crafting a message on the fly in your mind and LISTEN to what others around you
are saying! You never know; you might meet someone who can help you – a JV partner
or a service provider. That’s not easy when you’re composing up to the last minute. So,
get your message down pat and stick with it.



AUTHENTIC. The last thing I want to say about what makes messages effective, so they
attract clients quickly, is that good messages are authentic. They’re real. They speak
from you’re your heart about the promise you make to your clients. When you do what
you do -- deliver your full value -- you’re fulfilling that promise. It’s a powerful
experience that builds trust.
This authenticity comes through in your demeanor and your energy, and it’s very
attractive. People feel it on a gut level, and more often than not, as I was saying earlier,
it’s this sense someone gets of you that leads them to say “Give me your card.”
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What’s interesting is we’re talking a lot about verbal and in-person messages, but these
things come through just as powerfully on websites and in printed materials. All of these
factors are relevant to your messages across the board.

What keeps you stuck with a message that isn’t working for you?
These are innocent mistakes. They’re mistakes made out of ignorance – simply not knowing.
Most solopreneurs are stuck because they don’t know they need to formally craft a message for
themselves instead of winging it.
Quite simply, they don’t know what to say! They’re not sure what is compelling about what
they do or how to say it in a way that their potential clients will “get” it.
The second thing that keeps them stuck is the feeling that they should be selling. So many
solopros DREAD networking situations because of this. They think, “I need to leave here with
clients.” But that is not the purpose of networking; and it’s not the place to get a client.
I mean, is someone actually going to cut you a check right there by the buffet table? No.
If you’re trying to land clients while networking, you’re rushing the relationship-building
process. Think of what happens in dating: you can’t go from just a brief meeting to getting
married. You need to have kind of some dating, and that’s very similar to what happens with
your marketing messages.
When I witness this happening, I feel sorry for the person doing the selling, because they’re
very uncomfortable, and the listener is uncomfortable. And that person selling feels like they’re
doing what that they should be doing and yet it’s not working.
Marketing is offering – offering to share useful information that can be helpful to those
hearing about it. Marketing and selling are two different activities, and you should not be
selling at all during this process, when you’re answering the question, “What do you do?”
A selling conversation takes place when you’re at someone’s office or when you have private,
dedicated time after someone has said, “I want to know how you can help me with this.”
The last thing I find keeping solopreneurs stuck with a message that isn’t working is resignation.
Many have given up hope that it could be better or different.
They resigned themselves to the fact that it’s always going to be awkward to talk about what
you do, and it’s always going to be difficult to convert clients, and that’s just the way it is.
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I had to interrupt someone the other day who was speaking with me and said, “It’s hard to
communicate to people what we do.” He said it as if his business was uniquely complicated like
quantum physics or something.
And I said, “It may be hard for you, but it is not hard to explain your value to a client. And I can
show you how to do so in a way that you are going to find simple.”
So these are the things that might be keeping you stuck. I want to help you move on and learn
how to create Jaw-Dropping, Client-Getting Messages™.

How to create Jaw-Dropping, Client-Getting Messages™
There are basically 4 things you need to do to create Jaw-Dropping, Client-Getting Messages™:
1. Answer your potential client’s questions as they arise in their minds. That might sound
like mind-reading or ESP, but actually, people have the same sequence of questions
going through their minds when they meet someone for the first time in a business
setting. And fortunately, we’ve unlocked that sequence and laid it out for you so that
you can create a message that will answer those questions right away.
2. Craft a Jaw-Dropping Self-Intro™. Easier said than done, you say? No worries; I’ve got a
formula for you. And, as you saw with Emra, that’s all it took for her to get a 7-year 6figure engagement. It’s an incredibly powerful tool and once you have your JawDropping Self-Intro™, you can …
3. Condense your marketing message into a UMG!™ This proprietary tool we came up
with is a concise (1-2 page) synopsis of all your marketing messages for your business.
UMG! stands for Ultimate Message Generator, and we write it “UMG!” because it’s
what causes your clients say, “OMG! I need to work with you.”
4. Leverage your UMG!TM to get clients. It’s critical to me that we get all this information
out of your head, off your hard drive and in front of your audience. So, I always talk
about ways to do this. It’s to foil those “perpetual learners” among us (you know who
you are!)
So let’s go step-by-step through each of these.

Answer your prospect’s questions as they arise in their minds
Brace yourself for a cold, hard truth.
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When someone meets you and asks what you do; they’re not
really interested in what you do. I know; it’s confusing. If they
don’t want to know what you DO, then why do they ask?
In fact what they’re really asking is, “Do I need to know you?”
Think about it: we all have too much information to remember.
No one needs more people to add as contacts. They need
solutions.
We answer the REAL question, “Do I need to know you?” by
answering the 4 parts it contains:
1. Who do you work with? Describing those you work with lets the questioner know you
can help someone just like her.
2. What problems do you solve? Most marketing messages leave this out, and that means
people need to figure it out on their own. Problems are VERY compelling. When
something is broken, it has our full attention. Big dogs, self-sabotage. These get
attention fast.
3. How do you help? Let them know what things are like when you solve those problems –
solutions, outcomes, results. This part is a bit of a trap for most, so tread with caution.
4. Does it really work? People are curious and skeptical about claimed solutions. They
want to know your solution works, and better: that it would work for them.
I didn’t invent these questions. Old marketing science going back to the late 19 th century (or
further!) shows these are the questions people ask, whether they’re meeting you in person,
reading your materials or visiting your website for the first time. You must cover each of them –
and do so persuasively -- in your marketing messages.

Craft Your Jaw-Dropping Self-Intro™
We recommend answering those questions in the right sequence by crafting a Jaw-Dropping
Self-Intro™. It follows a specific formula that is simple to memorize. As you practice it, you’ll
notice it becomes a natural way to introduce yourself.
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In my course, Create Jaw-Dropping, Client-Getting MessagesTM, I teach 5 different variations of
this basic formula so you’ll be able to take the components of the formula which are proven
effective and use them in the style that suits your situation and personality.
We find that everybody wants to put their own unique spin on it, which is fine as long as you
follow one of the formulas that are proven to be effective.
The way the Essential Jaw-Dropping Self-Intro™ works is, when the prospect asks,
“What do you do?” you answer with,
“I work with this target audience who has these problems.”
Problems, issues, challenges, pains - whatever is the big reason your clients come to you.
And we want to describe the target audience so that other people would be able to recognize
or identify them. And of course, you would describe the problems you solve in that same way,
so that your listener would be clear about exactly what you do.
The prospect will then display interest in what you’ve said. And if they don’t, then you don’t
have to go on talking.
And as I mentioned, sometimes they’ll display so much interest that you don’t even have to
continue with your message, because you’ve already gotten their attention; the job is done. If
you say something like, “I work with entrepreneurs who struggle with self-sabotage” or “I work
with the owners of big dogs,” then you can just follow the thread of the conversation that has
begun.
But when they seem interested and curious to know more, sometimes they’ll say, “How
do you do that?”
Then you can say, “I help them to achieve these results or outcomes.”
You can see that what’s missing from here is boring process. There’s also no label – no “I’m a
chiropractor, insurance agent, consultant or coach.”
We’re leaving all of that out and just talking about who you help, the problems you solve and
the results or outcomes you get for them. Just answering those questions we listed earlier. But
one question is left: Does it work?
Once you’ve said your message this concisely, often the person you’re speaking with wants to
know more.
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That’s where you can tell a Success Story. And I define a Success Story as a 3-sentence
case study. The reason I say that is because some people want to go into this grandiose
detail and depth. Usually, in a networking situation, that’s not appropriate.
And honestly, on a website, a really long story isn’t ideal either. Most people just want to read a
quick synopsis that substantiates your point and proves you can do what you say: a short case
study.
So let’s start with an example of this. Let’s say Kristie is a professional organizer. If I met her in a
networking situation, I might ask, “What do you do, Kristie?”
Kristie: “I work with home-based entrepreneurs whose messy desks and untidy work
spaces are hurting their creativity and productivity.”
Wow! That would get my attention fast. Some of you reading are thinking, “Meh, that wouldn’t
work on me,” which is okay, because Kristie only needs attention from perfect potential clients
– those for whom messy desks and untidy work spaces are a BIG problem. So, that kind of
person might ask her to continue …
“How do you help them?”
Kristie: “I help them create and maintain inspiring workspaces in which they can find
everything they need. As a result their creativity flows, productivity improves, and most
of my clients recover as much as two hours a day!”
Here Kristie could tell a Success Story. The three (or so) sentence case study should align with
the target audience, problems and outcomes in her message. It could include Before, During
and After aspects, with as few “gory details” as possible about the process. For example, she
might say,
“[Before] I worked with a relationship coach whose home office was covered in sticky
notes, making it impossible to see her desk and get things done. [During] I helped her
systemize her approach to note-taking and scheduling so she was able to track both her
ideas and her appointments. [After] With the time she freed up she was able to
implement one of her marketing ideas and attracted 3 new clients in one month.”
Here is a real-life example from our client, Stephen Moulton of Action Insight.
“I work with healthcare organizations that struggle with hiring and keeping good
employees.
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I empower their leaders to hire, develop and keep team members that thrive, which I
call STARS: Select, Talented, Adaptable, Resourceful Stewards. Our clients are able to
reduce turnover, usually by 20% or more, and improve patient satisfaction by over 20
points.”
[Success Story] “One of my clients, the Director of Medical, suffered from too much
turnover and mediocre patient satisfaction numbers. A year after working with me, her
turnover has dropped by 23% and patient satisfaction numbers have soared by 26
points.”
In both cases you get a lot of creative, specific language which is what gets attention fast. You
also hear quantifiable results that prove the outcomes they promise really happen.
Now, one of the Frequently Asked Questions I get is, “What if you’re new at this; how do you
handle not having success stories to use?”
The best thing that I can tell you is that if you’re a coach, you’ve probably been coaching others
informally your whole life. Everybody around you has been coached by you or received some
helpful advice. I’ll bet you’ve got somebody you’ve helped with an issue or a situation who
could speak about how you’ve helped them, including a compelling before and after. They
don’t need to have been a paying client.
It’s important for people to have a sense that what you’re doing will work, will work for them
and for people like them. So if you can first prove that it has worked for anyone ever, that’s
great. When you can share evidence that it has worked for those who are just like them, then
that’s the next thing you want to do. It’s compelling and persuasive.

Condense your marketing message into a UMG!™
We came up with a handy-dandy way to condense all your marketing
messages into one place, but calling it a “synopsis” seemed to underrepresent the power of the document.
Andy Riegler Andrews, our Director of Marketing, is very gifted at
coming up with brand names for companies, products and programs.
He suggested we call it an Ultimate Message Generator™ or UMG!TM
for short.
That’s because this one document will be the source of ALL your other
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marketing materials.
Andy, our UMGenius, once wrote a UMG!TM for a client of his in Germany where he lives that
resulted in a multi-million dollar contract. If you’re ever wondering, “Does this work in markets
outside the U.S., and does this work for a product-based business that is NOT a solopreneur…?”
the answers are yes and yes!
Here are five tips to writing a UMG! that generates big results:


Think from the perspective of your client. In many written marketing materials – or
most! – the document begins with the words “I” or “we.” The business begins describing
what they do, how they started or other background. This is the opposite of correct. You
want to begin by talking about your reader – specifically naming and describing them –
from the first words.
Why such a counter-intuitive approach – and one that goes against what almost
everyone else does? It’s important to remember that people are always thinking, “Do I
need to know you?” They’re wondering also, “Can you help me? Can you solve my
problem?” They don’t want to hear about your background, approach or process unless
they see how it relates to them.



Clearly address a specific problem and solution. The wonderful thing about this is how
it works hand-in-hand with your Jaw-Dropping Self-IntroTM. Your self-intro attracts the
attention of your clients, and the UMG!TM elaborates with relevant detail on how you
can help them.



Explain what steps they need to take to solve the problem. When you do this, you
demonstrate expertise and give some insights into how you work. Sometimes my clients
are concerned about giving away too much, but I doubt you can reveal all your trade
secrets in two pages. You can really hook your reader if you explain why they have not
been able to solve the problem themselves.
We recommend you put in a numbered sequence or bullet points here, because this will
actually help you develop your product line - from an introductory product to the
highest level of coaching and consulting. What you describe here are the core issues
that you solve for your clients.
So, this one incredible document is actually previewing everything you can do for your
clients!
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Wait to talk about yourself and your services! You start the UMG!TM by thinking from
the perspective of your clients, clearly addressing a specific problem, explaining why
they haven’t solved it themselves and need your help. Then you outline the steps for
them.
ONLY THEN have you earned the right, and the interest from your client, to talk about
yourself and your services. You can add that here, now, in your UMG!TM.



Include a call-to-action and a value-packed bio. If you’ve done your job right, the
UMG!TM is going to be so compelling that your clients will want to take the next step and
get more information about working with you. So it’s your job to tell them exactly what
to do next. Do they need to give you a call and set up a free consultation? Should they
visit your website and download your free audio? Whatever it is, you need to have a
call-to-action at the bottom.

A UMG! is what gets people to say, “OMG! I need to work with you.”
The Ultimate Message GeneratorTM is everything your prospective clients need to know
during a first impression of your business.
In this example our client, Anne Marie Clear
of Clear Directions, condensed the whole
message of her business onto two pages. I
know it’s too small to read; I’m showing you
this so you can get an idea of what this
format looks like.
It’s a very concise document. It’s got a lot of
white space on it, and it flows beautifully.
You can see that there are both bullet points
and numbered lists, so that when you’re
reading this, it doesn’t feel like a selling
document. It feels like you’re reading an
article; like you’re being educated about a
situation. It’s even got a success story!

©2012 Samantha Hartley of Enlightened Marketing
Effortlessly creating Jaw-Dropping, Client-Getting Messages is Enlightened Marketing’s specialty!

16

How to leverage your UMG!™ to get clients
Yes, you can take this UMG!TM and leverage it to get clients. It actually blows my mind to think
about how versatile it is, because with just a few modifications, you can use it as your Home
page, email signature, tagline and more.
You can even develop articles from your UMG!TM by adding just a bit more meat to the topics it
mentions. Ever wonder what to talk about in your selling conversations with clients? Exactly
what you write about in your UMG! TM.
From these two pages you can find inspiration for your give-away for building an email list as
well as the outline for your signature program!

You know, I work with a lot of offline businesses whose websites don’t do much for them; with
this document we dramatically improve key pages of their sites.
For local clients, you may want to have a “leave-behind” or have text to send in a letter. The
UMG! is the perfect piece. While a letter is a dull, traditional marketing piece, the UMG! is an
information-filled document that feels almost like a how-to article. It’s “marketing” in the sense
that it’s giving a lot of relevant information to your potential client, and in exchange, it’s going
to generate a lot of interest for you.
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Our client Sue is a legal consultant who’d been struggling to get any response to outreach
letters she sent to attorneys. I got an email from her the week after she replaced the text of her
letters: “The UMG!™ produced an OMG! today. I have a client who will be giving me a case
tomorrow!!!”

That’s why we call them Jaw-Dropping, Client-Getting Messages™!
Earlier you read about Anne Marie Clear from Clear Directions for Working Moms, who recently
reported back to us after using her new Jaw-Dropping Self-Intro™ …

You also heard before about Stephen Moulton of Action Insight. He’s the one who works with
the healthcare businesses.

I have to admit, MY jaw dropped when I got that email from Steve!
What amazes me about the Jaw-Dropping Self-Intro™ is how quickly it works – IF you put it
into action.
One of my favorite stories comes from Louella-Rosie who, like Emra, implemented what she
learned in just the first couple of lessons:
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And this is my story: I shared a little in the beginning about how when I first left corporate I
knew everything about how to sell soda pop and nothing about how to sell my services. I just
did not know how to speak the language of small business owners.
But a few short years later I was at a networking event and used my Zinger, which is one of the
5 kinds of self-intros I teach in my course, “Create Jaw-Dropping, Client-Getting Messages™,”
and this big guy said to me, “Come see me on Monday.”
Within two weeks, I had a $44,100 project!
Once again I had a personal experience that proved to me that this works. Since that time I’ve
seen this happen to my clients and students with whom I have attended events. I’ve been
practically shoved out of the way by someone who wanted to get my client’s card. It’s very
gratifying to see that kind of transformation.
It’s why we began to teach the formulas for the Jaw-Dropping Self-Intro™ and the UMG! We
wanted to help a lot more people get these results and to get them in a way that feels lighter,
easier and more fun.

How to create YOUR Jaw-Dropping, Client-Getting Messages™
You don’t have to struggle with this anymore. You’ll find that after four simple modules of our
program, “Create Jaw-Dropping, Client-Getting Messages™,” you’ll be able to create your own
client-getting messages.
 Module 1: The Secret Recipe for Jaw-Dropping Marketing
In this module I’ll show you the components you must prepare before you can develop
your messages and exactly how to grab attention in seconds. I also detail for you:
o The four ingredients you need for every kind of compelling marketing message
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o
o
o
o

The secret formula you MUST follow to grab your prospects’ attention
The two critical elements for grabbing the attention of perfect prospects
Why your competitors haven’t done this – and how it gives you a HUGE advantage
The 4 kinds of marketing messages you need to market yourself effectively

BONUS: 5-Step checklist to guarantee your messages follow the client-getting recipe
 Module 2: Introduce Yourself Eloquently and Electrify Perfect Prospects Every Time
I love this part and so will you. Finally learn exactly what to say and when, so you’re
never again tongue-tied when someone asks “What do you do?” You also learn:
o All about the ultimate answer to “What do you do?” – the Jaw-Dropping Self-Intro™
o No fewer than FIVE awesome paint-by-numbers formulas for Jaw-Dropping SelfIntro™ that have prospects beg for your business card in 1 minute or less
o My personal Do’s and Don’t's that prevent embarrassing gaffes and maximize the
number of cards you take home
BONUS: Jaw-Dropping Self-Intro™ CheatSheets for creating 5 irresistible messages you
can learn by heart
 Module 3: How to Create Your Own Ultimate Message Generator™ (UMG!™)
We don’t call this the “ultimate” for nothing. In work with my private million-dollar
clients, I’ve seen bank tellers write better materials than an ad agency!! You’ll be
amazed at how easily you too can craft compelling, effective messages. This incredible
document becomes your…
o
o
o
o
o
o

One-page business description
Home page
Outline of your signature speech
“Blurb” for directories or 2-line bio
Preview of your welcome gift to subscribers to your newsletter
And more and more and more!

In this powerful session led by UMGenius Andy Riegler Andrews, you’ll learn the formula
for a UMG!™ that has clients saying “OMG, I need that!” And I’ll even toss in a resource
we personally use over and over:
BONUS: My proprietary template for creating each of the 8 elements of your UMG!™
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 Module 4: How to Leverage Your UMG!™ to Get Clients
Now that you have the basics, we’ll show you how to dial up the effectiveness of ALL
your marketing materials. Get the word out, and you’ll lose best-kept-secret status for
good! In this lesson I’ll reveal:
o
o
o
o

The #1 mistake even experienced marketers make after creating their UMG!™
How to super-simplify your marketing
The surprising places you can use your UMG!™ (and exactly how to do so)
3 ways to re-purpose your UMG!™ over and over again

 Jaw-Dropping Bonuses!
You know I’m never satisfied with simply delivering incredible information and value – I want to
give you the tools to succeed with it! That’s why I’m including the following jaw-dropping
bonuses:
o Q+A Webinar Video: See Jaw-Dropping Self-Intro™ and UMG!™ Makeovers. Plus,
hear Frequently Asked Questions answered personally by me in a special 5th video!
o Archived Recordings of Webinars as Easy-to-view Online Videos. We’re going to
cover so much information, that I’m sure you’ll want to refer back to it over and over
again, using your “pause” button
o Lifetime availability, so you can benefit from this time-tested, evergreen
information forever
o Paint-by-Numbers Checklists, Templates and Worksheets

Jaw-Dropping Value
At Enlightened Marketing we offer Done-for-You writing services that run in the thousands, but
we can only help so many clients working that way. This program makes it possible for us to
work together with you to create your messages for a much lower investment.
“What would be possible for you with a jaw-dropping message?” If you could truly
communicate quickly, clearly and in a compelling, consistent and authentic way, how many new
clients could you attract?
Could you earn an additional $500, one thousand or more each month if your message were
truly working for you? Would you attract more clients more easily, like Emra and Louella-Rosie,
who from the very first modules of the program got new clients?
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Get Started with your Jaw-Dropping, Client-Getting Messages™ Now!
I hope you’ve taken from this report my deep belief that struggle is unnecessary. If your
message isn’t “doing the heavy lifting” for you – making it quicker and easier to attract perfect
clients to you – then you’re doing it the hard way.
And now you know that’s a choice; the alternative is to learn and use simple formulas that are
proven to get attention and improve client attraction.
I invite you to make things simpler by enrolling in “Create Jaw-Dropping, Client-Getting
Messages™.” The investment in the 4-module training plus Bonus Q&A module and Bonus
checklists, templates and worksheets is $497. Unless …
We reward action takers! As a thank you (and incentive!) for taking immediate action, we’ll
take $100 off your investment when you enroll today. Claim your savings here:
jawdroppingoffer.enlightenedmarketing.com
I want to see you attract all of the clients you can help with your unique services. Join the
Enlightened Marketing Community, participate in our program and learn how we make
marketing easy and fun.
To your abundant success,

Samantha Hartley
Founder & President
Enlightened Marketing
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