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BOY Club

§ Consistent content constantly (CCC):
• One epic piece of content per week (CTA embedded)
• One email to your list per week (CTA in the email – “train the click”)
• One post on FB/IG per day 
• One CTA to join your email list on FB every 7-14 days – preview content?

§ How do you know what to post/write about?
§ Your messages (be the teacher – what are you for/against?
§ Your knowables (be the friend)
§ Speak to the struggles of your ideal client (market research)
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§ The purpose:
• Get people to know, like and trust you
• Give amazing value, give it all away
• Steer the conversation to the topics/insights you want people to 

care about
• Tell them what they need
• Lead magnet– building email list

§ How long do you do this before selling?
• If you are just building your platform, 3-6 months
• If have an established following, 1-3 months

§ Topic – get specific – 1 solution for 1 struggle
§ Market research?

§ Delivery method:
§ PDF download – SAGE Model (Nicholas Kusmich)

§ Short
§ Actionable
§ Goal-oriented
§ Easy to implement

§ E-course (use email autoresponder) – 5-7 days
§ Webinar (or series) - #ActionAcademy
§ Challenges
§ FB live + workbook CTA
§ Wait list for a program? Beta test?*
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§ Treat your freebie (“lead magnet”) like it’s a for-sale product:
• You have to sell it – can’t just post and then give up or create more
• 10-Day Freebie Promo Blitz Guide*

§ Passive Marketing
• FB cover photo + pinned post
• CTA at the end of every blog or FB live or Podcast or Vlog
• URL in IG bio/FB page CTA, etc.
• Freebie-specific posts: set the stage, give context, e.g.

§ Passive Marketing promo post, done with context, e.g.
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§ Passive Marketing promo post, done with context, e.g.

§ Active marketing:
• “Companion content” – educational strategy that leads the 

conversation in the direction of the content your freebie addresses:
• Related photos – teach + sell
• Related stories from your life/clients
• FB Lives teaching something, adding value, CTA after
• Tangential content – what can you share that is *like* your 

freebie?
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§ Examples of Companion Content:
§ Value-based – teach something and then ask for signups
§ Education is a softer, subtler, useful sell

§ Examples of Companion Content:
§ Value-based – teach something and then ask for signups
§ Tell a story!
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§ Examples of Companion Content:
§ Value-based – teach something and then ask for signups
§ Use your lead magnet HASHTAG! So the promo feels cohesive!

Additional tutorials:

§ Facebook groups 
§ Segway into 1:1 Sales – live workshop in 2 weeks

§ Valuing your worth and growing your confidence in your services
(audio)

§ Intro to Marketing:
§ Marketing = sales
§ Trust Business
§ Compelling *contextual* argument
§ ”Pro” marketing and “Anti” marketing or using Contrast
§ Landing pages and sales page
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§ Consistency with content – THIS NEVER ENDS

§ Ongoing market research – 7-day Customer Response Accel. 

§ Product development - brainstorming
• Your first product will be the intersection of 3 things:

• What you’re excited about (passion)
• What you’re an expert in (speak/teach intelligently)
• What people are struggling with (solutions)

§ Right now, ask: 
• What are people resonating with?
• What are people asking me for help around?
• What is my charge?


