THE PRE-WORK

Hey Girl,
I am so excited that you will be in the training coming up on
May 6, 2021, at 7pm (put it in your calendar) I want to make
sure that I am helping you get started right away.
I created this pre-work ebook so you are able to think
through somethings when growing a business. Questions
you wouldn't think to ask yourself. Don't worry If you can't
answer a question or may not understand it we will go over
them. When you get to a question you don't understand
write "Need Help" That way when we go over it I can help
you get to the answer.
I am all about you staying ahead of the game and having
intention behind the moves you make. Take some time to go
over each page and write it all out. It's not real until you
write it out!
Talk to you soon
Shi
Helping you get Unstuck so you can
Start & Stack your money

PRE WORK
ASK YOURSELF...
Are you selling a product service, event, experience or movement?

Is this trendy or timeless? Is the product or service long lasting
or for a short period of time?

Lifestyle - What type of life do you want to have ? Make sure the
business you want to start makes sence to the lifestyle you want.

What type of business model?- One time, reoccurring,
subscription or seasonal?
Capacity (can you scale this busines) Whats the limit to this
business
Pricing - How much do you want to charge for your product or
service?

What type of marketing is needed for this business?

What Industry is your business in?

What skills are you required to have for the business your
thinking about?

ASK YOURSELF...
Outsourced Can this offer be easliy outsourced ? or you can only
create it ?

Is this a trainable business? Can I train people ?

Team needed? What staff or team needed to build this business?

Funnels / Systems What is the sale procedure for this business?
Funnels, automation and systems need to run this business

Tech - Do you need tech? What tech is need to create or deliver
your products or service ?

SHE DEFINED SUCCESS
When you hear the word success what is the first thing that
comes to mind? Write it down. When you hear the word success
what does that look like for you? how do you define success?

You need to be clear on whata success looks like for you so you
are able to reach what you are desiring.

WHAT'S MY WHY?
Your Business Idea:

BUT WHY?

BUT WHY?

BUT WHY?

BUT WHY?

BUT REALY WHY?

WHAT'S MY WHY?
Your Business Idea:

Girls Like Us

BUT WHY?
To be able to build a community of women building relationships ,
being supported and doing what they love doing.

BUT WHY?
I think Its important that women come together and build
together while working on doing what makes them happy

BUT WHY?
To show that you don't have to do it alone, to show that real
people out here want to see you win which isn't always the
narrative now of days.

BUT WHY?
Because there is a lack of a real sense of community out here
in the world and If I can hold that space for you to feel safe
supported and help you do what you love I will do that.

BUT REALY WHY?
Because I felt alone and didn't have people to turn too. I didn't have
anyone to hold the space for me when I was trying to figure out
business and my happiness. I felt unworthy of my dreams and desires. I
created girls likeus because I dont want anyone feeling like this ever

TARGET AUDIENCE
It's important to know exactly who you're talking to and please
don't say your for everyone, because your not. You must niche it
down so you are specific in whom you're talking to. You'll go broke
talking to everyone. Below are some of the specifics you need to
know.

WHO ARE THEY
DEMOGRAPHICS

Age
sex
marital status
education

WHERE ARE THEY
GEOGRAPHIC

City /Suburb
North, South, East,
West
Where so they like to
hang out
Online and offline

WHY DO THEY BUY

What makes them
emotional?
Pain points
Passions
Lifestyle

HOW DO THEY BUY

Purchasing behavior
How do you
communicate with
them

You need to know everything about your target audience. Making
sure that they are clear on why you are the solution to their

TARGET AUDIENCE
WHO ARE YOU TALKING TO

WHO ARE THEY

WHERE ARE THEY

WHY DO THEY BUY

HOW DO THEY BUY

