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Income Acceleration. 
 
What is it and why should you care? 
Simply put, it’s the concept and processes that move any hardworking “expert business” 
owner from the life they have now to the life they truly want.  
 
This means giving up the struggle of trading time for money, struggling to get new 
clients, being frustrated by slow growth and not enough money, and being on the verge 
of burnout. 
 
And, transforming to a place where you work smarter and get to do what you love to do 
everyday, work on your terms, make the money you want, and build a business that 
creates long-term clients.  
 

Why should you read this report?  

If you’re not getting the results you want (you know, if the dream you created when you 
started your business hasn’t become a reality), you’ll want to pay attention.  

Your success (or lack thereof) is not your fault.  

The reason most Expertpreneurs® (my term for expert and authority-based 
entrepreneurs) don’t succeed is that they don’t have a system that supports building the 
business they truly want. They also struggle because they try to go it alone. 

And that’s where this report comes in.  

Income acceleration is all about using foundational principles to 
create a system that sets you free.  

It’s about creating structure, stability, security and serenity.  

It’s about running a smarter business, not a harder working one. It’s about learning how 
to raise your visibility and reach so that you can be clear on who your ideal clients are, 
how to reach them and, most importantly, how to engage them in a meaningful way so 
they will choose to hire you.  

When you learn these principles, (which I refer to as “The 6 C’s of income acceleration”) 
you’ll be on your way to building a solid, long-lasting, wealth producing business.  

Let’s begin by talking about the income accelerator of Capturing your Ideal 
Prospects. Enjoy. 

Sheryl Wolowyk, The Income Acceleration Coach 
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Income Accelerator: Capture Your Ideal Prospects (and build 
your list) 

It’s not enough to simply connect with ideal clients. It’s not enough to have them pay a 
visit to your website. If you want to create a true relationship with prospects (one that 
eventually inspires them to hire you), you must create a system to capture your ideal 
prospects.  

What’s the most valuable resource that a business owner has?  

Hint: It’s not your content. It’s not your logo. It’s not even a catchy website URL.  

It’s your list. Your mailing list. The people who have voluntarily raised their hands and 
said, “Yes please”! 

Your list is your most valuable resource because they are the people who know, like, 
and trust you. They have given you their most valuable resource: time.  

Fact: It’s much easier to convert prospects who have a relationship with you than 
complete strangers.  

Don’t believe me? Try and walk up to a complete stranger on the street and ask them to 
do anything: sign a petition, donate to charity, or buy a candy bar. The odds are 
because there’s no context to the relationship they’re likely going to brush you off.  

No, you’re much better off creating a system that allows you to capture the information 
of a stranger and begin a process that helps turn them into a qualified lead for your 
business.  

Not all lists are created equal.  

I have many colleagues who have “big lists”. They speak to having 30,000 fans and 
prospects who supposedly want to hear what they have to say. The problem is, most of 
the time, people with big lists don’t have what we call “active lists”. That is, a group of 
people who actively listen and respond to what you have to say and ultimately buy what 
you have to offer.  

This income accelerator is all about focusing on building a list of quality 
prospects. Clients who actually want to hear what you have to say. Clients who are 
interested in the solutions you offer. Clients who are most likely to buy what you’ve got 
to sell.  
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Are you building a quality list?  

Quality is the most important word in that sentence. It’s more important to have a small 
list of vetted prospects who are more inclined to buy from you than a huge wasteland of 
people who like to sit around and kick tires.  

There are two ways to build a list:  

1. Creating systems and offerings that attract and connect with your ideal clients (we 
call it organic leads). 

2. Purchasing lists from supposed “reputable” sources.  

Pop Quiz: Which of the two options listed above are more likely to want to hear 
from you?  

The one you attracted on your own or the one where the person doesn’t even 
necessarily know where you got their information from?  

It’s a rhetorical question. I hope you know the answer to it.  

Organic List Building 101 

In business, there’s nothing better than building a list of people who actively want to 
hear from you. These are ideal prospects who have heard your message, seen your 
content, gotten to know you as an expert in your field, and are eager to know more.  

How do you build your list? 

The truth is there’s no one strategy. And smart Expertpreneurs® (my term for expert 
entrepreneurs who make their living sharing their knowledge and expertise) know that 
the greatest results come from a mix of online and offline activities. This includes 
everything from attending live events and collecting business cards, sponsoring a talk 
and offering a raffle in exchange for information, using text message technology to 
capture their phone number in exchange for a copy of your speaking presentation, or 
getting them to opt-in on your website.  

The opportunities are endless so long as they are in alignment with your business and 
where your ideal clients hang out.  

Here are even more ideas:  

• Create a free report opt-in (just like this one!) 

• Invite them to opt in to receive: 

• Templates, tip sheet, blueprint, how-to guide, etc. 

• Opt in for a chance to be entered into a contest 

• Opt in to take a free assessment  
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• Opt in for a free strategy call 

• Opt in for an instructional video  

• Opt in for an instructional audio 

• Opt in for a Wordpress plug-in 

• Opt in for a free trial of your software 

• Opt in to receive “swipe files” (copy that has proven successful in marketing that they 

can use for their own reference) 

• Opt in for a screen saver 

• Opt in for a free assessment or test  

• Opt in for a special checklist  

• Opt in for a downloadable kit  

• Opt in for a free live or broadcasted event  

• Opt in for a free podcast  

• Opt in for a free educational webinar or email series 

• Opt in for a video download of a talk or speech  

• Opt in for your RSS feed (get updates whenever you post new content or blog posts) 

• Opt in for a buying guide (how to buy a great product in your industry)  

• Opt in for a free demo of your services 

• Opt in to receive a special interview with an expert in your field 

• Opt in for a discount to be applied against your products or services 

 
It’s about being creative and finding a compelling way to invite them to opt-in. 
 

Opt-in. Another important word combination.  

If you truly want people to become members of your tribe and join your list, they have to 
“opt-in” voluntarily (This is part of the reason that purchased lists are so dicey. But we’ll 
talk about the repercussions on that shortly).  

The Compelling Lead Magnet. The Expertpreneurs® secret 
weapon.  

Five years ago you could put up a website with an opt-in box that said, “Subscribe to my 
FREE Newsletter.” You could do that and people would opt-in to it. It used to be that 
easy.  

It’s not anymore.  

Your prospects are busy. Your prospects are bored with the mundane. Your prospects 
won’t give their attention to anyone or anything that can’t captivate their interest.  

If you want to grow your list and attract your ideal clients, you must give them something 
compelling that makes them want to opt-in to your list. This means you have to give 
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them something of value. Something they actually want. Something they actually care 
about. A lead magnet can serve this purpose. 

A lead magnet is exactly as it sounds:  a compelling offer that creates attraction 
with your ideal target prospect.  

Have you ever gone to someone’s site and felt compelled to sign up for their list? Ever 
seen a unique offer by someone and said to yourself, “I’ve got to get me some of that”?  

That’s the power of a compelling lead magnet.  

Why most lead magnets fail.  

Most lead magnets fail because the entrepreneur offering them focuses on what 
they think their audience wants, not what they really want.  

Did you catch that? It’s because they focus on the wrong things.  

Powerful lead magnets are prospect-focused. They offer information, advice, ideas, or 
strategies that are precisely in line with the prospects dreams, desires, problems, or 
goals.  

Usually, they speak to a nagging problem that has plagued them at length and they 
want to get rid of. Badly.  

Lead magnets have to offer a benefit to the potential prospect.  

Remember that a prospect’s most valuable asset is their time and attention. It’s 
why generic offers such as “Request my Free Newsletter here” don’t hold much water. 
It’s why if you’re not able to articulate what’s in it for them they won’t bat an eyelash to 
closing the computer browser.  

After all, would you give your attention to someone who offers you absolutely no 
benefits?  

Attention is earned, not bought. 

Creating a powerful lead magnet is actually easier than you might think. It begins with 
having a unique understanding of who your ideal client actually is and what they care 
about. It doesn’t matter what industry you’re in. The more you know about your ideal 
clients’ wants, hopes, and dreams as well as their frustrations and problems, the easier 
it is to create an offer that connects with them.  

Create a compelling lead magnet by finding powerful “hooks” and hot button 
topics for your clients. Don’t get lost in clever marketing language, but instead focus 
on the real problems they have and the actual words they use to describe them.  
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When you do that, you’ll be well on your way to tapping into a strong desire they already 
have which will compel them to take action, enter in their name and email information, 
and sign up. 

Don’t be a one-click wonder.  

The moral of the story is that you can have the most fascinating website, the best 
service, or the coolest name. You can even create a web destination that attracts your 
ideal clients. But if you don’t create a system that allows you to actually capture their 
information, you may become a 1-click wonder. A passing fancy that piqued their 
interest, but never captured their attention.  

And even if they may have wanted to work with you in the moment, without a way to 
follow up with them they may easily forget you.  

A final word on Organic and “Paid” lists.  

In the online space, buying lists of email addresses and mailing them like they 
requested information from you (read: THEY DID NOT) is a liability for your business. 
When people receive info they didn’t request, they can label you as a spammer, which 
can hurt your reputation, damage your brand, and even result in losing the privilege of 
sending out emails in the future.  

In the offline world where you may engage in direct mail, paid lists are actually GOOD. 
Just like you may use a compelling lead magnet to drive traffic to your site, you can use 
a purchased direct mail list to do the same.  

If you mail a postcard or a letter to an ideal prospect with a compelling introductory 
offer, (one that directs them to your website and encourages them to opt-in) you are 
giving them the voluntary option of joining your list. The key here is to focus on ideal 
prospects. If you mail to people who have no interest in what you have to offer it’s no 
different than asking them to sign up for your free newsletter when they have no interest 
in receiving it.  It will be ineffective and a waste of your time and money. 

Your best list building strategy. 

The best way to build your list is through a strategy that combines both organic and paid 
sources while incorporating online and direct mail techniques. Follow the outline I’ve 
created and you’ll be surprised how quickly your list grows and how responsive that list 
will become to the offers you present.  
 


