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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 
that 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 Sales Conversion.  

Enjoy.  

Sheryl Wolowyk, The Income Acceleration Coach 
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Income Accelerator: Converting Prospects into Clients and 
Customers 

The sales process begins with making contact with a potential client. It continues with 
capturing their information and developing a relationship that offers them real value 
while positioning you as an expert. The next logical step? Positioning yourself so that 
you can ask for the sale and convert the prospect into a client.  

Let’s begin this conversation by talking about the function of 
sales.  

Many entrepreneurs fear sales. They often feel awkward asking prospects for money 
and feel uncomfortable with the overall idea of selling.  

Selling often gets a bad rap and that’s because, for most of us, when we think of selling 
it conjures up the vision of a sleazy sales man in a polyester suit trying to pull a fast one 
on you.  

I’d like to reframe the role of sales and its place within your business.  

Asking for a sale is nothing more than the logical progression of a process whereby you 
have made contact with a prospect, developed a strong relationship, learned their 
struggles and problems, and then provided a solution that directly addresses their need.  

A common misconception around sales is that it is something you inflict on your 
prospect. That it is meant to be painful.  

In fact it’s quite the opposite.  

Without sales, how can you help people?  

Without making a sale and getting to work for them, how else can they get out of their 
problems they are currently having?  

It’s important to get this vital point. Sales is not an infliction. It’s a gift. A gift that when 
explained and illuminated properly has the power to transform your prospect’s lives. 

How Expertpreneurs® Do Sales 

For most entrepreneurs, the sales process begins with offering your prospect highly 
valuable content such as a compelling lead magnet in order to gain an understanding 
of the work you do and the value you can bring to their lives. For those of you who don’t 
know what a lead magnet is, it’s an engaging report, video, or some other kind of 
valuable information given to help your ideal client and to position your work, your 
business, and your point of view. You can also provide valuable content through 
webinars, teleseminars, videos, podcasts, tele-summits, and even in person speaking 
from a stage. 
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The key to having an effective lead magnet is that it must provide value and be relevant 
to your ideal client and position your expertise. 

If you’ve done your job, you will work to position yourself as THE expert in your industry 
from the get-go. This gets your prospects to know, like, and trust you and leaves them 
eager to learn more from you in the future which you can do through systematized 
communication (as part of your education-based communication and strategic 
marketing funnel).  

Education-based marketing is simply delivering great content that your prospects are 
interested in and leads them to a sales offer. 

Marketing funnels are what you use to lead them down the path so you can set the 
stage for converting your prospect into a client.  

The Art of Converting Prospects into Clients 

The reason most entrepreneurs fear the sales process is because they haven’t done a 
good job at preparing their prospects for the sales conversation. They haven’t 
positioned themselves properly, demonstrated their authority and expert status, and 
may very well have not shown enough value in the eyes of the prospect.  

But let’s assume that you are stepping into the concept of being an Expertpreneur® and 
thus learning how to become a trusted authority and expert in your field.   

If you’ve done the steps I’ve mentioned earlier then you will know that your customers 
won’t view your offer of helping them as a hard-core pitch but as a means of helping 
them in their lives.  

It changes the experience of the sales process entirely.  

This bears repeating: Expertpreneurs® position themselves as authorities to their 
ideal clients and come from a place of service. By inviting them to become clients 
they are simply providing an opportunity for prospects to get the solutions that 
they have already been looking for.  

Creating a Successful Offer  

There are simple yet powerful ways to get your sales message noticed, read and, most 
importantly, acted upon by your target prospect.  

It is important that you are aware of this and use it in your messaging to them.  

Offers are commonly delivered through “sales letters” that take many forms. You may 
have seen them as old school long-form sales letters or brochures or online sales pages 
that equal 15-20 pages of printed-paper. These offers come in a variety of formats and 
some work better than others depending on your market, prospect, and the product or 
service being offered.  
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Selling is Testing  

There is no such thing as a sure fire conversion strategy.  

What I mean is that some selling techniques work better in certain markets and the 
ONLY way to know is to test it out yourself. Luckily, there are easy ways to test your 
sales offers, especially in the online space, using Google’s Free Analytics service. 
These tests are called “Content Experiments”. You can also test offline offers by trying 
different approaches and seeing which convert the best. 

A primer for crafting your sales message 

Prior to creating your offer, you’ll want to be clear on a few key things including 
understanding what it is that your ideal clients are truly looking for.  

This begins by having insight into what your ideal clients are struggling with and 
knowing how to position your offer as a unique and branded approach to solving that 
problem. 

Think of your client’s problems as a unique itch and your offer is the only 
qualified back scratcher. If you’re able to articulate that to these clients, you’ll improve 
the chance of them purchasing from you.  

Avoid Marketing-Speak.  

There’s no quicker way to turn off a potential client than using clichéd marketing-speak. 
Too often entrepreneurs do an amazing job of building a relationship with a prospect 
through being of service and speaking authentically. But, they blow it when the sales 
conversation begins because they start speaking in ways that are out of alignment with 
how everything has been done so far.  

As you craft your marketing message, all you need to do is talk about the 
problems they are having in their own words. It’s that simple. Simply understand 
what keeps them up at night, how they talk about it when no one else is around, and 
just keep your ears open and listening, and you’ll discover how to craft a message that 
can sell in a way that doesn't feel ‘salesy’ or inauthentic.  

An overview of your sales offer 

This overview is not intended to be a definitive tutorial on crafting a successful sales 
message.  I did want to give you some foundational elements that must be considered 
in order to attract your reader, pique their interest, connect with their desires or 
problems, and inspire them to make a purchase.  
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A basic outline for crafting your offer:  

 Use a strong, attention-getting headline and lead that speaks directly to your 
prospect’s problem or interests, in ways they can self-identify with. Hint: think about 
the language they use to describe their own problems, frustrations, hopes and 
aspirations. 

 Use “proof elements” such as testimonials, charts, endorsements and other facts to 
help substantiate your claims.  

 Create copy from the standpoint of “Why should they care”? Compelling copy is the 
result of sharing stories and emotional connectors that captivate your audience and 
have them paying attention to everything you have to say.  

 Create a clear offer demonstrating value that far exceeds the asking price and seems 
irresistible to the reader. 

 Provide direct “calls to action” that explicitly tell the reader what action to take. 

 Use a guarantee to remove all risks from purchasing today. This could include a 30-
day money back guarantee if they’re not satisfied. 

 Proactively address objections. You already know there are reasons your prospect 
may not buy. Smart Expertpreneurs® meet these objections head on and help disarm 
them with explanations on why they are a non-issue. 

 Create scarcity by explaining time/availability limiters that show the consequence of 
waiting to buy (speaking to your client’s fear of loss evokes more powerful action than 
the pleasure of what may be gained). 

This is of course just scratching the surface.  

Despite what you might believe, converting prospects into  
customers is not magic.  
 
It’s simply about having a systemized process in place for capturing leads and 
developing a relationship that helps turn them into paying clients. 

 


