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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 hard working “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 Creating a Connection With 
Your Customers.  Enjoy. 

Sheryl Wolowyk, The Income Acceleration Coach 
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Income Accelerator: Creating (and Maintaining) a Connection 
With Your Customers 

If you’ve ever felt courted during the sales process only to then feel “abandoned” once 
the transaction was completed, you’ll enjoy this conversation around how to create and 
maintain connection with your customers throughout the life of the sales cycle.  

The customer vs. absentee salespeople.  

No, this isn’t a made for TV drama but it is quite often what most customers experience 
after finally making a purchase and parting ways with their hard-earned dollars. The 
sales person, so intent on closing the sale does everything they can to get to the “yes”, 
only to then ignore anything that might come afterwards, despite the impact it can have 
on the overall customer experience and what the customer shares with colleagues and 
other prospects both in person and online.  

Create raving fans. Not really pissed off ones.  

Once you’ve converted a prospect to a customer, your job is not over. It’s just begun. 
I’m not speaking to the service or product you’re about to deliver but about how you 
handle the relationship that comes with it.  

Most entrepreneurs lower their interaction with clients once service begins. 
Expertpreneurs® strive to raise the bar.  

From the moment your prospect becomes a client or customer, your number one goal 
(in addition to providing the best service and making good on your promises) is to help 
turn them into what we call “raving fans” - brand advocates who will eagerly and joyfully 
tell their friends, families, and coworkers about the work you do and how amazing you 
truly are.  

Social Media can be your friend or enemy. We say choose the 
former.  

One tweet can change the world. One Facebook posting can bring a company down. 
Social media has made it easier than ever to tell your circles of influence what you care 
about and why.  

Knowing this, wouldn’t you do everything in your power to give your customers 
an amazing experience so they can tell the world how great you are? It certainly 
beats them telling others how disappointed they were in the work you provided.  
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Getting the Job Done Right 
 

Once you've made your sale, your job is only half done. 
 
Since you are helping people transform their lives, it is deeply important you see their 
transformation through. Not only because success stories are integral to spreading your 
word and your business, but also because that's the true mark of your success as an 
Expertpreneur®. 
 
The Unfortunate Truth. 
 
Some of your clients won’t consume your product, apply what you’ve taught them, or 
actually do the things that they need to do to get the full benefits of your products or 
services. 
 
However, there are many things you can do to reduce the likelihood of them not 
achieving the promised benefit of your product or service, all the while reducing returns. 
 
So first of all, congratulate them on their purchase. Preparing a strong follow-up to a 
purchase reduces buyer's remorse, and reminds them of why they bought it in the first 
place. While affirming that they did indeed make a good decision. 
 
If you ignore them after they’ve made a purchase, a lot of things could go wrong. The 
excitement could go away after a few days, they might give up, and they may even turn 
on you. 
 
Winning a customer back after that is nearly impossible, and puts you at risk for a 
reputation you probably weren't looking to have. 
 
It’s why I’m now going to show you what you can do to ensure your clients not only 
experience the transformation you promised them, but recognize how much you truly 
care. 
 

What You Do After the Purchase is What Really Counts 

How you handle customer interactions after a purchase determines how people 
perceive you. Even with a perfectly crafted product and irresistible offer, customers will 
quickly turn on you if they feel they've been forgotten, or cheated in any way.  
 
When they reach out to you and get no response, it will cause a problem. You have to 
make the commitment to be there for them. 
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If you don't, this may not be the right career for you. 
 
As an Expertpreneur® myself, I want to work with people who truly care about helping 
others. Those who will go the extra mile to ensure customers experience the 
transformation they promised. 
 
Saying that isn't enough, though. You have to show it and live it. 

If you release a product and disappear, ignoring those who purchased it, you will 
be perceived as aloof and uncaring. However, if you follow-up after the sale, 
encouraging clients to consume the product and contact you with concerns, they will 
believe you care (and believe it because you’ve demonstrated it). 
 
If someone contacts you regarding a return and you don't respond, you will 
destroy their trust. But, if someone is there to talk to the customer and help them 
through the return (or even see if they can convince them to give it another try) then you 
appear committed.  
 
If you run a live event and spend the entire time pitching new products and 
affiliate offers, you will be accused of trying to squeeze every last dollar out of 
your clients. Conversely, if you provide useful and actionable information people will 
respect you and speak positively about their experience to others. 

I know it sounds counterintuitive, but at the end of the day, what clients care 
most about is how you treated them after you took their money and closed the 
sale.  

An emotionally engaged customer is a happy customer. The good news is that creating 
an engaged customer doesn’t mean constant handholding or babysitting. It’s actually 
about leveraging your marketing funnels in an automated way so you can stay 
connected and your customer can feel taken care of. It’s also about how you follow up 
on concerns they raise and how you make them feel appreciated and special. 

Put as much care into the communication with your clients as 
you did in the process of turning them into clients.  

Your clients and customers care about results. There’s no mistaking that. But they also 
care that their concerns and questions are answered and addressed.  

Doing this is easy. All you need to do is ask questions and then listen to their 
responses. Ask customers if they’re happy with the service. Do they enjoy being a 
customer of yours? Would they be willing to tell others about you? Whatever the 
responses, if you’re genuine in the questions and take their responses seriously you will 
continue to have engaged customers.  
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Sharing Successes 
 

To be honest, if you've done everything I've already mentioned you won't have to do 
much work to get success stories from your clients. 
 
Why? Because you’ll have communicated all along the way and helped them reach their 
goals. And when they finally feel their lives are what they've dreamed of, you'll be the 
first person they share that with! This is both deeply satisfying, and great to use in your 
marketing later on. 
 
But sometimes it does take a little bit of prodding to get the full story from 
people. Perhaps they're busy or even a bit shy and don't want to talk about it.  
 
One thing you can do is send out a report card periodically throughout the duration of 
your program. Encourage them to not only grade themselves and their growth but grade 
you and your product or service.  
 
This will accomplish a few things:  
• You'll break down the barrier of self-evaluation by letting them constructively critique 

you.  
• You'll encourage communication and growth.  
• And, most relevant to testimonials, you'll be tracking their progress in tangible words 

or numbers. 
 

Create a “Customer Scorecard” in your after-purchase marketing 
funnel.  

A similar approach to this is to create a “customer scorecard” 
 
This simply means inviting your customer to fill out a survey that rates your company 
and product based on what you promised in the sales process. You can get rated on 
items such as timely delivery, prompt responses to customer service requests, 
addressing complaints, etc. Invite them to a member’s only site or a Facebook group, 
where customers get special pricing or gifts. Make it easy for them to share their 
experiences on social media sites and incentivize them to share your product or service  
with a friend.  

Another great way to stay connected is to send timed communications to 
customers that ensure they know how to best use the product or service. You can 
even speak of some of the common problems other customers have or surprising ideas 
on how to make the most of what they purchased. It’s those little touch points that make 
someone feel taken care of. The best part is that if you put the right amount of effort into 
the preparation of the systems, they become automatic.  
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“The greatest thing since sliced bread.”  

The expression is cliché but the intention is more important than ever. If you want to 
look great in the eyes of your customers, the secret is to under-promise and over-
deliver.  

Give your clients a VIP experience, even when they buy your standard service. Create 
world-class customer support and be sure to make every client interaction special so 
that the client feels taken care of.  

This special attention will pay off for you again and again (and again). How do I know? 
Because I’ve gotten survey requests from companies I’ve done business with. The ones 
who asked real questions and then responded accordingly had a positive impact on my 
overall experience.  

It showed they care about what I thought and that they paid attention to my experience.  

Let’s end with this thought: Other people can sell you much more 
powerfully than you ever can.  

It’s this simple fact that should explain why putting time into your customer 
communication strategy is time well spent.  

When you do your homework and create a valuable experience with your customers, 
they’ll jump at the chance to tell other people about how great you are and why they 
should use you. 

And that’s one of the best marketing tools that you can have.  

 

 

 

 


