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Roadmap: The 6 Pillars

Pillar 1: Purpose - Define Success/Your Role in Your Business 

Pillar 2: Promote - Marketing/Unique Selling Proposition, 
Ideal Client/Target Market 

Pillar 3: Prosper - Profit Pyramid/Pricing Strategies, Multiple 
Streams of Income/Leverage 

Pillar 4: Productivity - Outsourcing/Delegating, Accountability 
Checks/Tools 

Pillar 5: Process - Business Systems/Operations Manual 

Pillar 6: Passion - Take it to the Next Level



Pillar 1: Purpose
Getting to the Core
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Assessment is Key
The early stages of business = constant assessment.   

Established business = stops performing crucial 
assessment steps.   

Business growth requires ongoing assessment.  

You must be willing to honestly assess the strengths 
and weaknesses of your business in order to identify 
what can be improved, and develop an action plan 
for implementing such improvements.



The Entrepreneurial Curse

Greatest thing about owning your own business is 
that you are your own boss.  

Hardest thing about owning your own business is 
that you are your own boss! 

No accountability except to yourself unless you 
set up accountability system and checks.



Entrepreneurial Growth 
Obstacles

Control Freak Syndrome 

Too Busy Working to Strategize 

Failure to Create Business Systems  

Not Making Time to Delegate 

Lack of Affordability/Failure to Invest in Business 

Not Leveraging Your Content 

Relying on One Stream of Income
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The 3 Hats of An Entrepreneur

The 3 “hats” (from The E-Myth Revisited by 
Michael Gerber)  

The Technician 

The Entrepreneur 

The Manager 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The Technician

Lives in the present. 

The doer, worker-bee. 

Takes the work he/she loves to do and turns it from a 
job to a business. 

Misconception – If I understand and am good at the 
technical work, I will be able to run a business doing it. 

The “product” is what’s delivered to the customer.



The Entrepreneur

Lives in the future. 

The innovator, strategist, visionary. 

The business is the product.



The Manager

Lives in the past. 

The pragmatist, implementer, overseer of back-
end operations. 

Maintains the status quo.



Balancing the 3 Hats

If equally balanced, extreme competence results. 

If businesses operated according to what the business 
needs, as opposed to what the owner wants, they would 
all be more successful. 

You start a business to do your “thing” and then realize 
you are in the business of marketing your thing.   

Most people start a business as the technician, and 
forget about the Entrepreneur and the Manager.



Smart Business Growth

Businesses need to grow.  That means they usually 
need help in one or more of the three areas. 

Other choices are to stay small, to self-destruct, or 
to just survive in a perpetual state of chaos. 

You need to be working ON your business, not 
only IN it.



Define Success

How do you define success?   

What is it that is propelling 
you forward in your business?  

Great businesses are created 
out of your passion and 
knowledge packaged together 
in a way that others see it as a 
value.
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Internal Business Mission

What is the mission of your business?   

For example, my internal business 
mission is to marry my passions with 
my profits. 

Conscious choice to step into a bigger 
purpose to help people around the 
world and not be geographically tied 
down.  

"People, Profits, Planet"
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Business Models
Typical Solopreneur Model 

Wear all 3 Hats at Once 

Enterprise/Expansion Model 

Build up and out, enlist help of others, possibly 
franchise or license business 

Lifestyle/Celebrity/Leverage Models 

Build up and in, enlist help of others, business is 
vehicle for personal and professional development 
and milestones
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Solopreneur Model
You wear all 3 hats at once. 

Limited by time constraints (only so many hours in a day 
for billable work). 

Limited to only business owner’s expertise. 

Opportunities for growth are limited (unless you create 
multiple streams of income!). 

BUT not responsible for anyone but yourself.
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Enterprise/Expansion Model

Will need staff, employees, team, independent 
contractors 

Should be great at running a business 

Manager and Entrepreneur Hats appeal to you and are 
where your strengths lie 

Hire Technicians to deliver services/products 

Act as Lead Technician or do not work as Technician at 
all



Leverage/Celebrity Model

Will need to hire support/administrative staff. 

May need to retain or hire Technicians to service clients if 
want to continue offering hands-on services. 

Many entrepreneurs that like this model want to free 
themselves up to speak, write, and create products/programs. 

Strong pull towards Entrepreneur Hat, but also want to 
remain Technician with high level of expertise. 

Often, delivery of expertise shifts from original business 
model.



Lifestyle Business

Do you want a “lifestyle” business?  Or to be a 
“suitcase” or “portable” entrepreneur? 

Amazing opportunities to travel, for example, and 
write off the travel as a business expense. 

Our society overvalues hard work.  A lifestyle 
business is great if that is what you consciously 
want. 

What does a lifestyle business mean for you?



Purpose Litmus Test

Absolute Yes List 

Just Say No List



Pillar 2: Promote
Don’t Be The Best Kept Secret!
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Entrepreneur as Leader

It's time to get yourself 
out there and step into 
your power!



What is Your Unique Selling 
Proposition (USP)?

What makes you stand out from your competition? 

Figure out your USP so you can use it to market to 
and attract your ideal client. 

USP/brand touch points 

Education/background, level of expertise, 
certification, personality, process/system of 
delivering services, credibility, brand, experience 
working with certain populations, etc.



5 Words Branding 
Exercise

Come up with 5 words 
that capture what is 
uniquely you -- your 
Personal Brand.

For some of you, this may 
be difficult. 

List your 5 words and then 
compare them to what 
others say about you.



Who are you?  
(Who, Who, Who, Who?)

Dreaded question: "So what 
do you do?" 

Typical response: "I am a 
________." 

Common mistake: Most 
people lead with their title.



Elevator Pitch

Basic formula of what you do, who you do it for, 
and benefits or results provided or received. 

Expression of who you are, what makes you stand 
out, and why people (and organizations) want to 
work with you. 

Grabs people's attention.



Positioning Statement

“I work with [target 
market/ideal client] to 
help them [results and 
benefits achieved] so that 
they can [transformation 
experienced].



Target Market
Who is your Ideal Client/Target Market? 

Age 

Gender 

Geographic location 

Income level 

Education level 

Career/work/industry 

Marital and parental status



Reaching Your Target Market

Match the marketing vehicle to your target market 
in order to reach your ideal client. 

Where do they shop, eat, live, work, exercise, play, 
vacation, etc.? 

What do they read, buy, research, desire, etc.? 

Are they online? What sites do they visit online? 

Overall, does your brand match your target?



Determining if a Prospect is  
Your Ideal Client

Do you have a list of qualifying questions in order 
to identify if a prospect is your Ideal Client? 

Try to determine if a prospect is a match. 

If not, introduce them to other service or product 
offerings, refer them to another organizer, etc. 

Do not be afraid to turn work away if it does not 
match your Target Market/Ideal Client!



Ways to Expand Market/Niche

People 

Target Market, Niche, Population 

Process 

Methodology, Certification, Service Offering

Copyright 2015 Lisa Montanaro



Breaking Into New Markets

Determine market. 

Complete overhaul or add on market. 

Assess your USP.  

Determine barriers to entry. 

Test the market (profitability, “fit,” future). 

Make decision on expansion.
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Marketing Audit
Look at marketing 
options. 

Be strategic! 

Decide which best fit 
for you, your business, 
your budget, and each 
individual launch/
service/offering.
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Online Marketing Tools
Website 

Blog 

Email Signatures 

Social Media 

Testimonials 

LinkedIn 
Recommendations 

You Tube 

Article Marketing 

List Serves 

Strategic Commenting 
on Blogs 

Blog Commenting 
Circles 

Google Alerts 

Social Media 
Commenting Circles 

Affiliate Program

34



Copyright 2015 Lisa Montanaro

Offline Marketing Tools
Business Card Exchanging 

Business Card Placement 

Flyers/Door knob flyers 

Bulletin Board posting 

Word of Mouth 

Testimonials 

Direct Mail 

Welcome Wagon for 
community 

Professional Associations 

Attending conferences/
workshops 

Networking Groups 

Client Referral Program 

Silent Auctions/Drawings/
Raffles 

Speaking  

Trade shows/expos 

Media: TV stations, Radio 
stations, newspaper and 
publications
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Marketing To Your Tribe

Reach out to existing and previous clients 

Reach out to speaking engagement attendees 

Reach out to prospects 

Make special offers to your newsletter list & social 
media followers 



Marketing & Launch 
Calendar

An annual plan of what 
you will launch, when 
you will launch, and 
the steps to launch it. 

Laid out on month-to-
month basis.



Strategic Partnerships

Develop resource groups as opposed to networking 
groups.   

Develop relationships with business owners offering 
complementary services and refer to each other.   

Also, referred to as Power Partners. 

Examples: Handyman, closet company, accountants, 
financial planers, interior designers, home stagers, 
insurance agents, antique appraisers, movers, realtors, 
relocation specialists, estate attorneys, etc.



Coopetition
Engage in Coopetition = Cooperation + Competition 

Develop a joint venture project together 

Share a booth at an expo, tradeshow or business showcase 

Make money from each other’s products and services (referral or affiliate 
programs) 

Co-present with a competitor/colleague 

Advertise with a competitor/colleague 

Refer leads to each other 

Co-author an article or book together 

Offer a teleclass or webinar together



Joint Ventures

Build your list 

Gain exposure 

Increase credibility 

Reach more people 

Develop affiliates
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Types of Joint Ventures

Teleclass/Audio Interview/Telesummit 

Webinar/Video Series/Online Program 

Guest Blogging/Blog Circles 

Co-Presenting/Speaking for Events 

Co-Authoring/Article Submission/Compilation 
Publications
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Leveraging Power of Others

Become an affiliate of someone else's products or programs. 

Develop your own affiliate program.  

Develop a referral program and participate in others. 

Get a sponsor or become a corporate spokesperson.  

Advertising revenue (ads on your website, blog or in your 
ezine).
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Pillar 3: Prosper
Let’s Talk Money!

Copyright 2015 Lisa Montanaro



Your Business is a For-
Profit Endeavor

Don't be afraid of the 
numbers! Get help if you 
need it.  

Money is energy and needs 
to be paid attention to. 

Don't sell yourself short.



Money Mindset

You can be a heart-centered, 
purpose and passion driven 
entrepreneur and still make money. 

You need to look yourself in mirror 
and say your rates with conviction. 

Reframe your "Money Story."



Broken Business Models
Picasso Model 

Gum & Duct Tape Model 

Chopped Liver Model  

Up Shot Model  

Cycle of Reactivity & Panic (CRAP) 

Adapted from speech by Christine Kane
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Know Thy Value
Most price objections start in your 
mind first! 

Be careful of bartering and giving 
discounts unless you are getting 
equal value in return. 

Beware the Imposter Syndrome!



Think Big!

Choose your Bold Money Goal for the year. Write 
it down. 

As business owners, we often must make decisions 
from where we WANT to be, not from where we 
are.  

Create a vision and the concrete steps to get there.
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Scalable Business
Charge premium 
prices. 

Package offers in way 
that highlights higher 
value. 

Create multiple 
streams of income = 
leverage!
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Creating Multiple  
Streams of Income

Helps build business 
with less work. 

Think of business as 
an umbrella with 
divisions under it. 

Deliver core offerings 
in different ways.



Leverage: Repurpose is 
the Name of the Game

Repurpose existing work/content to leverage your 
expertise. 

Do the work once and then keep using it and benefiting 
from it. 

Offer multiple ways & affordable options for clients to 
access you, your company, and your offerings. 

Move from delivering your content 1 to 1, to 1 to many. 

Move from you being the only one to deliver services/
products/programs.



Profit Pyramid Exercise

Draw a pyramid and fill in your income streams as they 
exist now with price points. Start with lowest priced 
offering at bottom and work your way up. Label that Now.  

Make a new pyramid and label it Future. Fill it in after this 
bootcamp with all of the services, programs and products 
you plan to create in the next 12 months. You should have 
multiple price points to fill each tier. 

Use this New Profit Pyramid to map out all of your launches 
for the next 12 months in your Marketing Launch Calendar.



Service Offerings
Hands-on or on-site client sessions (1-to1 or 1-to-groups; 
you deliver or a team member delivers with you or 
instead of you) 

Coaching/Consulting  (1-to1 or 1-to-groups; you deliver 
or a team member delivers with you or instead of you) 

Speaking (for clients or public workshops; you deliver 
yourself, or team member delivers with you or instead of 
you) 

Writing (blog for fee, write articles for fee, secure book 
advance, etc.)



Suite of Services

Variety of service offerings at different price points (Profit 
Pyramid).  

Develop package and/or project pricing. 

Flat hourly rate: 

How to determine what to charge 

When to raise rate 

Raise rate in planned manner 

Use rate increase as marketing/sales strategy



Rate Increase
 When to raise rates - internal vs external 

 Raise rates in planned manner - notice, 
"grandfather"in existing clients, Client Loyalty Program 

Use rate increase as a marketing/sales strategy - pre-sell 
at existing rate before increase 

Be prepared to lose bottom 20% to gain new top 20%
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Structuring Fees

Hourly rate 

Half day rate 

Full day rate 

Project rate 

Packages 

Retainer fee



Project & Package Pricing

Project pricing = Flat fee for a defined set of 
tasks performed or results achieved. 

Package pricing - 2 types 

Buy in bulk (discounted rate for larger 
purchase/more hours) 

Value based (price is tied to value of overall 
package/results achieved)



Service Offerings as 
Feature Film

Previews 

Consultations, assessments, ezine 
subscription, ebook, tips sheet 

Feature Film 

Hands on sessions, speaking, 
coaching/consulting, virtual 
organizing 

End Credits 

Shopping, maintenance, follow-
up coaching, accountability 
checks, donation drop offs



Alternative Models
Multiple Offices - Intrastate or interstate. 

Licensing/Certification - License rights to your 
methodology, content, products or programs. 

Team Members in Other Locations - Intrastate or 
interstate 

Portable Business/Suitcase Entrepreneur - Virtual 
services, clients travel to you or other sites, you travel 
to client.
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Virtual Services

Work from comfort of your 
home or office. 

Reach more people. 

Can be more affordable for 
client & more profitable for you. 

Clients get help they need 
regardless of location.
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Relocation of Business

Move from one area to another & reestablish 
business: 

Intrastate 

Interstate 

Internationally
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Creating Info Products
Listen to what your prospects and clients ask for.  

Solve their problems with your products. 

Provide them with content in a variety of ways: 

CDs/MP3s/Audio Programs 

DVDs/Video Tutorials 

Home study courses 

Print materials (ebooks, books, tips booklets, special 
reports, white papers, forms, templates, transcripts, slide 
decks, etc.)



Programs
Teleclasses and webinars 

Group coaching programs 

Mastermind groups 

Mentoring programs 

Bootcamps 

Retreats 

Study or exam-taking preparatory programs 

Training or certification programs 

Membership continuity programs



Easy Way to Create an 
Information Product

Hold a teleclass 

Record it and get it transcribed 

Sell as MP3/CD 

Convert transcript to article or special report 

Repurpose as free offer to build ezine list 

Offer as bonus for bigger ticket programs or 
products



Get It Down on Paper
Write list of tips in bullet format = Tips Sheet 

Develop each tip onto paragraph = Article 

Expand on each tip with examples and case 
studies = White Paper or Special Report 

Series of articles, blog posts, expanded special 
report or white paper = Ebook 

Fully developed manuscript = Book



Repurpose Your Content

Natural progression to repurposing 

Teleclass becomes audio program/CD/MP3 

Series of articles becomes e-book 

Teleclass and transcription or handouts become home study 
course (audio and workbook) 

Bundle products (“best of” audio programs for example, 
different products organized around a theme) 

Sales copy for promoting becomes sales copy for selling 
product



Necessary Tools

Contacts Database (Constant Contact, MailChimp, iContact, Fiitfu, 
etc.) 

Ezine/Email Marketing Database (Constant Contact, One Shopping 
Cart, InfusionSoft) 

Shopping Cart (One Shopping Cart, InfusionSoft) 

Merchant Account (Pay Pal, Practice Pay Solutions, Chase 
PaymentTech) 

Teleclass Bridge Line (FreeConferenceCall, FreeConferenceCalling) 

Webinar Service (GoToWebinar, ReadyTalk, Presenter Box)



More Necessary Tools

CD Fulfillment Service (Kunaki) 

Membership Platform (Wishlist, Facebook 
Private Group) 

Group Interactive Platform (Google Hangouts, 
Skype, Viber, Facetime) 

Project/Task Management (Asana, Trello, Wrike)



Collaborative/Affiliate 
Programs

Become an affiliate of someone else's products or 
programs (be sure to use FTC Affiliate Notice, which 
is required by law). 

Develop your own affiliate program.  

Example: http://www.lisamontanaro.com/affiliate/ 

Advertising revenue (ads on your website, blog or in 
your ezine). 

Licensing resale rights of your methods or programs.





 FTC Affiliate Notice

Required if you will receive financial benefit 
from recommending products and/or services 
on your website or blog. 

Add disclaimer language to your site/blog to be 
in compliance. 

Sample: www.LisaMontanaro.com/privacy-
policy
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http://www.lisamontanaro.com/privacy-policy


 FTC Affiliate Notice
From time to time, we will recommend products and/or 
services for sale. These recommendations are always based 
on a belief that the product or service will provide excellent 
and valuable information or service based on a review of 
that product, our relationship with that person, or a 
previous positive experience with the person or company 
who’s product we are recommending. In some cases, we 
will be compensated if you purchase that product based on 
our recommendation. We may also receive the product for 
free for review purposes. We recommend that you always 
do your own due-diligence before making any purchases 
and never purchase anything that you cannot afford.



Pillar 4: Productivity
Let Go to Grow!

Copyright 2014 Lisa Montanaro



Exercise: Unique Areas of Brilliance

Your unique areas of brilliance should be a short list! 

What are you uniquely brilliant at? 

Where do you shine? 

What activities send you into “flow” mode? 

What do you love to do and are great at? 

What tasks do you lose track of time when doing? 

What would you feel lucky to get paid to do?



Clone Yourself
Hire employees or retain 
services of independent 
contractors to work on your 
business, or in your 
business.  

Team members deliver 
services/products/programs 
in addition to you, or 
instead of you.
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Types of Team Members

Virtual Assistant/Online Business 
Manager 

Local/Executive/Onsite Assistant 

Independent Contractors – 
Administrative/Professional 

Employees - Administrative/
Professional 

Business Colleagues
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Virtual Assistants (VAs)

"A Virtual Assistant is an independent entrepreneur providing 
administrative, creative and/or technical services. Utilizing 
advanced technological modes of communication and data 
delivery, a professional VA assists clients in his/her area of 
expertise from his/her own office on a contractual basis.” - 
International Virtual Assistants Association (www.ivaa.org) 

Many projects can be completed via phone and email. If VA 
needs access to your documents, use programs like 
FreeScreenSharing.com, DropBox.com, Google Docs or 
Zoho.com. 

Expect to pay between $15 and $60 per hour.



Tasks to Delegate

Website maintenance 

Article marketing 

Newsletter/ezine publishing 

Blog updates 

Copy writing/proof reading 

Contact database management 

Shopping cart administration 

Transcription 

Audio and video editing



More Tasks to Delegate

 Setting up and managing your online forums 

 Managing social media accounts 

 Spending hours on the phone with any type of support vendor 

 Handling travel arrangements 

 Scheduling meetings, conference calls, etc. 

 Website and sales reports/analytics 

 Designing presentations 

 Managing client mailings



Get Personal

What are those personal things that you're doing that you could 
contract out so you can focus on growing your business?  

House cleaning 

Errands 

Grocery shopping 

Dry cleaning and laundry 

Mowing the lawn/landscaping 

Plowing the snow



Classification of Team Members

IRS examines 3 main areas using 20 factors: 

Behavioral Control 

Financial Control 

Description of Parties
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Independent Contractors

Advantage of using workers only when you need them.  

Independent contractors can provide administrative or 
organizing assistance. 

Can only train in company policies, not actually how to 
perform work. 

Independent contractors should have own business, maintain 
own insurance, and pay own taxes. 

You “retain” the services of an independent contractor, not 
“hire” them.



Employees

Entails hiring and supervising worker (sometimes 
firing one too!). 

Training time and expense. 

May only be able to afford to pay part time, but 
many workers want and need more hours. 

Must pay requisite taxes. 

Can exercise behavioral control over employee.



Team Logistics

Retaining/Hiring Team Members 

Dealing with Payment by Client/Payment of 
Team Members 

Project Management/Team Coordination 

Policies & Procedures/Operations Manual
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Selling the Team Concept to 
Prospects & Clients

Send out instead of you or with you? 

Use only with new clients? 

Use with trusted long-time clients to 
test out model?
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Accountability Partners

Business Friends and Colleagues (“Coopetition”) 

Strategic Partnerships (“Power Partners”) 

Peer Coaching/Accountability Partner  

Mastermind Groups 

Board of Advisors 

Business Coach



Peer Coaching/Accountability Partner

Consider peer coaching with an accountability partner 
(co-organizer or co-entrepreneur).  

Affordable way to brainstorm & stay on track. 

Be careful not to choose someone that pushes your 
buttons, saps your energy, or is competitive.  

Choose someone that will challenge you to stretch your 
entrepreneurial muscles. 

Choose parameters such as method, frequency, etc.



Mastermind Groups

Napoleon Hill, Think and Grow Rich - “A mastermind is 
the harmonious alliance of two or more minds that create 
a friendly environment to gather, classify and organize 
new information for fast and effective implementation.”  

Like-minded business owners that support and challenge 
each other, while also serving as an accountability check.   

Often, the business owners are in the same industry, but a 
group can also be a CEO Mastermind where business 
owners are in different, non-competitive industries.



Board of Advisors

Similar to a Board of Directors for a corporation or a Board of 
Trustees for a non-profit. 

Made up of select colleagues in the same industry, top clients, 
friends or business associates with special talents and 
backgrounds. 

A good number to strive for is 5-8 members.   

Not to be confused with paid team of professionals. 

Can provide market research, feedback, act as sounding 
board, etc.



Business Coach

If you want or need one-on-one attention, consider 
hiring a business coach. 

Can be someone in or out of your industry. 

Make sure that he or she is a good match for what 
you need: disciplinarian, cheerleader, consultant/
expert, etc. 

Consider a group coaching environment if you learn 
well in that environment.



Pillar 5: Process
Let’s Go Behind the Curtain
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Business Systems

Can delegate/outsource to the business by setting up 
systems that are easy to follow and deliver results. 

Develop systems so that the business can run 
automatically.  

Create an Operations Manual.  

Helpful when things get busy and you are 
overwhelmed.  



Why Develop and Implement  
Business Systems?

Business can run without you if you became ill, take 
vacation, or go to business conference. 

Can hire employee or assistant and train in business 
systems and processes.  

Infrastructure in place to effectively delegate without 
taking up too much of your precious time as the business 
owner. 

Makes it easier to license, franchise, or sell your business.



Business Schedule  
& Strategic Planning

Daily, weekly, monthly, quarterly and annual business planning/
scheduling. 

Set your programs for the year in advance. 

Schedule in your vacations and holidays. 

Schedule in business conferences, professional development 
days, and corporate retreats. 

Schedule in desired and realistic billable working hours with 
clients. 

Set milestones to reach throughout the year.



Action Plan  
(“Working Business Plan”)

Not same as a formal business plan. 

Broken down by categories. 

Includes time frame for implementation of all business activities. 

Place to capture all business ideas and organize them so that 
they can become reality. 

Living, breathing document that you work with consistently and 
constantly. 

Separate out by categories, time line, or whatever systems makes 
sense to you.
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Project/Task Management
ActionPlanr 

Asana 

Trello 

Zoho 

2Do 

Cozi 

Remember the 
Milk 

Wrike 

Wunderlist 

Any.Do 

Teambox
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Oh Asana, How I Love 
Thee...

Asana allows you to track all of your projects, 
tasks and to-do's in one portable place and 
access it from any device.  

You can organize tasks by category, track due 
dates and access info from anywhere. You can 
add notes or attachments, share with others, 
and lots of other bells and whistles. 
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Dropbox =  
Business in a Cloud

This tool is my favorite. It allows you to have your files 
with you wherever you go! 

Dropbox is a free service that let's you store files, videos 
or photos from your computer, smart phone or tablet on 
the Internet, and then access them from anywhere.  

You can also share information with others.  

The basic level gives you 2GB for free. If you need video 
and photo storage, you will be at a higher level. 
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Blueprint Your Business

Place to document your systems and processes. 

Password protect/secure it, as well as back it up. 

Easier to delegate and run the business (create a 
“share” version). 

Provides structure and clarity.  

Helps you examine the big picture and how each 
part fits into the whole.



Operations Manual

Passwords to online and offline business accounts 

Domain names 

Trademarks 

Business supplies with purchasing/ordering information 

List of business documents 

Prospects intake process 

Client intake process/Qualifying Questions/Sales Scripts 

Client follow-up process



More Operations Manual

Sample email templates 

List of all team members and their contact info 

List of Board of Advisors and their contact info 

Procedures for hiring or retaining new team members and training 
them 

Checklists for Preparing for client sessions, proposal pitches, speaking 
engagements, professional association meetings, etc. 

Testimonials/References 

Affiliate and Referral Programs



Pillar 6: Passion
Taking it to the Next Level

Copyright 2014 Lisa Montanaro



Natural Progression to Business

Remember why you started your 
business in first place. 

But stay open to change. 

Cycles in a business - learn to let go, 
grow, and move on.



Take Calculated Risks

2 versions: 

Create it and see if they 
will come. 

See if they will come and 
then create it.



Become a Passionista! 
 A Multi-Passionate Person

Integrate your passions 
into your life and work. 

Think holistically: 
career/work/business, 
hobbies, volunteer 
opportunities, travel.



Mastery vs. Multi Passionate 

Takes intense focus to excel in one area and create 
mastery. 

Admirable, but can take amazing amount of sacrifice. 

Multi-passionates often choose to live inter-
disciplinary, well rounded, diverse, cross-pollination 
kind of life. Doesn't make you a Jill of all trades.



Examples of Incorporating 
Passion into Business

View my business as platform to make a 
difference in world & have a blast doing it! 

Performing & Speaking 

Sign Language & Deaf Culture 

Language, Travel & Culture 

Writing



Passion Dilemmas

Choose one passion to focus on at a 
time, or pursue a little bit of each 
passion on a daily/weekly/monthly/
annual basis? 

Put some passions on the back burner 
in order to hyper focus on 1-3 only?



Action Plan
Pillar 1: Purpose - Action 
Steps 

Pillar 2: Promote - Action 
Steps 

Pillar 3: Prosper - Action Steps 

Pillar 4: Productivity - Action 
Steps  

Pillar 5: Process - Action Steps 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Consistency Trumps 
Commitment

 “Motivation is what gets you 
started.  Habit is what keeps 
you going.”  

  ~ Jim Rohn
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Pull out the Golden Nuggets for each Pillar and add to your 
Action Plan. 

Add to your Project/Task Management system, delegate to 
your team members, add deadlines for completion. 

Be consistent - stay the course!



Business Foundations 
Template Package

Includes Client Agreement, 
Independent Contractor Agreement, 
and Operations Manual, plus detailed 
instructions, audio, and lifetime 
updates. (Also, a Speaker Agreement 
available for purchase separately.) 

www.LisaMontanaro.com/store/
products/businessfoundations/ 

25% off full package or individual 
components until 3/17/14 if use 
coupon code NAPOAustin.

Copyright 2015 Lisa Montanaro



La Dolce Vita Program
Join me for a 6-week virtual group 
teleclass program. 

Starts February 19th. 

Special NAPO-Austin rate of only 
$299 ($60 off regular rate). 

Use coupon code = NAPOAustin 

Visit www.LisaMontanaro.com/
LaDolceVita for details and to 
register.
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http://www.LisaMontanaro.com/LaDolceVita


Stay in Touch!
Lisa Montanaro Global Enterprises, LLC 

Davis, CA 
(530) 564-4181 

Lisa@LisaMontanaro.com (email) 
www.LisaMontanaro.com (Website & Blog) 

@LisaMontanaro (Twitter) 
www.Facebook.com/LisaMontanaroBiz (Facebook) 
www.Linkedin.com/in/LisaMontanaro (LinkedIn) 

www.YouTube.com/LisaMontanaro (You Tube) 
www.Pinterest.com/LisaMontanaro (Pinterest) 
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http://www.YouTube.com/LisaMontanaro
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Thanks for attending!
Now Go Kick Some Butt!
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