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WELCOME TO THE BEGINNING OF YOUR PROFITABLE PRODUCT PLATFORM

Grab a beer (or your favorite frosty beverage).

I’'m about to take you by the hand for 10 minutes and get you on the path to
making money with your own products in the next 3 days.

Not 3 months from now, not a year from now, but 3 days from now. Your
product can be made, and you can even have sales coming in, even if you have
no idea how you’re going to pull this off. It's not only possible, but provable —
I’'ve helped more than a few people make this happen. And today I’'m going to
school you up in the art of rapid, high-quality product creation.

I’'m “The Launch Coach,” and this is what | do for a living: | get more people to buy
what you're selling.So let’s get you something new to sell in the next 3 days.

INTRODUCTION: HOW IT ALL GOMES TOGETHER

You’ll need to put in some hustle to get a marketable product out in 3 days, but in
reality it’s a fairly simple process:

e Step 1: You get your head in the right place.
This is actually the hardest part, but the most important one.

e Step 2: You create a marketable solution to one single problem.
This is actually the easiest part. Also important, though. ©

e Step 3: You get it out there for sale.
This can take just 30-60 minutes. Seriously. We'll discuss.

The idea of getting a product made and ready to sell in 3 days would make most
people’s heads spin. But turning heads is what selling stuff is all about.

So let's jump right into it - and let's start getting you and your products to attract
more buyers every month.

(If you haven’t printed this report yet, do it now so you’ll be more likely to take
notes and take action — and to start making money.)
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STEP #1: GETTING YOUR HEAD IN THE RIGHT PLAGE

So we’re looking at three things that are probably standing in the way between
“you-right-now” and “you-with-a-new-product-to-sell-in-3-days:” Fear, Self-
Centeredness and Limiting Beliefs.

| put Fear, Self-Centeredness and Limiting Beliefs in that goofy Unnecessary
Capital Format because | want you to start seeing these three items as goofy and
unnecessary. They are getting in your way and they are preventing you from
helping people solve their problems.

Let’s talk about why.

FEAR: KICKING YOUR ASS ON A DAILY BASIS

There are times when fear is a good and healthy thing. For example, the idea of
“running with the bulls” fills me with some pretty pants-wetting fear, as it should.
This is my brain’s natural way of saying “Holy hell, Dave — don’t do that, it could
kill you.” Fear is one strong asset in that case. It’s a natural survival mechanism,
and you’re a smart person for always giving it a chance to have its say.

But the problem comes when we put blind trust in Fear and start believing
everything that it says, because then we start having those pants-wetting feelings
about things that will not kill us and may, at the worst, just make us feel
uncomfortable or foolish. Things like:

e Fear of rejection: We might get shot down when asking someone out, or
we might try and sell a product only to have no one buy it (or horror of
horrors, people might ask for refunds). Guess what? That’s not fatal. Not
even close. It's actually a normal, healthy part of the process.

e Fear of failure: We might try this really cool idea and discover that it just
doesn’t work out. People might look at us and think “Hey, you don’t finish
what you started,” or “That was a dumb as hell idea.” Guess what? That’s
not fatal either. In fact, people who actually make money call these
failures “stepping stones,”(and people who never take action usually envy
the people who do — even when they’re making mistakes).

e Fear of work: Sounds silly, but it’s a big fear for most (all?) of us. The
project seems BIG! (So? Scale it down and grow from there, instead.) The
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project seems DIFFICULT! (So? Find ways to make it easier.) The project
takes SUSTAINED EFFORT when there’s so much else to do! (Umm, yeah.
That’s what successful people do.)

So — gasp — you have to actually work hard? That’s not fatal. It’s
uncomfortable. Quit letting your aversion to discomfort put you on a
leash and call you a “good dog.”

Fear has its place — when it saves your life, or prevents major disaster, it’s good.
But seriously, we’re talking about making a quick product to sell here and putting
you on the path to growing your business a little bit more each month. This isn’t
fatal stuff, and the strategy I’'m going to lay out to you is even something you can
do for free - so you don’t really have a good excuse to listen to Fear for the next
few minutes.

Don’t think of doing some rapid product creation as a SCARY THING; think of it as
an experiment. Some people might reject you, but others will buy from you. It
might not work out as well as you hope, but you’ll at least have a result instead of
the wishful thinking you’ve been nurturing. And it might be some work, but it will
be work that moves you forward and gets you attention.

The point of making your first / next product isn’t to get you rich, it’s to get you
started and get an “income snowball” rolling and growing each month. (You can
decide to do what it takes to be rich later if you want.l won’t tell anybody.)

If fear is freaking you out, use the worksheet at the end of this workbook to kick
fear’s ass to the curb.

SELF-CENTEREDNESS: THE GUT-PUNCH OF ANXIOUS WORRY

Usually when | tell clients they need to get over being so self-centered they get a
bit insulted until | explain what | mean. (You’re not paying me any money right
now, but | might as well give you the same treatment regardless. Let the
smackdown ensure.)

If you’re feeling that action-killing fear around creating a product, you are being
self-centered. Your fear is selfish because you are withholding solutions from
people who have problems that need solving.

If someone on the street had pneumonia and you had a truck full of antibiotics,
would you feel guilty about selling your stuff to them? Would you hesitate in the
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least? Would you draw back and not engage these people in conversation so you
could to let them know what you had to offer? Hell, no — you’d be selling those
pills and feeling great about what you were doing.

Now step back. You know stuff. Stuff that can help people solve their problems,
whether that means you fix their issues or you just help them find the
information they need faster. Or maybe you just know how to make people
happy by entertaining or inspiring them. Bottom line is, you know how to make
someone’s life/business/whatever better.

So if you’ve been stressing about how you can’t make a product because it’s too
hard, or no one would buy from little old you or it feels icky to sell or whatever
story you’re feeding yourself, just imagine yourself saying those things about that
sick person while you’ve got a cart full of the stuff that would make him better.
You wouldn’t, because you’d be thinking of the other person’s needs instead of
being self-centered and dwelling on your own insecurities.

Now, I'm not saying that if you don’t take your skills and start producing products
you’re selfish or self-centered. Nothing obligates you to productize your
knowledge. But consider this: If you're feeling worried or scared about selling your
knowledge, it’s because you’re focused on your own insecurities and NOT on
serving the needs of other people.

If you focus on their needs — and the specific, measurable value you can provide —
then selling your products becomes enjoyable. You're not trying to get money
from people, you’re trying to give them an opportunity to have their problem
solved. And that’s a pretty nice feeling.

So when the fear and the worry come a-knocking, tell yourself to stop being self-
centered. Center your thoughts on the people you can serve instead.

There’s a worksheet to help you do this at the end of the workbook.

LIMITING BELIEFS: CLOSING THE DOOR TO A MORE SUCCESSFUL FUTURE

It's easy to get caught up in thinking of all the things you “can’t” do or that you
“don’t have” the resources for. | put “can’t” and “don’t have” in quotes because
most of the time we say those words we are flat out lying to ourselves, using
them as an excuse to not have to do the work it takes to make things happen.
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First of all, when we say “can’t” or “don’t have” most of the time we mean
“won’t,” but don’t have the guts to admit it. For example, when I’'m on a phone
consult and someone tells me they can’t make any time for a new project (like
creating a product in 3 days,” | ask them what they’ll be watching on television
this week. | ask them how much time they’ll be spending surfing the web or using
Twitter to “build their business.”

There’s usually silence on the other end of the line, because they know I've
called their B.S. They have the time, but they won’t spend it on what they say
truly matters to them. Then it’s my job to say “I know exactly how that feels, and
here’s how | get past that feeling when it happens to me,” (but that’s a topic for
another day).

Or maybe they’ll say they don’t have a list, or they don’t have a microphone or
webcam to make a fancy audio video product, or they’re not established enough to
make the big sales. Then | have to remind them that those are limiting beliefs,
because they can do so much more than they think from the spot they’re in now.

Breaking limiting beliefs is a subject that can (and has) filled volumes of self-help
books. I’'m not going to cover that in these few pages — but | can simplify a lot of
it for you. When you’re bowing down and serving limiting beliefs, you're
essentially being paralyzed from action by focusing on the things you can’t do
from where you are right now.

The simplest way to chip away at limiting beliefs about what you “can’t do” is to
just ask tell yourself, “That’s ok, I’'m going to focus on what | can do right now
from where | am instead.” Think about your next baby step. And take it.
Limiting beliefs only have power because you’re thinking in terms of what you
can’t do/be/have. You can overcome them easily by scoring a quick minor
victory and moving on.

And that’s why this guide is all about how to make a quick, useful product in 3
days. If I can show you how to make a little bit of money quickly, I’'m certain it
will give you the confidence to build on that success a little at a time, until you’re
amazed at the results you get over time.

So now that we’ve hopefully gotten your head in the right place, let’s talk about
how to rapidly put together your first (or next!) mini-product that you can sell for
$7 to $27 in the next 3 days.
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STEP #2: GREATE A MARKETABLE SOLUTION TO ONE SINGLE PROBLEM

Creating a high-quality product in 24 hours is not impossible - not by a long shot.
That may seem hard to believe, but that's only if you're thinking that "product"
means this big complicated package of things that takes a long time to put
together. You're thinking of the "products" you buy in the store, like books with
slick covers, or DVDs with professionally edited video and all the trimmings.

If you're thinking of "product" in terms of the things you're used to buying in
stores, then yes, it will seem intimidating. But | want you to think of a product
using a different definition:

e A product can simply be a single-function tool that solves one very
specific problem or brings someone one step further than they were
before.

It doesn't have to be complicated. It can just be one thing - and in fact, your
audience is often looking for just. one. thing.

THE SWISS ARMY KNIFE VS. THE BOTTLE OPENER

The way you currently think of a "product” is probably more in terms of a Swiss
Army Knife - it's got to have everything because you think people want
everything. It’s not your fault, though - marketers pack so many features into
products that it's scary to do anything but try and include everything under the
sun just to compete).

| want you to shift your thinking, though, and ask you to consider the humble
bottle opener. Seriously - when | want to open a beer, | don't go looking for
someone with a Swiss Army Knife - I'm looking for someone with a plain old
simple bottle opener. Sure, I'll be happy with the Swiss deal if someone has it,
since a bottle opener gadget is included, but | won't say no to the tool that solves
my single, targeted problem now.

TARGETED SOLUTION = EASY MARKETING AND SALES

Your audience has a lot of “one-off,” targeted problems that they want solved
now. You don't have to solve them all to start making more money. You just
have to offer them one solution at a time - something they can use immediately
(and then later they’ll be likely to come back to you for more).
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So let's talk about how to do that - faster than you ever expected you could make
it happen ... in fact, I'll bet you can knock out your product in just a few hours this
weekend.

(And if the idea of “a product in a weekend” sounds impossible, | can tell you that
the people who took my Weekend Challenge at TheLaunchCoach.com made it
work, and in some cases, they started making sales immediately.)

HERE’S HOW MY “PRODUCT IN A WEEKEND” CYCLE WORKS

Here's a simple 7-step system for creating an effective tool for your audience that
solves their immediate problem / moves them one step forward. It's so easy you
could do it over a beer.

1. Grab yourself a beer (or your favorite frosty beverage) and something to
record yourself with. Go on, I'll wait, if you want to do it now.©

2. Pretend you're having that frosty beverage with someone who needs
advice in the area of your expertise, and you've got only 20-30 minutes to
talk.

3. Think of a specific question that people tend to come to you
about. Whatever field you're in, there are some entry-level questions
everyone seems to have.

4. For 20-30 minutes, pretend you're having that conversation. Put the beer
bottle on the other side of the table and talk to it if you need to talk to
“something” just to get your head in the game.

5. On the back of an envelope / receipt / napkin / paper, write down what
you'd be telling that kind soul to do - not the gory details, but the main
bullet points, as if you were jotting notes down for this person to take
home with them. For example, if you're a Realtor, maybe it's 7 main
things to pay attention to when selecting a neighborhood.

6. Take 1-2 hours (max) and turn that into one or more simple
worksheets,and then just record yourself talking through the important
points with a little bit of focus (your conversation to the beer bottle was a
trial run).

7. Breathe deeply. You've taken the hardest step - just getting started.
You’ve got a 30 minute MP3 and a set of worksheets that can help people

move a step forward on one single problem in their life/business.
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If you've been on the fence about making products, get out of your comfort zone
and just do this. It's a few hours’ worth of work, but it's how the big business
gets started.

The idea of selling a 1-hour personal consultation doesn’t seem that farfetched,
does it? | mean, someone can come to you, and you can talk them through their
solution, or their next steps, or whatever, right? All that you’re doing with this
“product in a weekend” is taking a small consultation and “productizing” it.

Sure, you may not make a killing this way (though, if you have a decent audience,
you might make some good money). But if you did this over and over again,
you’d have a library of small content packets that could be making you money
every single day.

Believe me when | say this: Once you get some product-creating action going, the
momentum begins and it becomes easier and easier to increase the amount of
money you’re bringing in each month. Every time | work with clients or just
regular visitors to my blog, they’re always saying “I could kick myself for not doing
this sooner.”

Don’t kick yourself for not doing it sooner — kick your butt into action this
weekend. You'll thank me for it.

STEP #3: GET IT OUT THERE FOR SALE

Years ago, it was a total pain to get a sales system set up. There were merchant
accounts, and approvals, and download areas to set up ... it was expensive and
took a lot of time.

Not anymore. All you need to get going is a free PayPal account and a signup at
e-junkie.com. Yeah, technically you could just go with PayPal and email your
product or set up a “secret” download page, but there are downsides. People
could share that link if they were so inclined. Sometimes PayPal doesn’t take
people to the page you specify (and instead distracts them with a “Sign up for a

III

free PayPal account!” page if they pay by credit card). Distraction = Fail.

With e-junkie, you just upload your product and you it’s pretty much hands-off
from there. They handle the PayPal/credit card transaction, send you your money
immediately and then direct the buyer to a secure download area (so they can’t
share their link with the public). And it’s as little as $5 a month (don’t forget to
search Google for “e-junkie coupon code,” too, because they often have 60-day-
free discount codes there).
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All you need to do then is upload your file (it takes just a few minutes) and sell it
for S7 or $10 or $12 or $27 or whatever feels good for the value you’re delivering
to your audience.

Then, once your download link is live, all you have to do is make a simple page telling
people to buy. It doesn’t have to be a “sales page” — it can be a super-short blog post
about your new product, with just an outline of the major things you cover.

You can then publish that blog post, email your list about it (if you have one), and
mention it on Twitter. If you have no list, then maybe you can offer a crazy cool
discount to someone who has a list.

Aside: If you don’t have a bunch of well-connected friends yet, read my
other workbook, 7 Steps To Networking Your Way To A-Listers Fast.

Poof.(Almost) instant product.Possibly some immediate sales. No promises, but it
could definitely happen (and if it doesn’t, it’s still a great learning experience and
gets you valuable exposure as an authority who has stuff to sell).

Remember, this product — and this product’s sales — aren’t the big point. The big
point is to get rolling, to get momentum going, because one product leads to
another, leads to another ... and each product gives you an opportunity to expand
your audience, get more attention, and grow your brand — and that’s where the
real money is.

You see, this is more than just a “product in a weekend.” This is about the chain
of events that product sets in motion, and where that takes you over the next 12
months from now.

IT'S SO CRAZY, IT MIGHT JUST WORK

You might be saying to yourself, "That's too simplistic. No one would ever pay for
that." You can say that, but the market disagrees with you, 365 days a year.

People need immediate solutions. If you can fix just one issue they're having,
that's money in the bank - and more importantly, that's a customer who's likely to
become a repeat buyer if you play your cards right.
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You can use this 10-step process to make a single mini-product or you can use it
to create a string of small modules that become a larger product if you're hesitant
to release a low-priced offering.

Hopefully the light bulb has gone off and you're seeing just how simple it is to
translate your expertise into a saleable information product. Now let's take it one
step further and visualize how long all of this is going to take.

THE 10-STEP RAPID PRODUCT CREATION TIMELINE

Here's a minute-by-minute timeline of what you can expect by using this process:

e 0:01 - Obtain a frosty beverage of choice, a paper and pen, and grab
something to record your voice with. Get comfortable.

e 0:02 - Think about the question you're going to answer. Don't overthink
this, just think of a commonly asked question that you're the expert
about. Here's an example: "How do | get started <in whatever you do>?"

e 0:05 - Start the recorder and talk for 20 minutes. Sketch out a mind map
or an outline as you're talking if it helps.

e 0:25 - Finish up that beverage. Grab another.

e 0:26 - Listen to the recording again, but this time turn what you're saying
into amore robust outline of bullet points that you can use as a reference
for delivering this talk a second time.

e 1:00 - Take that outline and turn it into one or more simple worksheets or
checklists in Word or PowerPoint or whatever you use. This is crazy easy,
because all you need to do is ask leading questions that support the bullet
points you just wrote down. Power through these - again, don't overthink
it. There are sample worksheets included at the end of this module in
case you want to see examples of how to do this.

e 2:30- Grab another beverage. You deserve it.
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e 2:31 - Re-record the 20-minute audio, this time using your reference sheet
to help you run through it more confidently. Again, pretend you're just
hanging out with someone, be casual, and force yourself to get it in one
take (just as you would a normal conversation).

e 3:00 - Turn your worksheets into PDFs, grab the MP3 of your recording and
package it all up into a zip file. (If you have no idea what I'm talking about,
St. Google of The Endless Info-stream will to show you how to do this).

e 3:30 - Set up an account at e-junkie.com and upload your file.

e 4:00 - Write up a blog post giving the details of what's covered in your
mini-product (use your bulleted reference sheet as an idea guide) and
include the e-junkie link. Don't overthink this for such a simple offering -
just tell them what they'll get and where to get it. Short. Sweet. Done.

e 4:30 - Publish the blog post, then send an email to your list with the same
text that was in the post, and hop on Twitter/Facebook/Whatever to
announce your new product.

e 5:00 - Beverage. Have another. You've earned it.

Big products do take a lot of time, but little products don't. And the more you
dabble with little products, the easier it gets to make the big ones (and the more
your audience becomes used to buying value-packed stuff from you).

So you can plainly see here that it's 100% possible to create a product that
people will want to buy in less than 8 hours.

The only thing holding you back is you not scheduling the time.

HOW TO SELL A BUNCH OF THESE MINI-PRODUCTS

Making a product is one thing - selling it is another. If you're wondering "who
would buy a tiny little product from me?," you'll be happy to know that | have a
pretty easy way to find out — a survey.

Send a survey to your list or blog, or just ask around on social media sites, and ask
"What's the #1 thing you'd like to know right now about <whatever>?"
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Poof, people will be telling you what they want to talk about for 20 minutes.

Then, when you start creating your mini-product, you'll know exactly what people
are most anxious to buy.

Remember, your most sure path to profitability lies in creating the products people
say they want now, not the "really cool ideas that you're sure they'll just eat up."

Your buyers will tell you what they want to buy. It's your job to give it to them,
and they'll be happy to buy it a bite at a time.

HOW TO TURN ONE MINI-PRODUCT INTO AN ONGOING REVENUE STREAM

Once you have one mini-product, expanding the line is relatively easy. All you
need to do is this:

1. Release your first mini-product.
2. Ask your customers what they want to know about next.

3. Create another mini-product.

It doesn't have to be complicated. Don't overthink it. Whatever customers you
have will be likely to want additional information after they've taken in what
you've given them. You can sell to them again and again - and if you do this
enough times, you can have a group of related products you can sell in a bundle.

The earlier you start releasing products - of any size - the faster your business will
grow.

The only thing holding you back is ... well, there's really nothing holding you back.
You now know everything you need to know. So have at it!

SAMPLE WORKSHEETS AND CHECKLISTS TO GET YOU STARTED

Have no idea what worksheets / checklists can look like for your mini-product?
I’'m gonna show you some for those as well (designed to help you with this very
workbook) as give you a few gems for overcoming those fears, self-centeredness
and limiting beliefs.
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SAMPLE WORKSHEET &CHECKLIST (DON'T JUST READ ‘EM, USE ‘EM)

PRODUCT IN A DAY WORKSHEET: COMING UP WITH PRODUCT IDEAS

Describe your target demographic (be specific!)

What blog posts of yours (or newsletters) have they seemed most responsive to?

What blog posts of your competitors have their audiences seemed most responsive to?

What specific topic(s) does this information lead you to think they want to pay for?

Ask your audience which of these topics they want answered the most and write it below:

Break down that asked-for topic into 3-5 important points to cover in your product:
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SAMPLE WORKSHEET &CHECKLIST (DON'T JUST READ ‘EM, USE ‘EM)

Product In A Day Checklist: Putting The Pieces Together

Here's a step-by-step checklist for getting your product done and out the door:

O Prep Work
U Get yourself a frosty beverage
U Hunt down pen and paper
U Put fresh batteries in your audio recorder
O First Draft
O Start recording
U Have a 20-minute conversation with my beverage
U Clean Up
U Play back the recording
U Take more detailed notes about what you've covered
U Worksheet Creation
U Turn detailed notes into worksheets and checklists
U Final Draft
U Start recording
U Redo your conversation, letting your detailed notes lead the way
U Package Creation
U Turn worksheets into PDFs
O Turn recording into MP3
O Putallitemsin a ZIP file
U Upload
O Sign up for an e-junkie.com account
U Upload your ZIP file
U Get your "Add to Cart" link
U Promoting
Write quickie blog post (use your detailed notes for selling points)
Publish post
Send same text to your email list
Promote via social media

(I Iy I Wy

Enjoy another beverage
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KICKING FEAR TO THE CURB (PRINT ONE SHEET FOR EAGH FEAR YOU'RE FACING)

When you fear something, you hesitate to take action — and that’s fatal to your business. You need a
way to check yourself when you’ve amplified fear too much, and to shrink the fear down to actual size
(much smaller than it currently appears).

We freak about things because we the consequences or pain of some event will be too severe. But like
most things we worry about, it’s not really that bad when it happens. It’'s the emotional sting that we
stress out about more than the actual consequence. Let’s get perspective.

Define the fear. Imagine someone is looking at you & asking, “What event are you afraid will happen?”

Now, tell me — what are the specific consequences of this event you’re worried about?

Best Case Scenario:

Worst Case Scenario:

Take a look at that worst case scenario. If your best friend had this happen to them, what would you say
to encourage her? What would you say to soften the situation and help her get through it?

Ok, now imagine that the best / worst scenarios happened to you. What would you do to cope with the
consequences? How would you handle it and move on with your life?

Best Case Scenario:

Worst Case Scenario:

What could you to possibly prevent this event, or at least soften the consequences?
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KICKING INSECURITIES TO THE CURB

We freak out and get insecure over everything in life. We think so many people are better than we are
and we think we have too many failings to be accepted. It’s time to say “Screw that,” to that line of
thinking and get those insecurities stomped down flat.

Make a quick list of your insecurities — the personal shortcomings you’re so afraid the world will call you
on. Think of all the times you start thinking things like this:

“'mnot_____ enough.” e “I'mtoo to do that.” e “I'm afraid people will think 'm ____.” e etc...
Just fill out the first column for now.
Your “crippling” insecurities (oh no!) Your kick-ass response to them (oh yes!)
1.
2.
3.
4.
5.
Ok, now think of your potential customers. Answer these questions.
What problems / needs can your expertise What consequences will your customers face
help your customers with? (yay) if they don’t get this help from you? (boo)
1.
2.
3.
4.
5.

Ok, now it’s time for the tough love: Your customers won’t give a crap about your insecurities if you can
just freaking help them with the things they need help with (or just plain old make ‘em happy). Imagine
your customer was right there, need the help you could give them, and that insecurity was popping up to
stress you out. What customer-focused, value-centered thing would you say to yourself to snap you
out of that funk? (Or what would you say to a friend if they were struggling with this insecurity?)

Put that answer in the section above, and start practicing it so you can crush that insecurity fast. ©
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CRUSHING LIMITING BELIEFS & CREATING KICK-ASS REPLACEMENT BELIEFS

Limiting beliefs are just as bad as insecurities because they lock you into a victim mentality: You can’t do
X because of Y. Maybe it’s something as simple as “I could never make $X a month,” or “I could never

”

get people to pay for ¥,” or “If only | had more , then | could

Here's the problem: The world is calling bullshit on your limiting beliefs every day, because people with
much fewer personal resources than you are routinely doing the things you think are impossible in your
“circumstances.” Circumstances be damned —99% of it is in your head. Let’s work on that.

Just fill out the first column for now.

What do you believe you can’t do / be / have with What new statement can you focus on to help you
your business or potential products? What are you push past this limiting belief every single time it pops
focusing on that makes you believe this? up into your head? How can you turn it around?

1. 1.

2 2

3 3

4. 4

5. 5
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Ok, now go find examples of people who have similar / tougher circumstances yet are still rocking out
what you think can’t be done. Search Google. Search blogs. Ask your friends for examples, tell them
you’re writing an article on success stories and you need their help. ©

Once you find these people, contact them and ask them how they do it. Find out what kinds of mindset
shifts they had to make to move past the limiting belief, and log it below.

Who is getting the results you wish you could be What do they believe / focus on that’s helping them
getting in spite of each “issue”? Find several people. push past the belief that’s currently limiting you?
1. 1.
2. 2
3. 3
4, 4
5. 5

Ok, now chew on that and go back to the previous page, where you can create your own limiting belief-
smashing counterarguments that will help you create an empoweringly kick-ass replacement belief.

Keep that page handy so you can refer to it during the day to defuse those limiting beliefs. ©
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BEFORE YOU G0 .. JUST A QUICK HEADS-UP

Now that you’ve gone through the workbook, my hope is that you’re itching for
some more great guidance on how to make kick-ass products that people want
to buy. So I’'m just going to give a gentle heads-up about what's on tap:

If you want to learn how to create high-demand products that people want to
buy, then you are going to want to get a look at my upcoming workshop
"Creating Products That Sell" that will be publicly launched around late May
2010. To get notified the moment it goes on sale, just sign up for the Launch

Tips Newsletter (if you're not on it already) and you’ll hear about it the second

it’s available.

If you’ve printed this and can’t click the link above, you can just type this into
your browser: http://www.thelaunchcoach.com/newsletter.

If you're reading this after the launch is through (after late May 2010), you can
just head over to http://www.creatingproductsthatsell.com and see what it's all

about.

Thanks for reading, and | hope hear your success story soon! Touch base with
me on Twitter (I'm @RockYourDay) and keep me posted on your progress.

Dave Navarro, The Launch Coach
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