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What’s the Problem?
A few years ago, not long after my 45th birthday, I looked in the mirror and admitted to my-
self… I was a little porker.

At just 5ft 5in I was almost 13 stone — 182lb — with a 39 
inch waist.

It was definitely not a good look.

What the ever living fuck had I let happen to myself?

So that very day I dug out my old bike and took her out for 
a spin, somewhat optimistically following a 5-mile circuit I’d 
traced on the map. I got no more than a mile in and I had to get 
off, chest heaving, dry retching, and thoroughly convinced I was 
actually going to die. It’s a tad hilly around here, and it was 
somewhat more challenging than I’d expected.

But I didn’t die.

Not quite.

Obviously.

Anyway, after much coughing, wailing, and gnashing of teeth, 
I finally got back on my bike and shamefacedly and SLOWLY pedalled 
my way around the full five miles.

Three days later, I did the same again (couldn’t do it any 
sooner because my arse was so sore).

At the same time I got back in touch with an old bodybuilding 
mate of mine from years before — way back when usenet and uk.rec.
bodybuilding were a thing — and wheedled a programme and diet 
out of him.

I was SERIOUS about getting rid of that belly and the round 
little face atop my too-thick neck, and, if nothing else, I don’t 
lack a bit of determination.

And… fast forward a few weeks and the change was unreal.

If you know anything about diet and exercise at all, none of 
this will come as news to you, but the flab came off, the muscle 
went on, and the waist came down.

Even better: I could cycle more than a few miles before I 
started gasping and heaving and thinking I was gonna die; and 
it wasn’t long before the only practical limit on how far and 
fast I could ride was my time. I was fortunate in running my own 
business from my garden office so I could ride and train any time 
I wanted and for as long as I wanted, and my progress was fast.

Best of all: by taking control of my diet, weight, and 
exercise, everything else changed, too, and business got better 
than ever.
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And while my weight went up and down over the next few years 
I never, ever let myself get quite as porky as I had before.

Things were pretty good.

But.

There’s always a BUT, isn’t there?

And this time it was this: I wanted a six pack, but it always 
eluded me.

I got close…

… but never quite got The Look I wanted, you know?

So come the summer of 2016 decided I needed help and made up 
my mind to work with a PT.

Short digression here: for reasons I won’t bore you with, I 
have a disproportionate number of Fitpros among my contacts and 
it occurred to me I was wasting a LOT of time and energy trying 
to do this by myself when help was right in front of me.

And that’s how I came to work with Phil Agostino.

Nothing special about him as far as Fitpros go (not to take 
anything away from the guy — he’s as good as any and probably 
better than most — but like anything, once you get to a certain 
level, the objective difference between experts is small), and I 
picked him pretty much at random because he was a “friend” on 
Facebook and his pics showed he knew what he was doing, since 
he’d been on stage as a competitive bodybuilder at least once 
(and hold that thought — you’ll see why it’s so important in a 
minute).

But.

There’s always a BUT, isn’t there, remember?

Getting Phil to take my money was hard work.

See, I wasn’t a hemming and hawing client who just wanted to 
lose a bit of weight, but didn’t want the hassle of “working out” 
and “dieting”.

I wasn’t some pneumatic 19yo bimbo who just wanted to “tone 
up for my holiday”.

And I wasn’t looking for the lowest-priced PT I could find to 
charge me the lowest fee I could squeeze out of him.

Nope. I had a Big Hairy Audacious Goal — to get a six-pack 
at 51 — and I was prepared to pay Phil pretty much whatever he 
asked to help me get one.

The problem was… Phil wasn’t listening to me.

Or he WAS... but he was still thinking in terms of exercise, 
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diet, and losing weight.

He WASN’T thinking in terms of what had been eluding me all 
these years and was keeping me awake at night staring at the 
ceiling thinking about it.

He didn’t understand how IMPORTANT this goal was to me (hence 
my earlier comment about why I cared so much about him knowing 
what he was doing).

I am NOT exaggerating: in the end I had to bully, browbeat, 
and badger Phil to give me the URL so I could pay him (and even 
then, he sent me to his website and his “high-end package” page, 
but there was no way of paying him on it — in the end I had to 
scream and shout to get him to send me a payment link).

Anyway, I finally managed to pay him… and within six months 
(it could have been sooner, only I had breaks because I was 
travelling and had a niggling injury at one point) I had the six 
pack I’d been pursuing for so long.

So what?

Well, the other side of the story is far more interesting and 
relevant to you: because Phil and I became firm friends during 
this time and it pained me to see him struggling in his business 
(as I mentioned before, I’d work with FitPros in the past — some 
big names I’m pretty sure you would recognise if you’re in the 
biz — and I knew both how easy it is for them to make excellent 
money... but also how they struggle with low-quality clients 
whose most common concern is “but how much is going to cost 
me?”).

So, even before he realised what was happening, I started 
surreptitiously mentoring him in his business, showing him how 
to position himself correctly and start attracting clients like 
me — clients who were reasonably affluent, but more important 
than that, clients who were determined, compliant, and willing 
to do whatever it took to get the results they wanted.

See, that’s the big mistake MOST business owners make: they 
allow themselves to be pulled into the madness of selling their 
“thing”  or the process by which they use their “thing” to get 
results, rather than the ultimate OUTCOME the client actually 
wants.

I wasn’t in the slightest bit interested in exercise, or diet, 
or how many times a week Phil would have me working out in the 
gym — I knew all that shit, and I’d known it for years (in fact, 
I’d probably known it since before Phil even went to school).

No, what I was missing was the detail, the detail to bring me 
to that Big Hairy Audacious Goal  of being a middle aged man, a 
veritable greybeard, with a genuine six pack.
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And what difference has understanding this made for Phil and 
his business?

Well, in his own words:

“Before I started working with Jon, I was your typical 
FitPro — working too hard for too little reward, charging 
peanuts down the local gym for one-on-one sessions with 
clients who didn’t respect what I did, routinely broke 
my rules, and complained constantly when things didn’t 
go to plan.

I was doing better than most, I guess, but I felt like I 
was slowly sinking and couldn’t see any way to break out 
of what felt like a trap. I had NO idea how to fix things 
and just assumed this was the lot of the PTs in today’s 
world and I had to like it or lump it.

But I was WRONG. Because now, after working with Jon I do 
all my work online (with occasional sessions with clients 
if and ONLY if I WANT to),  and my fees are ELEVEN times 
higher and ALWAYS paid 100% upfront — no more weekly “pay 
as you go” no-shows.

My advice?

Listen to Jon. Get on his free training and I promise your 
life and business won’t be the same again.

~ Phil, www.philagostino.co.uk”

That’s not a misprint or an exaggeration, by the way — Phil 
really is charging ELEVEN times what he was charging before we 
started working together (and there’s still some way to go, yet).

Ultimately, this is a story of change.

It’s a story of the changes I went through to go from being 
a little porker to being the greybeard with a sixpack, and 
the changes Phil went through in going from a struggling and 
frustrated FitPro grinding away with lowbrow clients in his 
local gym to being a FitPro at the top of his game — a Fitpro 
charging high fees, and working only with the best, and most 
determined clients who pay him whatever he asks to get the 
results they want, and, having paid him, follow his instructions 
to the letter and all without complaint, second-guessing his 
methods or techniques, or slacking-off and blaming him when they 
don’t reach their goals.

It’s a story of the changes required to put the power back 
in your hands, to give business owners like you the confidence, 
authority, and will to charge fees commensurate with the amazing 
results you deliver.
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The difference making the difference
The one question every prospective client needs answered is 

this: Why should I come to you instead of going to any of your 
competitors? And “low price” is not an acceptable answer to 
that, not if you want a sustainable, scaleable, and profitable 
buisiness. 

But it’s the default if you don’t give a real reason. 

Which leads me in to the next thing, you’re selling the wrong 
thing. 

Most business owners are selling their “thing”. 

PTs sell diet and exercise, for example. But no one’s interested 
in those — they all want to believe there’s a magic pill to make 
them thinner and trying to sell them sweat and hard work is often 
counterproductive.

Smarter business owners sell their “result”. 

So PTs sell “weight loss”, “muscle gain”, and “better health”, 
say. 

But not many people care too much about those things, either. 
They’re nice to have, but not many people find them compelling in 
and of themselves.

So the smartest business owners sell their Outcome. 

Let me explain by another Fitpro example: a lady I knew when 
I was working as a doorman.

She used to come into the pubs late on a Saturday night after 
her work in one of the local restaurants and talk to us about her 
life. She was newly divorced, probably around 40 at the time, and 
her husband had traded her in for a much younger model.

And like many women of her age and time of life, she was a 
tad overweight, feeling a bit frumpy, and filled with anger and 
incensed with betrayal. Three children and a sedentary way of 
life had all taken their toll, and just when things looked like 
getting back to normal, her hubby’s parking the skin bus in a 
different garage, and she’s jilted in the most humiliating way a 
woman of that age possibly can be.

Yeah, she’d got the house, the car, most of the money, and, 
no doubt, his balls in a little purse kept in her bag... and that 
was something, for sure.

But what she really wanted was revenge of the sweetest, 
coldest, and most personal kind.

And one night she told me she’d started working with a 
personal trainer at the local gym, putting in the time and the 
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effort to lose fat, “tone up” (as she called it), and generally 
improving her looks, shape, and self-image.

And it worked — she bloomed.

She worked hard and stuck to the programme and she looked 
terrific; and you could tell she FELT terrific, too.

And do you know WHY she did it?

Yes, she wanted the “results”, but they were just means to 
an end.

The specific end itself, her outcome, and what drove her on 
with almost religious obsession, was the thought of walking into 
the local nightclub in her tight little black dress looking 
stunning, toned, and tanned, and seeing her husband’s jaw drop 
to the floor as he realised what a big mistake he’s made.

That was her outcome — existential revenge.

Can you see how that makes her a far more attractive client 
than some 19 year old bimbo who just wants to lose a few pounds 
before hitting the beaches in Ibiza on holiday?

Now, you can judge all that any way you like, but it really 
is none of our business what drives our clients.

We are here to serve them and help them reach their goals.

And all we need to know or care about is they are driven and 
will do and pay whatever is required to achieve the goals they’re 
striving for.

Your turn
Here’s what to do:

Grab a piece of paper or a tablet and app, and answer the 
following questions in as much detail as you can. Don’t hold 
back. You don’t have to show anyone else if you don’t want to.

You’ll need to use the answers you gave to the questions in 
the first Workbook, so if you haven’t been through that yet do 
it now. Don’t try to skip ahead and answer the questions below 
until you’ve got a pen-picture of the your ideal client AND the 
burning problem you solve for them.

The Questions — Part I
In Part I we’re going to figure out exactly what it is you do 

for your clients. 

1. What is the burning problem you solve for your clients? 
What keeps them awake at night staring at the ceiling and 
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makes their heart race and their mouth fill with ashes at 
the very thought of it?

For example (from my own business): one source of anxiety 
for my prospective clients is having an unpredictable 
flow of leads and work into their businesses. They don’t 
know from one day, week, or month to the next where 
the next job is coming from. It’s random and seemingly 
outside their control.

2. What effect does this have on their lives and businesses?

For example (from my own business): Apart from the 
general anxiety this causes and the knock-on effects on 
their business- and personal-relationships, it forces 
them down the path of offering unwarranted discounts and 
accepting unfavourable T&Cs. And the upshot of all this 
is they’re having to take on even more work to keep the 
cashflow high enough to make the business viable, and 
this prevents them from stopping, taking a breath, and 
fixing the whole sad, sorry cycle once and for all.

The Questions — Part II
1. Once you’ve done the first part and narrowed down your 

target market to exactly the kind of individual you want 
to work with, write a list of the top 20% of ways the 
burning problem they have affects their lives and causes 
them misery.

For example (from my own business): If they don’t get 
my help, these people will continue to bash their heads 
against the “glass ceiling” stopping them from upping 
their game and freeing up the time, energy, and resources 
to fix their business once and for all.

2. We then twist the knife by expanding on how the misery 
they feel does or may materially affect their lives.

For example (from my own business): The upshot of 
this problem going unsolved is they’ll suffer from ever-
increasing stress and frustration which may lead to ill-
health and even serious mental health problems such as 
depression and anxiety. 
In the extreme it will also lead to a deteriorating 

family life, and could easily end in separtation and 
divorce. 
Ultimately the business itself could spiral down into 

collapse, accelerating and exacerbating the problems at 
home.
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The Questions — Part III
3. We’re now going do the opposite of what we’ve done so 

far. We’re going to emphasise the top 20% of ways in 
which getting the problem solved takes them from their 
pain to their desired outcome.

For example (from my own business): With my help, their 
lives will be immeasurably improved, because they’ll have 
the necessary skills and strategies to free up their time 
and focus on growing and scaling their business, plus my 
help to get it all implemented and working as it should.

4. Then we widen the cast of the net and encompass everything 
else in their lives solving this big, burning problem 
improves.

For example (from my own business): Ultimately this 
improves their whole lives because they’re making more 
money with less work, less hassle, and fewer headaches. 
They have better relationships with clients, suppliers,  
and colleagues, and their life at home improves, too. 
They’re no longer preoccupied with work and glued to 

their phone at home or on holiday and they’re fully 
“present” when they should be. As a consequence, their 
relationships improve along with their sex lives and 
levels of general happiness with life, the universe, and 
everything.
Finally, the “mindset” elements of what we do in the 

Mentoring leads to a more tranquil and equanimous life 
in which they’ll focus on doing something of significance 
rather than being someone of significance by turning 
their time and attention achieving excellence in the 
activities they engage in.

Their Outcome
By the time you get to this point you’ll have an excellent 

idea of the kind of person you want to work with, what their 
burning problem is, what they get from you solving it for them, 
and the conseqences for them if it remains unsolved. We’ll be 
using all this later on in the fourth workbook.

But right now you’ve got some more work to do.

And it’s not going to be easy because you’ve likely never done 
this before and it’s going to mean a shitload of deep thought.

What I want you to do is grab that pen and paper again and 
write out in detail ALL the different outcomes you can imagine 
your clients might get from getting their problem solved. The 
more detail you go into the better results you’ll get (you’ll be 
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using this information later, too).

Remember we’ve got three levels at which we can position our 
products and services:

1. Thing. So, this might be exercise regime, gym equipment, 
and diet for a PT; or marketing systems and copywriting 
for someone like me.

2. Result. For a PT this might be to gain muscle and lose 
weight; for me it could be something like make more money 
and get better clients.

3. Outcome. For a PT this might be to wreak existential 
revenge on an unfaithful husband by sculpting an amazing 
body to fill him with jealousy and regret; and in my 
business it might be to give my clients their families 
and relationships back, avoiding divorce, bankruptcy, 
and a cold, lonely bachelor existence to boot.

You get the picture, right?

Now, some of this is going to be guesswork and extrapolation 
on your part. But if you want the best results I strongly 
recommend get off your arse and ASK your top 20% of clients what 
they ultimately got from working with you.

And this isn’t going to be easy because it’s uncomfortable 
and you (once more) probably haven’t done it before.

That’s the bad news.

The good news is as time goes on, it’ll get easier because 
you’ll be uncovering a load of this stuff in your sales process — 
asking the questions you need to ask to get to the root of your 
clients’ pain and what they really want from a solution to their 
problems.

So have at it (and it’s not optional).
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Next Steps
If you’ve enjoyed this Workbook and the accompanying video 

and — most important of all — found it useful, then you have 
three options:

1. Agree with me... and yet do nothing with what I’ve shared 
with you and continue to struggle and bash your head 
against that glass ceiling you’ve been frustrated with 
for Lord knows how long. Bad idea.

2. Agree with me... and the exercise in this workbook... 
either before or after you hop on to the next video and 
workbook... lather, rinse, repeat (either approach is 
fine, so long as you actually do the fucking work).

3. Decide you love what I have to say and you want my 
personal help with it. A smart choice, because the devil 
is always in the detail. Ultimately you’ll want to put 
all this into a plan — and that’s why you might want to 
book an Acceleration Call with me.
You’ll first have a short Discovery Call with Connor, 

who’ll walk you through a quick questionnaire and give 
you the information you’ll need to make the most of your 
call with me.
Then you’ll schedule a second call where you and I will 

hop onto Zoom for a one-hour one-to-one where I’ll help 
you work out a step-by-step plan for plugging Business 
Acceleration into your business.
Best of all it’s free — no charge, no hard-sell, no 

strings, and no obligation. No kidding.

Why am I doing this?
Because I know a certain number of people I speak to will want 

my help going forward and ask to join me in Mentoring. 

And of those who ask me, I’ll invite maybe half of them into 
the group. And so if I don’t invite YOU, then please don’t take 
it personally because I turn away more people than I invite in, 
so it’s wise to set your expectations for the Accelerator Call 
as being you WON’T be invited into Mentoring. 

That’ll help you focus on getting as much value as you can 
from our time together because you’ll walk away with a powerful 
and actionable plan, no matter which way it ultimately goes.

To book your Discovery Call with Connor, click below, and 
follow the simple on-screen instructions.

https://evilbaldgenius.com/discovery

https://evilbaldgenius.com/discovery

