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Your Dingaling

This is the shortest workbook of the series but perhaps 
the hardest one for you to complete.

Why?

Because it may well mean radically changing or at least 
refocusing your business.

See, most businesses have no real focus on what they do. 
Because they have no reliable, robust, and predictable way of 
attracting new clients of exactly the right quality and calibre, 
they’ll typically take whatever work comes along and suffer the 
consequences.

Here’s a real-life example for you to show you what I mean.

I was talking to a PT a while back and I asked him to tell me 
how he got new clients.

He said (and I quote),”Well... I spend a lot of time in the 
gym teaching and training clients, and members see me and come 
over and talk to me and sometimes they ask me to train them”.

And that was it.

Now, on the face of it this might seem like a great way to get 
clients. And it would be if he was smart about it. As it was he 
wasn’t and so he had experienced some easily avoided problems:

1. He has no control over who approaches him. He’s just 
standing there in the gym. People come up to ask him, or 
they don’t. 

2. Because the process is passive, he makes no effort to 
screen or qualify his clients. In other words, he’ll 
take on anyone and everyone who asks him because he has 
no idea where the next client is coming from.

3. Because his clientele is random he ends up training 
clients of both sexes and of all ages, and all of whom 
having different goals and aspirations (with an unknown 
ability to pay). The result of this is his offer is 
necessarily broad and generic — and any marketing or 
sales processes he has must also be generic and thus less 
powerful and compelling.

Now, the exercises you’ve done so far solve most of these 
problems at one stroke, but they also offer you another less 
obvious advantage, too: because everyone you’re selling to meets 
the same rigid set of criteria and has broadly the same problems, 
fears, and apprehensions, it’s possible to construct a single, 
focused product or service to sell to them.
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For example, my PT, Phil changed his offer by narrowing down 
his target market from pretty much anyone and everyone who wanted 
a PT to being exclusively overweight men who were typically over 
30 and owned their own business. 

By doing this he was not only able to streamline his marketing 
and raise his prices to giddying heights (around £4,000 for a 
3-month online-only programme with minimal interaction with Phil 
himself), but the programme itself became much easier to develop 
and deliver — because everyone needed the same thing with minimum 
tweaking required.

Connor and I have taken a similar approach with our business, 
where we deliver mentoring to business owners like you. We prefer 
clients with certain psychographics and demographics, and want 
them to be running specific types of businesses. 

Because of this, and because they all have the same narrow set 
of problems and causes, it’s enabled us to develop a curriculum-
based mentoring programme of which around 90% is applicable to 
everyone. 

Whatever business you’re in, you can do this.

So...

• A solicitor might decide to do wills and probate only.
• A website designer might create websites only for 

consultants (so no back-end development or ecommerce to 
deal with).

• A photographer might do only high-end weddings with a 
single offer or range of aligned offers.

• A decorator might decorate only complete houses.
• An electrician might do only full rewires.
• A graphic designer might do nothing but logos.
• A PT might offer nothing but pre-paid 3-month programmes 

(in the gym or as an online coaching).

And so on.

Yes, this is probably hard work and definitely uncomfortable 
because you’re going to be worried about all that potential 
business you might be losing.

Nope. 

Ain’t gonna happen.

Because if you do this right (and by that I mean you put in the 
required time and effort to do it properly and don’t cut corners, 
or refuse to start because you magically know it “won’t work” in 
your business), then you’ll be able to attract the right kind of 
high-end, high-quality, and high-calibre clients on demand.
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Your turn

Here’s what to do (you’ll need the work you did in the 
first two Workbooks, so I hope you did a good job of it).

Grab a piece of paper or a tablet and app, and using what you 
know about your target market, the kind of individuals you want 
to work with, their burning problem, and the outcome you get 
for them, write down the steps or milestones you’ll take them 
through to solve their problem.

So I might do something like this

1.  Get my clients to understand the following:
i. Fundamentals of Premium Pricing (price, value, 

outcome)
ii. Fundamentals of Premier Positioning (internal, 

external, rules & values)
iii. Fundamentals of Systems (sales, marketing, 

business)
2. Get my clients to develop the following:

i. Detailed target-market analysis
ii. Detailed client avatar
iii. Detailed problem/outcome analysis
iv. Detailed Dingaling (yes, this is deliberately 

facetious)
v. Highly targeted list for an M82 Campaign (see 

next Worksheet)
vi. And so on...

Yeah, this is work.

Sorry.

It’s gonna be even more work if you have more than one 
Dingaling to deal with.

Sorry again.

But it’s worth it.
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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. If I don’t invite YOU, then please don’t take it 
personally because I turn away more people than I invite, so it’s 
wise to set your expectations for the Strategy 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 will 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

