




















Who are you

NOT to

be brilliant?



What will CHANGE

when you are

BRILLIANT?



#1 A DECADE OF
DISRUPTION



#2 THE SKILL

EVOLUTION
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#3 YOU



Undertaking any 

meaningful endeavour 

requires us to be 

exceptionalJa
n

in
e

 G
a
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There is ALWAYS a price to the next 
level of  success.

So be intentional about every 
choice you make.



Brilliance
is a choice
is a practice 
is a discipline



ChoiceYour next is YOUR
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Ecosystem

The Success Code +

A T T E N T I O N
marketing & positioning

A T T R A C T I O N
lead generation

A C T I V A T I O N
sales conversion

Who What

How

The Client Attraction System +

positioning

hands up

added value

communication

individual (high 
touch)

individual (light 
touch)

corporate

Your Business

The Sales System + The Networking Formula



Who
The Client Roadmap

The Problem Amplifier

Their Problems

The Foundations Are 
Key To Growth & 
Leveraging ROI





ALL THINGS
TO ALL PEOPLE



SCATTER GUN
APPROACH



WASTE
TIME, ENERGY + MONEY



FOCUS.
Focus. Focus.



LOVE
CLIENTS WE



WE LOVE
THE WORK







Niching5 Rules of 



#1  You want to work with them now 

AND into the future



#2  You can deliver MASSIVE results



#3  They know they NEED 

help AND actually WANT it



#4  They are EASY to find AND self-IDENTIFY



#5  They can easily AFFORD 

your services





Who What
The Client Roadmap Elevate Master Model

The Problem Amplifier

The Authority Builder

Their Problems

Your Perspective

The Foundations Are 
Key To Growth & 
Leveraging ROI



IT’S NOISY
OUT THERE



TRUST
SEARCHING FOR



BLENDING IN
HIDING &



INVISIBLE
UNKNOWN &



NO RESPONSE
SILENT &



& CUT THROUGH
STAND OUT



IN DEMAND
VISIBLE &



& RESPONSIVE
ENGAGED



The Mistakes
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Problem 2

Problem 4



Problem 2

Problem 4

Want 4

Want 2



Problem 2

Problem 4

Want 4

Want 2





Who What

How

The Client Roadmap Elevate Master Model

The Product Roadmap

The Problem Amplifier

The Authority Builder
They Buy

Their Problems

Your Perspective
Their Preference

The Foundations Are 
Key To Growth & 
Leveraging ROI



TO ALL PEOPLE 
ALL THINGS



OFFERING
COMPLEX



TO BUY
HARD



CONTROL
CLIENT IN



RE-SHAPED
BUSINESS



OFFERING
SIMPLE



TO BUY
EASY



POTENTIAL
SCALE &



WE LOVE
THE WORK
WE LOVE
DO THE WORK









There is ALWAYS a price to the next 
level of  success.

So be intentional about every 
choice you make.







TAKE ON

TOO MUCH

problem



JUST THE RIGHT

AMOUNT



GET OUT

OF CONTROL

problem



FINGER ON THE

PULSE



FALL BEHIND 
problem



FINISH

IN FRONT





July 1 Sept 30

July August September

Relationships Relationships Relationships
Self Self Self

Biz Projects Biz Projects Biz Projects

$ X

$ Y

$ Target $ Target $ Target

GAP - $Z 
= $NEW $NEW/$Avg

Target Clients

GAP (X-Y) $Z









Brilliance
is a choice
is a practice 
is a discipline



ChoiceYour next is YOUR
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