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awarded the Degree of
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Who are you
NOT to
be brilliant?




What will CHANGE
when you are
BRILLIANT?
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CURIOSITY CONNECTION INTUITION INSPIRATION

To make sense of To make decisions To create followship
information & people without all the facts in others

To explore possibilty

© Copyright Janine Garner






Undertaking any
meaningful endeavour
requires us to be

Janine Garner

exceptional




YS a price to the next
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WHAT ARE YOUR KEY HIGH 5 MOMENTS
PROFESSIONALLY?

a
S
4
5

Blanine Garmer

WHAT ARE YOUR
PERSOMNALLY?

KEY HIGH 5 MOMENTS




PAST
What are you most proud of 7

Your wins
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PRESENT ‘f FUTURE
what are you most confident about? T What are you most excited about?
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CONTRIBUTION

IMPACT PROFIT

Scaleable
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MARKETING
Visible

Invisible
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CLIENTS
Flow
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Stretched

THE & BUSINESS PERFORMANCE DRIVERS
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Scale

Limited
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Impact
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THE &§ PERSONAL PERFORMAMNCE DRIVERS
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ENERGY & WELLBEING MASTERY BELIEF HEART EWARD GIVE BACK
Visible Flow Strong Capacity cale Impact

Invisible Stretched Limited Struggle
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f WHAT DO YOU WANT MORE OFY f WHAT DO YOU WANT LESS OF7?
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The Success Code™ + The Client Attraction System™ + The Sales System™ + The Networking Formula™

ATTENTION ATTRACTION
marketing & positioning lead generation sales conversion

>

2 | positioning corporate
Who What °
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How £ hands up é\? 3(/ individual (high
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S/ Your Business \*

>

E added value individual (light

2 touch)
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Their Problems
The Problem Amplifier™

Who The Foundations Are
The Client Roadmap™ Key TO Growth &
Leveraging ROI












WASTE

TIME, ENERGY + MONEY
I










THE WORK
WE LOVE




LET'S DIAL IT IN

YOUR KEY VALUES
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GRADE CLIENT KEY PROBLEMS
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| help [WHO]

To [DO/ACHIEVE WHAT]

So that [WHY IT MATTERS TO THE CLIENT]
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Niching



#1 You want to work with them now
AND into the future
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#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
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ELEVATE
MASTER
MODEL




Their Problems
The Problem Amplifier™

The Foundations Are
Who What
The Client Roadmap™ Elevate Master Model™ Key To GrOWth &

Leveraging ROI
Your Perspective

The Authority Builder™


















STAND OUT .\
& CUT THROUGH W
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MASLOW

morality,
creativity,
spontaneity,
/ problem solvin
lack of prejudic

Self-actualization an

self-esteem,
confidence, achievement,
Esteem respect of others, respect by others\\

/ friendship, family, sexual intimacy

/ security of body, of employment, of resources,
of morality, of the family, of health, of property

Safety

Physiological




STEPHEN COVEY

Important

Not important

Urgent Not urgent
I II
Important deadlines Relationship building
Crises Personal development
Pressing important meetings Employee training
Emergencies Exercise and health

Last minute preparations

Prevention and planning

III

Some emails and phone calls
Many interruptions

Some popular activities
Some meetings

IV
Trivia
Some phone calls
Excessive TV
Time wasters
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Problem 2
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Their Problems

The Problem Amplifier™
The Foundations Are
Who What
The Client Roadmap™ Elevate Master Model™ Key To G rOWth &
Leveraging ROI
/ How \
Their preference The Product Roadmap™
They Buy Your Perspective

The Authority Builder™
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R+ - SCALE &
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Personal Effart / Proximity
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GAME PLAN

JUNE - DECEMBER 2025 m




DREAM AND VISUALISE

f YOUR BUSINESS VISION (3-5 YEARS) - f YOUR PERSONAL VISION

VISUALISE - MOTIVATION
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YS a price to the next



JUNE - DECEMBER ‘25

MY THEME 15..

MY KEY GOALS ARE...

BUSINESS

FINANCIALLY
{the: projects)

[the numbers)

RELATIONSHIFS
(my important pecple)

JUST FOR ME
[y life list stuff)
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My June - December

GAME PLAN"™ a

WHAT THIS THEME REPRESENTS FOR ME...
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f ASPIRATIONS

—  What are your top 3 aspirations for the rest of this year?

Why does this matter? Wiy does this matter? Wy does this matter?
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THIS QUARTER: BEGINS July 1

GAP - $Z
= SNEW

WEW 3 TARGET

GAP (X-Y) LY4

kP G COMMITTEDR B

MONTH:

July

Biz Projects

=

S Target

Relationships

¥

Self

START QUARTER SALES §

$X

ENDS Sept 30

SNEW/SAvg

MEW CLIENTS WEW CLENTS | MONTH

MONTH: August

Biz Projects S Target

=

Relationships

¥y O A4
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=Janine Carrar

Target Clients

FME QUASTES TARGET 5

MONTH:  September

Biz Projects

@ S Target é

Relationships

Y

MEXT SCALE

MY QUARTERLY
REWARD
24




WHO DO | NEED TO CONNECT WITH, LEARN FROM, OR SURROUND MYSELF WITH TO REACH MY FULLEST POTENTIAL IN 20257

STRETCH

e

3 &
o

STABLE

Qlanine Gamer refl: Its Who Yeu Know - Chapler 4 for ful explanation




j} CHALLENGE - WHAT COULD GET IN MY WAY? j’j MY ASK - THE HELF | NEED I35
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