
Introduction To Amplify 
The Experience 



What Are We Doing Here?

We are going to be what needs 
to be done

What ever that is…

The goal is to make sure what 
you are doing in your practice or 
business is effective your clients



•What motivates clients is to be a 
success

•So, we have to help them be 
successful

•This does not mean we solve all 
their problems

•But the feeling they need to have 
is success



•What is their mindset?

•They feel like they have no 
control 

•Their bodies are misbehaving

•Somewhere inside they feel that 
there must be an answer – some 
help

•That brings them to us



•The question is how motivated 
are they?

•We are asking them to make 
changes - we must be aware of 
this

•But how big a change and how 
does it fit into their lives

•This is a factor in motivation so 
think about the size of tasks



•Stress levels plays a role

•Information overload plays a role

•But what about their social 
norm? 

•Why is this important? 

•We are asking people to make 
choices that go against their 
norm 



•A 2013 study looked at the effect 
of social norms  on food choices

•People who social circles 
generally eat healthy found it 
easier to make healthier choices

•Those whose social circles were 
not into healthy choices had 
more difficulty



•This was based on conventional 
health choices

•It would be more difficult for 
some of the choices we ask them 
to make

•We need to be more creative in 
engaging them

•This is what we’ll discuss in live 
meetings 



Marketing
•The needs for offline are 
completely different than online

•Even though the information is 
similar 

•The tools used and materials for 
clients can be the same, too

•But the marketing knowledge is 
completely different



Marketing 

One-On-One Consulting Group Program Online Products or Programs 

Service is one person at a time 
Simpler to market 
Simpler to deliver the service or 
product 
Easier to connect 
Easier to create experiences and 
interactivity 
Some technology involved 

Servicing several people at a 
time 
More complex to market 
More planning to deliver the 
service or product 
Easy to create interactivity and 
experiences (more possibilities) 
Some technology involved 
 

Servicing many people at a time 
The most complex to market 
Much more planning involved 
to deliver the product or service 
More difficult to include 
experiences and interactivity 
Huge amount of technology 
involved 

 



Marketing is the process of 
helping someone create the 
beliefs and conditions they need 
to make a changes they want  in 
their life but cannot achieve by 
themselves



Marketing
•To market your business there are 
some things your need to consider

•This is best done at the beginning

•Still can be helpful even with an 
existing program or business

•Will aid the development of 
experiential elements you can 
employ with clients



No One Likes Marketing 
•You want to connect with clients – not 
“attract clients”

•Learn to pull them in with messages they 
want to hear (instead of pushing products 
on them)

•Think about the conversations they are 
having with themselves 

•That is the conversation you want to have 
with them

•Facebook groups are good for learning this



What is The Solution You’re Offering?

•Define the problem and then 
define the solutions

•If you define this well – then not 
only will it resonate with 
potential clients

•- It resonates with people who 
may know people you can help



Who Are Your Targeting?

This may be a specific demographic

Or it could be a service that solves a 
a specific problem

Does not always mean a specific 
health condition for a specific group

But there must be a need for the 
product or service – someone must 
be looking for this solution 



What Is Unique About Your Service
•Think about what you are 
offering that no one else is

•This is often why experts suggest 
you niche down  

•That can make it unique

•But it can also be something 
about your service that no one 
else offers



Where Are The Clients?
•When you pick a target or service – where 
are the people who would want this

•Do you know how reach them?

•Can’t tell them about the service otherwise

1. Email list

2. Facebook group

3. Other practitioner clinics

4. Groups you can access



What Is The Solution They Seek?
•Define exactly what the clients you 
wish to connect with, want.

•This is not something practical

•This is emotional

•If you want to connect to them –
determine what they will gain (ie
confidence)  

•And what they will lose (ie frustration)

•Make this specific to the topic



What Do You Enjoy About The Solution?
Two aspects to this:

1. Can you really help the client 
with what they want?

2. Do you enjoy providing this 
help and service?

It makes no sense to do 
something that you do not enjoy



Exercise:
•These questions are written in the 
handout below this video

•Go through the questions and write 
your answers

•If you have done this previous for your 
existing business, then do it again to 
remind you that what you are doing 
still fits

•If you are just starting out – then this is 
great exercise to get you thinking 



Understanding The Client Part I
•Listen to the video below

•Understanding the perspective 
of the client at the beginning

•Some psychological aspects to 
consider

•Adding experience is not always 
about something physical 

•It can involve the words we use



Meetings
•Come to the meeting and be sure to 
have your questions ready

•Each meeting will have a short topic at 
the beginning

•Then we discuss you 

•If you have nothing to discuss please 
attend anyway – there will be lots  
hear and ideas to share 

•See you online


