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Thank you so much for registering 
for the Hot, Irresistible Offers That 
Sell 3- Day Challenge! I’m so excited 
to share everything I’ve learned 
about get crystal clear on who you 
want to work with! 

Before we start, make sure to check 
out the pre-call questions in this 
workbook and fill in your answers 
before the cal l . (Af ter a l l , a 
successful woman comes prepared, 
right?!) 

In order to get the most from the 
training, be prepared to give it your 
full attention. I have some incredible 
content that you’re not going to 
want to miss . 

  
And finally, thank yourself for signing 
up for this training. By signing up for 
this challenge, you’ve taken a huge 
step in the right direction towards 
the success and financial freedom 
we both know you’re meant for. 

Can’t wait to speak to you! 

Lots of love, 

Beth xo 

P.S. Want to know more about my 
signature group program Start-Up 
Society?  I’m going to be telling you 
all about it on the call! You can also 
click here to learn more. 
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http://www.iheartcoaching.com
http://www.iheartcoaching.com
http://www.bethgharper.com/sus-waitlist
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YOU ARE THE SOLUTION YOUR 
I D E A L C L I E N T H A S B E E N  
SEARCHING FOR. 

- Anonymous
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Who are you currently trying to attract to your business? 

If your answer above was under a “10”, why do you think that is? What would 
improve your confusion? What would better understanding your ideal client mean 
to you? 

On a scale from 1-10, how clear are you on your ideal client? 

P R E - W O R K S H O P
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Why should they work with you? 

If you could change anything in the life of your ideal client, what would it be? 

Why do you think knowing your ideal client is crucial to your business? 

P R E - W O R K S H O P



             
             
             
             
             

 

S T E P  # 1 :  _____________________________ 
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A C T I O N  S T E P :  __________________________ 
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S T E P  # 2 :  _____________________________ 
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A C T I O N  S T E P :  __________________________ 
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S T E P  # 3 :  _____________________________ 
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A C T I O N  S T E P :  __________________________ 
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S T E P  # 4 :  _____________________________ 
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A C T I O N  S T E P :  __________________________ 
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F I N A L  R E F L E C T I O N S  

 - Daily taking time-out to read my Bible, pray, and give thanks.  

 - Regularly spending time with my family and closest friends. 

 - Meeting with my mentors regularly.  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THE SECRET OF 
GETTING AHEAD 

IS GETTING 
STARTED. 

      
- Mark Twain
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