
 
 
You’ve gotta go through the DOORWAY first………….. 
 
It’s really hard to check out the 27 rooms in a mansion without first entering through the door…. 
 
It’s equally as hard to help your clients gain confidence, trust themselves, have better 
boundaries, a marvelous mindset and courage like a lioness if you can’t even get them to work 
with you. 
 
So how the hell do you get them on the phone, have a fabtastic, connected conversation where 
you never even have to ask if they want to sign on to work with you?  
 
You don’t try to convince them of them of what you KNOW they need, you ONLY address the 
deepest, most obvious challenge they have right NOW!  
 
Simply put……………….. 
 
Their biggest pain point, problem, challenge, obstacle is the DOORWAY. 
 
Once you have gotten in the door, you give them what they KNOW they need and all EXTRA’S 
you have to offer. 
 
How do you figure out what their doorway problem is? 
 
Here are a couple ways that I use: 
 

1. If I want to chat all about courage, I ask myself… 
Why is courage so important to my clients? So they can become visible. 
Why is visibility so important to my clients? So they can get their message out. 



Why is getting their message out to the world so important? So they can work with 
women to ultimately design a life & business on purpose. 
 
Helping my clients have courage ultimately helps them have amazing, women clients 
that are building social businesses to create a ripple for greater global, social change! 
 
I dig deep… 
I keep asking WHY. 
I ask why multiple times until I come up with the DOORWAY problem. 
 
What problems are you posting about to your ideal clients?  

______________________________________________________________________
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________ 

 
Why is this problem so important to solve? 
 
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________ 
 
Why is the above problem so important to solve? 
 
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________ 

 
What is your DOORWAY problem? 
 

______________________________________________________________________
______________________________________________________________________
______________________________________________________________________
______________________________________________________________________



______________________________________________________________________
______________________________________________________________________ 

 
 
2.  Doing some easy marketing research will also give you quick, in your client's language, 
answers. 
 
Create a survey with Google forms or Survey Monkey. 
 
In the first paragraph create a picture of who your ideal client is. Ask anyone who fits that criteria 
if they could take 5 minutes to answer a few quick questions. In exchange, offer them a free 20 
minute consultation. 
 
Examples of questions you may ask: 
 

a. What is the number 1 headache in your life, business, relationship at this moment? 
b. How much time, energy & money is this problem costing you? 
c. What would your life look and feel like, if this problem magically disappeared? 
d. How much on a scale of 1-10 are you interested in solving this headache? 
e. Where would you like to see your life 3 months from now? 
f. If things are still the same 3 months from now, how will you feel? 
g. On a scale of 1-10 are you ready to fully invest the time it takes to solves this problem? 
h. On a scale of 1-10 are you ready to make the financial investment to solve this problem? 
i. On a scale of 1-10 are you ready to invest the energy to solve this problem? 

 
Easy quick questions that can be put into groups and get crystal clear answers, in the words of 
your ideal client that you can in turn use for creating posts, blogs, newsletters, sales pages and 
more!! 
 
Got questions? 
 
Feel free to ask away in the group or email me @ ​sheluncensored@gmail.com 
 
Warm wishes, 
Shel XO 
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