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Welcome! Are you ready to craft your strategy 
to expand your reach exponentially with the type of 
client you want to attract into your practice?  Follow 
the steps in this workbook and you can accelerate your 
growth by sharing content through strategic partnerships.

Introduction
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It worked, more than once! 
I followed the process I am going to teach you to get in front of my 
target audience in a way that made them feel comfortable and open 
to learning my content, backed by the endorsement of someone they 
trust. 

When I ran my financial planning practice, I used the strategy I am 
about to teach you to sign up 14 consultations with my exact target 
audience in under one hour, while spending only $656 on marketing.

I’ve also used the exact same thing I’m about to show you to add 
over 1,000 financial advisors to my list in less than 3 weeks, while 
simultaneously sky-rocketing my credibility in my niche and 
catapulting my revenue .  

You don’t have to do it all yourself. 
I have designed this workbook this book to set your strategy and to 
train a team member who can help you implement the effort.  

The Benefits of the strategic Content 
Partnership approach:

• You will LEVERAGE your time, money, energy
• You gain entrepreneurial support
• You expand your reach and exposure 

And, perhaps the best of all….
• You feel camaraderie & shared success! 
 
You form new professional relationships where you can 
both win while serving the people you want to help.  
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Now It’s Time Expand Beyond Your Brand 
Rather than stopping here, you can continue on to more advanced marketing…
expanding beyond your brand  past your web site, your blog, your social media to 
form strategic content partnerships that will help you LEAP forward! 

With partnership, you benefit from leverage.You leverage the trusted relationship 
your partners already have with their audience to gain the attention of an engaged 
group of people in the place where they are comfortable.

But you can’t just pick any partner.
You have to be strategic.  

Content Marketing Starts with Your Brand

Everyone knows that content marketing works when you 
do it the right way. 

You start by sharing your content through your branded 
blog, video channel or podcast.  

You expand and leverage this content out in the world 
within your sphere of influence, reinforcing your message 
over time to your followers on  facebook, LinkedIn, 
Twitter, Instagram, and other social media platforms…

This approach is perfect to get you going.
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Write down a short description of the client 
– you’ll use it later.

Step 1:  Be absolutely clear on your ideal client

No matter what kind of marketing you do,  you ALWAYS 
start with identifying the person you want to attract in 
with your efforts. 

It’s hard to tell if a partner is a good fit if you don’t 
know who you want.

• What topics would your audience be most 
interested in learning? 

• What gaps can you seek to fill with a 
partner’s expertise?

• Know your audience’s aspirations and 
worries.  Be as specific as possible. 

4-Step Formula
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Do your homework. Partnership implies endorsement (it goes both ways).
 
You benefit from their tacit or outright endorsement of you, but you also have to 
feel good about the association of your brand with your partners. 

List out 3-5 possible partners below: 

Organizations
Groups
Professionals
Clubs
Retail Outlets
Blogs
You Tube ‘celebs’
Podcast hosts
Newsletters
Local or targeted magazines
Health, Beauty & Fitness Experts
Coaches
Companies 
Trade Shows
Service Providers
Speakers/Authors

Who ALREADY have a…
Readership
Mailing List
Viewing Audience
Listening Audience
Customer Base
Membership
Following

Step 2:  Identify Possible Partners
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Find: 

Similar to
YOUR IDEAL CLIENT! 
(or close enough)



While you’re researching, note:
Facebook Page (like it!) 
Advertising opportunities
List Marketing (could you email them or send a 
postcard for an event)
Sponsorship opportunities (must be very 
targeted)  
Resource List or Recommended Links

Step 3:  Pinpoint Content Opportunities

Track each opportunity or channel that a 
potential partner offers.
Where can you add value with your content?   
Use the Content Partner Tracker that 
accompanies this guidebook to take note. 

• Provide blog post 
• Be a podcast guest 
• Give a workshop for their members
• Speak at their conference
• Host a joint event
• Hold an event at their location
• Answer questions in online forum 
• Share a tool, template, or ebook they can use as Member 

Benefit 
• Interview key person for a webinar?
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Example:  You want to expand your reach by publishing content on blogs 
your target audience reads.

Identify 5-10 blogs that have a following made up of your target audience.
You want to reach out to a number of outlets at a time so you can leverage 
your effort or the effort of the person who is handling this for you.

You are going to reach out over 6-8 weeks to this first group of potential 
partners in a systematized way.

Like you do with your prospects, you want to build the relationship and not 
just dive in with what you want. You want to ease in to the trust. 

Your goal is to make it easy for them to say “yes!” when you demonstrate you 
understand their audience and provide content that serves them.

*ProTip: This can all be templatized and handled by an admin or team member 

Step 4:  Launch Your Campaign

To systematize the outreach, create and 
launch a content partnership campaign 
that you can use repeat to scale your effort.   
(One off proposals will wear you out!)

Decide where you want to focus your 
campaign.  Is it to find a seminar 
partner?  Outlets for interviews?  
Places to share you blog?
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Have that Ideal Client Description?  
You’ll want to use it…

Date: _____________

Dear __________________.

My name is ____________________ and I’m excited to connect with you about 
your business and the service (or product) you offer. I have seen your 
_________ (website, mailings, ads, presentation, heard about you from, 
____________ told me), and I am impressed with (insert something you know 
or have seen about how they work). I think I can help you spread the word 
about your business!

I am the Founder of/Financial Advisor with (firm name) and I work specifically 
with (insert niche description here). I would like to learn more about the 
commonalities we have with our businesses and see if there is a partnership 
opportunity for us. 

Then contact the blogger directly…
Introduce yourself via email or LinkedIn.
Use a template letter that you can version out (or better yet, someone on your 
team can do for you!).  You can refer to the sample letter that you received along 
with this guidebook.  
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Invite the blogger to share an article on your blog that 
you will share with your audience.
Then, include Sample Blog Topics (at least 3 ideas) in your first contact that you 
could write for their blog.

Draft out content topics below (from what you already have created or what you 
want to develop). 

Follow-up with a sample blog post of 
one of the ideas…

Follow-up with a call-to-action…
“Would you like to use it?”

Follow-up 1-2 more times.
Include a deadline for use of your post.

While some blogs may publish the content you send, 
others may reply with a different kind of opportunity.  

The campaign opens the door!

9


