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Gain More Visibility, Profits and Business

Millionaire Business Mastermind

Official Application
Email back to vip@ElevatingYourBusiness.com
To Guarantee Priority Consideration

Dear Friend:

Thank you for your interest in the Millionaire Business Mastermind.  You obviously reviewed the information on the web page and have a good sense of what this program is all about. It’s important that you fill out your application and send it to me ASAP to secure your slot.

The Mastermind is about helping you to take the right steps to expand your business.  We’ll talk about leveraging, attracting free publicity, setting yourself apart from your competition, landing more of your ideal clients, establishing yourself as “the resource queen” (or king) in your field, create easy to make products and so much more!

What You’ll Get:
1. . Two "Help Seat" Sessions Per Month
Once a month you'll be spotlighted on the call. When you're on the help seat you receive the full attention and support of all the members who are helping you with ideas and resources to expand and grow your business, attract pre-qualified leads, critique your elevator speech, website and more. Whatever you need help with, whatever will propel you to the next level of your success, ask for assistance!

2. Two Training Sessions Per Month
Every session will feature a topic that you must know about to run your business successfully. . 

3. Private Strategy Call with Maria Marsala
Each Masterminder will attend an hour with me to develop strategies and to pinpoint the crucial areas where you need help. Bring a list of things to talk about to the call that I'll tape for you. This way you can focus on your business during the call and take notes later.

4. Welcome Kit
Our welcome kit comes with things you'll need to organize the work you're doing. That's all I'll say about it. My clients say it's like getting a business Christmas present.

5. Access to My Rolodex
Need the help of other business owners... just let me know! I'll find you someone or a few someone's to contact to hire.

6. Private Access
Gain private access to me via a private area of my website. This one benefit alone is worth what you're paying for the program! A $333 value each and every month.

7. Accountability Buddies
Accountability buddies meet during the month independently of our sessions. This is not mandatory, but we highly recommend that you work with another Mastermind member to build deeper connections, give and get feedback, brainstorm, and share ideas. If you want greater results, we recommend asking for a buddy.

8. Access to Elevating Your Business U TeleClasses
During your time as a MBM member attend our teleclasses at no additional charge and download an unlimited number of valuable audio seminars and podcasts.

9. Assessments to Complete
Complete a few business assessments and get an eye-opening look at what’s working for you – and what is not. You'll also take a few life assessments; after all, life happens when you're running a business! 

10. Two CDs from our Corporate Secrets Marketing Program
Receive our Strategic Business Planning CD and the Stop Working With Jerks CD. They each include audios, workbooks, PowerPoint presentations, assessments and more. A $250 value.

To your continued success,

Maria Marsala, Elevating Your Business

P.S. Remember, space is limited.  The form is easy to complete.  Act now to get priority consideration.
P.P.S. Ah… tap into the power and energy of the Mastermind and stop trying to do it all yourself.  You’ll be glad you did! 
Please save this form on your computer’s desktop.  Complete it and return it to the email listed on the bottom of this page.  When answering questions, use as much space as you wish.  If you don’t have an answer for an item, just leave it blank.   Thank you in advance.  

Business Questionnaire 2
Contact Info

Full Name

Phone Number

Email Address

Title/Position    

Company Name    

Company Address    

Business Hours    

Business Phone    

What is the best time on a Monday or Tuesday to arrange to talk for a half-hour?    

What time zone is your business in?   (Pacific, Mountain, Central or Eastern)

How did you hear about us?   

Business Foundation

Are you a.....   

Sole Proprietor

LLC/Partnership

Sub Chapter S Corp

Corporation

Other:

What type of company do you have/what industry are you in?   

Describe your business in a paragraph or two:

How many years have you been in business?    

How many years has your business been profitable?

Do you have a written vision and mission statement?    

Do you have a written organization chart?

Do you have written and monitored goals/objectives, strategies, and action plan?

How many full time employees do you have (including yourself)?    

How many part-time employees do you have?    

How many consultants work for you?    

Do you have descriptions for every position in your company?   

Describe your company’s advisory board or advisors:   

Do you have the following written procedures?

Operations Manual?   

HR Manual for employees?   

Hiring / Firing Process? 

List five short-term business goals.

What Will The Exit From Your Business Look Like and What Year Is It Planned For?

What needs to happen for this to be a wild success?

How Big Do You Want Your Company To Be (or Not)?

About You

Previous Occupation(s):

List At Least 5 Professional Goals/ Objectives:

On a scale of 0-10, tell me how much you want to turn these goals into your reality?

Why do you want it so bad?

What will it take for you to have it? 

Why do you do what you do? What do you offer that turns you on?

Describe 3 major sources of stress or unhappiness that currently interfere with your productivity or peace of mind.
#1:      

#2:      

#3:      

Average number of work hours per week       

Number of hours you want to work per week       

Define what you see as “productive time”.       

Number of billable hours per week       

Number of hours per week you work “on”        vs. “in”       your business

Number of weeks vacation taken: 2006:       2007:        2008:      

Number of weeks vacation you’d prefer taking       

How do you measure your own work performance?      

When you look back over your years in business, what 5-10 things do you think are keeping you from being as successful as you know you could be?

Why do you want to work with me (vs. someone else)?

Tell me about one thing you have learned that you took action on and what happened when you did?

What contribution will your business make to those less fortunate than you?

What is your most pressing business challenge? 

What do you bring to your business associates or business that is unique?

What are 5 of your professional strengths? (To assist you, complete the Strengths Inventory found in the Client Cafe):

Where do you want  to be professionally in five years?

Where do you want to be professionally in ten years?

Describe your workspace:

What has and hasn't worked in the past?

How can we best help you?

Financial

Do you have a personal budget?

Do you have a business budget?

What was your last month’s income?

Your total revenue for the last 12 months was: 

Your average income per month in the previous 12 months was:  

What is your desired income for this year?  Five years from now?

Are there any months when you have a negative cash flow?

What were your gross sales last year?

What was your net profit last year?

How much A/R are you currently carrying?

If you went to sell your business today, what would a buyer want to pay for?

When does your fiscal year start? 

If you were to sell your company right now, what would a potential buyer see?

If you were to buy your company now, what would you need or want to see that is missing?

Your Services & Clients

What makes up your revenue? Services, products, give me a list of it all. 

What experience do you bring to your business?  

Do you charge by the hour or by the job (flat rate)?   

Do you have packages of programs?

Describe in detail one of your offerings and tell me its price. 

What is your average sale?    

How much do you pay your top salesperson?

Do you have a formal system for tracking and rewarding sales?

What Other Services Would You Like To Add To Your Business?      

What Products Do You Currently Sell?      

What Products Would You Like To Add To Your Product Line?      

How do you answer incoming calls? (“x” all that apply)   

Live call taker

Answering service

Answering machine

Forward calls to cell phone

Forward calls to an assistant

Take the calls yourself

Who is your ideal client?

What percentage of your current clients are your ideal clients?

Do you have an intake process?

What do you want for your clients?

Marketing

What type of marketing do you do? (Check all that apply and mail Maria samples what you have)

Direct-Mail       Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

You Own a Web Site   Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Banner Ads    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Ezine    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Print Media Advertising, Local    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Print Media Advertising, National    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Social Networking   Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Radio/TV Advertising, Local    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Radio/TV Advertising, National    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Publicity/News Releases, Local    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Publicity/News Releases, National    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Printed Newsletter    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Joint Ventures with other businesses    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Yellow Pages  Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Personal Networking    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Speaking/Teaching    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Writing Articles    Yes   FORMCHECKBOX 
    No   FORMCHECKBOX 

Other marketing methods:

What percentage of your budget do you spend on marketing?    

Do you have a system for gathering customer feedback, handling customer complaints, and challenges? 

What marketing strategies or systems do you use that generate new business for you?      

What marketing strategies or systems do you use that generate repeat business for you?      

Use of Technology

What type of computer do you operate?  

What type of accounting software do you use?

Do you use a payroll service? If so, which one?   
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