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1. Are you clear on who your ideal clients are?
Hint, it’s not all pregnant women or every single mother who has just had a baby. Depending on our 
family dynamics, the type of birth she wants, the literature she reads amongst many other things 
will all inform how she looks at and want to approach her birth and postnatal period.
If you had ten pregnant women in a line up would your IDEAL client be able to pick themselves out 
of your unique description of them?
If not, you’re leaving money on the table and clients at the door!

2. Can you articulate exactly what makes you different from all of your 
competitors?
As a service provider being able to identify your super power gets potential clients thinking 
differently about you. You begin to elevate yourself from the rest of the pack…can you express about 
super power with ease

3. Does your website immediately convey who you are and your core message?
 When we come into the birth business copy writing compelling copy and marketing are often at the 
bottom of our passions list, but before word of mouth comes marketing and knowing how to talk to 
your audience is key.

4. Are you investing in relationships with your ideal clients before you try to sell 
them something?
One of the biggest mistakes I see with new practitioners trying to drum up custom is to immediately 
invest in Facebook advertising, flyers and business cards that shout ‘buy my stuff!’ Unfortunately, 
in an increasingly crowded market place, with more sophisticated audiences, building relationships 
both on and offline is the ‘new-order’ when it comes to building a sustainable business. 

5. Do you make it easy for people to buy from you?
This is a simple one, but one that so many people make more difficult than it needs to be, by hiding 
payment buttons or prices. How easy it for book to book on your website?

6. Are you leveraging your time?
 When first starting out in business it’s a great idea to focus on working with clients on a    one-to-
one basis so you learn and hone your craft. However, once you’re established and are great at what 
you do, one of the easiest ways to earn more is to create premium offerings or add e-learning or 
change your business model, switching from one to one to one to many. 

7. Do you understand the importance of using paid, owned and earned 
marketing?
Even if you’re just starting out investing time, resources and energy in approaching your marketing 
from a holistic perspective is super important. Paid media might be Google or Facebook ads or if 
you are more traditional print advertising. Owned media involves taking advantage of things like 
email addresses to build a channel of communication that you are in complete control of.  Earned 
advertising, is the age old favourite of word of mouth, where your customers do the talking up of 
your products for you. 

Understanding how each of these elements feeds into each other and creating a solid marketing 
and promotions plan for at least 6 months, gives you more freedom, security and more money as 
you create  a consistent strategy for building your client base. 
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Building a sustainable baby business can be challenging and whether you’re just 
starting out or a year or two in sometimes it can feel like it’s never going to happen. As 
founder of The Calm Birth School, the world’s first video based hypnobirthing program, 
I have worked with over 450 paying pregnant women in the last 14 months alone and I 
can tell you it is possible. BUT you need to be answering yes to the following questions:
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8. What are your key money making tasks?
Spending your time and energy on key money making tasks - without spreading yourself too thinly 
is one of the the keys to maximising revenue when you have limited time and lots of commitments 
you also have a responsibility to manage on a daily basis. Do you know which activities are going to 
generate the most revenue for you?

9. Are you visible enough?
Statistics say that a potential customer needs to see your message at least 7 times before your 
brand sticks in their mind, are you creating opportunities for you to be seen?

10.  Do you know how to build a community of raving fans?
Whilst having lots of people in your tribe is a huge bonus, you don’t need a lot of people in order 
to build up a great reputation and have your clients singing your praises well before you become 
‘famous for what you do. How are you building your tribe of raving fans. *Hint* it involves more than 
‘just’ being great at what you do. 
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1. ARE YOU CLEAR ON WHO YOUR

 ideal CLIENTS ARE?

unique

2. CAN YOU ARTICULATE EXACTLY

 what makes you different 
FROM ALL OF YOUR COMPETITORS?

3. DOES YOUR WEBSITE IMMEDIATELY CONVEY WHO YOU ARE AND YOUR CORE MESSAGE?

 

7. Do you 
understand the 
importance of 
using paid, 

owned and earned 
marketing?

9. Are you visible 
enough?

10. DO YOU KNOW 
HOW TO BUILD A 
COMMUNITY OF 
RAVING FANS?

6. Are you leveraging 
your time?

 

4. ARE YOU INVESTING IN 
RELATIONSHIPS WITH YOUR 

IDEAL CLIENTS BEFORE YOU TRY 
TO SELL THEM SOMETHING?
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5. Do you make it easy 
for people to buy from you?

8. What are your key  money making tasks?8. What are your key  money making tasks?


