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INTRODUCTION 
 

As an Expert or a Service Professional, whether 

you’re a Coach, a Consultant, a Counselor, a 

Trainer, a Practitioner or a Therapist of any kind, 

chances are you can help people become better in 

some ways. I personally think that helping people 

in any way, is one of the most rewarding and 

meaningful jobs there is, so thank you for that and 

congratulations! 

But sometimes, Professionals have a hard time generating consistent and high enough income, 

so they can live comfortably from what they do. I know that because I had this problem for 

years. Sometimes, in order to get ends meet, they may even end up working harder, for less 

money and with even less free time. And sometimes, this leads many professionals to even 

switch careers and get a job for someone else, preferably with a steady salary. That would ruin 

their dreams, as well any chance their clients have to get the help they need. 

I believe you need TWO things in order to make it in ANY business: 

1. You need to be GOOD at what you do. 

2. You need to be GOOD in PROMOTING what you do. 
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Most self-employed professionals usually focus just on the first. While being good at what you 

do is essential for you to stay in business, it may be useless unless a lot of people know about it 

too. No matter how good you are at what you do, you will only go so far, unless you have a 

solid marketing strategy that provides you with a constant stream of clients. But as far as 

promoting what you do in an effective and efficient way, it may be difficult to figure out what is 

the best way to move forward, among all the different available options and advice on 

marketing out there. 

That’s why I wrote this guide. 

See, when Professionals try to learn how to promote themselves best, many business and 

marketing questions will inevitably come up; questions they may not know the answers for. 

Questions like:  

 Should I work offline or online?  

 Should I work one on one or in groups?  

 Should I get paid per session or per month?  

 How much should I charge for my services?  

 Should I create an online course or a coaching program?  

 Should I specialize or generalize?  

 What exactly should I my website look like?  

 Should I be on Facebook, Instagram, LinkedIn, YouTube or Twitter?  

 What kind of content should I post online? How often? 

 Should I create a webinar, a video series or a free report? 

 How should I best sell my services?  

 What online services should I use to make my work easier?  

 What is email marketing and how should I best use it?  

 Should I just outsource my marketing to someone else?  

And the list goes on… 

I believe that every Solopreneur - especially Service Professionals - should know how to do their 

own marketing. Outsourcing marketing to agencies who do now know the first thing about 

what you can do for people, especially when you’re on a budget and when most of them offer 

scattered services like Google Ads and Facebook Ads and have no idea how to turn advertising 

into profit, is frankly a waste of time and money. 
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Time is extremely valuable, and one of the wisest ways to spend it as a Solopreneur is to learn 

effective, efficient and modern online marketing. That’s how you grow as an Entrepreneur 

today. That’s how you take back control.  

When entrepreneurs try to do their marketing themselves, many of them focus on the 

“marketing tactic of the week”: They may boost a Facebook post, throw an event, throw a 

giveaway, do a Facebook live, start a Facebook group, post cool-looking images on Instagram, 

get on LinkedIn, do YouTube videos, and so on…  

However, without a solid strategic business and marketing plan like this one here, every such 

tactic will fail, or at best produce mediocre and short-lived results.  

To make matters worse, some marketing experts may advise you to do scattered activities like 

create programs or products, create sales webinars or do online sales calls, specialize or 

generalize, post content on social media, advertise or partner up, buy X or Z funnel creation 

software, leaving you even more confused and frustrated with all these options and expensive 

tools that you may not even want to know how to use. 

I know all this, because I was also marketing-challenged for many years of my professional life 

as a Trainer and a Coach, from the year 2005 when I first became self-employed in the fitness 

industry. Throughout the years, besides continuing my professional education, I’ve spent a lot 

of money and time studying business, marketing and sales from some of the top experts and 

institutions in the world. I’ve failed more times than I’ve succeeded, but I wouldn’t change a 

thing, because I wouldn’t be where I am today otherwise. As a Professional Coach, I started out 

in the Fitness Industry, went through Physical Therapy and Nutrition to end up in Marketing 

and Sales, which became a personal passion and the common denominator to everything I have 

done. 

In 2015, after I had failed getting two fitness businesses to really work, in one of the worst 

financial climates of recent history in Greece where I live, just as I was ready to move to a 

different country, I finally broke free. I created, marketed and sold an online fitness and fat loss 

program for the Greek market, my first complete online program, which has been providing for 

me ever since. For me, living in Greece, one of the worst-hit countries during the financial crisis, 

which has yet to fully recover, that was nothing short of a miracle and a proof that you only 

really fail when you stop trying. 

After all these years, I believe I finally cracked the code in how to be a successful Online 

Solopreneur, and developed what I think is the simplest, most effective and efficient method 

for the modern Service Professional to break free from time, money and location restrictions 

and make a real impact in the world. 



4 
©2021 Paris Andreou – All Rights Reserved 

And today, as the online way of working is becoming the norm, I think my method is becoming 

more and more relevant for Experts and Service Professionals. 

This method, which I’m laying out below, is a solid Business and Marketing Plan designed 

specifically for the Online Solopreneur, which has 5 specific steps. I hope they will resonate with 

you and that you find them valuable.  

 

                           

STEP 1: NICHE DOWN - AIM TO SOLVE A HI-VALUE PROBLEM FOR A HI-VALUE 

PERSON 
 

To have the best chances to become financially 
successful with your Online Business, you should be 
able to charge a high price for your services. That’s 
because having a high-ticket offer (minimum of 
$1,000 for a 6-12 week group coaching program), will 
put you in a position where you can advertise and 
generate a profit more easily, and thus be in control 

of your business’s growth. 
 
A service business helps solve problems for people. 
 
And as a service professional, in order to have a high-ticket offer, you should get known for 
solving a high-value problem.  
 
A high-value problem is any major problem in one of these 3 main life areas: 
 

1. NICHE 
DOWN 

2. CREATE AN 
ALIGNED 

OFFER 

3. 
MARKETING 
AND SALES 
STRATEGY 

4. 
PROFITABLE 

ADVERTISING 

5. 
EXCEPTIONAL 

SERVICE 
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Relationships – Health – Money and Business 
 
Think about it: whatever we may do in life, we do it mostly to improve our situation in one or all 
of these 3 areas. This has always been, and always will be the case. 
 
Whenever one of these 3 areas is not going well for us, we simply cannot be at peace. 
 

 Examples of major relationship problems that professionals can help solve for a high-
price include being single, parenting trouble, going through a divorce, etc. versus having 
a small fight in a relationship. 

 Examples of major health problems that professionals can help solve for a high-price 
include being obese, having a chronic or auto-immune disease, etc. versus being a little 
overweight, or having a skin allergy. 

 Examples of major money and business problems that professionals can help solve for a 
high-price include having a lot of debt, a business that’s failing or that’s hard to grow, 
etc. versus having a little debt or not knowing how to best invest your extra income.  

 
Can you see the difference? 
 
So as an Expert, you should be known as a specialist that solves a specific major problem, like 
one of above examples. 
 
People will pay a lot of money if you can help them effectively solve a major life or business 
problem; especially if you can solve it in a unique, faster and better way. 
 
On the other hand, being known as a generalist - regardless if you can really help solve multiple 
problems for people or not, will not help you charge high prices, differentiate from your 
competition or advertise at a profit. Being a generalist - especially today when the competition 
is fierce, will not help you grow or scale your business. 
 
In order to charge a high price for your services, besides being able to solve a high-value 

problem, you need to also solve it for a high-value person. 

Let me explain better what I mean by a “high-value person”. 

First things first: we are all equal as human beings, no doubt about that. 

But we are definitely not equal in our education, net worth or income, and whether we like it or 

not, these are factors that influence buying behavior.  

And when you want to charge high prices (which is maybe the only way to effectively grow your 

business today and advertise at a profit), even when you are solving high-value problems, it is 

much more probable to be successful, if you are targeting a person that besides having the 
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problem you solve, also fulfills enough criteria like these: living in a developed country, having a 

college education, having a high-paying job, and being at a productive and mature age. 

Compare that to an unemployed person, living in a developing country, with no formal 

education, at an immature and unproductive age (too young or too old). You simply cannot 

compete or win in online advertising today, if you’re targeting the wrong people, or the people 

who may need what you have, but cannot afford your services. 

That’s what I mean by saying a “high-value person”: a person that has the problem you solve 

AND a higher social and financial level in life, a person that is more probable to buy your offer.  

A really important last point here: when you are validating online your niche and business idea 

in this step (something you must definitely know how to do correctly before you start), you 

need to make sure that there are enough high-value people that have the high-value problem 

you want to solve, in order to have the best chances to succeed! 

Nobody talks about these details, but I learned them the hard way; you don’t have to. They’re 

essential when you want to be successful today online. 

 

STEP 2: ALIGNED OFFER - CREATE A COMPLETE SOLUTION FOR THAT PROBLEM 

 

Working one on one, will keep you overworked, 

trading hours for dollars, and not able to scale your 

business without hiring extra help, which is 

expensive, time-consuming and inconvenient. 

The best way to leverage your time and scale your 

business as a solopreneur is to create a hi-ticket, 

complete, step-by-step solution in the form of an 

online course or a group coaching program, ideally pre-recorded in video. 

When done correctly, this will become a real asset for your business, a source of semi-passive 

and potentially limitless revenue for years to come. You can only coach so many people one on 

one or in small groups. But you can enroll as many people as you want to an online course, or a 

pre-recorded coaching video program. 

Being a specialist with a complete solution like that, will help you to stand out, stop competing 
on price and start competing on value. 
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An asset like that, a complete solution for a hi-value problem and for a hi-value person, is by 

definition a hi-ticket offer, costing a minimum of $1,000 for a 6-12 week program.  

This means you can now deal with the increased online ad spend and are now able to advertise 

at a profit, which in turn means that you can scale your business without hiring extra help 

unless you really want to, like for the better service of your clients. 

This also will free up more of your time, so you can enjoy life more, create more or higher-end 

solutions if you want, and more importantly: be able to keep growing and become more 

valuable than your competition (who usually doesn’t have time to study and experiment 

more). This combination of semi-passive income and constant growth at the same time, is one 

of my secrets of online business success.  

 

STEP 3: MARKETING AND SALES - CREATE A SIMPLE AND POWERFUL 

MARKETING FUNNEL FOR YOUR SOLUTION 
 

In order to be able to persuade your 

audience to buy your solution, you need 

to provide them with value first, as I am 

sure you’ve heard before; the same way 

I’m doing right now with this Free 

Marketing Guide for you. 

“Hope-Marketing” tactics that most 

entrepreneurs apply today, like relying 

on referrals, partnerships, cold sales, 

chasing clients and random social media 

communications, will keep you wasting 

time, money and having no control over your business. 

Most entrepreneurs don’t even know the three most important numbers for any business: 

cost per lead (CPL), cost per client acquisition (CPA), and client lifetime value (CLV). And you 

cannot know these numbers, without a solid business and marketing plan, like this one here. 

When you know these numbers and when they work out for you, you reach a point where can 

grow your business at will. That is the point we marketers call “The Holy Grail of Marketing”, 

and that is our end goal with all our marketing efforts. 



8 
©2021 Paris Andreou – All Rights Reserved 

A single, simple and strategic marketing funnel, is all you need to take back control and to be 

able to effectively grow your business. 

By creating a series of valuable, relevant communications as a welcome gift to your new leads, 

by teaching them some of your best ideas on how to solve their problem, before you ask for 

their money, you allow your audience to get to know, like and trust you, which is essential 

before they make a buying decision.  

That value offering doesn’t have to take the form of elaborate funnels and webinars - as some 

marketing experts will advise -  which are difficult to make, manage and expensive to host. 

In order to make a sale, you also don’t have to talk on the phone with your prospects - another 

tactic which is “in vogue” today, which in my opinion is another huge waste of time and energy, 

especially in the early stage of a business-client relationship. 

A few short, relevant and useful videos are enough, to show your client why your offer is the 

best option for them and why they should take it now, rather than later. 

A proper marketing funnel like that will help you attract, nurture and convert leads to clients, 

consistently and almost automatically. 

A good email autoresponder is perhaps the only essential service a professional should have as 

a marketing tool to begin with. All the other marketing tools you need for this plan are free 

(Youtube, Facebook, etc.), except of course the advertising itself. There is no need to buy 

expensive webinar and video host services, call scheduling services, funnel (landing and sales 

page) creators, especially today, when almost all such recommended services charge huge 

monthly prices to all the entrepreneurs who don’t know any better! Again, you don’t need 

these things when you start.  

 

STEP 4: ADVERTISING – LEARN HOW TO TARGET YOUR AUDIENCE AND 

ADVERTISE PROPERLY ONLINE 
 

Some marketing experts advise you to do various things to drive traffic to your website and 

your offers: start blogging, post on Instagram and Facebook, do Facebook live videos, webinars, 

joint-ventures, guest writing and other time-wasting activities, in order to generate a following 

and traffic to your site. 
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It’s not that these methods don’t work; it’s that 

they work in the long-term and you cannot 

control how well they work, because it’s not up 

to you. In my opinion, they are completely 

optional for your success and should only be 

done after you are generating consistent 

income from your business. Those free 

marketing tactics are less effective in 

generating real income fast, which is essential, 

especially when you start.  

But some experts will still recommend those traffic methods for two reasons: 1) because they 

are free advertising and usually include no risk (which is always more attractive to many risk-

averse beginner entrepreneurs), and 2) because they don’t really know how to advertise at a 

profit. 

You will hear many definitions for the term marketing, which may all be true in some degree. 

One of my personal favorite definitions of marketing, is “advertising at a profit”. This short, 

seemingly simple phrase, encompasses everything we are saying here. If you really notice, 

advertising is what every solid company consistently practices.  

I understand that advertising online can be a pain. I’ve heard business owners comparing the 

Facebook Ads Manager and the Google Ads interface to the stock exchange! They’re not wrong. 

That is how it may look like to you at first. But that is also because you have no one to show you 

how to use these tools properly. 

It may also seem that the options in online advertising - like Facebook and Google - are endless. 

But this is also because you have no one to help you learn and focus on the most effective and 

efficient advertising campaigns you can deploy today, to bring the best people of your target 

audience into your marketing funnel at the lowest cost possible. 

Advertising is a learnable skill, it is not hard if you have proper guidance, and it should be 

viewed as an investment, not an expense. 

One main business goal you should have, is to really learn online advertising and keep being up-

to-date with the changes, which unfortunately happen frequently. 

When you learn effective and efficient online advertising, you will become a really 

“dangerous” entrepreneur. Because that’s when you will really be in control of your business’s 

growth, perhaps for the first time. 
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STEP 5: SERVICE – OVER-DELIVER IN SERVICE 
 

Many entrepreneurs think that marketing and all the real work has finished once they sell their 

product and get the client. The truth is, that’s when the real work begins. That’s when it’s time 

to deliver the promise you’ve made. That’s when it’s time to over-deliver in service. That’s when 

it’s time to make sure at the best of your ability, that your clients get over the obstacles of 

applying your material, and get to your promised outcome. 

Serving your clients well, will help you have 

less refund requests and create happy and 

lifetime clients, which in turn will bring you 

more profits from each client, better and more 

positive reviews and testimonials, and more 

clients overall.  

Serving your clients well, will help build your 

name in the marketplace, which is the main 

thing that makes you unique, and which 

eventually will become your legacy.  

 

EPILOGUE 
 

That’s it for now. I hope you found these 5 steps 

relevant and valuable. Let me remind you that 

most of the actions described here, can happen 

today with free online tools. Don’t fall for all the 

different online tools that many experts advise 

you to use, just because they have a commission 

to make. It’s the strategy behind what you do 

that counts, not these tools. 

These steps here are simple, but trust me they’re 

not easy, unless you get proper help. It took me 

over 10 years of constant learning and trying to 
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end up where I am today. You can learn bits and pieces here and there, but this overall plan 

here, is not taught at any college; it’s learned only by practicing. And I don’t want you to spend 

your valuable time in vain, nor try to re-invent the wheel, because I’ve already done the work 

for you.  

So thank you for reading this guide!   

I look forward to working with you soon and help you too to break free from time, money and 

location restrictions! I’d love to see you make a real impact with your work!  

I’ll let you know by email as soon as I put a program together to help you apply this plan on 

your business! 

Until then, I want you to know that people need your help! 

So keep your head up, stay strong, and don’t stop loving what you do and who you do it for! 

 

Talk to you soon, 

 

Paris Andreou 

The Greek Marketing Coach 

ParisAndreouMarketing.com  

https://parisandreoumarketing.com/

