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why/what makes this different
Business Owners Desire to Know The Truth
“And ye shall know the truth, and the truth shall make you 
free.” This is one of my favorite verses in the scriptures, 
why? Because it gives clarity into what actually makes 
you free: The TRUTH…and this is what you will receive 
inside this framework, the TRUTH about what truly grows a 
business and/or nonprofit. 

In life and business every visionary wants to find the freedom 
to enjoy their life, family and friends. Time to invest it in the 
things they love and spend time with the people they love.

About a year ago I consulted with a client on a project that 
turned around over $430,856 in PROFITS in a single 7-day 
online event. How long did this project take, from creation to 
positioning, advertising and execution? Less than 30 days. 

How is that possible? With a proven process that helps our 
clients bypass the trial and error phase. And, as I replicated 
this process and sales funnel development over and over 
for new clients and watched the ensuing success, I realized 
I needed to make this information available to the world in a 
quick, meaningful step-by-step guide. 

The TRUTH is you don’t need a lot of money to make more 
money. What you need is WISDOM. You need a process that 
is predictable, reliable, and sustainable. 
This is the WISDOM that I have discovered and continually 
grown from: 4 simple pillars that are critical for growth and 
online business success:
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1. BRANDING: Purposeful Positioning (Build Your Brand Strategy)
2. MARKETING: System Automation (Leverage Tech Tools For Scale)
3. SALES: Sales Processes (Design Your Marketing Machine)
4. OPERATIONS: Optimize Operations (Streamline Your Day To Day

You see, these 4 pillars are what we focus on to drive millions in sales 
through online events, and they are the key for all our business and 
client successes. 
It doesn’t matter if you are a small business, coach, consultant or 
a visionary for a nonprofit… no matter who you are and where you 
find yourself on your business journey, these pillars are essential for 
growing your organization. Let’s begin.



THE IDA GROWTH METHOD: WHAT WE COVER
POSITIONING-PROCESS-OPERATIONS-AUTOMATIONS-ADS

The 7+ Figure Entrepreneur’s Guide To Building, Optimizing, & Scaling Our Proven Process For The Purpose Of Leads, 
Sales & Scale – Taking Your Business To New Heights In 12 Months Or Less.

Give us just an hour of your time to read through this powerful guide. If you care about growing your business and amplifying 
your message to the world, this is where you need to be. Read the next 25 pages and don’t forget to join our free group, 
masterclass and book your NO COST growth strategy session for even more granular insights & support!

This guide was written specifically for the purpose of empowering entrepreneurs just like you. I’ve helped many clients in your 
shoes to massively increase business profits with the purposeful, proven methods and processes we outline in this guide. 
In it you’ll find replicable positioning guidelines, marketing automation techniques, sales strategies, operations analysis, and 
bonus Facebook ad insights capable of completely transforming your business. These are the exact same techniques that 
have made me a reputable, sought-after speaker, consultant, and business owner. 

This Fast Track Funnel Guide contains everything you need to scale your business and cut through the noise to stand out 
among the crowd. Become a top-paid expert in your field by following and implementing the processes outlined in this guide! 
I’m saving you over a decade of research, trial & error and thousands upon thousands of dollars with the nuggets of WISDOM 
buried in this content. I’ll say it in advance: You’re welcome. 
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1. WHY is there a PROBLEM?
2. WHAT is the NEED?
3. WHAT is the SOLUTION?
4. WHO needs the SOLUTION?

These four simple questions are the beginning of a critical 
process that will help shape your business. In reality, all 
marketing can be boiled down to those simple questions 
and answers. Once you identify the problem, you can 
educate your audience on why there is a problem/need for a 
solution, and create a sense of urgency. Once the problem 
is evident and the need is clear, you reveal the solution (you, 
your offering, your product, your method, whatever you are 
selling), and then you take one last step to ensure you are 
talking to the RIGHT audience – the people who need your 
specific solution. 

BRANDING
PURPOSEFUL POSITIONING: 
BUILD YOUR BRAND STRATEGY

In an age of information saturation, it can be really tough 
to stand out. The digital universe contains hundreds of 
thousands if not millions of people who are competing for 
the same spotlight in your area of expertise that you are. So 
how do SOME people manage to cut through the noise? 

It all comes down to brand positioning, which is a key part of 
your overall brand strategy. 

THE PROBLEM-SOLUTION FORMULA
Begin by asking yourself the following questions: 

A great distinction is recognizing that branding and marketing 
work together but are different. The way I define branding is by 
asking clients to consider the following, “what do people say 
about you and your business when you are not in the room?”

Answering these questions helps you boil down a specific 
value proposition and positioning statements that can help 
produce a superior branding strategy which will accelerate your 
marketing to new heights, such as:
I help THESE PEOPLE get THIS RESULT so they can FIX 
THIS PROBLEM by using MY SOLUTION. 

GREAT BRANDS HAVE A STORY
Every great brand has a firm grasp on storytelling. WHY you 
are doing what you are doing is as much a part of the nurture 
process for conversions as WHAT you are offering. 
Not sure where to start? It’s really very simple: 

1. Identify 3 questions that speak to your audience/market’s
specific problems

a. Example: Have you ever struggled with confidence?
Do you feel people don’t really listen to you? Is it hard
for you to speak out at work or in your personal life?

2. Using these questions, answer them yourself to begin
pulling together a compelling brand story. PRO TIP: Be
real. Talk about struggle and success alike – it builds
connection and rapport.

a. Example: Growing up, confidence was a huge struggle
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for me. All through highschool and well into college and my 
business years, I never really felt heard. I didn’t feel my 
opinions mattered, or that anyone really listened to me at work. 
Eventually, I stopped speaking out 
altogether, until…. [SOLUTION].
3. Share your results! Not only do you want to share your
WHY, and your SOLUTION, people want to know how the 
solution has transformed your life and the lives of others. Get 
very clear on the IMPACT of your offering.

Today’s consumers thirst for transparency. Be relatable, be 

honest, and share a story that creates a bond with your 
audience. Helping your target market feel understood is a key 
part of building a great brand. 

KEEP IT CONSISTENT
A LOT of brands fail because they don’t recognize the intrinsic 
value of brand recognition. Carving out brand equity in a 
saturated marketplace means people NEED to know WHO you 
are as soon as they see anything you produce. 

This means you need to invest: You need to invest in GOOD 
branding. A brand guide (includes your hex and RGB colors, 
your logos, logo application rules, key words and phrases, 
mission and vision) is a great place to start. 

One thing we’ve found over the years is that many of our clients 
come to us with an identity crisis. They don’t honestly know who 
they are, who they are talking to, what they want to present to 
the world, or what they are really all about. 

Locking in – and sticking to – your brand aesthetic and 
consistent messaging, is a critical component to establishing 
brand recognition and positioning your brand effectively. 

If you caught it (we touched on it above), another VERY important 
part of brand positioning is developing CLEAR mission and 
vision statements …and making sure you and everyone in your 
organization are on the same page. 

BUILDING YOUR MISSION & VISION 
Generally speaking, a Mission Statement defines the company’s 
business, its objectives and its approach to reach those 
objectives. A Vision Statement describes the desired future position 
of the company. Elements of Mission and Vision Statements are 
often combined to provide a statement of the company’s purposes, 
goals and values. Here’s the crux of how they’re different:

What is a Mission Statement?
A mission statement is a short summary of an organization’s core 
purpose, focus, and aims. This usually includes a brief description 
of what the organization does and its key objectives.

What is a Vision Statement?
A vision statement is a short description of an organization’s 
aspirations and the wider impact it aims to create. It should be a 
guiding beacon to everyone within the organization and something 
which underpins internal decision-making and determines the 
intended direction of the organization.

Example, from Tesla: 

Mission statement: To create the most compelling car company 
of the 21st century by driving the world’s transition to electric 
vehicles.Vision statement: To accelerate the world’s transition to 
sustainable energy.

Building a clear mission and vision statement and positioning 
them appropriately across your website, social media and printed 
materials or advertising is key to building your brand. 
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a digital course was born due to the demands of people who 
wanted to learn more about financial stewardship and solution 
development from the foundation provided in that book.

I was put into a position where I took action and there was an 
acceleration that took place because I understood that it was 
time for me to take action. No matter what we cover in this 
guide, nothing as important as having the courage, initiative, 
and discipline to pursue your purpose. I encourage you to take 
action today and move forward into the direction that you are 
called to. 

So you know you need a digital product, BUT, having a digital 
product and sales funnel is not enough in of itself without 
effectively driving traffic to this course from different sources, 
both online and offline.

One of the clear distinctions I let all of our students and clients 
know is that no matter who you are, your customers and clients 
ARE online. Facebook had over 2.2 billion users, LinkedIn has 
over 560 million users, Instagram is growing day by day, TikTok 
is taking over… I mean what more do I need to say here?

So, as a business owner, you need to ask yourself “WHERE 
is my target market congregating?” As the great saying goes, 
people with like-minded beliefs congregate in the same place. 
Since your future customers and clients are online, it is your 
job to find them and lead them to your digital product with your 
branding and marketing. 

MARKETING
SYSTEM AUTOMATION:
LEVERAGE TECH TOOLS FOR SCALE

One of the BEST things you can do for your business – and 
yourself – long term, is to set up tools for automating 
revenue streams in order to create passive income that 
grants you greater freedom in your everyday life. The end 
goal of building a marketing machine and an effective sales 
funnel is NOT to overwhelm you with greater and greater 
responsibility, but to automate what you can to generate 
income in your sleep.
CREATING A DIGITAL PRODUCT
We strongly suggest to every client that they take what 
they’ve learned about branding and think about what angle 
they can leverage with their experience, education and/or 
expertise to create a digital product. Why? Because a 
digital or online course in your area of expertise will help 
position your brand, increase revenue, and take a 
significant amount of stress off your plate. 

We usually recommend Thinkific or Kajabi to our clients, 
dependent on their product offering. Thinkific is free, but 
Kajabi has more capabilities and integrations. Digital course 
development is an integral part of some of our most 
successful sales funnels! 

A short snippet of my history from a few years back, which 
was truly an experience: I got into a car accident, and I was 
given another chance at life which I thank God for, because 
what I discovered was so much greater. You see within 3 
weeks from that car accident, I released my first book in 
2 languages, Spanish and in English, and soon thereafter 
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You see, when you identify where they are located online, then you will be able to leverage your products and services to serve and 
drive them to your sales funnel to book a call or to have them invest into a solution that they will benefit greatly from.  
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Now that we’ve established your need for a digital product, you need to consider this: Setting up your digital course MUST be done 
carefully and thoughtfully. Follow this process to get started, or reach out to us for help at any time. You’ll need to include elements 
like email marketing, domain integration, Facebook groups, and Facebook tracking pixels to be successful. 
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KEY AUTOMATION TECHNOLOGIES
Below you’ll find a comprehensive list of the tools & technologies we use to build out online courses for our clients. 

Seem like a lot? It is! We specialize in building sales funnels and driving them to digital online courses, so our clients don’t have to. If 
you don’t want to do this alone, we totally get it. Book a no cost Growth Strategy Session at any time and we can chat through your 
personal roadblocks.

11

FOR DOCUMENTATION FOR GROUPS & ADS FOR DOMAINS & HOSTING FOR PAYMENTS

FOR PAYMENTS FOR FUNNELS FOR COURSES FOR B2B LEADS

FOR INTEGRATIONS FOR EMAILS FOR VIDEO MEETINGS FOR GRAPHIC DESIGN

FOR ACCOUNTING FOR SCHEDULING FOR TEAM MANAGEMENT FOR FB GROUP MANAGEMENT

highp
Cross-Out

https://www.google.com/
https://www.facebook.com/
https://www.a2hosting.com/?aid=5e66e99898173
https://stripe.com/
https://paypal.com/
https://www.clickfunnels.com/?cf_affiliate_id=1393221&affiliate_id=1393221
https://kajabi.com/?utm_campaign=home_trial&utm_content=66599&utm_medium=affiliate&utm_source=Israel
https://www.linkedin.com/
https://zapier.com/
https://www.activecampaign.com/?_r=7W76C217
https://www.zoom.us/
https://www.canva.com/
https://acuityscheduling.com/?kw=YToxNjY1NzYzMg%3D%3D
https://www.grouptrackcrm.com?fpr=growth
https://asana.com/
https://quickbooks.intuit.com/


Marketing is constantly changing! What platforms are more effective or 
"king" of the online/offline marketing jungle? For every business, whether 
it's focus on B2B (Business To Business) or B2C (Business To Client) 
truly there is a platform where your target market is congregating.

COVID has forced even brick and motor businesses to see the need for 
positioning themselves online. As we discuss these facts it is important to 
understand history and look ahead to the future.

As I am writing this Facebook is currently "king" right now, but in the future 
perhaps another platform will overthrow the “king". 

Are you prepared for the next digital reset? WE ARE!

Our new private group is specifically designed to help purpose-driven 
speakers, coaches, consultants, and service providers excel today and 
preparing them for whatever the digital landscape looks like tomorrow.

Join for FREE here:
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In 2012, Facebook made a change. Decreasing the amount of reach your business page posts would have with those who 
followed your business page to encourage businesses to spend on Ads to achieve the same reach we were historically getting 
organically. 

However, Facebook also made changes to Facebook Groups, increasing the organic reach they have. Many were unprepared 
for this change and as a result were unable to take advantage to this shift and their organic marketing suffered and are now 
trying to play catch up.

MANY WERE UNPREPARED!

WE WERE NOT! We have a group of about a quarter of 1 million people, adding 50-150 people daily, ORGANICALLY! That’s 
right $0 ad spend!

FACEBOOK GROUP SECRETS

https://www.facebook.com/groups/purposedrivencoachesandconsultants
https://www.facebook.com/groups/purposedrivencoachesandconsultants


SALES MADE SIMPLE: DESIGN YOUR 
SELLING MACHINE

THE SELLING MINDSET
The proper mindset is the #1 factor that leads to a sale.

“Sales are contingent on the attitude of the salesperson, 
not that attitude of the prospect!”

It’s not about having the right opportunities, but about 
handling each opportunity correctly. Here is another 
powerful principle that may shed some light: 

“He that withholdeth corn, the people shall curse him: but 
blessing shall be upon the head of him that selleth it.” 
(Proverbs 11:26)

Many of you may be afraid of selling, however I want to 
encourage you that sales are key to living a life of purpose. 
If your solution can solve someone’s problem and you 
withhold it, the people that are in the problem you can 
solve, will not be happy with you. This is essentially what 
this verse is saying above - that if you have a solution and 
you sell it, you will find favor and growth.

This is why I recommend approaching each prospect with 
the intent of helping them solve a problem, not with making 
a sale. If closing the sale is the objective of your sales calls 
it will limit your ability as a sales professional. 

“As a sales professional, it is not reasonable to think that 
every sales conversation will lead to a sale, but you MUST 
believe that the next one will.”

SALES
Being properly prepared is essential for having the proper 
mindset.

Prepare for your sales conversation:
• Do some research before your call

• Who will you be speaking to?
• Business name / Who they serve
• If you have a questionnaire for booked calls (we

recommend you do) print out their answers and have
them handy for review

• Make sure that you are in a quiet room with no interruptions
• Have a pen and notepad in front of you (take notes)
• Know who you are speaking to, write down their name in

front of you (seems silly, but it isn’t!)
• Lose all the emotional baggage from the day or previous

calls, be calm and focused
• Release all attachment to the SALE and put all attachment

onto HELPING
• Dial the number or start the zoom the moment the clock hits

the minute.
• Breathe

Now that you are in the proper selling mindset, you need 
to have a proper sales structure to take advantage of your 
opportunities.

A strong sales process allows you to have simple sales 
conversations where you build trust, instill value, and overcome 
objections before they come up. 

Our IDA sales structure is responsible for generating multi-
millions of dollars in sales for us and our clients combined and 
we guarantee you will greatly increase your sales conversions 
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if you implement the following simple structure into your sales 
process.

THE IDA SALES STRUCTURE
We believe there are 4 Main Parts to Your Sales Process:
• Warm Up
• Discovery
• Offer
• Overcoming Objections

Warm Up:
Make a connection – “Where are you speaking to me from?” 

“How is your week going?”

Find some commonality to break the ice. 

You will know your prospect is comfortable with you when you 
feel comfortable with them.

But… don’t force the issue with someone who is rigid (we have 
a fix for this). The “warm up” should be present for the duration 
of the call (people like to deal with people they like).

Discovery: This is the most important part of the sales 
process. When in doubt, “ask more questions!!”

A good discovery will uncover WHY they would move forward, 
but also WHY they would not (Objections)

These 7 Reasons Are Always Present
Pain – What’s your biggest challenge? How long have you 
been dealing with it?
Cost – How much has this pain cost you so far? How much will 
it cost if you don’t solve?
Desire – Why do you want to solve this? Why now? How will 
solving this improve your life?
Doubt – Why haven’t you been able to fix this on your own?
Finances – Are you generating enough resources to sustain 
your business? Lifestyle?

Partner – Any other decision makers? Business partners? Spouse?
Trust (You, Brand, Process,  Product) – They need to trust YOU 
first, then the company, then that your solution will work for them. 
Always ask: What are all the other reasons/objections why my 
prospect might not move forward?

Offer:
Then, offer them the solution! 

Repeat everything back to them. So this is your PROBLEM, this is 
your GOAL? Right?

What I would do if I were you is XXX.

Does that all make sense? Do you agree with that?

“Great, I can walk you through our exact process A-Z if you would like. 
But you tell me where you want to go from here.”

Before you reveal your price:
Make sure they are 100% in on your solution, and that they have no 
further questions.

Then, and only then, do you reveal the investment required to work 
with you. 

OVERCOMING ANY OBJECTION
You need to be certain that only a price objection is left before your 
reveal your investment.

Use this simple 3-step process to uncover and handle any objection, 
real or not!

1) Identify – restate the objection that they have revealed.
2) Isolate – You cannot overcome an objection without first isolating it

as the only thing getting in the way of moving forward.
3) Overcome – If you follow these steps most the prospect will remove

the objection themselves without the need for you to even address.

SPOILER ALERT – Price is always the objection, everything else is a 
smokescreen!
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• What systems do you have in place to measure growth?
• Do you have any KPI’s (Key Performance Indicators) in

place for knowing your costs and numbers?
• Do you have Standard Operating Procedures in place

for training purposes?
• What type of Quality Control you have in place to

ensure your clients experience with your solution
improves every single time and is consistent?

• Do you have systems in place that leverage online?
• Have are you seeking to manage the small things in

your business?

OPERATIONS
OPTIMIZE OPERATIONS: 
STREAMLINE YOUR DAY TO DAY 

One of the MANY things we do differently from other brands 
is address the INTERNAL processes and procedures that 
can make or break your business. 

Think about operations as the “effective management and 
delivery of your client’s solution and everything else.”

ou can have the best front-end branding and marketing in 
the world, you can have the most effective sales team and 
funnel, but if your operations are fractured, inconsistent, 
disorganized, or poorly tracked, your business will ultimately 
fail to scale.

Here are a few critical questions we dive into with every 
client when it comes to their day-to-day operations in order 
to streamline for the sake of scale:

We spend a lot more time pouring over our client’s internal 
processes than any other consulting firm or agency we have 
ever encountered. We care about the brands we work with 
HOLISTICALLY – meaning, it is not just about building something 
and handing over the keys. We know that business integrity is 
critical to the success of every business, and operations are a 
powerful part of business integrity. 

Answer the questions above with yourself, and then have the 
humility to extend them to every single member of your team or 
anyone you employ. Oftentimes we find clients are blind to their 
own weaknesses and miscommunications, which can cripple the 
health of the business. 

OPERATIONAL HEALTH CHECKS ARE ONGOING
You should NEVER stop evaluating the health and efficiency 
of your operations. Set quarterly check-in goals to monitor 
communication, KPIs, SOPs, and Quality Control checks on your 
internal processes. We promise this makes a significant difference 
in your ability to scale and succeed.

You probably THINK “Conversion Campaigns are the only way 
to drive sales!”  

15



BONUS! FACEBOOK ADS:
AMPLIFY YOUR LEAD GEN

CONVERSION CAMPAIGNS AND LEAD GEN CAMPAIGNS



The truth is, due to the iOS 14 and 15 updates, everything that 
used to work is no longer working the way it should. If there’s one 
thing we’ve learned, it’s that Facebook is constantly tweaking 
their algorithm which means advertising techniques must 
constantly readjust in order to be successful. This is where Lead 
Generation Campaigns come in. 

Lead Gen as a goal has always been an option for Facebook 
advertising, but it is a less-utilized avenue for sales. With the 
new iOS updates in play, however, it’s a way more effective 
means of driving revenue for clients. In the past we consistently 
created conversion campaigns in order to build the custom 
audiences and standard conversion events typically utilized in 
the advertising space. 

Before we tell you our secrets on ramping up sales using Lead 
Generation Campaigns, here’s what you need to know: 

● Use lead ads to locate people who might be interested in your
products or services and collect their information

● Collect contact information such as name, email address,
phone number, and more using an instant form

● Include Custom questions in these forms to help you better
understand your potential consumers and achieve your
company objectives.

HOW MANY CONVERSION CAMPAIGNS
ACTUALLY WORK?
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Who Should Use Facebook Lead Campaign Ads?

B2B and B2C organizations hoping to create inbound web-
based media leads and develop their client based Facebook 
stage can profit from lead gen advertisements. Here are 
some normal use cases:

● You Want to Book Meetings: You can offer counsels,
demos, and more through Facebook lead advertisements,
and guests can easily sign-up without many barriers.

● You Want More Webinar Attendees: You can include a
call-to-action to sign up for an upcoming webinar.

● You’re Trying to Grow Your Email List: The basic role of
Facebook lead promotions is to expand sign-ups.

● You Want High Form-Completion Rates: Facebook lead
gen ads make it fast and easy for clients to finish forms.

Regardless of your business type and need, Facebook 
lead gen advertisements are an incredibly powerful and 
underutilized paid choice for creating quality leads and 
capturing relevant data. 

You can utilize the following best practices when building 
your lead gen ad and instant form to reach more people and 
enhance conversion rates.



Things you need to consider before building a Lead Generation ad:
● Include an eye-catching image or video.

Your lead gen ad should attract users to access the Instant Form by clicking on it. Make your advertisement as appealing
as possible, and make it clear WHY visitors should fill out your form.

● Pick the right Call to Action Button.
Sign Up is one of the best options available for this type of form.

● Use winning audiences you used for your previous campaign.
Having the right audiences that you have previously tested and proven effective in different campaign objectives will help
boost your Lead Gen Campaign faster.

● Connect with people who have shown interest in your ad before
Create an Engagement Custom Audience to reach people who started your Instant Form but never finished it. Capitalize on
this intent to encourage them to finish and submit your form.

● Reach people who look like your best customers.
Utilize a Lookalike Audience to contact individuals with qualities similar to your present clients. For lead gen
advertisements, I suggest utilizing a crowd of people dependent on existing clients as opposed to the individuals who have
presented a structure so you can contact individuals that are most likely to benefit your business.

● Determine the right budget.
You can expect a lot of sign ups after this type of campaign, so make sure you choose a budget that fits your objective.
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now that you have a foundation, here’s how 
to set up your lead generation campaign!
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Go to https://www.facebook.com/adsmanager/ and click create.1.
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On the adset level, choose the Facebook Page you want to promote and click on View Terms and accept the terms and 
conditions given by Facebook.2.
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Set your desired budget, location, age, and interest in the Ad Set level.3.



22

Now in the Ads Level, fill in the necessary inputs. You will see a Instant Form Segment - click on Create Form.4.



Fill in and customize the Lead Form according to your purpose and click on publish once done.
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5.



Note: Once you’ve characterized these parameters based on the objective of your specific ad, click 
Publish.  Just make sure that you’re 100% done with the frame, since you can’t alter it from here on out. 
From here, all you need to do is review the frame in your Ads Manager and press Confirm to publish.

Here are some Lead Generations Campaign results we’ve ran in the past just so you can see the 
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YOU HAVE NOW CREATED YOUR LEAD GEN AD FORM!
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CLOSING THOUGHTS
Congratulations! You made it!

Everything outlined in this guide is critical to the success and growth of your business. In highly 
saturated markets and densely populated digital arena, you have to stand out to profit and grow. 
Using the methods and insights outlined in this guide you now have the knowledge required to 
purposefully execute every step to build passive profit streams and scale your business. It takes 
effort and time to build and optimize these systems, but once you get them working, they will do 
the work FOR you. 

Feeling overwhelmed? We get it. Can you do this yourself? Probably. Can we do it better? Without 
a doubt.

As an expert in your area of business, you know that you can do what many cannot, in less time 
and with greater success. We feel the same. The 7+ Figure Sales Funnel Fast Track outlines a 
process we know like the back of our hands. It’s a process that has made countless of clients 
thousands upon thousands of dollars and completely transformed the way they do business.

So, if you’re feeling lost and you need help on this journey to success, simply book a no cost 1:1 
call with us to discuss any questions, concerns, reservations, or hurdles you are facing on this 
road. Let’s help you make this happen. 

BOOK YOUR NO COST GROWTH STRATEGY SESSION 

JOIN FREE FACEBOOK GROUP 

https://growth.israelduran.com/the-bridge
https://www.facebook.com/groups/purposedrivencoachesandconsultants
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