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Akbar Sheikh is a #1 international bestselling au-
thor, speaker, master of the 7 Ethical Principles of
Persuasion, has helped 7 funnels hit 7 figures, father,
and philanthropist with a concentration on orphans
and giving the gift of vision to blind children. Prior,
he was homeless, overweight, in a terrible relation-
ship, and suffered from a crippling anxiety disorder.
He does what he does because he believes that entre-
preneurs are inherently good people that want to
make more revenue so they can give to their families,
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communities, and favorite charities, hence making
the world a better place.

Akbar is on a mission to use persuasion for good,
helping people break through, the ethical way.

Solhave nomoney, huh? AllI've got is my knowledge and my Click-
Funnels account? Here’s the good news: that’s all I need. I don’t need
anything else to rebuild. I really don’t even need a roof over my head.
Let’s do this.

Day1

Here’s the thing...as an entrepreneur, I am an artist, and as an art-
ist, my mind is my canvas. My canvas needs to be clean, and my tools
are the knowledge I have. But if I'm in debt and I have lost everything,
my mind is going to be pretty cloudy. My canvas is going to be pretty
filthy. I need to declutter and have a talk with myself, inspire myself,
and tell myself, “Hey, all that stuff...it doesn’t matter. This happens to
everyone at some point, but this is what builds character. Am I going
tojust curl up and accept failure, or am I going to go make it happen?”

So I will go on a walk. Pray. Journal. Know that everything I need
is within. Know that I will crush it in the upcoming weeks. Know it is
scientifically impossible to failif I don't give up and I keep going in the
right direction.

Day 2

Now that my mind is clear and the canvas is clear, I will read some
inspirational stories of top leaders who've all been at the bottom—
who failed but overcame it. I know that this is my litmus test to prove
that I'm worthy, that I can make a difference in the world and can re-
build. I will not let this define me.

Next up, I will make a list of my skills, spend some time reviewing
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materials, and read some books. Just sharpen my tools a little bit. Just
spend a day or two doing that.

My skill set: funnels, mindset, ethical principles of persuasion, psy-
chology, and business strategy

To Do: Read inspirational stories. Write down my skills. Sharpen
skills if necessary. Start documenting this journey.

Day 3

Now I'm going to identify who can benefit immensely from these
skills. In the past, I've helped coach seven funnels to seven figures. I can
doit again. No problem. I started with zero before, and I can do it again.

Realize that this whole game is nothing but problem and solution. I
have the solution in my skill set. Now I just need to go find the people
who have that problem I can provide the solution for. These are the
people who might say things like this:

“Oh, Idon't know...
...how to make a good funnel.”
...how to write good copy.”
...what kind of emails I should be using.”
...what strategies I should use to scale to seven figures.”
...what kind of mindset I should have to be happy.”

Those people are typically marketers and entrepreneurs.

I will identify which audience will benefit the most from my skills...
it doesn’t matter what level I am on...there is always someone a level
lower who can benefit.

To Do: Continue sharpening the tools. Identify who can benefit im-
mensely from my skills.

Day 4

So I know my skills. I've got the problem I'm going to solve figured
out. And my mind is clean. Now, I can't go out there and just put a
bunch of Facebook Ads up. I don't have the money for that. So I've got
to do it organically.
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No matter what industry you're in, people have problems. Now
there’s something called Facebook Groups. These are very profitable.
Here's what's gonna happen.

People ask questions. I go answer them, and give them real, seri-
ously valuable responses.

“Aww, man, my funnel’s not converting.”

“Oh, hey, my funnels convert! Here’s how...”

So I'll search for entrepreneurs on Facebook and find the best
groups for that particular niche.

Questions to ask include:

- Howmany peopleareinthe group? It should be overi,000 people.

+ Look at the engagement. Are people engaging in the posts? Are
people giving each other value? Or is it just kind of like anything
goes and there’s a bunch of spam?

- Arethekinds of expert positioning posts you want to do allowed?

SoIgo in these groups and see that 99% of people are asking ques-
tions. Let’s say I'm in the health niche.

+ “Hey, how do I get a six-pack?”
- “Whatkind of supplements should I take if 'm tired all the time?”

Let’s just say I'm awesome at getting people in the best shape
of their lives in the health industry. Then there’s a question for the
group: “Who can get me in the best shape of my life?”

Now this is a very powerful question for several reasons.

1. The person asking the question is a red-hot lead. They are look-
ing for that solution, that result.

2. There’s a ton of other people following the question who also
want to get in the best shape of their lives, so they're keeping an
eye on the answers.

Now this is where I get lucky. Most people in there say, “Me, me,
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me, me, me!”

Useless.

SoI've got to remember that most people are lazy. Would a FB page
owner go in there and investigate every single person who comment-
ed? No, of course not. They're going to pick the person who gave the
best response.

So if I type something like “Hey, man, I can help you get in the best
shape of your life. Actually, I've helped several people get in the best
shape of their lives,” or “I've been helping people get in the best shape
of their lives since 1991,” that is more likely to catch their attention.

There’s a little authority in there, too. If I don't have a lot of proof,
I won't say how I did it or that I've done it for a long time (though if
I've been doing it for that long, I should have proof). But I start giv-
ing value.

I could respond: “Oh, by the way, one thing you should know is that
in my group we drink a lot of water because that hydrates us, which
depletes our fat cells, and then we take a special mushroom because
that kills the veins that nourish our fat. And we don't exercise too
much. I hope you don’t mind. We just do some light stretching.” {Ob-
viously I'm not a health coach.)

A good prospect will respond with something like: “I want to lose
the weight. I don't want to exercise. And you can make that hap-
pen??” Winner!

Not only will I get that dude as a client, but I can get several others
at the same time. I won't get scared by my competition. My competi-
tion is honestly irrelevant.

To Do: Participate in groups. Sharpen the tools. Post in at least
three relevant groups a day and answer questions in different groups
for one or two hours a day.

Day 5

I find that most groups really aren’t very good. So once I identify
those diamonds, I would hire a virtual assistant (VA) for $10 an hour
for an hour or two a day. That'’s like $100 a week.

The goal is to get the VA to do a lot of these research tasks, and
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that’s going to empower me not to burn out. I don’t want to burn out
on the little detail tasks or the tasks that someone else is better suited
for than me, because I have to keep my eyes on the big picture.

Every day, my VA or I will scour these groups by typing in particu-
lar key words. We're just gonna stick with the health theme. So I'd
type in “six-pack” for example. And then the people asking about that
topic are going to need an opinion, a solution.

So my VA should be scouring these groups looking for those posts
and answering the questions. We will spend like two hours a day just
answering questions in detail.

Since I'm giving so much good advice, reciprocity kicks in, and peo-
ple just get magnetized toward me, the leader, the person who is giv-
ing valuable content. So people are going to send me Friend requests.
I can accept them and then start a conversation.

To Do: Respond to questions and post valuable comments. Make
some new friends and talk to them. Hire a VA from Upwork to help
with certain tasks

Day 6

So now I've been answering all those questions. This will prob-
ably happen at Day 4 or Day 5, because it's really just how human na-
ture works.

So I accept their Friend requests and say, “Hey, how can I help you
get into the best shape of your life?”

I'll just get right to it. Don't do any small talk like:

“Hi, how are you? Where are you from?”

“Dallas.”

“I'used to live in Dallas.”

It's nonsense. [ hate that stuff. I never do any of that. No one’s inter-
ested in that. It's just a formality. Cut right to the chase. Nobody will
mind, because everybody wants results. Nobody cares where you're
from or where your aunt lives, nobody cares where you went to high
school. Nobody cares.

To Do: Have conversations where I get straight to the point to start
helping people with their problems. (I am getting very close to mak-
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ing some wonderful sales.) Continue documenting this journey.

Day 7

Sowhat's really happening now is that more traffic is coming to my
Facebook profile page. That's what organic marketing is. Now I need
to optimize my Facebook banner. I might say something like “Help-
ing people get six-packs since 1991” or whatever the case is. I'll make
sure it’s a picture with authority that explains exactly what I do. If I'm
teaching people about six-packs, I should probably have a six-pack
myself and show that.

Next up, my bio. A lot of people put these useless things like “world
traveler” or “serial entrepreneur” or “I like cats.” Nobody cares. I will
inject more authority and credibility here, with something like:

+ Certified health coach
+ Olympic qualifier
+ healthcoachasdf.com

These are just some examples. So now people come to my profile
and see credibility and authority. Now right below that in Facebook, I
can link to my website. Or I can just put it in the bio.

I will then add authority pictures to my main profile—not me with
my cat or eating a cake. I'll show pictures that say, “YES, I know what
I'm talking about.” Pictures of me with someone famous from my
niche or getting an award or helping people out.

Now they're going to go to my website and want to talk to me. They
know what I'm about and that I'm an authority. I will keep accepting
the Friend requests and starting these conversations.

To Do: Set up my Facebook profile for success. (I could also open a
separate FB account if I want, because this is going to be purely for
business.) Keep answering questions.

Day 8
Soup until now, I've just been answering questions, which is good...
but there’s another way I can draw even more attention to myself,
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especially now that I've had these conversations: I can see the com-
monalities and comment publicly on them. This kind of post is called
a value post. Now I'm gonna have to identify which groups allow me
to give others value. Every day, I should do at least two value posts. I
won't sell anything, just give pure value.

“Here’s a little golden nugget. Water is good for you, but it’s very
hard to drink a gallon of water a day. Here’s an awesome little trick to
getit done...”

People get a little bit of benefit from me. Now what'’s going to end
up happening is I'm actually building a team of salespeople, because
I'm just giving all this value. The best part is that this team of sales-
people who will be working for me 24/7 is completely free.

Then the cycle begins again. People start asking questions. “Hey,
who’s the best person to get me in shape?” People I've never even met
are going to start tagging me and saying, “This guy knows what he’s
talking about!” That third-party social proof is highly valuable, and
with that kind of credibility, I'll get a ton of business.

This is the plan to get a ton of organic business. It's through these
conversations that I can make those first sales.

To Do: Figure out which groups allow value posts. Do two value
posts a day. Await upcoming massive success.

Day 9

Now it's up to me. I can either coach people (which doesn't really
cost anything for setup), or I can sell people a digital course. This is
made so much easier with a ClickFunnels (CF) account. If I have a
computer or even an iPhone, I can record my screens and show slides.
Some of the best courses I've taken in my life are just slide shows.
Making an online course is really no big deal at all.

Idecideto start offwith coachingbecauseit requirestheleastamount
of setup and is very lucrative, and I can start making sales today.

To Do: Post value in groups. Decide whether I'm doing an online
course or coaching. Create slides or devise my coaching system. The
coaching system is a simple opt-in page with an authority pic and a
one-liner that resonates perfectly with my audience, like “I'll help you
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get a six-pack with no exercise. See how we have helped others do this
10 times recently!”

That goes to a simple virtual software library page, where I cre-
ate a short video talking about who I am, what life used to be like for
me, what life is like now, and the method I used to get where I am to-
day. That method is what I will be selling. I'll highlight what's unique
about me, be friendly, and be myself...people buy from those they like
and trust. This makes my competition irrelevant.

That page can go to a simple scheduling page (Wufoo) where they
can book a call with me and I can close them as a client!

Day 10

So I'll continue building conversations and remember to start off
by getting straight to the point. People in the community are gonna
know what I do now and send me Friend requests. Here is the struc-
ture for a conversation I'll need to have with people to close them as
clients. Let’s say I'm working in funnels.

“How can I help your business grow?”

“Why don’t you show me your funnel?”

(They send me a link.)

“Oh my God, the checkout page is missing X. This testimony is use-
less. The copy is terrible.”

Truth is, they're going to know all this, but I'm going to agitate
their pain.

“You're spending all this money on Facebook. This is why you're
not converting. You see that, right?”

“Yes, of course I see that.”

Then, I'm going to paint them a picture of what their success can be
by asking, “What do you want to be earning?”

Predictably, they're gonna say a million dollars.

“Why?”

I am tapping deeply into their emotions now.

“Okay, well what would life be like if you were to get there?”

I'm still painting the picture here. I'm getting them to imagine life
that way.
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Next up, Ijust tell them how I can help them with that EXACT prob-
lem. Close them. Put them on a coaching deal. Work with them one-
on-one to help them scale their business. Then they're going to ask
about pricing.

I remember that right now I have no fame. I've got no list. I've got
nothing. So I gotta start a little small and that’s okay. So here’s the of-
fer I'm going to give them:

“Hey, man, I wanna work with you, and I want to give you this
amazing deal. I'm actually in the process of building case studies.
I'm gonna give you something called case-study-based pricing. The
everyday price for all this is $6,000. Okay? But I'm in the process of
collecting case studies, so if you're ready to make a deal right now
and promise to give me a complete case study when you're getting
the kind of results you're looking for, then I'm going to knock off half
of the investment, and it’s only going to be $3,000.”

Boom shakalaka. That line alone has closed me a TON of sales. Top
1% kind of money. That will be my magic line. Following this struc-
ture WILL close deals 25% and up.

Whether I close them or not, I'll stop there for the day. That’s a lot.
AndI'll be doing a lot of these calls. I might fail for a while until Imake
my first sale, but I will NOT give up. I WILL make sales.

To Do: Write out my sales script integrating those qualifying ques-
tions. Get on some sales calls. Remember how blessed I am that I am
paying nothing for hot leads to get on the phone with me. Life is good.

Dayn

Time to troubleshoot the sales script a little bit now.

If 'm not closing deals, that means I need to show more social proof.
I need to show more testimonies. How am I going to get testimony?

Well, I've got all these friends now on my Facebook profile and
all these people know I'm in the funnel game. They know I'm in the
online entrepreneur space. So now I'm going to say, “Hey, everyone,
guess what? This is insane. My services are very expensive, but I'm
actually building a brand. I want to get some brand-new case studies.
The next three people who comment, “Yes, give it to me baby,” I'm
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actually going to critique their funnels for free!

I'm painting a picture of my ideal client in this post. Like someone I
know who I can really help. Like if I'm in the health niche, I might say,
“Ineed someone who hates eating leafy greens.”

I don't want someone who already loves eating healthy food. How
am I going to help them?

What happens next? People comment. “Yes, yes, yes.”

Now there’s one more qualification for these people. They need to
act fast on this stuff, so I'll make sure that’s in the post.

So the beautiful part about any of this stuff is that things work rela-
tively quickly. So right away, I'll get two or three people and can get
to work immediately.

So I get on a screen-share call and say, “Okay, show me your stuff.
Let’s change this, change this, this... The checkout page is no good.
Your strategy is good. Do you have a VA? Get a VA. Let’s tweak this
copy. Let's tweak your mindset, up this price...”

Whatever field they're in, I'm just telling them what to do. Then
they're going to get results almost immediately—they're going to
be floored. They're going to be so grateful because they didn't pay
anything.

Now I'll ask if they can record a quick testimony for me, and they'll
absolutely do it!

“I just went over everything with Akbar, and oh my God, I am
floored. I feel like I have a seven-figure blueprint. We changed my en-
tire business. I now have clarity. I now have direction.”

These are the buzzwords. What do people lack? What do they
want? They want clarity. They want a plan for growth, and I want
those buzzwords in the testimony. People will automatically want to
leave me good testimony because of reciprocity, because I gave them
value and coached them well. And I will also coach the testimonies a
little bit. If they give me something really bland, I'll let them know
they should structure their testimonies as how life was before, dur-
ing, and after meeting me.

“Before...I was here. During...service was amazing. After...I had
clarity.”

CHAPTER 26: AKBAR SHEIKH 447



Simple, right?

To Do: If I'm having trouble closing calls, I'll help some people for
free and collect testimonies. Share these newfound testimonies on my
profile and scheduling page. By now, my opt-in page should be col-
lecting email addresses, so I will email my list these new testimonies
and ask them to jump on a call with me.

Day 12,

Now I've got all these testimonies for free, and it just cost a little
bit of time.

I will get in the mind frame that I am in the case-study-collecting
business. Simple math.

More testimonies = more revenue.

If someone sets up a call but is totally not qualified, I will kindly
cancel with them. I don't have time to fool around.

To Do: Respect my time and only talk to people who are ready to
help themselves.

Day 13

So my next post on my Facebook profile should be something like a
little video of myself talking about the niche, giving a little bit of value
within the industry—how I help people grow and how it helps people
give to charity. Then I will have these testimonies there to back it up
and cement that even further.

Now I've got more people asking for my help. I'm having more con-
versations. I'm closing a call or two. I will not give up.

Maybe I started at $500, but now I'm closing $3,500 coaching cli-
ents. Now I need to just rinse and repeat. I started off charging people
$3,500—now I have packages that can go up to $25K. I gotta build my
way up. The more testimonies I get = the more I can charge.

To Do: Make a video or do a Facebook Live for my personal page
sharing some value and giving results.

An example would be a live funnel critique or live health critique.
I should also start doing a daily FB Live on my page, giving nothing
but value—a daily vlog. People will fall in love with me and will be
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begging to work with me, because they work with people who they
like and trust.

Day 14

These strategies are universal. I can do this strategy on Facebook
Groups. I can do this strategy on LinkedIn. I can do this strategy on
Instagram. I'll do it where my target market is. Ineed to just rinse and
repeat in order to keep growing my organic reach.

The truth is, I can make seven figures organically. It takes a little
longer, but it's easy to start with coaching. That’s really the whole
strategy, and it's not going to take me that long at all.

In fact, I probably don’t need the whole 30 days. It's really more like
two to two and a half weeks. I could probably pick up an easy $10,000.
It's actually possible do a lot more, because I'm going to charge $3,500
per client, and I can easily get three clients without a dime on ad-
vertising.

To Do: Rinse and repeat.

Days15-18

Things are going to snowball. They'll pick up. The word is going to
get out there about me.

Now it's going to happen. I have to do a little bit of outreach, maybe
even pay someone, but I'm going to get invited to podcasts. And here’s
the thing—podcasts are FREE.

Now that I've been giving value in these groups for alittle while, my
next step is to reach out to some of the group admins and see if I can
do a Facebook Live with them. These guys are dying for content and,
because my stuff is relevant and valuable, they will likely take me up
on the offer.

Now I get to do this Facebook Live in someone else’s group for free.
I'm just giving out value. Then I can actually take it a step further and
offer to guest write value posts and give them to people to send to
their lists or put on their blogs. I can take this down so many roads.

Once I get enough notoriety, I might be invited to a speaking en-
gagement.
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Over the past few weeks, I've been positioning myself as one of
the few people out there who gives value. And because I do that, I'm
going to attract those clients, those interviews, those speaking en-
gagements.

To Do: Rinse and repeat. Do outreach to grow within new market-
ing avenues—podcasts, guest posts, guest Lives, and speaking en-
gagements. Pick one for each of the next four days.

Day 19

Now I need to refine my brand angle. I've got some success, so I
just need to put the word out there about it. For my brand, I want to
help entrepreneurs grow and scale, because I know they're inherent-
ly good people and they're going to give a portion of that newfound
wealth to their families, communities, and favorite charities to make
the world a better place. My brand angle is really a statement about
what I believe in. I'll say it in every single appearance I make like a
broken record—emails, FB Lives, posts, podcasts, interviews, etc.

To Do: Spend time refining my brand angle. Do a Live about it once
I figure it out.

Day 20

Now that I have some success and I've created time by getting that
VA, every night I will practice gratitude. And gratitude and patience
are really the same thing. When I have a rough day, I will still be pa-
tient and grateful. When I'm having a good day, I will be patient and
grateful. Every night, I will reflect, What did I do right today? What
did I do wrong today? What can I do better tomorrow? Constant daily
reflection makes every day better. I will start this from Day 1.

I don't have a lot of time, but frankly it's more than enough time to
make this really work, to make an impact in this life. I will constantly
reflect in order to get my mind right, and continue to sharpen my
tools. One way to do this is just to read a half an hour a day, to keep
up my knowledge. It's essential to keep myself an expert at the cut-
ting edge of my niche because when I do that, I can answer more ques-
tions and create even more valuable posts. If I don't feel like reading, I
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could watch something or listen to a podcast—no excuses!

Day 21

Now I can actually scale up. I should have enough money to start
testing some Facebook Ads. I can pay off some of my bills now. I might
promote my VA to work a regular part-time schedule instead of just
two hours a day. If I get them to work part-time with me, I'll be cre-
ating more time for myself. And I can be sure to take care of those
coaching clients.

Day 22

Now that I've got my clients in a proven system (because I got testi-
monies, so my stuff must work]), I could start to automate and spend
a little time creating a webinar. If I'm just saying the same thing over
and over and over, I might go with a course.

I would launch a course on how to crush it with funnels. Making a
course on whatever my niche is—that'’s really the blueprint.

It's amazing how things can turn around quickly if I have goals,
and every single day I do at least three things to move my business
forward. Give value in different places and answer questions. Talk to
people. That was my mantra. I just talked to people and had conversa-
tions and worked to close deals.

Day 23
Time to build a course in a few days. This day is easy. I'll just write

down what eight things people need to crush it in my niche. My niche
is funnels, so my modules would look like this:

Mindset
. Funnels (webinar/visual/opt-in/book/e-comm)

Copy
. Emails

[
H

. Strategy
. Team building
. Scaling

N oo pw N
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8. Organic traffic

These are all the things someone needs to crush it in the funnel
game. ThenI'll sleep on it.

Day 24

Now I'll take a recording app on my phone and start recording.
Start talking through each and every one of the eight modules. (I only
want to record the first three.) Just teach step-by-step how to master
that step. Give the blueprint. Just talk freely and enjoy that. This will
take me all day to do, so I'll take breaks and have fun. If I get a little
stuck, I'll read up on the topic to sharpen my skills. This will give me
the boost of confidence I need. And I will take breaks and stay hydrat-
ed. This is a loaded day!

Day 25

Now I'll go to Upwork and hire someone to transcribe all my voice
notes and turn them into slide shows—one slide show per module.
Doing just the first three will be more affordable and quicker. I can
do something called “dripping out” the content where I start with one
module and release a new one every week.

Day 26
While they are making my slides, I need to go into my CF account

and build a quick webinar funnel with a members area. From the
template in CF, I will tweak the following:

1. Opt-in Page: I will make the headline “We do X by doing Y. Watch
our free masterclass showing you how to <RESULT>.” I will also
have a main picture on this opt-in page that shows the optimal
result my audience wants. For example, if I were in the dental
niche, I could show beautiful people smiling, showing their
pearly whites.

2. When they opt in, they should go directly into a webinar replay
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room. I'll just use the standard template for that.

That’s all T have to do today.

Day 27
Watch my top competitors’ webinars. Write down what they are

doing. Create an outline based on what they are doing. It will look
something like this:

1. Introduce myself and show the success I have today.
2. Talk about how life wasn't always like this. “I used to have all
these hardships...”

3. “Then I discovered this formula that changed everything. And
that’s what I'm going to show you on today’s webinar.”

. Housekeeping rules

. Disclaimers

. Teaching
Stack

. Close

® N o o

Now I have it written out. I would do this with my top three com-
petitors. Take what I like, leave what I don't. Idon't copy words, I copy
structure.

Day 28

Now I have my webinar outline. I'll create my own slides and record
it. When recording, I'll be confident and relaxed. As far as tech goes,
I'll keep it simple and just use Zoom to record my screens, putting the
slide show in full presentation view. Doesn’t matter what slide-show
app I use—Keynote, Google Slides, whatever I feel like. I don't even
need a professional mic, but if I have the budget, I'll use a Yeti.

Day 29
Add my webinar to my funnel template and let it go live! Now I'll
start driving all my organic traffic to it and watch the sales come roll-
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ing in. Test. Tweak. Scale.

Day 30

Rest, and then...

Take the documentation I have done, the journalIjust created while
documenting the last 30 days, and turn that into a PDF. This will be
my new freebie. How I went from X to Z in 30 days!! The BLUEPRINT!
Zero to hero!!

ThenI'll do a Facebook Live, breaking down everything I have done
over the past 30 days. And at the end of that, I'll ask, “Do you want
to do the same? I can coach you on how to do the exact same thing.
Sign up here. Okay? We're going to go from zero to hero. All right?
God bless you guys. Love you guys. The only person in the world who's
stopping you from doing this is you. Absolutely anything is possible.”

To Do: Go on vacation. Do a Facebook Live and tell people how I got
there. Invite them to my program!

Okay, guys, that’s it!

Remember, I went from broke, fat, alone, and homeless to...

- Being a top 1% earner and a #1 international best-selling author

- Being featured on top podcasts and invited to speak all over
the world

- Having a complete team, including a right-hand man

- Being named a top social entrepreneur

- Having a solid email list, group, and following

- Sponsoring a lot of orphans

- Giving the gift of vision to blind kids

- Supporting my family and giving them whatever they needed

-+ Vacationing whenever I want

- Hosting live events

+ Being in top inner circles

- Impacting this world and making it a better place

- Helping seven funnels hit seven figures

Plus a lot of other cool stuff.

454 30DAYS.COM



And guess what?

It all started from the EXACT strategy I just gave you! Implement
and reap rewards. Always do things ethically, and always give back.

Love you...peace!

RESOURCES

- Facebook Groups - Upwork (upwork.com)
- Facebook Live + Wufoo (wufoo.com)

- Google Slides + Yeti (microphone)

- Keynote + Zoom {zoom.us)

CHAPTER 26: AKBAR SHEIKH 455



You've heard from 30 of the TOP successful entrepreneurs in your
community, and what they would do from Day 1-30 to get their
business back on track... Now It's YOUR Turn!

How Would You Like
Us To Help You
CUSTOMIZE And EXECUTE
Your 30 Day Plan...

...With LIVE Coaching And
Accountability From A Two
Comma Club Coach Every
Single Day, From Day 1 To Day 307

What results could you achieve in your business if you had a coach
to take you by the hand, hold you accountable, and help walk you
through a custom plan that gives you daily tasks to implement each
day of the ‘One Funnel Away’ Challenge?

< Join Now >

The ‘One Funnel Away’ Challenge is a 30-day intensive step-by-step
plan designed to help you:


https://www.30days.com

- Discover and build your first (or next) funnel
for your business

- Start thinking like a marketer (so you're only
focusing on the profitable ideas)

+ Get more accomplished in your business in
ONE MONTH than you have all year!

By the end of the 30 Day Challenge, you will have your tailor-made
funnel created, finished, and LIVE...so it can start generating you
consistent leads and sales!

Join The ‘One Funnel Away’

Challenge Today!



https://www.30days.com
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