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Announcer:
Turn your hobby and freelance work into a proﬁtable business! Make your markeAng easier
by applying the strategies of experienced entrepreneurs and have more Ame to do the work
you love. You are listening to the MarkeAng for CreaAves show with your host Marina
Barayeva.
Marina Barayeva:
Hi everyone. This is Marina Barayeva. Welcome to another episode of MarkeAng for
CreaAves show. In this episode, we gonna talk about how to get more clients than you can
serve.
While you’re looking for clients and ways to grow your business I found the guest who can
share with us a magic formula on how to get you book solid for months.
It’s as simple as it’s hard. The simple thing is to set the process and repeat it over and over.
The hardest part is to actually do the work. As the result, you’ll get more clients.
I’m very excited to introduce you to our guest today Walt Hampton
Walt is President and Chief OperaAng Oﬃcer of Book Yourself Solid® Worldwide. He is a
business coach, management consultant, and leadership trainer.
Founder of the PosiAve Leadership Academy, he is a leading authority on the applicaAon of
PosiAve Psychology in the workplace.
He is the best-selling author of Journeys on the Edge: Living a Life That Ma+ers, a two-Ame
winner of the North American Book Awards. He is also the author of The Power Principles
of Time Mastery: Do Less, Make More, Have Fun.
Marina Barayeva:
Hi Walt, how are you doing today?
Walt Hampton:
I'm doing just ﬁne. It's so nice to be with you. Thank you for having me.
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Marina Barayeva:
It's so awesome to have you here. Welcome to the show.
Thank you.
Marina Barayeva:
Walt, please tell us a li+le bit about yourself. Tell us your long story.
Walt Hampton:
My long story. All right. I thought we only had 30 minutes for you, but I'll tell you the short
version. (laughter)
Marina Barayeva:
Short version. (laughter)
Walt Hampton:
I was trained as a lawyer. I was 30 years a trial lawyer and did corporate and commercial
liAgaAon in a law ﬁrm in the United States. I was the managing partner of that law ﬁrm. In a
while I found the law to be very interesAng and graAfying in many ways.
I didn't really like the constant abrasive nature of the adversarial proceeding. It's was a
constant ba+le, and that was very wearing.
Along the way, I discovered this ﬁeld called coaching, and through some training with Tony
Robbins. I was invited to trained with his team as a coach. Which I did. And for a period of
Ame worked for Robbins Research InternaAonal as one of seventy of Tony's Elite Level
Results Coaches.
I loved the work, but being entrepreneurial in spirit I wanted to go out and do it on my own.
So I did.
I went out about a dozen years ago now and began business around coaching. As I said, I
loved coaching, but I found that it was very, very diﬃcult to build a coaching business even
though I had successfully built a legal pracAce. And I struggled. I struggled a lot.
They were a period of Ame where my wife, who's my business partner and I, we were
moving credit card balances from one card to another because we had so many obligaAons.
We had two kids in private universiAes. We had a lot of debt. It was a very, very challenging
period of Ame.
Then I stumbled over the work of Michael Port and the book Book Yourself Solid, and I
began reading the book. I liked the ideas that I had rolled in Michael's mentorship program
and then his coaching program and learned all about Book Yourself Solid and how one can
get booked solid as an entrepreneur.
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Within seven months of applying the principles of Book Yourself Solid, I was able to get book
solid. Within 11 months I was able to ﬁnally replace the very signiﬁcant six-ﬁgure of a draw
that I had been geeng as a lawyer. And I became very successful and prosperous as a coach.
I also became a raving fan of Michael Port's work, which is wonderful, wonderful work. And
as I became more involved in Michael's community, Michael reached out to my wife, my
business partner Ann and I and asked if we might consider becoming an Elite Level CerAﬁed
Coaches.
We both gratefully accepted that. And then we had more of a leadership role in the
community, which we enjoyed.
Then about two years ago, Michael reached out to me and asked if I would be president and
a chief operaAng oﬃcer of Book Yourself Solid worldwide. Again, which I gratefully accepted.
And the work now is to share the message of Book Yourself Solid. I also have the great
privilege and opportunity of training coaches all around the world. We have nearly 300
coaches now all around the world. A wonderful training program where we teach people
how to become a powerful and prosperous coach. So that's the short story of the long story.
Marina Barayeva:
That's fantasAc. That was a long journey in a few sentences. You said that that was diﬃcult
for you when you started to build your coaching business and then you came to Michael and
his system. Why it was diﬃcult and what was the change?
Walt Hampton:
Why it's diﬃcult is, and we were talking before we went live on this program, Marina, that
one of the diﬃculAes is being an entrepreneur is that it's a lonely road. We get locked at our
li+le silos, and unless we access bigger communiAes, it's hard to grow.
So we got involved in a bigger community. The Book Yourself Solid community. Then we
begin to be surrounded by other like-minded people who are on the journey. And that was
wonderful. That was number one.
Number two. So ofen as entrepreneurs, we don't really know what works or doesn't work.
There's so much noise out in the internet world about this shiny toy and that shiny toy, this
LinkedIn bot, this webinar program, this lead generaAon system. We don't really have any
idea where to focus our Ame and a+enAon.
What's beauAful about Book Yourself Solid is that it's a system. We say it's the fastest,
easiest, and most reliable system for geeng more clients than you can handle, even if you
hate markeAng and selling. And I hated markeAng and selling. So that caught my a+enAon.
It is a very simple system when I'm teaching it to my coaches. I called a cake recipe. When
you follow the recipe, it works just a hundred percent of the Ame. It is a very simple direct
system. You can wake up every single day knowing exactly what you need to do in order to
grow your business, and that helped. We ﬁnally had something that we could that we could
follow, a formula that we could follow
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Marina Barayeva:
You so many Ame menAoned 'simple,' 'formulas,' and you just grew up so high. Is there
really a magic formula to get fully booked with the clients that you won't even be able to
serve them all?
Walt Hampton:
Is there a formula?
Marina Barayeva:
Yeah.
Walt Hampton:
Yes. It's called Book Yourself Solid. It is. It is not complicated.
Business is not complicated. Business is really simple at its basis. It has a couple of elements.
Number one. If you want to prosper in the world as a coach, consultant, entrepreneur, ﬁgure
out a problem that you want to solve and solve it. Add value. Add value to the world, and
the world will respond.
Number two is to respond or is to remember that all of the businesses is about
relaAonships, about creaAng, nurturing and sustaining relaAonships over Ame. Everything
else is just noise around that.
Marina Barayeva:
OK. Please share with us this magic formula. So as you know, for many entrepreneurs and
small business owners, it's so hard to keep up with everything, and we want more clients,
we want our business to be stable, bring more money, whatever. If we would start working
with you, what would you start with?
Walt Hampton:
I would start with the philosophical and pracAcal principles of Book Yourself Solid. The
philosophical principles of Book Yourself Solid are that number one, there are certain people
in the world that we're meant to serve and others not so much. And this is a really
important principle because many Ames when we're entrepreneurs, we want to go out in
the world and try to get everybody in.
What's true is we don't resonate with everybody. We only resonate, we only do our very
best work with a certain kind of person, a certain avatar, certain client model of a person.
So there are certain people were meant to serve and others not so much. And it's important
to realize that and give ourselves permission just to go out and look for those clients that
we're meant to serve and let somebody else take care of the other one, the not so much.
The other interesAng philosophical principle of Book Yourself Solid is that Book Yourself Solid
is a love story designed as a business system. A love story designed between you and those
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people that you're meant to serve. A love story between you and your business. Because if
you don't love your business, you go+a be doing something else. And potenAally even a love
story between you and markeAng.
I didn't think that was possible, but it ulAmately became possible the pracAcal principle of
Book Yourself Solid, and this is so disrupAve. The pracAcal principle Book Yourself Solid, is
that markeAng doesn't get you clients.
Everybody thinks that if you go out in the world and market, you'll get clients. You got to do
markeAng, but markeAng isn't what gets you the clients. MarkeAng creates awareness of
who you are and what you do in the world.
I hear about Marina, I'm aware. Then what happens when we become aware of somebody,
we go, and we check out their foundaAons, their business foundaAon, the outward
expressions of our business foundaAon or LinkedIn proﬁles, there are websites.
The potenAal client asks one and only one quesAon, can this person Marina, can this person
Walt help me solve my problem? Yes or No?
The research shows we have six seconds to answer that quesAon or that person is gone
forever. Can this person help me solve my problem? If the answer is fuzzy, they're gone. If
the answer is no, they're gone. If the answer is yes, then they're going to give us an
opportunity to be invited into our worlds, and we can begin the relaAonship building
process, building trust and credibility, building experAse with them over Ame.
When the Ame is right for the client, and when suﬃcient trust and credibility has been
established, then that potenAal client will want to have a sales conversaAon.
It happens organically, and if we know how to price our oﬀerings in the sweet spot and if we
know how to have powerful sales conversaAons, we're gonna book the business, and this
happens over and over again, which is why Book Yourself Solid is a systemaAc way of geeng
more clients when you can handle, even if you hate markeAng and selling.
So we do a li+le bit of markeAng. Someone becomes aware of us. They come, and they
check out our foundaAons. They see that we can solve their problem. They give us the
opportunity to invite them into our worlds. We do some trust and credibility building.
When the Ame is right, when we build suﬃcient trust and credibility, when that potenAal
client is ready, they'll raise their hands and want to have a conversaAon, and if we know how
to price the oﬀerings and how to have that conversaAon, we will book the business, and it
happens over and over and over again. Reliably.
Marina Barayeva:
You say it so simple, but in real life, it's a li+le bit more diﬃcult. Can you give us some more
examples?
Walt Hampton:
No. No, it's not more diﬃcult than that. It is that simple and I'll tell you; it's interesAng that
you say that because I'm an Ivy-educated trial lawyer. I think everything has to be
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complicated. When I was going through this system, I thought, oh, it's go+a be much more
complicated than this. I'd go oﬀ the track.
When I went oﬀ the track, I wouldn't get the results and my coaches wouldn't be bringing
back. And they said, no, it's this simple. Just do it this way. Just do it this way.
As long as I followed the recipe, I was successful. AnyAme I don't follow the recipe - I'm not
successful. It is that simple. And it's interesAng that you say that. The late great Jim Rohn
said, "The principles are simple. Not necessarily easy. Simple but not necessarily easy."
We always want to tend to over-complicate things. From a foundaAonal standpoint, Marina,
if somebody comes and checks out our foundaAon and we have six seconds to answer the
quesAon, can this person help me solve my problem? We have to have a very simple
iteraAon of who we help and what we do.
Marina Barayeva:
How would you do this? How would you tell them within six seconds?
Walt Hampton:
You have to decide who your target market is and what is the problem that you solve? So my
ﬁrst iteraAon was "I help lawyers get more clients and make more money." That's a really
simple iteraAon "I help lawyers get more clients and make more money."
My business partner Ann she helps speakers and coaches write client a+racAng books.
Here's what most entrepreneurial wars make the mistake of doing and coaches are the
worst of it.
I'm a life coach. I have 30 years of experience. I like helping people because I like helping
people coach through problems. I got this cerAﬁcaAon and that cerAﬁcaAon in this. That's all
about them. It's not about the problem you solve or for the parAcular person that you're
solving it and those magic six seconds, they disappear.
Marina Barayeva:
SomeAmes it's sAll diﬃcult when you meet the person. First, you're not always can tell if this
is your target audience and second, you not always can solve the problem. Because for
example, for creaAve entrepreneurs, there's not always a problem, but maybe some kind of
desires.
Like I'm a photographer, I do photo shoots, arAsts sell painAngs or musicians sell music. It's
not a really painful problem there. How would you put it in the six seconds introducAon? Or
how would you get in touch and start working with this person as a potenAal client?
Walt Hampton:
It is always about problem and soluAon. I don't care if your toilet is spewing wastes or your
tooth is hurAng, or your car won't start, or you got a problem with your heart, or you don't
know how to use a camera, or you don't know how to use Photoshop. It's always a problem
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and soluAon. There's always a problem, and there's a soluAon. If you're not solving a
problem, you're not going to have a business.
Marina Barayeva:
And what about that painAng behind of you? Or what is that, a picture?
Walt Hampton:
Yes. It's a photo.
Marina Barayeva:
Why did you buy it?
Walt Hampton:
Because I'm a photographer. I love photo and like photography and I collect photography,
but the photographer may have had a number of problems.
The photographer may not have known how to get the contrast right in the black and white
print. Or may not have known how to contact print a large format, negaAve. Or may not
have known how to ﬂoat the print in the mat or may not have known how to frame it. Or
may not have known how to get it up online out into the world. Or may not have known
how to get it into the gallery that I bought it from.
So there were probably many problems that the photographer had on the journey of geeng
that photograph onto my wall.
Marina Barayeva:
Yes, but what if for example, someone oﬀers you either a service or product like a painAng.
It's for your soul, for your pleasure mostly, or some sort of entertainment like music. Why do
you buy music? What problems do you solve? How would you deﬁne your ideal client and
target your audience there?
Walt Hampton:
If I was a musician?
Marina Barayeva:
Mm-hmm (agreement).
Walt Hampton:
Or a photographer?
Marina Barayeva:
One of them.
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Walt Hampton:
Ok. I am a photographer.
I'm a photographer who really likes to do the landscape work. I'm not a photographer who
likes to do a portrait as much. That's a very narrow area. My problems could be a wide
variety of problems that I want to have solved.
•

How am I going to learn to become a be+er landscape photographer?

•

How am I going to learn to create a website that features my work?

•

How am I going to learn to sell to my marketplace?

•

Maybe Marina wants to buy my photography, but how am I going to ﬁnd her?

Marina Barayeva:
Well, that's the point. If you want to sell you stuﬀ if you want to sell you photos even
landscape photography. It is easier with people because you're dealing with people, but
landscape photography... How would he sell that? What problem do you solve?
Walt Hampton:
So what problem, if you're going to buy a photo from the Marina, what? What problem do
you have?
Marina Barayeva:
I want to have a nice picture on my wall. I just like what you've done.
Walt Hampton:
Yes. But you have space that you want to ﬁll. You are somebody who appreciates
photography and not necessarily an impressionist art. Maybe you like both, but maybe you
liked photography. I like it more than anything.
So you are looking for somebody who produces photography, who has an aestheAc that is
consistent with yours, that is worse. There are certain people were meant to serve and
others not so much. Our aestheAc may be the same or diﬀerent, but if it's the same, then
maybe you're my people. Maybe you're my people because you resonate with my work, but
you have a need.
Now. The problem in this situaAon is a ﬁrst world problem. You know it's a problem that's
happy to have. I've got a beauAful home, and I have some empty space on my wall, and I
want to ﬁll it with beauAful photography. I can help you solve that problem. I have some
beauAful photography that I'd love for you to hang on your wall.
Marina Barayeva:
And then you keep going with your relaAonship with the client unAl one moment you sell
your product or service, right?
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Walt Hampton:
Yes. Because there are two things that are true. Clients will only buy when two things
happened. Number one, they're ready to buy.
Marina Barayeva:
How do you know?
Walt Hampton:
Well, they'll tell you when they're ready to buy.
And number two, when suﬃcient trust and credibility has been created over Ame. People do
business with people they know, like, and trust. So those two things have to be in place.
Marina Barayeva:
You say they will tell you. Will you somehow encourage them to buy or you would just sit
and wait when they come and will be ready to buy?
Walt Hampton:
When we're doing this work correctly, when we're nurturing people overAme, and we're
serving, the great Zig Ziglar said, "You'll get everything you want in life if you help enough
other people get what they want in life."
So as long as we're coming from a place of service, we're adding value to the world. As I said
to you earlier, so many Ames people will come organically out of our sales cycle and want to
have sales conversaAons with us.
But it's OK if we're in a relaAonship as we are and I could say, "Wow, Marina, you have got a
great place where you're recording there. Look at the beauAful neutral colored wall behind
you. I think some photography would be really nice on that. Would you like to talk about my
photography?"
You can invite sales conversaAons, but here's where it goes oﬀ the rails, and you and I have
both had this experience. You reach out to somebody on LinkedIn, and they connect back
with you and immediately they're trying to sell you something.
We don't like to be sold. It feels horrible because there's no relaAonship there. There's no
connecAon there. We don't want to be sold just by anybody. So the relaAonship as a
condiAon precedent to any type of further transacAon.
Marina Barayeva:
When you build the relaAonship, would you help people with anything or would you try
somehow to get it related to what you do, to your service or your product?
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Walt Hampton:
When somebody comes into my world, they come to my website. I help entrepreneurs. My
market now is a li+le bit long, wider. I help entrepreneurs and business professionals:
coaches, consultants, lawyers, accountants. I help entrepreneurs and business professionals
get more clients and make more money.
If somebody comes to my website, even though I have a website for photography, I don't sell
my photography by enlarge. I like to show it. Somebody becomes aware of Walt Hampton:
by my markeAng. They come to my website, they can opt in now. They're not opAng in for
photography, they're opAng in for geeng more clients and make more money.
So my messaging over Ame needs to be congruent with how I invited people into my world.
If you come and opt into my website, start geeng my newsle+er, and I start sharing with you
pizza recipes that's not in integrity. It's not congruent with why you came into my world. I
want my messaging. I want my nurturing. I what my relaAonship building to be congruent
with how we began our relaAonship.
Marina Barayeva:
Basically, when you get in touch with a person, whether it's online or oﬄine, you'll start from
something common between two of you. And then you grow out of that same topic to
diﬀerent places, right? And then you bring them to the transacAon.
Walt Hampton:
From the strategic standpoint, we do want to be aware of that customer journey. When I'm
inviAng somebody into my world, it is to serve and to share. And ulAmately, I want to bring
them to an oﬀer where I'm oﬀering to provide them a service for which they will want to pay
me money.
Marina Barayeva:
What about a lot of people tell 'niche down,' 'niche down,' focus on the small audience or
small service, very, very narrow. What is your point on that?
Because as you menAoned on your website, you menAon entrepreneurs, it's quite wide
community. Why didn't you narrow it down and what would you suggest to people in this
situaAon?
Walt Hampton:
When you begin narrow is powerful. I have the luxury now doing this for more than a dozen
years. When I started, it was "I help lawyers get more clients and make more money."
Lawyers.
Narrow is power. Because we know this as consumers, we know this as sophisAcated buyer.
If we go out into the world and we want to consume a service, let's just say a medical
service, and we've got a very important cardiac issue. We look for the specialist.
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If we have a parAcularly expensive car, we want the specialist. If we've got a dental problem,
we want the specialists. If we've got a high-end kitchen that we want to be done, we want
the specialist, we don't want generalists, we know this as consumers.
As entrepreneurs, we try to go out and be all things to all people, and we ended up being
very vanilla, and we end up being not much to anybody.
In the ﬁrst instance, we want to be narrow. We want to be an inch wide and a mile deep.
Now, as Ame goes by, as we get book solid that we can either decide that we want to expand
horizontally or verAcally in our marketplace.
We want to be verAcal, we can oﬀer... I could oﬀer lawyers, I'm not only markeAng, but I
could oﬀer them pracAce management. I could oﬀer them brand strategy. I could oﬀer them
website design.
Or as I did, I began to expand horizontally to begin to serve other markets like accountants
and wealth managers and coaches and other entrepreneurs.
We have the luxury. Once we're booked solid. We cannot get book solid easily. If we're
vanilla, if we're too many things to too many people,
Marina Barayeva:
What would you recommend then to those people who already serve kind of a wide
audience?
Walt Hampton:
Get narrow. If you're making a ton of money, keep doing what you're doing. If you're
struggling, take a narrow audience and get specialized.
Marina Barayeva:
What if they have some clients in those diﬀerent areas. If they narrow down what they will
need to cut the other clients? Or how does it work?
Walt Hampton:
That's interesAng. I'm glad you raised that. Because just because I said "I help lawyers get
more clients and make more money," doesn't mean and it didn't mean that if somebody
came to me and said, "I know you help lawyers, but I'm a consultant, will you help me?" And
that person is an ideal client. You actually like working with them. It's OK to work with them.
There's nothing wrong with that. You can do that.
The idea of a target market is this when you have a parAcular target market, you know
exactly where to market. Lawyers have associaAons and meeAngs and gatherings.
They have, networks and LinkedIn groups, they've got associaAon meeAngs, they've got
convenAons and convocaAons. You know where to show up. You can target the market
because it's a deﬁned group.
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Marina Barayeva:
Basically, for those people, a good soluAon would be to take their wide audience, choose
one where they specialize in and just put all the eﬀort in this audience ﬁrst and then to go to
all of those wide other audiences, right?
Walt Hampton:
Once they have the luxury of making a lot of money and serving a lot of clients the world is
open.
But what happens is that so many entrepreneurs show up and they're not making the
money they want and need and they have to go back to a day job, or they suﬀer the
entrepreneurial roller coaster, which is, you know, it's always unpredictable. It's up and
down. And that's not the way to do business. That's not the way to survive. Let alone. Be
free.
We come to entrepreneurship because we want freedom and ﬂexibility not always to suﬀer
and worry where the next client's coming from.
Marina Barayeva:
From your experience coaching people to get more clients to be booked solid, what other
common obstacles people face when they start working with the system when they
transiAon and try to get more clients?
Walt Hampton:
When they transiAoned into working with the Book Yourself Solid system?
Marina Barayeva:
Either to work with the system, working with you or trying whatever. They start working
with you and what problems do they usually have All they get booked solid?
Walt Hampton:
Yes. Number one is we are easily distracted. I call it the STS syndrome, the shiny toy
syndrome.
We go out into the Internet world, and we see somebody doing this webinar thing or that
webinar thing or this lead generaAon thing or this pixel thing or Facebook era and they're
distracted.
Marina Barayeva:
What to do?
Walt Hampton:
So, what to do? The thing to do is to pick one formula and se+led down and do it. So that's
the number one thing is that we're distracted by so many things. And as entrepreneurs,
12

HOW TO GET MORE CLIENTS THAN YOU CAN SERVE
Show notes: h+p://intnetworkplus.com/37
that's part of our DNA is that we're easily distracted. What are the challenges of geeng
focused and doing the work?
Number two is just that doing the work. Pick a reliable system and do the work.
Entrepreneurship isn't sexy. It's work. I have built four six plus ﬁgures successfully from
scratch, and every single one of them has involved a dirty four-le+er word called work. And
it takes, I am sorry, years and not days or overnight to get a successful sustainable business.
It will take two or three years really for the business to feel sustainable. Entrepreneurship is
an exponenAal curve for a long Ame. It goes along the X-axis looking very much like zero.
Then there'll be a blip. And then there'll be a blip. And then there'll be a blip. Then there'll
be this exponenAal upturn. And the exponenAal upturn happens, but you've got to stay
consistent it the work.
Entrepreneurs, they get discouraged, they get despondent, they get distracted, they stop
doing the work. It's having the resilience, the tenacity, the focus, the faith to stay the course.
When you do that, you can enjoy extraordinary success.
I have worked with brilliant people, really educated people who don't want to stay the
course and they quit.
And I have worked with lackluster entrepreneurs. Entrepreneurs who don't have necessarily
the credenAals or the schooling or the cerAﬁcaAon, but they got the grit, they'd got the
tenacity. They stay the course and they exceed everybody's expectaAons because they keep
doing the work.
Marina Barayeva:
Any other obstacles or diﬃculAes which we need to remember before we end the
interview? What do you think?
Walt Hampton:
The other obstacle is thinking that it's more diﬃcult than it is. Because I ﬁnd that a lot of
people think, "Well, you know, I'm going to spend a lot of money on a website design or
spend a lot of money on adverAsing," or "I need to spend a lot of money on hiring a
Facebook consultant."
I hear people wanAng to throw money at stuﬀ rather than simply to do the work. As I said to
you earlier, business is simple. Business isn't complicated. Business is about taking care of
people. It's about serving people. It's about having a servant's heart. It's about showing up
in the world and adding value, solving problems, adding value, solving problems. And being
out there in the world, creaAng, nurturing and sustaining relaAonships, being of deep
service.
It's that simple, and it's that hard.
Marina Barayeva:
FantasAc, Walt. Thank you so much.
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Walt Hampton:
You are so welcome.
Marina Barayeva:
Please tell us how we can ﬁnd more about you? More about Book Yourself Solid system.
Walt Hampton:
You can ﬁnd all about Book Yourself Solid on BookYourselfSolid.com. You can ﬁnd all about
Walt Hampton on WaltHampton.com.
Marina Barayeva:
FantasAc. Just two sources. Very focused. Very narrow. Thank you so much.
Walt Hampton:
You're so, so welcome.
Marina Barayeva:
That’s all for today. Thank you for listening. For the show notes and the full transcript of the
episode please go to intnetworkplus.com.
And when you have a minute, please go to iTunes and rate and review so we can bring you
more amazing guest to talk about how you can market your business.
Announcer:
Thank you so much for joining us today. If you are new to the show be sure to subscribe. And
for more markeAng Aps go to the IntNetworkPlus.com where you’ll ﬁnd the answers on the
ho+est topics about how to grow your business. You were listening to MarkeAng for
CreaAves show. See you next Ame.
Resources from this interview:
•
•
•
•

Learn more about Walt Hampton on WaltHampton.com
Check the advantages of the Book Yourself Solid System
Follow the work of Michael Port on his site and Twi+er
Follow Walt Hampton on Twi+er
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