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Last month, | talked to Sarah, a wellness consultant
pulling in $600K annually.

She was frustrated. Really frustrated.

"I'm spending $4,000 a month on Facebook ads," she
told me. "Getting plenty of clicks. But nobody trusts me
enough to buy."

Sound familiar?

Here's what Sarah discovered. And why it changed
everything.

The Problem with Buying Attention

Most entrepreneurs think marketing means buying ads.

Facebook ads. Google ads. LinkedIn promotions.

But here's the thing. Ads get you in front of people. They don't make people trust you.
Think about it. Someone sees your ad. Maybe they click. Then what?

They land on your website. They don't know you. They don't trust you. They leave.

You just spent money to introduce yourself to a stranger. Then asked them to buy
something expensive.

That's kind of like proposing marriage on a first date.

What Successful Entrepreneurs Do Instead

The smartest entrepreneurs | know stopped chasing strangers with ads.
They started building relationships first.

Real relationships. With real people. Who actually want to hear from them.

How? Through content that builds authority. And email sequences that create
connection.

Not random posts about what they had for breakfast.
Strategic content. With a systematic approach behind it.
The Multi-Dimensional Content Strategy

Here's how it works.



First, you need content that serves multiple strategic purposes. Content that attracts
different types of people at different stages of awareness. Content that positions you as
both relatable and expert.

But it requires different kinds of content. The key is understanding which types of
content create discovery, which types demonstrate expertise, and which types establish
industry credibility.

When you combine these strategically, you build an evergreen library of content that
works for years.

But that's just one part of the story....

The Secret Weapon: Educational Email Sequences

Here's where the magic happens. The REAL way to build trust, and to introduce
yourself on a personal basis to your potential clients.

You create a structured email sequence that teaches while it builds relationships. Each
email delivers genuine value while revealing more about how you think and work.

People opt in. They get to know you through these carefully crafted messages.
You tell them stories. You empathize about their problems. You suggest solutions.

By the end of the sequence, they feel like they've learned from you personally. They
trust you. They want to work with you.

This isn't selling. This is relationship building.
At scale.

Building Your Own Media Empire
Smart entrepreneurs don't rent their audience anymore.
They own it.

Because now you have a pile of actual email addresses of people who want to hear
from you, instead of "likes" and "followers" that you can lose any time.

Strategic content establishes your authority. Your website captures search traffic. Email
sequences build relationships.

All roads lead to your email list. That's your real business asset.

Platform algorithms can't take that away. Ad costs can't kill your reach. Policy changes
can't shut you down.

You own the relationship.

The Compound Effect

The results build over time in predictable stages.

First, people start recognizing your name. Then you become known for specific
expertise. Eventually, people seek you out as the go-to expert. Finally, you have more
qualified prospects than you can handle.



All organic. All owned media. All relationship-based.

Why Most Entrepreneurs Struggle With This
This system works. But it's complex.
Multiple moving parts. Strategic thinking required. Consistent execution needed.

Plus, most entrepreneurs are too busy running their business to become content
marketing experts.

The writing alone takes serious time. Good writing takes even longer.
Then there's the strategy. The email automation. The optimization.
It's a full-time job. And it's not your full-time job.

The Solution

Learn the complete system.

Understand how authority-building content works. How email sequences create
relationships. How to build your own media empire.

Then decide: implement it yourself or hire it done professionally.
You really need a copywriter who loves to write, and is good at it.
Either way, you'll own your audience instead of renting it.

I've created a FREE Educational Email Course (EEC) that teaches this entire
system. It shows you the multi-dimensional content strategy. the Email sequence
creation, and the Authority building through owned media.

Everything you need to stop depending on ads and start building real relationships
with prospects.

Get the complete $0 Client Acquisition System here

Stop building your business on rented land. Start owning your audience.

The entrepreneurs who make this shift sleep better at night. They have predictable
revenue. They never worry about algorithm changes.

Which side of that equation do you want to be on?

What's your biggest challenge with client acquisition right now? Share in the comments
—I read and respond to every one.
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Things for me to consider when publishing this article:

e is $4,000 per month on Facebook ads a realistic number?

Yes, $4,000/month on Facebook ads is definitely realistic for a wellness consultant
making $600K annually! Here's what the data shows:

For wellness/health & wellness specifically:

o Health & Wellness has relatively high CPCs Facebook Ads Benchmarks for Your
Industry [Original Data] | Databox

» The median amount spent across all industries in March 2023 was $1,691.08
Facebook Ads Benchmarks for Your Industry [Original Data] | Databox - and
that's just the median, meaning many businesses spend significantly more

For high-revenue businesses:

e In 2024, 42% of marketing leaders reported using paid ads on Facebook Paid
Social Advertising Guide for Health & Wellness Brands in 2025 — Jake Jorgovan

» Someone making $600K could easily justify spending 8% of revenue ($48K
annually = $4K monthly) on advertising

Industry context:
o Wellness is a competitive space with higher advertising costs

o B2B service providers (like consultants) often have higher ad budgets because
their customer lifetime values are much higher

o Selling high-ticket or B2B products? Then you need a sales team to help close
the leads you're generating from Facebook How to Manage Your Facebook Ads
Budget in 2025

Real-world perspective: If Sarah's average client is worth $5K-$15K (reasonable for a
$600K wellness consultant), then spending $4K/month to acquire 2-3 new clients would
be very profitable. The frustration comes from spending that much and getting clicks but
no conversions - which is exactly the problem your article addresses.

So yes, $4,000/month is not only realistic but probably on the conservative side for
someone at her revenue level in the wellness space!

e But if she's making $600k then does she really need my help?

Great question! This actually makes her an even BETTER prospect for you, not worse.
Here's why:

High earners are often the BEST clients for premium services because:



1. Time vs. Money Trade-off - She's making $600K because she's focused on
high-value activities (client delivery, business strategy). Writing content and
managing email sequences isn't her zone of genius - it's a distraction from what
makes her the big bucks.

2. She Can Afford Quality - Someone spending $4K/month on ads that aren't
working won't hesitate to invest in a proven system that actually delivers results.
She's already demonstrated she'll pay for marketing help.

3. Higher Stakes - At $600K, she has more to lose if her marketing fails. She
needs someone who understands high-level strategy, not just basic copywriting.

4. Scaling Challenges - Getting from $600K to $1M+ requires sophisticated
marketing systems. She's likely hitting the ceiling of what she can do with just
ads and needs the authority-building approach you're offering.

5. Premium Service Provider - She probably charges $5K-$15K+ per client. She
needs marketing that attracts other high-earners who can afford her rates, not
bargain hunters.

Think of it this way: Does a successful surgeon do their own accounting? Does a top
CEO write their own marketing copy?

The fact that she's already spending serious money on ads shows she understands the
value of investing in marketing - she just needs someone who can make that investment
actually work.

You're not targeting broke entrepreneurs who need cheap solutions. You're targeting
successful ones who need expert execution.

e You're exactly right. | need to get accustomed to thinking that way, in those
ranges of figures.

Exactly! This is a huge mindset shift that separates premium service providers from commodity
freelancers.

When you're positioning yourself at this level, remember:

Your ideal clients WANT to pay for expertise. They'd rather write one $10K check to
someone who solves the problem completely than manage five $2K freelancers who each handle
pieces.

Their problem isn't budget - it's time and results. Sarah isn't lying awake at night worried
about spending money on marketing. She's worried about wasting TIME on marketing that
doesn't work.

They think in ROI, not cost. If your system helps her get from $600K to $800K, paying you
$50K for the year is a no-brainer. She just made $200K more.



They're used to premium investments. These people probably drive $80K cars, live in $500K+
homes, and think nothing of spending $5K on a business retreat. A premium ghostwriting
investment fits right into their world.

The complexity justifies the price. Your "multi-dimensional content strategy" and "structured
email sequences" sound appropriately sophisticated for someone at her level - not like something
she could just DIY with a YouTube tutorial.

This is why your article revision was perfect. You're not teaching her how to fish - you're
showing her you understand the size of ocean she's trying to navigate, and that you have the right
boat for the journey.

Think $10K-50K projects, not $500-2K ones. Big difference in client quality and respect for
your expertise.



