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HOW THIS WORKS

This form helps you capture your client's story so we can build powerful content around it —
YouTube videos, case studies, social posts, short clips, blog features, and more.

Your best clients ARE your best marketing. Featuring them generously positions you as a
guide who cares about their success, creates compelling proof that attracts more clients
like them, and produces content your featured client will want to share with their own network.

Fill this out as completely and specifically as you can. Vague answers produce vague content.
Specific answers — real numbers, real emotions, real moments — produce content that converts.

WELCOME — THIS IS YOUR PLATFORM

We're going to have a real conversation — not a sales pitch, not a commercial.
We want to tell your story, shine a light on what you've built, and share it with
other business owners who might be dealing with the same things you were before
you and your advisor started working together.

There are no wrong answers. Just be yourself, and we'll take care of the rest.
This document can be used as a written submission OR as a guide for a recorded interview.

SECTION 1 — YOUR ORIGIN & IDENTITY

Before we get into the transformation, we want to know who you are and where you came from.
The best stories start with a real person, not a business profile.

CLSP-CA01  Tell us how you got started. What made you decide to start this business in the first place?
The real story. What was the moment or the reason?
Your Answer:








CLSP-CA02  What were those early days like? What was harder than you expected? What surprised you?
Vulnerability here is power. People connect with the struggle.
Your Answer:








CLSP-CA03  How would you describe what your business does and who you serve — in your own words, not the formal version?
Talk to us like you're explaining it to a friend.
Your Answer:







CLSP-CA04  What do you think makes your business genuinely different from others who do what you do?
What do your best clients say makes you different?
Your Answer:







CLSP-CA05  Tell us about your team. Who are the key people, and what's the culture like?
Names, personalities, what makes working there feel different.
Your Answer:







CLSP-CA06  How has the business grown since you started? Give us a sense of the journey — clients, revenue, team, whatever feels meaningful to you.
Not a pitch — just the real arc of growth.
Your Answer:








SECTION 2 — THE PROBLEM YOU WERE FACING

This is the most important section — and the most helpful to other business owners.
When you're honest about what you were struggling with, you give permission to others
in the same situation to say 'me too' — and do something about it.

CLSP-CA07  Before you started working with your advisor, what was going on in the business that you knew needed to change?
The real situation. What was keeping you up at night?
Your Answer:









CLSP-CA08  How long had you been dealing with that before doing something about it? What kept you from acting sooner?
This is real. What were the hesitations, fears, or reasons for waiting?
Your Answer:








CLSP-CA09  What had you already tried? What didn't work, and why do you think it didn't work?
Previous attempts. What had you done before that hadn't solved it?
Your Answer:







CLSP-CA10  Be honest — what was it costing you to stay stuck in that situation? Time, money, stress, opportunity, family?
Real cost. Don't minimize it.
Your Answer:







CLSP-CA11  Was there a specific moment or event that made you say 'okay, I have to do something about this'?
The breaking point or the turning point. What was it?
Your Answer:







CLSP-CA12  What were you most nervous or uncertain about before you made the decision to move forward?
The fears and objections you had. Others have the same ones.
Your Answer:







SECTION 3 — WORKING TOGETHER

This section is where you get to describe the experience from your side.
What was it like? When did things start to click? What did you learn?

CLSP-CA13  What was it like to work with your advisor? Walk us through what the experience felt like from your side.
Not a review — a real description of the experience.
Your Answer:








CLSP-CA14  Was there a moment during the process where you thought 'okay, this is actually going to work'?
The trust moment. When did you know?
Your Answer:







CLSP-CA15  What did they help you see or understand that you couldn't see before?
The insight they gave you. The thing that changed how you thought about the problem.
Your Answer:







CLSP-CA16  How would you describe the way they work compared to others you've worked with in this space?
Your honest comparison. What made this different?
Your Answer:







SECTION 4 — THE TRANSFORMATION

This is the reason this conversation exists — the before and after.
Be as specific as you're comfortable being. Real numbers, real changes, real emotions.
The contrast between where you WERE and where you ARE NOW is the most powerful thing you can share.

CLSP-CA17  What has actually changed since you started working together? Be as specific as you're comfortable — numbers, timelines, feelings, whatever is true for you.
Don't undersell it. If the change was real, say so.
Your Answer:









CLSP-CA18  What can you do now that you couldn't do before — in your business or in your life?
Not just 'I make more money' but what that unlocks. More time? More confidence? New clients?
Your Answer:








CLSP-CA19  What does a typical day or week look like now, compared to what it looked like before?
Contrast in daily reality. This is often the most relatable part of the whole story.
Your Answer:








CLSP-CA20  What's the thing you're most proud of that's happened since we started working together?
The peak moment. What are you most proud of?
Your Answer:







CLSP-CA21  If your old self — the version of you dealing with all those problems — could see your business right now, what do you think they'd say?
This question gets the most powerful answers. Be honest.
Your Answer:







CLSP-CA22  Has this changed anything beyond the business? Your stress levels, your time with family, your confidence, your vision for the future?
Whole-life impact. Business transformation often touches everything.
Your Answer:







CLSP-CA23  Where do you see the business going from here? What are you excited about in the next 1–3 years?
The future vision. Where is the story going next?
Your Answer:







SECTION 5 — YOUR WISDOM FOR OTHERS

This section is peer-to-peer. You're not endorsing a service — you're talking to another
business owner who's in the same situation you were in. Your words here are often the most
powerful content we produce, because they come from someone who's been through it.

CLSP-CA24  What would you tell another business owner who's dealing with the same problems you were dealing with?
Speak directly to them. What do they need to hear?
Your Answer:








CLSP-CA25  What do you wish you had known sooner — about this problem, about this solution, or about anything in your business journey?
The shortcut you wish someone had given you.
Your Answer:







CLSP-CA26  If someone is watching this and thinking 'that sounds exactly like my situation' — what would you say directly to them?
Look right at the camera. What do you tell them?
Your Answer:







CLSP-CA27  What made you decide to trust your advisor — and would you recommend them? What would you say?
A referral-grade recommendation in your own words.
Your Answer:







SECTION 6 — PERMISSIONS

We want to make sure you're fully comfortable with how your story is used.
Nothing goes out without your approval.

CLSP-CA28  Do you give us permission to use your name, business name, photos, and answers in content such as YouTube videos, blog posts, social media posts, ads, and website pages?
Write YES, YES WITH LIMITS (explain), or NO.
Your Answer:





CLSP-CA29  Is there anything in your story you'd prefer we keep private or not include publicly?
Financials, specific clients, personal details — anything you want us to leave out.
Your Answer:






CLSP-CA30  Would you be willing to share the finished content with your own audience once it's published?
No obligation — but when clients share their own feature, it reaches an entirely new audience. Write YES or NO.
Your Answer:
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