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Attraction marketing is a strategy that brings clients to
you by demonstrating genuine value, expertise, and
authenticity. Instead of chasing prospects with hard
sales pitches, you attract them by solving their
problems, sharing knowledge, and building trust upfront 

This guide integrates proven marketing frameworks with
personal mastery principles to help you develop a strong
professional presence and client acquisition strategy
using the ExpertEase app and network. 

You’ll learn how to leverage a holistic marketing system,
cultivate the right mindset, build authentic
relationships, and attract your ideal clients in a
structured, step-by-step process. Along the way, you’ll
find practical exercises, real-world examples, and
actionable steps to implement each strategy in your
business.

Whether you’re a coach, consultant, or service
professional, the ExpertEase network can amplify your
attraction marketing efforts by providing a platform to
share your expertise, connect with your niche
community, and be discovered by clients seeking exactly
what you offer. 

Let’s dive into the process of becoming a client magnet,
someone who naturally draws in the right prospects and
converts them into loyal clients, all while staying true to
your values and continuously growing as an expert.

INTRODUCTION
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Client Attraction

Strategies to grab the attention of your ideal audience and
raise awareness of your personal brand or practice. This
often involves content marketing, social media, workshops,
or webinars that address your audience’s specific problems
and goals. 

On ExpertEase, this could mean publishing insightful
articles or how-to videos that showcase your expertise on
topics your target clients care about. 

Always remember: It’s all about them, your clients are the
heroes. You are the guide. 

Prospects care about what you can do for them, so frame
your content around their interests and pain points .
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Lead Capture & Nurturing

Once you have someone’s attention, have a system to
capture their information (e.g. email, or connecting via the
app) and nurture the relationship.

Often you’ll offer a lead magnet, a valuable free resource
like an eBook, checklist, or mini-course, in exchange for
their contact info. This should directly appeal to their
self-interest or solve a pressing problem . For example, a
career coach might offer a free “Resume Revamp
Checklist” on ExpertEase Networking groups for
professionals looking to change jobs. 
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Ensure the lead magnet is highly relevant and
immediately useful (rather than a generic “5 tips for
success”), so it resonates emotionally and positions you
as someone who truly gets their situation . Once
connected, follow up with more tips, invitations to free
Q&A sessions, etc., to build trust and deepen your
relationship with them over time. 
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Conversion

As you nurture leads by consistently providing value,
you’ll gradually increase their readiness to work with you. 
Conversion strategies gently guide prospects to become
clients when they’re ready. 

This might include offering a free consultation call, a
limited-time offer to join a program, or simply a clear call-
to-action when they’ve shown sufficient interest. The
ExpertEase app can facilitate this through in-app
consultation booking or proposal features (if available), or
you might use it to send a personal message such as: 
“I’d love to help you implement these tips; shall we
schedule a free 20-minute strategy session?” 

Because you focused on educating and helping first, this
“ask” feels natural and welcome, not salesy. 

Remember that people often decide based on emotion and
then justify with logic , so appeal to the transformation
they desire (e.g. “Imagine having a job you love – let’s
make that your reality”).
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Client Onboarding & Wow Moments

Once someone becomes a client, first impressions
matter. 
Have a client-centric onboarding process that makes
them feel supported and confident in their decision to
collaborate with you .

For instance, welcome them with a personal note,
outline clear next steps, and maybe include a small
surprise “wow” moment, such as a bonus resource or a
shout-out in the ExpertEase community to celebrate them
joining your program. These touches reinforce that you
deliver exceptional value.

Satisfied clients will not only stick around but will sing
your praises.
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Retention & Referral

Attraction marketing doesn’t stop at registering a client. 
Happy clients who get great results can become your
advocates, bringing referrals and providing testimonials. 

Stay engaged with past clients, perhaps by creating an
exclusive ExpertEase network group for alumni or
continuing to share useful content with them. Encourage
referrals in a natural way. For example, after an effective
engagement, you might say, “I’m so glad we achieved [X
result]. 
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If you know anyone else who could benefit from this kind
of help, I’d love for you to invite them to connect with
me on ExpertEase.” 

Make referring easy (through a simple link or intro
message) and always show gratitude for referrals. 

Some professionals implement a formal referral program
with small incentives or gifts, but even a heartfelt thank-
you note goes a long way .
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Exercise – Map Your Funnel
Take a moment to sketch out how these elements could
look in your business. Ask yourself:

Attraction: 
Who is my ideal client and what content could I share
to draw their interest? (Think of topics, formats, and
where you’ll post – e.g. ExpertEase articles, LinkedIn,
etc.)

Lead Magnet: 
What valuable free resource can I offer that addresses
a specific need my ideal client has? 
How will I deliver it and capture their contact?

Nurture: 
What are ways I can consistently stay in touch and
continue providing value? (e.g. weekly tips email,
invitation to a free webinar, or regular posts in an
ExpertEase channel.)
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Conversion: 
What is my core offering to invite them into
(coaching package, consulting session, etc.), and how
will I present the invitation so it feels like a natural
next step?

Delight: 
What onboarding steps or surprise “extras” can I
incorporate to wow new clients?
Referral: 
How and when will I ask for referrals or reviews? 
Brainstorm a simple, authentic approach.

By mapping this out, you’re essentially creating your
personal client journey. Notice the focus at every stage
is on serving the client’s needs and interests. This is the
essence of attraction marketing. 

You attract by serving, not by selling. 

As you use the self-interests of your prospects and their
emotions to guide your attraction marketing efforts,
whilst always delivering genuine value, you will
organically build the momentum of attracting more
qualified prospects. 

08

www.expertea.se



Attraction marketing success is deeply
influenced by your perspective and personal
mastery. 

Think of yourself as the most important
marketing tool in your business. 

How you think, communicate, and show up
will attract (or repel) the kinds of clients and
opportunities you encounter. 

As Napoleon Hill famously wrote, “The
starting point of all achievement is DESIRE” .
You must clearly know what you want (your
goals and vision) and truly believe you can
achieve it. 

In this chapter, we’ll connect powerful
personal development insights to your
marketing strategy, so you can radiate the
confidence, integrity, and purpose that draw
clients in.

PERSONAL MASTERY & MINDSET:
YOUR INTERNAL MAGNETISM
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