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A Peek Behind The Curtain 
 

No matter what niche you play in, mastering the art of enrolling your 

ideal clients is an absolute must. Whether you market through one-

on-one enrollment conversations or intricate automated sales 

funnels, knowing how to move the “right” people into the “right” 

offer is the single most important skill you can develop. 

But the game has changed, hasn’t it? 

Today’s savvy consumers are demanding we elevate the sales 

process to a higher level. They’re asking us to replace outdated 

conversion tactics with real and meaningful interactions that respect 

their intelligence and deliver relevant value – even in the courting 

process.  If you want to stay in business and continue to profit, you’ll 

need to embrace this new approach that is changing how entrepreneurs attract, engage and enroll 

their ideal clients online.  

What is this next evolution in how service-driven entrepreneurs build meaningful connections and 

gain customers for life? It’s what we call Prospect Profiling – it’s where the art of psychology 

meets the science of technology and it is changing how we sell.  

Until now, this methodology was available only to mass-marketers, technology geeks and 

marketing elites. But that’s all changed with Prospect Profiling. Now the start-up and solo 

entrepreneur can play shoulder to shoulder with the big guys and create powerfully profitable 

marketing campaigns that bring a never-ending stream of ideal clients knocking at your door. 

What you will learn in the following pages comes out of 29 years of sales experience in the world 

of network marketing, internet sales, event back-of-room, event front-of-house sales, group sales 

and high-end retail sales.  I am sharing my real-world experiences, plus the latest technology, to 

empower you to step out of the dark and into a new way of selling that is aligned with your values, 

your vision and your desire to be of service as well as profitable. 

So here goes… I hope sharing candidly how I came about this process, I can shorten your learning 

curve and demystify the process of moving the right prospects into the right offers so they 

become your customers for life. 

Much Love, 

Jane Deuber   

janed@janedeuber.com

mailto:janed@janedeuber.com
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An Insider’s Look at Prospect Profiling 
 

Over the past few years, I’ve explored and perfected the strategy of 

Prospect Profiling as I’ve had numerous conversations with experts, 

like you, who were both curious and skeptical of this new way of 

attracting and courting prospects. I get it, and I welcome the 

skepticism, as it only empowers me to better articulate what we have 

come to know about the power of giving the gift of awareness to 

those we are here to serve.  

 

Imagine the power of knowing not only what your ideal clients want and need but also where they 

are on their path. Imagine knowing what next steps to suggest and what product or service to 

offer based on where they are and what they need.  

In this special report, you’ll discover the power of Prospect Profiling – a cutting edge marketing 

strategy for gaining the immediate trust of your prospects and knowing exactly what they need.  

You’ll also discover a new advancement in technology that has the power to increase your 

enrollment by 50% with little effort and zero sleazy sales tactics. 

To experience firsthand how Prospect Profiling works, click here.  

The Power of Knowing 
 

Are your curious how to gain the trust of your prospects and know exactly what they need from 

you? 

Let me first give you a little more background on profiling… so you can see the big picture. The 
way major corporations, sales pros and successful entrepreneurs see into the minds of their 
prospects is a simple process called profiling.  Understanding how a person thinks and interacts 
was started in early 1900’s and has progressively gotten more complex through formats like focus 
groups and polling surveys. 

The interesting fact to note is: many of us are profiled, without our knowledge, every day. 

It happens while we shop at the grocery store, when we shop online, by our purchasing habits, 
and even by how we dress. Profiling is actually part of human nature and it is how we make 
decisions about who we want to be, who we spend our time with, and how we purchase products 
and services. 

When you take profiling out of the shadows and bring it front and center, not only does it support 
both the prospect and the business owner, but it increases the level of trust the prospect has with 
the person offering services. As you know, people only buy from people they know, like and trust. 

http://www.smartbizquiz.com/
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The use of profiling is a way for prospects to get to know you (the business owner) AND 
themselves. When you ask questions that support your prospect to understand themselves better, 
they have a natural tendency to bond and care for you more. 

How does “Prospect Profiling” increase your enrollment by 50%? 

 Your likability factor increases because you are giving your prospect the gift of clarity. 
Profiling illuminates their strengths and weaknesses as to what might be blocking them 
from achieving the success or goal that has been eluding them. 
 

 Your trust factor also increases because you are 
forthcoming with information and a real desire to know 
and support your prospect. In a world where people want 
to be heard this goes a long way in developing trust right 
out of the gate. 
 

 You have all the information upfront, so you can better 
guide your prospect to a decision that is right for them. A 
“hells yes!” or an “empowered no”. 
 

 Regardless of landing the sale or not, your prospect will 
leave feeling more clear about the path they are on and what steps are needed next. 
 

 Prospect Profiling lets you and the prospect know exactly where they are on their 
journey. This allows you to arm them with the right tools for success and allows them to 
feel seen, heard and understood because they know where they are and whether or not 
you are the best person to support them. 
 

 Profiling provides prospects with means to better understand themselves with an external 
tool that supports their growth. Having an external tool lowers their possible resistance 
because it moves the focus on the tool and not the individual.  
 

 By prescreening your prospect you do not waste your time with people who are not ready 
for you, and instead get people on your calendar that are hungry for what you have to 
offer. 

Prospect Profiling also adds a fun and interactive element to your marketing and sales strategy 
that not only supports the prospect in uncovering helpful information about themselves, but it 
also, and most importantly for you, gives you the most valuable information you could have. 

You now know what they think, need, want, and where they are on their path. Most people know 
where they want to go but they do not know where they actually are. Prospect Profiling is as 
simple as letting your prospect take a self-assessment quiz, so they better understand where they 
are at on any given particular journey. 
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Whichever way the sale goes the prospect leaves feeling better than when they came because 
they are now clear on where they are on their path. 

Enrolling Your Ideal Clients 

The following five steps form the basis of what I call the “Smart Biz Quiz.” This tool has helped me, 
my team, and hundreds of other entrepreneurs attract, engage and enroll new clients, all with less 
effort, increased conversion and no one feeling slimed at the end of the interaction.   

 Master the Enrollment Mindset as individuals and as a company 

 Create connection and relevancy with the people on your list 

 Clearly articulate how you can help prospects get what they want 

 Stop talking to the uncommitted and the underfunded 

 Use a proven process so every enrollment conversation is a success 

The Solution that Changed Everything 
What I’ve learned over 29 years of growing successful businesses, is the path to finding a solution 
to any problem is to open your mind, ask the right questions and then allow your imagination to 
wander far enough outside the box to find a solution that’s never been seen before. Here’s where 
it led me… 

 What if I could create a piece of software allowing a potential client to assess where they 
are on a scale of 1 to 10 in all the areas essential to their success – giving me a glimpse of 
where they are and giving them a wakeup call as to what’s not working?  
 

 What if, at the same time, I could also test their willingness to get help and their openness 
to discussing where they are on track and what’s not working? 
 

 Finally, what if I could also assess whether they are willing to invest in getting support, so 
we could stop giving our precious time to people who have no intention in investing in their 
growth and progress?   

“Before having Smart Biz Quiz, it was difficult to recreate my sales 
success. Today, I’m able to take a team member who has never sold 
before, teach them my enrollment process and then turn them into sales 
Rock Stars.  I also love being able to customize my sales funnel based on 
where the prospect is. If you want to stand out in your niche, Assessment 
Marketing is the only way to go.”   Alex Mandossian 
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The very thought of creating an online profiling and assessment tool like this was exhilarating. Our 
goal was to take it to the next level and couple it with three additional elements my team and I 
identified as being key to our sales success…  

1) Mastering the enrollment mindset  
2) Articulating our unique genius 
3) Perfecting the enrollment conversation 

My team and I tinkered, tested and tweaked our online profiling and 
assessment system. We’ve been talking to the right people, rocking 
the sales and enjoying the sweet relief that comes from consistent 
high-end sales… finally!   
 
Something else started to happen …. As soon as we began using 
online assessments in our own sales process, interest quickly 
spread. My colleagues, I learned, were grappling with the same 
challenges we were facing and they too wanted the same solution. 

Without intending to do so, we single-handedly shaped a new tool for personalizing your online 
marketing efforts, now referred to as Prospect Profiling. 

So with an eye on our mission to empower entrepreneurs to have a profitable business that allows 
them to do the work they love and be well paid for it, I made the decision to make the assessment 
software available to every coach, consultant, speaker, author and entrepreneur who was looking 
to find more clients and simplify the sales process.  We then founded what is known today as 
Smart Biz Quiz and it will change your business life. 

Now, you can benefit from this amazing software tool that will forever change the way you 
attract, engage and enroll your ideal clients. 

A Key for Higher Sales  
The reason assessments are such a powerful conversion tool is they bring prospects to a place of awareness 

about what’s not working and where they need help. With this 

information you, as the business owner, can then personalize your e-

communication - offering information and next steps based on where 

the prospect is and what they need. It’s like having key to their mind… 

telling you how to inspire them to say “YES” to your offer.  

When used at the front of the sales process as a powerful call to action 

(CTA), it engages them from the start and shines a light on exactly how 

you can help them get the results they want.  

Your assessment can also be used just prior to a one-on-one strategy 

session, enabling prospects to come to the call crystal clear about what’s not working and where they need 
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help from you. It can be used before a webinar, before a live event or simply to find out what those that are 

already on your list are wanting or in need of now. 

In short, there are countless ways to use an online assessment to attract, engage and enroll more high-end 

clients.  From featuring it on your website home page, to using it as an engagement tool prior to speaking 

to a group, to a weekly Facebook campaign, we offer more than 12 powerful placements that ensure 

broad-reaching exposure to the assessment.  

 

 

 

  

 

 

 

Everyone Wins with Prospect Profiling 
How does the prospect benefit? 
When prospects get a truthful picture of what’s working and what’s not…  
 

 They feel the pain and understand what’s causing it, making them more open to finding a solution.  

 They get a glimpse at your expertise and see where you can help them make the changes they 
desire. 

 They feel affirmed and understood, impressed that you care enough to learn about where they are 
and what they need. 

 They receive next steps that are relevant to where they are on their path and are inspired to want 
more from you. 

 
  

“I have used assessments in my business to convert contacts 

into clients for several years now.  What I have found is that 

people love to take quizzes and assessments because it is an 

easy way for them to determine if they are improving.  What 

I love about Smart Biz Quiz is the convenience.  It's easy to 

create and they do all the back-end work for of us technically 

challenged individuals." Michele Scism 
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What’s in it for you? 
 

Using an online assessment in your sales process…  
 

 Positions you as a credible trusted resource who can 
help them get what they want. 

 Gives you a profile of what they need so you can 
personalize your e-communication. 

 Helps streamline the enrollment process so you have a 

consistent flow of sales to your dream clients. 

 

 

What if I already use an open-ended survey? 
 

While there is certainly a place in the client intake process for open-ended surveys, they are not 

the best method for creating clarity and awareness of where the client needs to shift and grow. 

This is because when we ask open ended questions we are in many ways supporting the prospect 

to remain in “their story” as they share why things are the way they are.  In their often long and 

rambling answers, they offer up the same circumstances, reasons and excuses which have kept 

them where they are today. In short, open ended surveys often give rise to a long-winded 

justification as to why they are stuck.  

 

Instead, picture a process during which the prospect is asked to assess how they are doing in each 

area that impacts their ultimate success or failure. Imagine the power of a prospect “telling the 

truth” (often for the first time) as to where they are and how they are really doing. What results is 

a sense of clarity about why they are not experiencing the results they are looking for and what 

they need to do to create the shift they desire.  

 

What’s more, you will be able to get a clear picture of exactly where the prospect is from a 60-

second review of their assessment results. No lengthy answers to weed through and no 

misinterpretation of their situation.   

 

Finally, with a numerical assessment, you harness the power of technology, using “smart 

programming” to customize next step recommendations based on where the prospect is on their 

evolutionary path.  
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Checklist for Effective Assessments 
 

A truly effective assessment… 
 

 Is automated online so the process is convenient for both parties 
and provides instantaneous results. 

 Reflects the brand and culture of the expert offering the 
assessment. 

 Assesses a clearly defined topic that showcases the expert’s area 
of expertise. 

 Begins with an engaging welcome that clarifies who the 
assessment is for and inspires prospects to invest the time to 
complete it. 

 Takes no more than 6 minutes to complete. 

 Measures where the prospect is in smaller areas of transformation that are related to the 
overall subject being measured. 

 Measures how committed the prospect is to discovering their blocks, receiving guidance 
and investing in long term support. 

 Immediately delivers the results in a format that is easily understood by the prospect.  

 Affirms and acknowledges the areas in which the prospect is strong. 

 Pinpoints the areas in which the prospect needs to shift in order to experience the 
outcome they desire. 

“Before my online assessment I wasn’t having much success building my 

list from appearances on tele-summits. I’d put in the time and effort for 

very little in return. Now, with the online assessment Jane’s company 

built for me, I’ve turned my radio interviews and tele-summit trainings 

into fabulous list building and client engagement strategies! In just 8 

months I took my list from 4000 to 14,000 and sales consistently flow in. 

Thank you to Jane and her wonderful team for providing such a powerful 

tool for attracting and enrolling new clients!” Julie Renee Doering 
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 Provides complimentary next steps that are appropriate to where the prospect is and will 
help them make progress toward their ultimate goal.  

 Offers an incentive to invest in an appropriate next step that will support them in achieving 
their desired goal. 

 Extends an invitation for a one-on-one exploration only to those who are highly committed 
and ready to get support. 

 Builds the connection with periodic emails that deliver value and extend the invitation to 
get the support and guidance they need. 

 Is designed, built and maintained by an outsourced team of experts who are continually 
researching, enhancing and upgrading your assessment to more effectively inspire brand 
new leads to become happy, paying clients of your products and programs. 

 

 

 

 

 

 
 

Get Your Personalized Assessment Today 
 

With Smart Biz Quiz, you’ll… 

 Have a tool you can use in multiple ways to build attract 

ideal prospects and connect with them in a meaningful and 

powerful way. 

 Have a tool for weeding out those who are not ready to 

invest in getting support  

 Offer next steps based on where the prospect is and what 

they truly need  

 Come to enrollment conversations knowing their 

challenges, strengths and how you can help 

 Be able to integrate quiz results with your back office to 

build customized nurture campaigns 

 

 

Easy and Affordable 
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Have questions? Contact us at WeCare@smartbizquiz.com  

Learn more here: http://www.smartbizquiz.com  

Jane Deuber is a sought-after Business Strategist, international speaker and the leading authority on how 
to build a highly leveraged business. Armed with a Master’s in International Business, Jane started her first 
business in 1987 with just $5000 and a huge vision. She took that business to the multi-million dollar mark 
and sold it in 2000. Jane then went on to establish and grow 6 additional businesses. Two she sold and 
three she now operates with her husband from their home in Pebble Beach, California.   

Now on her 7th successful start-up, Jane helps business owners master the art of enrollment with her 
newest innovation The Smart Biz Quiz. This powerful tech tool transforms how experts are marketing on 
line enabling them to build meaningful and profitable relationships with the people on their list.    

Jane is also revolutionizing the way experts automate the delivery of their programs online through the 
Virtual Academy Builder. By combining state-of-the-art technology with time-tested engagement 
strategies, her team of course-design specialists helps you transform your genius into a high margin, low 
maintenance revenue stream you can leverage for life. 

While Jane’s career helping entrepreneurs become more profitable spans nearly three decades, her 
personal passions are family, supporting worthy causes, traveling internationally and spending time in 
nature with her husband Mario and yellow lab Boomer.  

mailto:WeCare@smartbizquiz.com
http://www.smartbizquiz.com/

