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A fast-track system for turning your intellectual property into  
a revenue centre in two weeks or less

IP to Profit

The L.E.A.P. to Ethical Business Growth Series - Part 2 
by Martin Stellar 

The world’s #1 Authority on Ethical Selling
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Business...  
but not as  
usual
By the time Spain went into lockdown, I noticed a disturbing 
trend: all kinds of professionals - speakers, trainers, coaches, 
consultants - suddenly saw their engagements cancelled, 
their sales plummet, and their revenue too.  

Almost overnight, everything changed - except for one thing:  

People still need you. Problem is, what used to work no longer 
does, or not in the same way.  

Which puts the onus on us to figure out what our people still  

need, how badly they need it, and how to present an offer that 
your buyers will pick up, even (or especially) now.  

The IP to Profit system gives you a roadmap - a recipe, if you 

will - to help you find out exactly what your current and 
previous customers need, and how to offer it in such a way 
that you know they’ll buy it.This PDF gives you an introduction 
to the system, but if you want to learn each step, go here to 
watch a training video...  

Meanwhile, let’s get stuck in.  
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When suddenly things change, and VUCA (Volatility, 
Unpredictability, Complexity & Ambiguity) shoots up the way it 
recently did, your reaction might be to scramble and start 
firing off messages left and right - but the risk with that is that 
you might burn through a lot of time before you land your next 
client.  

Instead, consider going back to first principles, and use a 
system. In business, the first principle is “What problem can 
you solve that people want to pay you for”? So the IP to Profit 
system starts there, by gathering data on actual needs.  

It takes you through 3 stages, with three steps each - all 
carefully designed to make strategic decisions based on that  

data, leading you an offer people want, and a setup that 
enables you to iterate and optimise. In a nutshell, this is how 
the system works:  

First, you ask. Then, you make. Finally, you sell.  

 

About the  
IP to Profit 
System
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Stage 1: 
Segment & 
Survey
To get our offer, our promise and our price right, we need to 
get clarity on our customer intelligence.  

So we need to survey our current & past customers, to see 
which segments of buyers we have in our database. And very 
importantly, for each segment, to figure out:  

Step 1: Why you, why now?  
Two parts there: First, what’s your USP, your differentiator - 
why do people do business with you, and not your 
competitor? Why do people give you money? Secondly: what 
do people need right now? What’s the urgent, painful problem 
they want you to solve, right now?  

Step 2: Develop solution model  
Here, we use the data we gathered in the survey, to create a 
theory as to the solution they need. We’re not going to build 
the actual solution yet - only the model. With that, we go back 
to our people and:  

Step 3: Feedback & pre-sell  
“My research shows that this solution might solve your 
problem. If I build it, would you buy it? Should anything be 
changed or added? Does this price point work for you? Do you 
want to lock in a pre-development discount?” Very often, since 
your solutions model is based on research data and actual, 
current needs, you’ll be able to enroll people before you even 
develop the actual product.  
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Stage 2: 
Extract & 
Design
Here, we’re going to ‘squeeze the orange’, meaning we get our 
‘genius’ out of our head, and onto paper - and then we convert 
it into an offer people want.  

Step 4: Extract IP  
I really like Matt Church’s Pink Sheet method, but you can 
base your offer on materials you may already have, such as 
books, trainings, seminars, workshops or keynotes.  

Whatever you do though: make sure you squeeze the orange 
for narrow solutions, to specific and costly problems.  

Now is not the time to be a generalist!  

Step 5: IP into offer  
What kind of offer might work for your people? What 
problems did you identify? What’s the cost of the problem if 
they don’t solve it? How much of a now-problem is it, and: 
What outcome can you promise that makes the offer 
irresistible?  

Step 6: Package & price  
How should your offer be presented?With which price, in what 
format, and very important: Are you basing the promise, 
package, and price on the data you gathered in your survey?  
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Stage 3:  
Show up & 
Sell
If people didn’t pre-buy in the feedback campaign (Step 3), 
this is your time to shine. But, not before you set up some 
structure around the business end.  

Step 7: Strategy  
Planning, setting up measurement, questions about strategy 
and positioning your offer: before you go out and show your 
solution, you’ll want to do some preparation.  

The worst thing you could do is campaign and not be able to 
measure results. So take some time to set up the business 
end of things.  

Step 8: Creative & outreach  
Prepare copy, slide decks, scripts, social media campaigns 
and email sequences: script your campaign in detail so you’ll 
never have to guess of fumble.  

That doesn’t mean you should read from scripts - instead, 
you’ll want to have the messaging and script content 
internalised, so that you’ll know exactly what to ask and say, 
without ever having to look at a script. Like an actor, who 
studied his lines...  
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Step 9: Analyse, iterate, optimise  
You’ve done research, tested your solutions model, you’ve 
built and gone out and offered your solution. Next up, analyse 
your results.  

Who picked up your offer? Why, or why not?What’s the buy 
blocker, and can you remove it?  

Next, iterate: What can you improve about your price, 
packaging, segmentation? Should you adjust your promise or 
value proposition?  

Improve your messaging or run A/B tests?  

Finally, make intelligent strategic adjustments, and re-connect 
with your audience.  

Or, indeed, cast a wider net and see if there are similar 
audiences who want your offer, in which case: back to step 
1...  

To see the entire IP to Profit system training, click this link for 
a recording.  

After that, let me know if you want to talk about joining the IP 
to Profit implementation programme, or about having me 
implement the system fully for you.  
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Next steps… 

Get hands-on with the IP to Profit System 
Coaches, consultants, trainers, speakers, entrepreneurs… 

If you too feel that you ought te sell more than you do, and 
you want to put this system to use, there’s two options to 
choose from:  

1: Get yourself a 1-hour in-depth training, explaining exactly 
how to go through the nine steps in the system.  

More information here: https://gumroad.com/l/AAKEu 

2: Or, if you’ve watched the training and surveyed your 
people and you want to get personal help in developing your 
new revenue centre, you can book a Jumpstart Session.  

We’ll take three hours to analyse your results, extract your IP, 
convert it into an offer, and create packages, scripts, and 
copy that you can use the same day to enroll your buyers. 

To set up a 20-minute Zoom call to see if a Jumpstart 
Session would be useful to you, schedule a time here.

 

https://gumroad.com/l/AAKEu
https://app.acuityscheduling.com/schedule.php?owner=11652475&appointmentType=15027178
https://gumroad.com/l/AAKEu
https://app.acuityscheduling.com/schedule.php?owner=11652475&appointmentType=15027178
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Martin is a coach and consultant for ethical selling & business 
growth, recognised by business leaders across the globe as 
the #1 authority on ethical selling. 

An ex-monk and former copywriter, he works with purpose-
driven coaches, consultants and entrepreneurs – people who 
are committed to doing good, impactful work – so that they 
earn more money, reach more people, and enjoy a fun and 
lucrative business. 

To him, being in business is an art and an act of service – and 
his unique values-first approach enables ‘good-egg 
entrepreneurs’ – people who operate with integrity and ethics 
– to grow their business and still sleep at night. 

He lives in Spain with a cat named Funky, a few guitars, a big 
smile, and an iPad on which he draws illustrations and 
cartoons. 

Get in touch if you want help growing your business without 
sacrificing your values… 

Site: martinstellar.com  
Contact: hello@martinstellar.com

About the  
Author 
“I help nice people sell more” 

http://martinstellar.com
mailto:hello@martinstellar.com
http://martinstellar.com
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