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Creating a 6-7 Figure Virtual Business 

This class is designed to assist you in creating a 6-7 Figure Virtual Business. Yes it is 
possible to do, you just have to re-think your plan.  

You watch your clients attain amazing revenue levels and yet you feel like you are stuck 
where you are. I felt the same until I spent 3 days in a Mastermind hosted by Daymond 
John from Shark Tank. I quickly realized that I had been playing small and it was 
possible to create a service based business that would produce those 6-7 figure 
revenues. 

Service Based Business Strategy: 

One of the key shifts for a "service based" business is looking for Strategic Business 
Partners not Joint Venture Partners. 

Why? 

Joint Venture Partners are typically looking for a return on promotion, meaning you 
are selling a class or program or live event and you pay them a % to help you 
promote. 

Strategic Business Partners are the ones who are your connectors. They know 
people and can connect you to them as a potential client. An example for a service 
based entrepreneur would be a Business Coach. They have clients that need your 
services and if you connect to them strategically you can gain some solid referrals. 

If you are using a Business Coach as a Strategic Business Partner here a few things 
that can really solidify the relationship: 

 Know what they coach, that way you can implement what the client has been told 
to do following their coaches direction. 

 ALWAYS, show gratitude to your Strategic Business Partner. A nice note card, 
flowers or gift card is a nice way to say thank you for the business. 

 Be sure to take great care of their client and you will find they refer you on a 
regular basis. 
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That is not saying using JV Partners is a bad idea, just keep in mind they want a return 
for promoting. Are you willing to give them a % of what the client pays you? 

As a service professional I prefer the Strategic Business Partners, they are more long 
term and generally bring stronger clients your way. If you know your ideal client then 
you need to figure out where they gather and who their leader is, then go there! If you 
do not know who your ideal client is then that needs to be your first step before any of 
this growth can happen consistently. 

Who is your ideal client? _____________________________________________ 

___________________________________________________________________ 

___________________________________________________________________ 

Where do they hang out or who are their coach(s)? _______________________ 

___________________________________________________________________ 

___________________________________________________________________ 

List 10 Strategic Business Partners you want to connect with: 

1. _______________________________________________________ 

2. _______________________________________________________ 

3. _______________________________________________________ 

4. _______________________________________________________ 

5. _______________________________________________________ 

6. _______________________________________________________ 

7. _______________________________________________________ 

8. _______________________________________________________ 

9. _______________________________________________________ 

10. _______________________________________________________ 
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Create a plan as to when and how you will reach out to these partners and put it on your 
calendar, otherwise it will never happen. Do not be discouraged on the "no's" they will 
happen, keep in mind you are getting closer to the one "yes" you really want. It is a 
numbers game, just don't give up. 

Leverage to Build 6-7 Figures 

Leverage is one of the quickest ways to begin to grow your structure in your business.  

lev·er·age 

ˈlev(ə)rij,ˈlēv(ə)rij/ 
 
verb 
verb: leverage; 3rd person present: leverages; past tense: leveraged; past 
participle:leveraged; gerund or present participle: leveraging 
 

1. use (something) to maximum advantage. 
"the organization needs to leverage its key resources" 

 

Leverage can show up in different ways: 

 Asking for client referrals 

 Building a solid group of Strategic Business Partners 

 Attending live conferences (largest exposure to connect) 

Identify 10 sources you can leverage your business with: 

1. ____________________________________________________ 

2. ____________________________________________________ 

3. ____________________________________________________ 

4. ____________________________________________________ 

5. ____________________________________________________ 
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6. ____________________________________________________ 

7. ____________________________________________________ 

8. ____________________________________________________ 

9. ____________________________________________________ 

10. ____________________________________________________ 

Identify which previous or current clients you can ask for referrals from: 

1. ____________________________________________________ 

2. ____________________________________________________ 

3. ____________________________________________________ 

4. ____________________________________________________ 

5. ____________________________________________________ 

6. ____________________________________________________ 

7. ____________________________________________________ 

8. ____________________________________________________ 

9. ____________________________________________________ 

10. ____________________________________________________ 
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Create The Plan: 

As I sat in the Mastermind 3 Day with Daymond John's Academy and listened I realized 
I was playing it small. Time to up my game! By the end of day 2 I saw the business 
could hit $1.5 million in 2.5 years or less, depending on how aggressive I wanted to 
play. So what I am sharing today is "The Plan" I laid out that day. 

How can you possibly take a Virtual Support Business to a 6 Figure revenue? If you are 
one person with 24 hours to each day and 7 days a week. 

Simple, you do not do it alone! You create a plan for your ideal revenue and build a 
team that can task some of the tasks/projects while you manage them. 

Here is what I came up with that day: 

 

Owner/Integrity Virtual Services + Team to Support Clients + 

Create a Retainer Package 
Value $3,000/MO 

   = 
Total clients year #1 Revenue Year #1 

         14    $504,000.00 

 

Total clients year #2 Revenue Year #2 
          28                         $1,008,000.00 

 

Total clients 2.5 Yrs Revenue at 2.5 years 

           41                          $1,476,000.00 
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Now it is your turn to figure out your numbers: 

 

Owner/________________ + Team to Support Clients + 

Create a Retainer Package 
Value $__________/MO 

   = 
Total clients year #1 Revenue Year #1 
         ____    $_____________ 

 

Total clients year #2 Revenue Year #2 
            ____                        $_______________ 

 

   Total clients 2.5 Yrs Revenue at 2.5 years 

             ____                          $________________ 
 

 

Now this is a pretty aggressive way to go, you can obviously gage it a little slower if you 
want to, this is your plan my goal is to show you what is possible. 

You are not doing the work for all the clients, as that is virtually impossible since you are 
one person with only 24 hours a day and 7 days a week to accomplish everything in, so 
you need to build a team.   

Billing, I have my clients on a pre-paid basis, they pay the 1st of the month for services. 
I also offer recurring payments that they love, they get an extra hour if they do the 
recurring payments as we do not have to bill them so we wanted to say thank you by 
giving them a bonus to say yes. 90% of my clients signed up right away.
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Building Your Team: 

The next step once you have your plan is to build your team. Yes, this is one of the 
most challenging parts of this growth because you are trusting in others to make things 
happen, just like your clients are trusting you to make things happen. 

In building a team you need to be selective in who you bring on and not be afraid to cut 
them loose if they do not perform. Here are some key things to look for with your team: 

 Do they communicate well? 

 Is their business a hobby or a business? 

 How long have then been doing virtual support? 

 Do they have a website you can look at? 

 What is their specialty? 

 Are they certified in any of the tools (InfusionSoft, OntraPort, etc.)? 

 Are their testimonial's on their website? 

 What is their attitude when you talk to them? 

 Do they fumble around during the conversation? 

 How many hours would they have available? 

 

You need to determine how much you will be paying each team member. For example if 
your client is paying you $40.00 an hour then you might pay the team member $25-$30 
an hour to do the work. Don't be cheap with your team if you want loyalty. Paying them 
$10-$15 an hour will result in them not being as available to you. 

Your tech team members will be paid more than your VA team members. You may have 
a transcriber or web designer on the team and you can price out packages for them 
separate from the monthly retainer. 
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Team members you might want to add to your team: 

 VA (1 or 2) 

 Copywriter 

 Web Designer 

 Graphic Designer 

 Transcriber 

 Shopping cart expert 

 InfusionSoft or OntraPort person 

 Customer service 

 Marketing Expert 

 Social Media Expert 

 Product Development 

 Audio/Video editing 

 and there are more... 

Managing your team 

You want the team to be in contact with you not the client. You should be the one 
talking directly to the client, unless the client requests the team member be on there 
with you. An example would be for a website, graphics or copywriting. 

Have your team submit hours at least 3 days before you invoice so you can track hours. 
Be sure to pay out your team on the day you agree on, do not push them off. This is 
part of the reason I did pre-paid for my clients so the money is in the account to pay the 
team at the end of each month with no delays. It is about creating loyalty to you! 
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Do not micro-manage the team! Give them their assignments and deadlines, be really 
clear about them and then follow-up as you get close to the due date. I am sure you do 
not like it when a client micro-manages you and your time, don't do it to your team. 

Know that your team has their own businesses and most likely will keep running their 
current clients (I sure would). Be sure to discuss the following before having them join 
the team: 

 Hourly 

 Expectations 

 Pay Day 

 Non-Compete (ask they do not solicit the clients you bring in, most will agree, if 
they do not then...NEXT) 

 They must sign a W9 before you pay them out 

 Hours available 

 Best form of communication, be sure you have a way to get them quickly (Skype, 
FaceBook, texting, etc.) just in case 

If the team member does not perform and is constantly dropping the ball, let them go! I 
had a few people come on board, take tasks and wait 3-7 days to say they can't handle 
it. Release them and find the right person for you. 

 

The key to this is to create a plan and take action! If you are interested in doing some 
strategy sessions regarding any of today's content please email me at  

Robin@integrityvaservices.com 

To set up a time to chat. 

 

You can do this! 


