
The Club Maximus Ambassadors Club: The Community Magazine Starter Kit 

http://www.craftystudios.co.uk/ambassador-starter-kit


Welcome my friend, 

You are now part owner/part ambassador in your community magazine.  

The magazine will not only bring your community together, but it will also  

give you the opportunity to earn a decent living from serving your community. 

What lies within these pages is a typical journey for all Club Maximus 

Ambassadors. I have broken the process down into easy to manage sections.  

However every ambassadors is different and has different needs so don’t feel 

like you’re stuck in a rigid structure, if you want help, simply get in touch… 

Our new magazine is called Great News and It’ll be waiting for you at the end 

of your 30 day journey. Learn about the process, what it is we’re offering our 

advertisers and let’s have some fun... 

Paul Cardall 

(Founder and smart arse) 



TO PROMOTE THE MAGAZINE LOCALLY 

1000 Door Drop Leaflets & 5 Shop Window Posters 

Promote the Crafty Lifestyle Community Magazine where your clients are… 

Promotional Postcards 

200 postcards, leave around the community to promote our content.  

Crafty Lifestyle Community Magazine (Digital)        

A shared community magazine. I create the magazine and its content, you 

find local businesses to advertise within the magazine, we share the ad-

revenue. 

TO ATTRACT ADVERTISERS 

1000 ‘Introductory Offer’ Leaflets 

Foot in the Door Leaflets. Ambassadors leave these with local businesses 

offering our unique marketing opportunity. 

Crafty Real-estate 

These web page makes it super easy for businesses to signup to advertise 

with us, you share in the ad-revenue. 

Welcome To Club Maximus,  

Components of your starter kit: 

 

eGuide 

The Ambassadors Starter Kit 

Client Tracker, Checklist, eGuides & Mind Map  

 

Crafty Real-estate 

comprising Landing Page, Squeeze Page, Blog 

 

Marketing Materials 

Lealflets/Post Cards/Posters 

 

Share In Local Digital Magazine Ad-revenue 

http://www.craftystudios.co.uk/ambassador-starter-kit


The Crafty Studios Group is a growing business with many exciting ongoing projects. Club Maximus is just one such 

project.  I need partners who crave success. You are and will be your own boss. You need to be honest and self 

motivated. This is a special opportunity and should not be treated lightly.  

I need a genuine commitment from you that will match mine. I’ve already done most of the hard work, the magazine is 

ready to roll and the infrastructure is in place too. Typically, when someone starts a community magazine, they don’t 

actually have a product to show their potential clients, so when they approach a business with a marketing proposal, the 

business owner has nothing tangible with which to put his faith in and is reluctant to part with their hard earned cash.   

That is not the case with Great News, Great News has history, a printed version is available, a digital one too. The 

supporting web site is live and its content has been viewed approximately 50,000 times a month, so when approaching 

your first potential clients, you’ll have confidence in the service you’re going to be offering the business owner.  

Every new business you get to join, makes signing up the next business, progressively easier. 

Within this Ambassador Stater Kit you will find everything you need to get started, Welcome to the wonderful world of 

being a part-owner in my publishing business. 

All successful businesses rely on hard work and a proven business model. In this case you provide the hard work at local 

level and I provide production skills, expertise and a proven marketing model. You really do reap what you sow and time 

and effort spent at the launch of your business will pay dividends later on. 

The time scales for starting your magazine can vary greatly but I would suggest that four to six weeks from joining me to 

getting your first edition out is easily achievable. This could be the start of a very profitable business … 

Paul Cardall 

Crafty Studios 



Week One:  Know Thyself 

 

Day 1: Figure out what you’re selling and who you’re selling it to 

Day 2: Get started on your strategy 

Day 3: Establish your business location: Home Sweet Home 

Day 4: Figure out how much money you will need to get started 

Day 5: Do your market research 

Day 6: Start ‘Business Planning’, not the ‘Business Plan’ 

Day 7: Make it legal 

 

Week Two: Get The Ball Rolling 

 

Days 1 to 7: Get The Ball Rolling (Collecting potential clients details) 

Week Three:  Pitch Perfect 

 

Day 1: Write a one page pitch 

Day 2: Work on your business plan 

Day 3: What’s In It for the client 

Day 4/5 : Establish Your online presense 

Day 6: Be every where your clients are  

Day 7: Holla: (We connect)  

 

Week Four:  The Big Push 

 

Let’s Keep The Ball Rolling 

 



Week 1: Know Thyself 

Learn about the business you’re about to enter into: What are 

we offering our clients and why they should advertise with us. 

 

Day 1: Figure out what you’re selling and who you’re selling it to 

Day 2: Get started on your strategy 

Day 3: Establish your business location: Home Sweet Home 

Day 4: Figure out how much money you will need to get started 

Day 5: Do your market research 

Day 6: Start ‘Business Planning’, not the ‘Business Plan’ 

Day 7: Make it legal 

TELL ME ABOUT YOU 

Your name  

Your current address  

Your telephone number 

(Home & Mobile) 

Your email address  

Are you currently employed ? 

(if so, as what)   

Will you be starting full time 

or part time ?  

Do you have any sales 

experience ?  

Have you ever run your own 

business ?  ETC 

 

 

http://www.craftystudios.co.uk/

ambassador-starter-kit/holla 

http://www.craftystudios.co.uk/ambassador-starter-kit/holla
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Day 1: Figure out what you’re selling and who you’re selling it to. 
 
You are a link between local business owners and their desired audience and you’re selling a unique 
marketing package, you should know what it is you’re offering. 

 
For only £45/month, you’re going to provide your clients with:  
 
1. A Magazine Page:  
A full-page advert within our magazine for their business, product or service  
 
2. Crafty Real-Estate:  
A shared website, offering unlimited pages, HD multimedia, and social sharing 
built-in.  The perfect markteting tool. 
 
3. A Landing Page  
This is a special page, dedicated to one thing, the sale, cha-ching. 

Magazine Page 

Web Space 

Landing Page Other community magazines sell ‘static’ advertising space, we offer a 

complete dynamic marketing package (for less £) that’s our USP. 



Understand Our USP 
 
Our “Unique Selling Proposition” (USP) defines what makes us unique. You will need a USP if you’re going to start 

directly “selling your business” to potential clients. 

As you have done throughout the planning and startup process, consider analysing your competitors and other 

companies. How are they selling themselves? How do they portray themselves? What do they say makes them 

unique? If you’re not sure, take a look at their advertising and marketing messages. This is generally where you’ll 

find the USP or variations of it. 

Don’t just analyse what they sell, analyse what they say they sell. 

Put yourself in our clients shoes. What do they want? What do they value? What are the benefits of our product or 

of choosing to work with us rather than a competitor.. 

Effective marketing requires you to be an 
amateur psychologist. You need to know 
what drives and motivates our clients. 



Day 2: Get started on your strategy 
 
Let’s be clear: This is NOT the overall business strategy that will dictate what you do for the next five years, but an 

outline of the things you are going to focus on, what your mission is, what your vision is, what you’re going to do, and 

what you’re not going to do. 

You will need to tie your strategy in with your own personal values so that you don’t lose interest over time.  

Figure out what you will do and what you won’t do. Who will you serve? Who won’t you serve? How will you grow?  

Your “strategy” is really meant to focus your idea so that you don’t swing off in a different direction and lose yourself 

in the process, it’s like map, it gets you from point A to point B. 

Lay it out from the start and you’ll find it easier to plan and 

harder to put things on hold.  

 

Every Club Maximus Ambassador is going to create their 

own strategy plan and every strategy plan will be different.  

If you’re a creative person, try creating a mind-map of your 

strategy instead. Getting a visual picture of what you’re 

planning is a powerful tool you can utilise. 

http://www.craftystudios.co.uk/

ambassador-starter-kit/mind-

map 

http://www.craftystudios.co.uk/ambassador-starter-kit/mind-map


Day 3: Establish your business location:  

 

         Home Sweet Home Office 

The business location you choose has to be 

appropriate to your business and your business 

strategy.  

You’ll most likely be running your community 

magazine from home. You’ll need the internet 

and a dedicated phone (maybe a mobile). 

As you think about the type of space and 

amount of space you need to get started, be 

realistic. If you’re not going to have employees 

and you’re not going to see clients at your 

home/office, you’re still going to be working 

from this space, so make it ‘your’ space.  

 

Personally, I have a tiny home office, its just a 

box room, desk and dedicated laptop. 

Just a stock photo, and not my office, I should be so lucky to be this tidy 



Day 4: Figure out how much money you will need to get started 
 

If you’re working from home and not seeing clients, you may find 

your startup costs are almost zero. You’ll need stationary, marketing 

materials, a computer and phone and you’re good to go. 

Since most (if not all) of the businesses you’ll approach are local to 
you, maybe some travel costs if you’re not up to doing the rounds on 
foot. All of my first advertisers were locaI, so I visited them on foot 
and therefore had zero travel costs.  

Create a budget, cashflow and forecast for your business. 

Over time, you’re going to be making a lot of money, so it makes sense to know how to manage your business 

financials. Research business finance, budgets, cashflow and forecast for your business. Keep you accounts 

clean and simple. 

In the early stages of starting your community magazine, you’ll be keeping expenses to a minimum, as you 

slowly find your feet. Having a financial plan in place will help you decide when the time is right to spend money 

to make money. 

Click for free accounting 

advice (Templates too) 

http://www.craftystudios.co.uk/

ambassador-starter-kit/money-

matters 

Ambassadors are responsibility for keeping their own accounts. Should you need help, let me know... 

https://www.businessaccountingbasics.co.uk/


Day 5: Do your market research 
 
Market research is important because it will help you figure out whether or not there is demand for the service 

you’re offering or the product you’re selling (ALL businesses need to advertise). It will also help you when it comes 

time to write your business plan or make important decisions. 

There are a number of ways you can go about gathering this information: 

 Week Two will see you researching your potential clients—For now, just get the lie-of-the-land, see who is 

operating in your location, search for statistics about your home town (wikipedia is your friend), find out who 

is selling something similar to you, what they’re doing and how they’re doing it. Are they doing well? Don’t 

spend too much time researching the competition, they won’t be competition for long. We’re created 

something unique that’ll blow the competition out of the water. 

 Go virtual shopping—do both online and offline shopping or “research.” See what people are paying and how 

they’re rating products and services from local providers (potential clients). Advertising in community 

magazines isn’t as expensive as advertising in a national magazine, however, its still not cheap. Research how 

much your local competition are charging and for what.  Then consider what we are offering ‘our’ clients and 

all for only £45/month. 

 Talk to people—including customers of your potential clients. 



Day 6: Start “business planning” not the “business plan” 
 

The point of planning is to give yourself a sense of direction. A plan itself before you’ve started out is useless,  

but the act of planning before you start is essential. 

A few things you should consider at this stage include: 

 Your identity as a business 

 Your market and the needs of the people within it 

 The steps you need to take and when to take them 

 Startup costs 

 Financial statements: A sales forecast, an expense budget etc 

“Psssst,  hey, look over here.  Hate long-form business plans, 

yeah, me to, check out this One Page Business Plan.” 

Click eBook to Download 

5 - Plan Your Business   

http://www.craftystudios.co.uk/ambassador-starter-kit/category/5-plan-your-business
blog-url://ambassador-starter-kit/category/5-plan-your-business


Day 7: Make it legal 
 

You are responsible for your business. The moment you start earning from your community magazine 

involvement, you’ll have certain legal responsibilities. It is YOUR responsibility to ensure you’re operating legally.   

You are responsible for ensuring you’ve registered with the correct authorities. If this is your first business, I’d 

suggest looking for local business courses. These are usually free and are an invaluable resource, both for learning 

and as a place to find new clients. 

Educate yourself - Protect Yourself 

https://www.gov.uk/set-up-business


Week Two: 

Days 1 to 7: Get The Ball Rolling (Collecting potential client details) 

Every day this week you’re going to be adding local business details to your 

‘Client Tracker’ spreadsheet (first sheet), ahead of pitching to them. 

 

Week Two: A Just For Fun Assignment:  

At the end of each day, add up the total of all the businesses you’ve added  

to your ‘Client Tracker spreadsheet and multiply that number by £240.   

What figure did you get?  If you signed all the businesses you listed, that figure would be your annual income from your 

community magazine.  

i.e  if you signed up 150 local businesses within your first year of business, you’d multiply 150 by £240 (£240 is the 

value of each client over 12 months (£20 being you’re monthly commission per client) = 150 x £240 = £36000 Annual 

Income, booom 

http://www.craftystudios.co.uk/

ambassador-starter-kit/

category/2-tracking-clients 

http://www.craftystudios.co.uk/ambassador-starter-kit/category/2-tracking-clients
http://www.craftystudios.co.uk/ambassador-starter-kit/category/2-tracking-clients


Week 2: Get the ball rolling   (This is a week long assignment and perhaps the most important) 

 

Week two is the first step toward actualising your business. In this second week, you’re going to 
focus on client research.  
 
In week one, you researched the business you’re entering into. In week two, you’re going to research businesses in 
your local community. These businesses are going to provide you with your income, so knowing your client base is 
of the upmost importance. 
 
With the internet you can do this research without even leaving your home. Personally I use Thomson Local as a 
starting point 
 
Day 1 to 7: Download our Client Tracker spreadsheet here and start compiling a list of all the businesses in your 
location (first sheet only). The more businesses you add to this spreadsheet, the more marketing opportunities 
you’ll have further down the line. 
 
You don’t have to approach anyone at this point, this is simply a fact-finding mission. 

End of Week task:  

Upload your spreadsheet file here, I’ll take this file and start compiling your Community Magazine. 

http://www.craftystudios.co.uk/ambassador-starter-kit/category/2-tracking-clients


Week Three: 

Day 1: Write a one page pitch 

Day 2: Work on your business plan 

Day 3: What’s In It For The Client  

Day 4/5: Establish an online presence 

Day 6: Be Everywhere you clients are 

Day 7: We Connect 

Week 3: Pitch Perfect 

 

Spend the next week working on your pitch, your business plan 

and on researching your marketing offer.   

Don’t stress about it, just use this week to focus your thoughts 

and bring everything you thought about and learned in week 

one and two together. 

 

When you approach a potential advertiser, you’re going to need 

to know everything about the service we’re offering, it’s costs 

and most importantly, it’s benefits to the client. 



Day 1: Write a one page pitch 

 
In week two, I had you create a list of all the businesses in your location. It’s time to prepare what you’re going to 

say to them when you meet.  Consider your one page pitch.  It’s very similar to an elevator pitch in that it will lay 

out your business strategy in a format that is easy to digest. You should be able to explain to a potential client, 1. 

What you offer 2. Why they need it. 

A one page-pitch is like a business plan, only It’s also 100x faster to write, easy to change and has a number of 

other benefits including making client lives so much easier, because you’ll condense the benefits of our service into 

an easily digestible dialog. 

If nothing else, writing a one page pitch is a good way to familarise yourself with what we’re offering the clients, 

and distill your offer down to its essence. So writing down your pitch, is as much for your benefit as it is for the 

clients.  

 

The one page pitch is not a replacement for a formal marketing plan, but a good way to distil your ideas and to play 

with those ideas so when it comes time to ‘sell’ the service, you’re an actor who knows all of their lines off by 

heart. 

You might not need a full day to write one (I wrote mine in 30 minutes) but you can use it as an outline or as the 

backbone of a full business plan and continue plotting what you might need to build out, research, or work on. 

 

Learn about what we’re offering, then practise how you’re going to pitch it to your local business owners. 

http://www.craftystudios.co.uk/

ambassador-starter-kit/

category/4-pitch-perfect 



Day 2: Work on your business plan 

 
In week one we said, “start planning your business and not writing your business plan.” That’s because so many 

people think that a precursor to starting a business is writing out a long, formal business plan (that in all likelihood 

you’ll never use). 

This is the last thing you want to do. The business plan should always be considered a live document. The plan you 

start with may well be different in a year, as your business changes, as the economy changes, and as your demands 

change. 

Creating a business plan is more a tool for you than for someone else.  Furthermore, this is the place for you to 

collate your findings, your assumptions and your goals. You are very likely to change it, but to start with, it will bring 

all those things together and give you a picture of your business. 

Try to spend no more than a day writing your plan. You’ll come back and change  

it from time to time, so it doesn’t have to be perfect in anyway. It’s a ‘living’  

document after-all—so expect to revisit it for updating as and when needed. 

Free eBook: It’s not my place to tell you to create a long-form business plan, although making 

one might be helpful, certainly as your business grows. Me, I’m sticking with the One Page variety. 

Click to Download 

http://www.craftystudios.co.uk/

ambassador-starter-kit/

category/5-plan-your-business 

http://www.craftystudios.co.uk/ambassador-starter-kit/category/5-plan-your-business


WHAT THEY GET, NOW! 

02  LANDING PAGE 

In digital marketing, a landing page is a standalone web 

page, created specifically for the purposes of a marketing 

or advertising campaign.   It’s where a potential customer  

‘lands’ when they have followed a CTA elsewhere. 

01  MAGAZINE PAGE 

The ‘Magic’ ingredient - A whole page within our digital 

magazine. 

 

This page acts like the Top of Your Clients Sales Funnel, 

feeding readers to their Landing Page. 

They might use their magazine page to  sell a product, 

offer a service or to promote their business or an event, 

adding a Call to Action link to take customers to the next 

step, a possible sale, cha-ching. 

03  CRAFTY REAL ESTATE 

A wonderful plot of virtual real estate (includes  

unlimited posts, multi-media capabilities (add 

audio and HD video), social-media sharing built in 

and the ability to add customer capture forms. 

Day 3: What’s In It For The Client 

Get familiar with what we’re offering your clients.  

WHAT WE UPSELL, LATER ! 

1 PAGE WITHIN PRINTED MAG 

2 LEAFLET/POSTCARD CAMPAIGNS 

3 BUSINESS CATALOGUES 

4 More …. 

Club Maximus Partner Benefits 

Check out an over-view of what clients get 

http://www.craftystudios.co.uk/

ambassador-starter-kit/client-benefits 
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Day 4/5: Establish Your Online Presence 
 

Your online presence is important. In fact, not having one today is almost unheard of.  Even if you’re not taking 

business online, you should make it easy for people to find you. 

The biggest mistake you can make is thinking that you do not exist online if you have not created your brand 

presence. People will review you, people will talk about you on social media sites and people will write about you.  

If you’re not staying on top of these areas, you are not controlling the conversation. 

I’d suggest you allocate two days to this step simply because I know how much time it can take to get set up. 

 

As a Club Maximus Ambassador, you’ll be given your very own Crafty Real Estate (web space). This will consist of a 

landing page (where you send your potential clients to sign up), a shared squeeze page (for those potential clients 

who aren’t yet ready or prepared to sign up) and a blog (for marketing etc). 

I have created an eGuides that will help you utilise these resources and help you build your web presence. Please 

download them now, and spend days 4 and 5 getting to know your web space. 

http://www.craftystudios.co.uk/

ambassador-starter-kit/establish-

an-online-presence 

http://www.craftystudios.co.uk/ambassador-starter-kit/crafty-real-estate


I’m not a fan of Facebook, but I know I need to be where my clients (and my clients ‘customers’) are and 

therefore I’m everywhere they are (with a few exceptions). 

So, you will also require a presence on other social media sites, such as Pinterest, Twitter and a Facebook Fan 

Page and Facebook Group for your community magazine. Start creating your web presense today, you’ll be using 

it later to communicate with your audience.  

Day 6: Be Everywhere your clients are... 

https://www.pinterest.co.uk 

https://twitter.com  

https://www.youtube.co.uk 

https://www.ebay.co.uk 

https://plus.google.com 

https://en-gb.facebook.com 

https://www.linkedin.com  

Free eGuide coming soon... 



Day 7: Holla—We Connect 

It’s been three weeks since you joined me and you’ll hopefully have a better understanding of what it is we’re 

offering our clients -  and that it is head and shoulders above the offerings of any other community magazine.  

We’ve combined online and offline marketing elements, that when used together, compliment each other. 

Before we start Week Four, I want you to contact me, call me, email me, grab me on Facebook messenger. Just 

connect with me. Week four will see you hitting the streets, doing meet and greets and basically connecting with 

your local business community. 

I’d like to ensure we’re on the same page. I remember my first day cold calling local businesses and as an extreme 

introvert, I was very nervous and unsure of what to say. Still, I sucked it up, and greeted each business owner/

manager like I was meeting up with an old friend. By the end of the day, I’d networked with 10 businesses and got 

my first ever client - and it was only my first day networking.  

I want you to have success. I want you to be as passionate about creating the ultimate community magazine as I 

am.  Together we can give our respective communties a magazine to be proud of. 

Let’s get this party started, onto Week Four. 

https://www.facebook.com/Mr.Paul.Cardall


Week 4: THE BIG PUSH  

Guess what you’re doing this week (and beyond !) That’s right, you’re going to work your way 

through that extensive list of businesses you compiled in week two and visit each and every one  

of them, introducing yourself and leaving behind our ‘Foot In the Door’ Introductory Leaflet.  

I am commited to ensuring that we are able to run a profitable and fun partnership and I will endeavour to do 

everything in my power to make that a reality.  

All I ask from you is a level of committment in both time and effort that will give your business the best chance of 

success. We are, as you well know, sailing in pretty choppy economic waters at the moment but the basic fact still 

remains, businesses who want to grow simply have to advertise.  

If you can start and successfully run your magazine now, you will reap huge rewards later and for decades to 

come! Throughout this whole process you will be able to rely on me for pretty much everything except your effort 

and local knowledge ...  



You and me will work together to provide your community with it’s magazine, and over time, all local businesses 

will come to see that you’re in this for the long-term and see you as a valueable marketing asset.  

 

Week Four and beyond… 

We make our own future, lets work together to make one worth the effort. 



Week 4 - Every Day This Week : THE BIG PUSH  

 

Remember all those business details you collected in Week Two! We’re now going to make first contact. You’re going 

to select those nearest to you and introduce yourself and the new magazine you’re bringing to the community. 

 

This is an important approach because it’s a foot in the door. From my research, most typical community magazine 

owners are like the proverbial bull in a china shop, rushing straight in with the sales pitch and when they get knocked 

back, have a difficult time getting that second approach to secure a deal. 

That’s not a problem we encounter here at Club Maximus.  

 

Our leaflets are designed to boil everything we offer down into an easy to understand package. Most businesses 

won’t sign up as advertisers straight away, they’ll need to see that you are committed and are going to be around for 

the duration.  If the business owner is savy, they’ll see the benefits straight away and sign up (cha-ching), however 

most business owners will probably take some time to get on board, and that’s ok, because in the mean time, you’re 

establishing yourself around your community. 

 

Just remember, you don’t need to hard-sell to these businesses, you’ll only put them off if you try that approach.  

Instead, just let them know you have a magazine, that our content is viewed approximately 50,000 a month and that 

we’ll be around should they want to market to our audience. 



In week one: You investigated 

‘Starting A Community Magazine 

Business’.   

 

In week two: You collected 

details of your potential clients, 

compiling a list of local business that you 

will eventually convert into ‘paying clients’.  

 

In week three: You researched what it is we 

(you and I) are offering our clients. In week 

three, you would have also spent at least a 

few days building you own web presence. 

 

And finally... 

 

Week four and beyond… 

 

Converting those businesses into clients 

and building our client base.   

 

Ambassador - A3 RoadMap: Where Are We! 

http://www.craftystudios.co.uk/

ambassador-starter-kit/the-big-push 

http://www.craftystudios.co.uk/ambassador-starter-kit/ambassador-road-map


 Creating a Google Local listing so that you’re literally on the map. 

 Registering with or listing your business in online directories like Yelp.  

A Google search should help you figure this out. Try searching for your 

competitors as well to see where they’ve listed their business. 

 Setting up profiles on social media websites. 

Spend some time also thinking about how you’re going to manage your online presence going forward. Your 

website will be a marketing tool, regardless of whether or not it’s used simply to convey information, or to build 

your brand. 

 Advertising and promoting your business will be something that you actually have to do all the time, however,  

as you’re just getting started and likely only have a few clients, it will be most important at the beginning. 

 Sponsor something:   The key is to do something. Don’t wait for others to find out about you. Get out there and  

tell them about your business and how it can help them fulfill a need or solve a problem. 

Seek out local ‘free’ 
business classes 
 
If this is your first business 

venture, then knowing how to run 

a small business is essential.   

These classes are usually small, 

maybe 10-20 people, who are all 

just starting out, chasing their 

dream of being self-employed. 

Every single one of these potential 

business owners, is also a 

potential client. 

https://www.google.com/business/
http://www.yelp.com/


Figure out how you’ll maintain an ongoing relationship with clients and then build, maintain and 
engage with your clients. 
 
Now you’ve built up an audience or won your first few clients, you’re going to need to maintain the relationship. For 

many businesses today, this happens in the form of social media accounts, which can often stand in for a customer 

service team. 

That said, you should still have a way for people to get in touch with you when they need to resolve an issue. And 

you should make this clear so that they don’t do it publicly on social sites and so that you don’t sour the relationship. 

Other things you could do to maintain your relationship with customers/clients includes: 

 Wishing customers a Happy Birthday when it comes around. 

 Offering discounts for loyalty (perhaps for being with your company for a year) 

 Sending seasonal greeting cards 

 Congratulating customers on business or personal achievements (maybe highlight a customer’s success on your 

site/social platform—with permission of course) 

Regardless of what you choose to do to maintain the relationship, remember that as with advertising your business, 

this isn’t something you do as a “one off.” This is ongoing work. But it is also work that will help you understand your 

customers and adapt to their needs based on feedback. 



Conclusion (and Disclaimer): 

 

Just as every partnership is going to be different, every Club Maximus Ambassador is going to have different needs. 

Compiling this 30 Day challenge wasn’t easy as I don’t know the needs of each and every ambassador. If during the 

process you want help and guidance, I’m here for you. Drop me a line I’m here to help. 

 

This is a live document. Over time I will revisit it and update its content. 



WHAT ‘S NEXT ! 

I WANT TO RE-WRITE THIS STARTER KIT, BREAKING DOWN TASKS INTO DAILY TASKS - EACH DAY A NEW TASK…. 

 

I will first create this over at Crafty Studios, only moving it to Club Maximus once I’m happy with the result.  



Day 01  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-01


Day 02  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-02


Day 03  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-03


Day 04  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-04


Day 05  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-05


Day 06  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-06


Day 07  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-07


Day 08  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-08


Day 09  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-09


Day 10  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-10


Day 11  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-11


Day 12  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-12


Day 13  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-13


Day 14  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-14


Day 15  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-15


Day 16  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-16


Day 17  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-17


Day 18  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-18


Day 19  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-19


Day 20  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-20


Day 21  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-21


Day 22  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-22


Day 23  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-23


Day 24  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-24


Day 25  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-25


Day 26  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-26


Day 27  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-27


Day 28  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-28


Day 29  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-29


Day 30  

http://www.craftystudios.co.uk/ambassador-starter-kit/day-30

