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Core Philosophy & Mindset

The Fundamental Shift: From Persuasion to Education

| developed OPOV because traditional marketing felt inauthentic and ineffective. Instead of using
persuasive language or subjective claims, OPQV treats marketing as objective education. This
came from watching myself and other performers struggle with marketing that felt sleazy or fake.

The key insight: If a prospect knew what we know about our capabilities, they would pick us
too.

Traditional marketing says: "We're the best!" OPOV shows: "Here's the verifiable proof of our
capabilities."

The shift happened when | realized | had tons of amazing experiences, achievements, and results,
but | was terrible at talking about them. | was either too modest or I'd oversell in ways that felt
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gross. OPQOV gave me a framework to simply present facts and let people draw their own
conclusions.

The Four Main Benefits of OPOV

1. We feel good and honest in our marketing - No more sleazy sales tactics or exaggerated
claims. We're just sharing what actually happened.

2. Minimal work required - Once organized, OPOV is durable and doesn't need constant
updating. We're not chasing trends or rewriting our messaging every month.

3. We're seen for who we truly are - Authentic proof creates authentic connections with the
right people

4. Higher fees, fewer questions - Clear value demonstration justifies premium pricing and
reduces client uncertainty. People understand what they're paying for.

No OPOQV is Required - Every Path is Valid

We don't need impressive OPOV to have a successful business. A young underground clown with
testimonials from cult artists and a list of dive bars might have far more authentic credibility than
someone with Fortune 500 clients. That corporate client list might actually hurt their street cred with
their target audience.

Our OPQV must match our positioning:

e [f we're the underground rebel, corporate credentials might damage our brand

e [f we're the accessible entertainer, overly prestigious venues might make us seem
unaffordable

e If we're the authentic artist, too-polished presentation might seem fake

e |f we're the budget-friendly option, luxury associations could price us out of our market

The goal isn't to impress everyone - it's to be credible to our specific audience.

The Personal Satisfaction Factor

This feels good to put together. When we organize our OPQV, we get reminded of what we've
accomplished and we prove to ourselves that what we care about matters. |'ve had clients tear up
while going through their achievements because they hadn't realized how much they'd actually
done.

There's something powerful about seeing our careers laid out objectively. It builds confidence and
helps us value our own work appropriately.

The Competitive Reality



Most of our competitors are probably communicating poorly. They're using vague language,
making unsubstantiated claims, or failing to present their value clearly. By implementing OPOV
systematically, we create a massive differentiation advantage. We're not trying to be marginally

better at marketing—we're operating in a completely different category.

The Economics of Being Clear
When prospects understand our value clearly, several economic benefits follow:

e Faster sales cycles because educated prospects make quicker decisions

e Higher conversion rates because trust leads to more closed deals

e Better client relationships because transparent communication sets proper expectations
e FEasier referrals because clients have concrete reasons to recommend us

e Premium pricing acceptance because value justification is built into our presentation

The 10 OPQV Categories - Deep Dive

1. Case Studies: The Power of Narrative Proof

Case studies are our most powerful OPQV tool because they combine multiple proof elements into
compelling stories. They demonstrate not just what we've done, but how we think, solve problems,
and deliver results under pressure.

A good case study is like a movie trailer for our capabilities. It shows the hero's journey where
we're the hero solving problems for clients.

The Five-Part Case Study Structure

Part 1: Set the Situation Introduce the scenario, client background, and context. This isn't just
setup—it's credibility building. We're showing that we work with serious clients on meaningful
projects.

Example elements:

e C(Client's industry standing and reputation

e The business environment they were operating in
e Key stakeholders involved in the decision

e Timeline pressures and scope considerations

e \Why they came to us specifically



Part 2: Raise the Stakes Highlight what was at risk if the problem wasn't solved. This transforms a
simple project description into a compelling narrative by showing consequences of failure.

Questions to address:

e What would happen if the problem wasn't solved?

e \What were the financial implications?

e How would failure affect their reputation or operations?
e \What was the competitive pressure or time sensitivity?
e \What had they tried before that didn't work?

Part 3: Define the Problem Be forensically specific. Use real data, concrete metrics, and precise
descriptions. This specificity serves two purposes: it proves we understand complex challenges,
and it makes our solution more impressive by contrast.

Best practices:

e Include quantitative data whenever possible

e Name specific technologies, methodologies, or systems involved
e |dentify root causes, not just symptoms

e Explain why the problem was particularly challenging

e Show the complexity level we operate at

Part 4: Present the Solution Showcase our methodology, creativity, and expertise. Don't just
describe what we did—explain our strategic thinking and decision-making process. This is where
we demonstrate our unique value.

Elements to include:

e Our strategic approach and rationale

e Specific tools, techniques, or innovations we employed
e How we managed constraints and obstacles

e Creative problem-solving moments

e Team coordination and project management

e \Why our approach was superior to alternatives

Part 5: Share the Results Results must be specific, measurable, and impressive. Use exact
numbers, percentages, and timeframes. Include both quantitative and qualitative outcomes.

Result categories:

e Financial impact (ROI, cost savings, revenue increases)
e Operational improvements (efficiency gains, time savings)



e Strategic outcomes (market positioning, competitive advantages)
e User/customer satisfaction metrics

e |Long-term value creation

e Unexpected bonus outcomes

Real Examples from My Career
"ROI with Data" - Chuck Lorre Productions:

Situation: Legendary Chuck Lorre creates shows like Two and a Half Men and The Big Bang
Theory. His fans know that at the end of every episode, they can find a funny credit (or "vanity
card"). His website cataloged these vanity cards, but it wasn't working well.

Stakes: Chuck Lorre's website updates were taking 3 people each time and there were multiple
errors and dead links. Minor changes could require complete rebuilds of multiple pages. The site
also didn't work on mobile phones, cutting off a huge portion of his audience.

Problem: The transition to a new site needed to be seamless with no information lost. Everything
needed to be organized in a way that was minimal and put focus on the joy of the cards
themselves.

Solution: Using a PHP backend and Javascript frontend, | created a site that was organized, clear,
and easy to use for both fans and staff. Updates became more efficient and precise, manageable
by one staff member. | painstakingly cross-referenced all air dates and located episode names to

attach to every card. The site was thoroughly tested for reliability.

Resuits: All cards were converted to graphics for consistent presentation across all devices. The
site became responsive and better organized for search results. Staff time reduced by 67%, errors
eliminated entirely, and mobile accessibility achieved 100% compatibility.

"#1 Show in Los Angeles" - My Boobietrap Show:

Situation: Los Angeles has thousands of entertainment options competing for audience attention.
Starting a weekly variety show with zero budget and no venue seemed nearly impossible in a city
where people don't typically support live entertainment.

Stakes: The deck was completely stacked against getting even a single audience member. LA
audiences are notoriously fickle, and variety entertainment has a reputation problem. Failure would
mean not just a failed show, but potentially damaged relationships with performers who trusted
me.

Problem: How do you create a compelling weekly show that celebrates powerful, memorable
entertainment when you have no money, no venue, and a skeptical market?



Solution: | leveraged a huge network of performers and community resources. | made individual
phone calls to performers and audience members to increase quality and attendance. | created a
bare-bones show that got to the heart of great entertainment without relying on expensive
production values.

Results: Over 254 consecutive weeks, Boobietrap grew into the #1 show in LA on TripAdvisor. It
won "Best Of" from LA Weekly and Los Angeles Magazine. The show hosted over 700 amazing
performers, featured celebrity guests, and sold out shows on the Hollywood strip. It became an

internationally known destination for circus and variety arts.

"Hilarious Celebrations" - McDonald's:

Situation: McDonald's (ranked #149 on Fortune 500) needed entertainment for multiple corporate
events for owner/operators, regional managers, and VIP staff. They wanted big, crazy fun for adults
while maintaining corporate standards.

Stakes: While hilarious entertainment was required, protecting the interests of a serious corporation
was paramount. Shows needed to stay vigilantly safe, clean, and socially responsible. Any misstep
could damage relationships with franchisees and corporate leadership.

Problem: How do you create wild, engaging entertainment for up to 1,500 people while maintaining
corporate appropriateness and ensuring broad appeal across diverse audiences?

Solution: | developed custom performances that balanced edgy humor with corporate safety. Each
performance was carefully crafted to push boundaries while respecting corporate culture. | worked
closely with event planners to understand audience composition and expectations.

Results: I've been brought back for five performances, serving audiences up to 1,500 people at a
time. The client noted my ability to deliver "hilarious" entertainment while maintaining professional
standards. The performances gave comedic boosts to festivities that exceeded client expectations.

2. Kudos (Testimonials): The Art of Social Proof

Kudos are not just testimonials—they're strategic social proof that builds credibility and confidence.
The quality and presentation of our kudos can dramatically impact their effectiveness.

People trust what other people say about us more than what we say about ourselves. But not all
testimonials are created equal.

The Hierarchy of Credibility



Industry Experts and Thought Leaders: These carry the most weight because the recommender's
credibility transfers to us. A testimonial from a recognized industry expert can be worth more than
dozens of customer reviews.

High-Profile Clients: Testimonials from well-known companies or individuals provide impressive
name recognition and suggest that serious organizations trust us.

Industry Peers: Fellow professionals who understand what we do and can speak to our
capabilities with authority.

Satisfied Customers: Regular client testimonials provide volume and demonstrate consistent
satisfaction. While individually less powerful than expert testimonials, collectively they create a
strong impression.

Public Reviews: Yelp, Google, and similar platform reviews provide baseline credibility but should
supplement, not replace, higher-tier testimonials.

The Verbatim Principle

Testimonials must be exactly what people said or wrote. This is non-negotiable for authenticity and
legal reasons. However, we can edit them strategically:

Acceptable editing:

e (utting sentences or sections (but not changing words within sentences)
e Capitalizing the first letter if we start mid-sentence

e Using ellipsis (...) to connect non-consecutive sections

e Adding exclamation points at the end of statements

e Correcting obvious typos or grammatical errors

Unacceptable editing:

e Paraphrasing or summarizing

e (Changing the meaning or tone

e Adding words that weren't said

e Combining testimonials from different people

Real Testimonials from My Career
Robin Williams: "Splendidly surreal!"

Steven Banks (Emmy winner): "My name is Steven Banks. How the hell are you? | don't want to
talk about Steven Banks. | want to talk about Scot Nery, who is funny, smart, and talented; like



Mac King says... But also, he is upbeat, optimistic, and very easy to work with, which is very
important in this business called show. So | highly recommend Scot."

Chuck Lorre Client Feedback: "You don't have to keep tweaking it... He creates the energizer
bunny of websites... They keep going without having to change it out..."

McDonald's Event Planner: "Scot is one of the most hilarious comedy & variety acts that | have
experienced in my 20 years of event planning... | simply say USE HIM! He is the best!"

Stefan Haves (Cirque Du Soleil): "Unlike most corporate acts, Scot Nery is sensational in every
sense!"

Notice how these testimonials are specific, credible, and speak to different aspects of value:
creativity, reliability, entertainment quality, and professionalism.

3. Stats: The Language of Achievement

Statistics are powerful because they appear objective and measurable. Numbers cut through
subjective opinions and provide concrete evidence of capability and results.

The key is presenting statistics in ways that sound impressive and natural while remaining
completely truthful.

The Number-First Principle

Always lead with the number, followed by the descriptor. This creates immediate impact and
makes scanning easier for readers.

Good: "1000+ Corporate Performances" Bad: "Over One Thousand Corporate Performances
Delivered"

Good: "43 Countries Performed In"
Bad: "International Performance Experience Across Forty-Three Countries”

My Personal Statistics Portfolio
Performance Volume:

e 1000+ Corporate Performances
e 48 States Performed In

e 8 Countries Performed In

e 20,000+ Individual Performances

Media and Recognition:



e 20+ TV Show Appearances (including Tonight Show with Conan, James Corden Show)
e 100+ Television Appearances

e Multiple "Best Of" awards (LA Weekly, Los Angeles Magazine)

e #1 Show rating on TripAdvisor

e 90+ Five Star Reviews

Celebrity Collaborations:

e Shared stages with Robin Williams, Christina Aguilera, Brooks & Dunn
e Coached Emmy nominees Amy Adams and Joe Lo Truglio

e Worked with major brands like Disney, Mattel, and Carlsberg

e Performed for Fortune 500 companies including McDonald's

Digital Reach:

e 390K TikTok Followers
e 100 Million Views

e 8 Million Likes

e 15 Million Online Views

These statistics show how authentic achievements, when we organize and present them
effectively, create powerful credibility and differentiation.

4. Awards: Formal Recognition and Milestones

Awards serve as third-party validation of our excellence. They provide objective confirmation that
external authorities have evaluated and recognized our achievements.

My Award Portfolio
Industry Recognition:

e Best of Los Angeles Weekly (5 consecutive years)
e Best of Los Angeles Magazine

e #1 Show TripAdvisor Los Angeles

e Qutstanding Variety San Diego International Fringe
e Gold Medal Damento Juggling Festival

Competition and Selection:

e Finalist Comedy Cage Match CBS
e 1st Place 15 Minutes of Him
e Official Selection Multiple Film Festivals



e Grant Recipient Boomerang Creative
Rating-Based Awards:

e %%k % %k % Yelp (200+ reviews)
e %%k % %k % Google Reviews

e k% % % % TripAdvisor

e % % % % % Facebook Reviews

5. Photos and Video: Visual Value Demonstration

Visual media in OPQV serves a specific purpose: proving our value proposition through authentic
documentation. This isn't about pretty pictures—it's about visual evidence that supports our
claims.

Every visual element must directly support our stated value. If our value is "creating memorable
experiences," we need to show people engaged and laughing. If our value is "technical expertise,"
we should show sophisticated equipment and professional environments.

6. Ethos: Values as Competitive Advantage

Our stated values must directly support our ability to deliver our stated value. If our value is "reliable
event production,” our ethos might emphasize "commitment to flawless execution regardless of
obstacles."

My Core Values in Action

"The show must go on": This entertainment industry value translates to reliability and
problem-solving under pressure. When | perform for McDonald's events, this value means I'll
deliver entertaining content regardless of technical issues, venue problems, or unexpected
changes.

"Authentic connection over impressive performance": This value drives my choice to prioritize
genuine audience engagement over flashy tricks. It explains why my shows get repeat bookings
and strong testimonials.

"Collaborative success": | value making everyone involved look good, not just myself. This
explains why clients trust me with high-profile events and celebrity interactions.

7. Past Clients: Strategic Name-Dropping

Our client list serves as implicit endorsement and credibility building. We can often legitimately
claim parent companies:



e Work with Disney Channel — Can list Disney
e Work with Fox local station — Can list Fox

My Past Client Portfolio

Major Corporations: McDonald's, Disney, Mattel, Cisco, Bank of America, Toyota, Delta Airlines,
Nationwide

Entertainment Industry: Chuck Lorre Productions, Netflix, NBC, CBS, ABC, Fox, Comedy Central,
Nickelodeon

Technology Companies: Gearbox Software, Various tech startups and enterprises

Educational Institutions: UCLA, Eastern Connecticut University, Northern Arizona University

8. As Seen On: Media Credibility and Exposure

Media appearances provide third-party credibility. Being quoted as an expert is more valuable than
being featured as a customer.

My Media Portfolio

National Television: The Tonight Show (Conan), The Tonight Show (Leno), The Late Late Show
with James Corden, American Horror Story, Scary Movie 5

Major Networks: NBC, CBS, ABC, Fox, Comedy Central, Nickelodeon, Disney Channel, FX
Networks

Podcasts: Live Like An Acrobat Podcast, The Professional Magician, Between Dreams with Chris
Ruggiero, Discourse in Magic

9. Creations: Tangible Proof of Innovation

Our creations demonstrate our ability to build, innovate, and lead. Don't just list what we've
created—show how successful it was.

My Creation Portfolio

Scot Nery's Boobietrap: Built from $0 budget to #1 show in LA on TripAdvisor, 254 consecutive
weeks, 700+ performers, celebrity guests, sold-out shows.

OPQV Framework: Developed systematic approach to marketing that I've implemented
successfully for dozens of clients.



Chuck Lorre Website System: Created content management system that reduced staff
requirements from 3 people to 1 while eliminating errors.

10. Collaborators/Superstars: Strategic Association

The people we've worked with provide credibility through association. Include their achievements
when listing them:

e "Christina Aguilera - Grammy Winner"
e "Chuck Lorre - Emmy Winner, Creator of Big Bang Theory"

My Collaborator Portfolio
Shared Stage/Screen:

e Robin Williams (Oscar Winner) - Shared stage at multiple events

e Christina Aguilera (Grammy Winner) - Music video and live performance collaborations
e Brooks & Dunn (Grammy Winners) - Concert performances

e James Corden (Emmy Winner) - The Late Late Show appearances

Coaching Relationships:

e Amy Adams (Oscar Nominee) - Coached for film role
e Joe Lo Truglio (SAG Award Winner) - Coached for Brooklyn 99
e Emmy Rossum (Critics' Choice Award Winner) - Performance coaching

Client/Service Relationships:

e Chuck Lorre (Emmy Winner) - Website and technical services
e Penn & Teller (Emmy Winners) - Marketing and promotional work
e Justin Willman (White House Performer) - Professional collaboration

Strategic Implementation

The Simple Four-Step Process

Step 1: Figure out what we want to say What's our core message? Examples:

e "I'm dependable because I'm experienced"
e | create unforgettable experiences that people talk about"



e "| solve complex problems creatively under pressure”

Step 2: Figure out if we have proof of it Do we have evidence that supports our claim? This is
where we audit our existing OPOV across all 10 categories.

Step 3: Identify what's missing What additional proof would strengthen our case? Examples:

e "l need one more photo showing audience engagement"
e "l need a testimonial specifically about the memorable experience"
e "I need statistics about repeat bookings to prove dependability"

Step 4: Stick to our lane Don't add OPQV just because it's impressive if it doesn't support our
specific value proposition. The goal is coherent messaging, not impressive credentials that confuse
our positioning.

Getting OPOV in One Place (Even Messy)

First, collect everything in one place, even if disorganized:

e All testimonials and reviews
e FEvery photo and video

e Statistics and achievements
e Awards and recognition

e Past client lists

e Media mentions

This can be a simple document, spreadsheet, or folder. The goal is accessibility and completeness,
not perfect organization.

The "Good Enough" Principle

Once our brand is proven through organized OPQV, that's enough. OPOV is durable and doesn't
need constant updating unless we have genuinely significant new achievements that dramatically
improve our positioning.

Signs our OPOV is "good enough":

e \We can clearly demonstrate our main value proposition

e \We have proof in multiple categories supporting our claims
e Prospects seem convinced during conversations

e \We're closing deals at our desired price points




Advanced Techniques

Cross-Category Integration
Create an interconnected system where elements reinforce each other:

Case Study + Testimonial Integration: Include client quotes within case studies to combine
narrative proof with social proof.

Stats + Awards Combination: Present statistics that support award recognition, or use awards to
validate impressive statistics.

Media + Expertise Connection: Leverage media appearances to establish expert credentials that
support other OPOV elements.

The Amplification Strategy
Use one strong OPOV element to amplify others:

e A major award can elevate the perceived value of related statistics
e Celebrity collaborations enhance credibility of all testimonials
e Media coverage increases impact of case studies

Simple OPQV Optimization
Most OPOV doesn't need precise tracking or frequent adjustment. Focus energy on:

e Creating great work that generates natural OPOV
e Collecting proof when significant achievements happen
e Presenting existing OPOV clearly and authentically

Don't add past clients just because they're new. If they don't dramatically improve credibility for our
specific value proposition, just chill. Quality and relevance matter more than quantity.

Psychology Behind OPOV

The Trust-Building Mechanism

OPOQV leverages key cognitive biases:



e Social Proof: People trust what others have validated

e Authority: Awards and credentials create authority perception

e Specificity Effect: Detailed information feels more credible than general claims

e Consistency Principle: Multiple types of evidence pointing to the same conclusion feel
trustworthy

The Defense Disarmament Process
Traditional marketing triggers skepticism and resistance. OPQOV disarms these defenses by:

e Providing verifiable information instead of claims
e | etting prospects draw their own conclusions
e Focusing on education rather than persuasion

Premium Positioning Psychology
Comprehensive OPQV elevates perceived value through:

e Demonstrated expertise and competence
e Association with success and quality

e Evidence of significant impact and results
e Professional recognition and validation

When prospects understand our proven value, they can justify higher prices to themselves and
others.

Common Mistakes & How to Avoid Them

Case Study Mistakes

The Boring Details Problem: Focus on strategic decisions and impressive results rather than
technical specifications.

The Weak Stakes Issue: Always include potential negative consequences to make our solution
more impressive.

The Vague Results Trap: Include specific numbers, percentages, and measurable outcomes.

Testimonial Mistakes



The Paraphrasing Problem: Always use verbatim quotes, editing by cutting rather than changing
words.

The Generic Praise Issue: Collect testimonials that address specific outcomes and capabilities.
Statistics Mistakes

The Funny Numbers Problem: Keep all statistics serious and professional.

The Awkward Phrasing Issue: Test how statistics sound in conversation.

Strategic Mistakes

The Overwhelming Prospect Problem: Present our strongest 3-5 elements initially.
The Wrong Audience Focus: Use OPQV that matters to our specific target market.

The Inconsistent Messaging Issue: Ensure all OPOV supports our core value proposition.

Industry-Specific Applications

Entertainment and Creative Industries

Based on my extensive experience as both performer and marketing consultant:
Most Valuable Categories:

1. Collaborators/Superstars: Celebrity associations
2. As Seen On: Media coverage and venue prestige
3. Awards: Industry recognition

4. Creations: Original shows and content

Strategy:

e Document celebrity interactions with positive, comfortable photos
e Emphasize high-profile venues and exclusive events

e Use audience engagement statistics

e Showcase original formats and innovations

My work spans from the Magic Castle to Fortune 500 corporate events, showing how venue
diversity serves different market segments.



Professional Services

Focus on detailed case studies with quantified results, recognizable past clients, professional
credentials, and experience metrics. Confidentiality may limit case study details, so use anonymous
examples with enough detail to demonstrate expertise.

Technology and Software

Emphasize performance improvements, user metrics, enterprise clients, and technical
certifications. Include efficiency gains, scalability achievements, and technical problem-solving
capabilities.

Real-World Case Studies

Stefan Haves: Complete Rebrand Transformation

Stefan Haves worked on 7 different Cirque Du Soleil shows and with major circus/variety shows
around the world. He's a world-class director, teacher, and creator, but was having trouble
communicating his value to the world.

Challenge: Create a brand from scratch; differentiate him from competition and develop messaging
to communicate that. Create a brand-based style guide and use this new marketing plan to create
a website to profile Stefan's work.

Obstacles: Circus Director is such a niche role that it required really understanding the state of the
art. Since the pond is small, messaging needed to be sensitive yet direct.

Solution: | walked Stefan through the branding process step-by-step. Via in-person meetings, |
quickly understood his market and made instant decisions about style, content, and delivery
methods. | built a comprehensive website to communicate to the world the power of Stefan's
abilities.

Results: Stefan achieved immediate market positioning improvements and clearer value
communication to his target audience.

Chuck Lorre: Technical Problem Solving

Challenge: Website managing 700+ vanity cards was taking 3 staff members, had multiple errors
and dead links, and didn't work on mobile.



Solution: Created PHP backend and Javascript frontend system that was organized, clear, and
easy to use. Cross-referenced all air dates and attached episode names to every card. Converted
all cards to graphics for consistent presentation.

Results: 67% reduction in staff time, 100% error elimination, complete mobile compatibility, better
search organization.

Boobietrap: Building from Zero

Challenge: Create a weekly variety show in LA with zero budget, no venue, and skeptical
audiences.

Solution: Leveraged performer network and community resources. Made individual calls to
performers and audiences. Created bare-bones show focused on entertainment quality over
production values.

Results: 254 consecutive weeks, #1 LA show on TripAdvisor, "Best Of" awards from LA Weekly
and Los Angeles Magazine, 700+ performers featured, celebrity guests, sold-out shows on
Hollywood strip.

OPOV Collection and Organization Systems

Simple Collection Methods

The Everything Document: Start with a single Google Doc or Word document. Create sections for
each OPQV category and dump everything in, even if messy.

The Spreadsheet Approach: Create tabs for each category. Include columns for the OPOV
element, source, date, and relevance rating.

The Folder System: Create digital folders for each category. Store photos, documents, and
screenshots in appropriate folders.

The Photo Album Method: Use Google Photos, iCloud, or similar to create albums for different
types of visual OPOV.

Organization Best Practices

Collect First, Organize Later: Don't let perfectionism prevent collection. Get everything in one
place, then worry about organization.



Include Source Information: Always note where testimonials came from, when photos were taken,
and context for achievements.

Rate for Relevance: Mark items as high, medium, or low relevance to your current positioning.

Keep Backup Copies: Store important OPOV elements in multiple places to prevent loss.

Making OPQV Accessible

Create Quick Reference Lists: Have easily accessible lists of your top statistics, best testimonials,
and key achievements for quick use in conversations or proposals.

Prepare Different Versions: Have short, medium, and long versions of your key OPQV elements for
different contexts.

Make It Visual: Create simple graphics or one-page summaries that present your OPQV clearly
and professionally.

Platform-Specific OPOV Strategies

Website OPOV

Homepage: Lead with your strongest 3-5 OPOV elements that immediately establish credibility.

About Page: Tell your story through OPOV - let achievements and recognition speak for you rather
than making claims.

Case Studies Page: Full detailed case studies with photos, testimonials, and quantified results.

Testimonials Page: Organized by relevance or chronology, with full attribution and context.

Social Media OPOV

LinkedIn: Professional achievements, industry recognition, and business-focused testimonials.

Instagram: Visual OPQV - behind-the-scenes photos, award ceremonies, celebrity interactions,
audience reactions.

Twitter: Quick statistics, brief testimonials, and links to fuller OPQOV content.

Facebook: Combination of visual and text OPQOV, with emphasis on community and relationships.



Proposal and Pitch OPOV

Opening Section: Immediately establish credibility with most relevant achievements.
Capability Demonstration: Use case studies that directly relate to the prospect's needs.
Risk Mitigation: Include testimonials and statistics that address likely concerns.

Appendix: Additional OPOQV for prospects who want deeper validation.

Email Signature OPOV
Include 1-2 key statistics or achievements that reinforce your positioning in every email.
Examples:

e "#1 Show in LA - TripAdvisor"
e "1000+ Corporate Performances"”
e ‘"Featured on NBC, CBS, ABC"

Business Card and Networking OPOV

Include your most impressive and memorable statistic or achievement that fits the format and
makes you stand out in networking situations.

Video and Presentation OPOV

Opening Slide: Establish immediate credibility with key achievements.

Throughout Presentation: Weave relevant OPQV into content rather than dedicating separate
sections.

Closing: Leave audience with most memorable achievement or recognition.

Building OPOV Over Time

Creating OPOV-Generating Work

Choose Projects Strategically: When possible, select work that will generate good OPOV -
impressive clients, measurable results, recognition opportunities.



Document Everything: Take photos, collect feedback, track metrics, and preserve evidence as
work progresses.

Ask for Testimonials Proactively: Request feedback at peak satisfaction moments rather than
waiting until projects end.

Seek Recognition Opportunities: Apply for relevant awards, speak at industry events, contribute
to publications.

OPQV Maintenance Systems
Regular Collection: Set aside time monthly or quarterly to collect new OPQOV elements.
Annual Review: Yearly audit of OPOV collection to retire outdated elements and identify gaps.

Relationship Maintenance: Stay connected with past clients and collaborators who can provide
ongoing testimonials and referrals.

Achievement Tracking: Keep records of accomplishments, metrics, and milestones that can
become future statistics.

Long-Term OPQV Strategy

Building Toward Bigger OPOV: Use current work and recognition to access opportunities that
generate even better OPOV.

Category Development: Systematically work to develop OPQV in categories where you're weak.

Platform Building: Create content, speaking opportunities, and thought leadership that generates
ongoing recognition.

Network Development: Build relationships with people who can provide credible testimonials and
collaboration opportunities.

The Compound Effect
Good OPQV generates more good OPOV:

e Impressive clients lead to more impressive clients

e Media appearances lead to more media opportunities

e Awards increase chances of future recognition

e Celebrity collaborations open doors to more high-profile work



Focus on doing excellent work and collecting proof systematically. The compound effect will build
momentum over time.

Measuring OPOV Effectiveness

Simple Performance Tracking
For most freelancers, elaborate tracking isn't necessary. Focus on basic indicators:

Are we getting more inquiries? If people are reaching out more often after implementing OPQV,
it's working.

Are conversations easier? If prospects seem more convinced and ask fewer skeptical questions,
our proof is effective.

Are we closing deals faster? If decision cycles are shorter, our OPQV is reducing uncertainty.

Can we charge more? If clients accept higher prices without extensive negotiation, our value is
Clear.

Simple Feedback Collection
Ask clients directly: "What convinced you to work with me?"
Pay attention to referrals: What do people say when they recommend us?

Notice objection changes: Are we getting different types of questions or concerns?

The "Good Enough" Measurement

We don't need precise analytics. If our business is growing and clients seem more confident in
their decision to work with us, our OPQV is effective. Let's not over-complicate the measurement
process.

Tracking What Actually Matters
Business Growth Indicators:

e More inbound inquiries from better prospects
e Higher-value projects and clients



e Increased referral quality and quantity
e Repeat business from existing clients
e Premium pricing acceptance

Communication Quality Indicators:

e Shorter sales cycles

e Fewer "prove it to me" conversations

e More "how do we get started?" discussions

e Prospects who seem pre-sold when they contact us
e Less need to defend our pricing

Market Positioning Indicators:

e Speaking invitations and media requests

e Industry recognition and award nominations

e Competitor attempts to copy our positioning

e Being mentioned as the "gold standard" in our field
e Recruitment attempts from other organizations

When OPQV Is Working
Clear Signs of OPOV Success:

e Prospects reference our achievements during initial conversations

e (Clients mention specific OPOV elements when referring us

o \We feel confident presenting our value rather than apologetic

e Negotiations focus on project details rather than our qualifications

e We're invited to opportunities rather than always having to pursue them

Red Flags That OPOV Needs Work:

e Constantly having to prove our credibility in conversations
e Prospects asking for extensive additional references

e Price objections based on questioning our value

e | ong decision cycles with multiple "think it over" responses
e Having to compete primarily on price rather than value

Informal Tracking Methods

Monthly Business Review: Spend 30 minutes monthly reviewing:

e Quality of new inquiries



e [Ease of recent sales conversations

e (lient feedback and testimonials received

e New achievements or recognition gained

e Changes in market perception or positioning

Quarterly OPOV Audit: Every three months, evaluate:

e Which OPQV elements are mentioned most by prospects
e What new proof we've generated

e Whether our positioning is still aligned with our goals

e If any OPQV elements need updating or retiring

Annual Strategic Assessment: Once yearly, comprehensive review:

e Overall business growth and market position

e Major OPOV achievements and gaps

e Strategic direction and positioning changes needed
e Long-term OPOV development goals

Using Feedback to Improve OPOV
Client Exit Interviews: When projects end successfully, ask:

e "What initially convinced you to work with us?"

e "Which of our credentials or achievements impressed you most?"
e "What would you tell someone considering hiring us?"

e "How did our actual work compare to what you expected?"

Prospect Follow-Up: Even with prospects who don't hire us:

e "What additional information would have helped your decision?"
e "How did our qualifications compare to other providers?"

e "What concerns weren't adequately addressed?"

e "What impressed you most about our presentation?"

Referral Source Feedback: Ask people who refer us:

e "What do you typically tell people about us?"

e "Which of our achievements do you mention?"

e "What questions do people ask about our capabilities?"
e "How could we make it easier for you to refer us?"

The Anti-Analytics Approach



Why Elaborate Tracking Often Fails:

e Takes time away from doing great work that generates OPOV

e Creates false precision about inherently qualitative factors

e | eads to over-optimization of metrics rather than real business results
e Causes analysis paralysis instead of action

e Doesn't account for the compound, long-term nature of OPOV benefits

Focus on Leading Indicators Instead:

e Quality of work we're producing

e Strength of client relationships

e Industry recognition and opportunities

e Personal satisfaction with our positioning

e Alignment between our values and our market presence

When to Invest in Better Tracking
Situations Where More Detailed Tracking Makes Sense:

e \We're testing significantly different OPOV strategies

e \We're making major positioning changes

e We're entering new markets or industries

e We have team members who need OPQOV performance data
e We're preparing for business sale or investment

Simple Tools for Better Tracking:

e Basic CRM to track prospect sources and conversion rates

e (Google Analytics to see which website OPOV content performs best
e Simple spreadsheet to track testimonial sources and themes

e Photo organization system to track visual OPOV usage

e (Calendar tracking of speaking opportunities and media requests

Conclusion: The Simple Truth

OPOQV works because it replaces claims with evidence. Instead of saying we're great, we show
what we've accomplished. If a prospect knew what we know about our capabilities, they would
pick us too.



The Personal Transformation

Implementing OPOV changes more than just our marketing—it changes how we see ourselves and
our work. When we organize our achievements and present them clearly, we often discover we're
more accomplished than we realized.

What Happens When We Implement OPQOV:

o \We feel more confident in sales conversations

e \We stop apologizing for our prices

e \We attract better clients who appreciate our value

e We spend less time proving ourselves and more time doing great work
e \We build on our strengths instead of constantly improving weaknesses

Why This Framework Developed

| created OPQV because | was tired of marketing that felt fake or pushy. Traditional marketing
advice often assumes we need to convince people to hire us. OPOV assumes that if people
understand what we've actually accomplished, the right people will want to work with us.

The framework grew from my own struggles with self-promotion and from helping other performers
and creative professionals who felt similarly uncomfortable with traditional marketing approaches. It
turns out that when we focus on education instead of persuasion, everyone feels better about the
process.

The Ripple Effects

For Us: Better business, higher prices, more satisfying client relationships, increased confidence,
clearer positioning.

For Our Clients: Better decision-making information, reduced risk, confidence in their choice,
concrete reasons to refer us.

For Our Industry: Higher standards of communication, more transparency, better client
experiences, elevated professional expectations.

Implementation Reality Check

This isn't about perfection: We don't need comprehensive OPQV in every category before we
start. We need enough proof to support our core value proposition and build basic credibility.



This isn't about competition: OPQV isn't about being better than everyone else—it's about being
clear about who we are and what we've accomplished.

This isn't about impressing everyone: The goal is attracting the right people who value what we
offer, not appealing to the broadest possible market.

Final Implementation Guidance

Start with what we have: Collect existing proof immediately and get it organized in one place, even
if messy.

Focus on our core message: Figure out what we want to say about our value, then see if we have
proof of it.

Fill the important gaps: Identify the 1-2 missing pieces that would most strengthen our case.

Present authentically: Match our OPOV presentation style to our brand personality and target
audience.

Keep doing great work: The best OPOV comes from consistently delivering excellent results that
naturally generate testimonials, case studies, and recognition.

The Long-Term Vision

OPOQV as Business Strategy: Over time, OPOV becomes more than marketing—it becomes a lens
for evaluating opportunities, making strategic decisions, and building our reputation.

Compound Benefits: Good OPQOV generates more good OPOV. Impressive clients lead to more
impressive clients. Media appearances lead to more media opportunities. Awards increase
chances of future recognition.

Industry Impact: When we implement OPOV effectively, we often raise standards for our entire
industry. Clients become accustomed to higher levels of proof and transparency. Competitors are
forced to elevate their communication standards.

Personal Satisfaction: Perhaps most importantly, OPQOV helps us see and value our own
accomplishments. It builds confidence and helps us approach our careers with pride rather than

apology.

The Essential Truth



In a world full of claims, facts win. In a market full of promises, proof prevails. OPQOV provides a
clear path toward honest, effective value demonstration that serves both us and our clients better
than any alternative approach.

The framework isn't complex, but it is comprehensive. It doesn't require perfect implementation,
but it rewards thoughtful application. Most importantly, it aligns our marketing with our values and
helps us build businesses that reflect who we really are and what we've actually accomplished.

Remember: We're not trying to convince anyone of anything. We're simply sharing the facts about
our capabilities and letting the right people draw their own conclusions. When we do this
consistently and authentically, the right opportunities find us, and we can focus on what we do
best—delivering excellent work that generates even more OPQV for the future.

The cycle becomes self-reinforcing: great work creates great proof, great proof attracts great
opportunities, great opportunities lead to great work. OPQV isn't just a marketing framework—it's a
sustainable approach to building the career and business we actually want.
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