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YOU CAN
TRUST ME

 I have been a newbie like you before 
 I went on to take a $2,500 digital business
management course. 
 Then I founded a digital agency that
worked with businesses like Emirates
Holidays, BBC Connected Studio,
VbetNigeria, SchoolCompass etc.
 I currently run a Digital business consulting
company driving massive result for
businesses.
 I have been featured on various papers,
brands and also spoke at numerous
conferences. 
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What Is The Number 1
Thing That Can Help
You Sell Your Digital

Business Service?
 



ASSURANCE 
You see, unlike a physical product, digital

service skills are intangible, so it's impossible to
say you want to 'return it' and 'get a refund'.

 
SO business owners will try to gauge you and

see if they can get some level of assurance that
you can actually produce results.  

 
So what are things you should do to be worthy

of their trust and patronage?



1.Decide what you want!
Do you want to just do this as a side hustle, do you want to do this as a

freelancer, or do you want to build a huge and big agency out of your skills? 

Making this decision helps you create a path that allows you achieve your goal.



2. Learn From The Right
Place

If you learn wrongly, you will produce the wrong result. It's as simple as
that. 

 
 

I have painstakingly designed a course pack for you, where I broke down
each of these service and teach you how to perform them so you can sell

them to businesses who need it.



Click here to find out more, or go to www.dabgs.com/dbm

https://dabgs.com/dbm


3. PRACTICE
Don't just learn these skills,
practice with a real business. This
could be your friends or family
business.

Most people just have the head
knowledge, but when it comes to
the actual work, they mess up. 

Business owners whom people
like this have disappointed now
knows how to figure out people
like this. 



4.
DOCUMENT 
Document your journey. 

Take before and after pictures
of brands you work with. 

If you don't document the initial
state, how will you know if you
have added some value.

And how will you brag and show
that to other businesses who
need similar result?

Document as much as you can.



5. Build a
Personal
Brand
A personal brand is what people
say about you when you are not
in the room.

The content you put out there on
your social media and all other
platforms actually forms what
people think about you and
determines what people call you
for!

Remember step 1, after you have
decided on what you want, go
ahead to talk about it
everywhere till people start
associating you to that thing.



6. Build a
Portfolio 

A portfolio is like a folder
containing all you have
documented in step 4. 

When a prospective client reaches
you, first thing they will ask you is,
what have you done before? 

You simply just send them a link
(this could be on Google Drive). 

If you get that DBM program I put
in the previous page, You will find a
course on how to use Google Drive
for things like this. 

I will put the details of the course
after this slide again. 



Click here to find out more, or go to www.dabgs.com/dbm

https://dabgs.com/dbm


7. Rock &
Roll With
People In
The Industry
Go for events, meet people, take
pictures, put them on your page and
stories. 

There is something called brand
association, why do you think the bread
seller follows the beans seller.   

When you are around known people in
the industry, your prospect start to
ascribe the same value to you and your
work.



8. Stay On Top Of
Trends

You see, things change in this space. If you knew one thing, before
you know it, another has been released. 

 
But guess what, through my DBM Program, I update the courses
and resources every now and then, so you are not going to be

consuming  outdated knowledge. 



Click here to find out more, or go to www.dabgs.com/dbm

Are you in 
or out?

https://dabgs.com/dbm


THANK YOU
You can connect with me:

Instagram: @oluwamayowaos
Facebook: @oluwamayowaos

Twitter: @oluwamayowaos
LinkedIn: @oluwamayowaos

Email: o@oluwamayowaoshidero.com
 


