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Introduction

In today’s ever-changing business landscape, relying on a single source of in-
come is a risk few can afford. Whether you’re a speaker, trainer, coach, or 
consultant, financial ups and downs can create stress and uncertainty. But 
what if you could add a steady, scalable revenue stream to your business—
without overhauling everything you do?

Assessments are the answer.

As a professional speaker and business relationship specialist, I’ve spent 
decades helping people understand and connect with others more effectively. 
Along the way, I discovered that assessments are one of the most power-
ful and profitable tools you can add to your services. These tools not only 
provide valuable insights for your clients, but they also create consistent rev-
enue, deepen client relationships, and differentiate you from the compe-
tition.

In this book, I’ll Walk you through the exact steps to seamlessly integrate 
assessments into your business. Whether you want to use them to enhance 
your coaching, increase your training impact, or sell them as a standalone 
service, you’ll learn:
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How to choose the right assessment tools for your audience.

How to market and sell assessments effectively—even if you’re not a 
“salesperson.”

How assessments can help future-proof your business in uncertain 
times.

By the end of this guide, you’ll have a clear roadmap for turning assess-
ments into an income-generating asset—one that adds value to your clients 
while creating financial stability for you.

Let’s get started!

— Lindsay Adams, OAM

“The Relationships Guy”
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Understanding  
Assessments  

What, Why & How

The Power of Assessments - What They Are, Why 
They Matter, and How They Work

Many professionals—speakers, trainers, coaches, and consultants—are fa-
miliar with the idea of assessments but don’t realize their full potential. In 
this chapter, we’ll break down exactly what assessments are, why they are 
valuable, and how they can be integrated into your business to boost your 
impact and income.

Assessments provide data-driven insights that help individuals and 
teams perform at their best. When used correctly, they don’t just help your 
clients—they elevate your credibility, authority, and revenue streams.

If you’ve ever wondered how to add a new layer of value to your services 
while increasing your bottom line, this chapter will show you how.

C
H

A
PT E R  1



Understanding Assessments What, Why & How 5

1.  What Are Assessments? 

Definition & Purpose
Assessments are structured tools designed to evaluate, measure, and 

analyse aspects of human behaviour, skills, personality, and decision-mak-
ing. They help individuals and teams gain self-awareness, improve commu-
nication, and optimize performance.

Types of Assessments
There are many types of assessments, each serving a unique purpose. 

Some of the most popular include:

•	 Personality Assessments (e.g., DISC, Myers-Briggs, Big Five) – Help 
people understand their natural tendencies and communication 
styles.

•	 Behavioural & Team Dynamics Assessments – Identify how indi-
viduals work in teams and how to improve collaboration.

•	 Leadership & Management Assessments – Evaluate leadership 
strengths, weaknesses, and development areas.  Can also offer a 360 
view on performance.

•	 Emotional Intelligence (EQ) Assessments – Measure self-awareness, 
empathy, and interpersonal skills.

•	 Company Wide Assessments – a structured evaluation process 
conducted across an entire organisation to measure key areas such as 
employee strengths, leadership effectiveness, team dynamics, workplace 
culture, and overall business performance. 

How They Work
Most assessments consist of a series of structured questions that pro-

duce a report analysing the respondent’s traits, behaviours, and skills. These 
reports can then be used for self-improvement, team development, hiring 
decisions, and leadership coaching.
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2.  Why Are Assessments So Valuable? 

1.  They Provide Instant, Actionable Insights
Instead of relying on guesswork, assessments give clients clear, person-

alized insights they can apply immediately. This makes them valuable tools 
for:

•	 Coaches guiding their clients through personal and professional 
growth.

•	 Trainers helping teams optimize collaboration and performance.

•	 Consultants providing data-driven recommendations for business 
success.

2.  They Create High Perceived Value
People love learning about themselves. When clients receive a custom-

ized assessment report, they feel seen, understood, and empowered. This 
high-value perception makes assessments easier to sell and more impactful.

3.  They Strengthen Your Credibility and Authority
By incorporating assessments into your offerings, you position yourself as 

an expert who uses validated tools to drive real results. This not only boosts 
your reputation but also helps you command higher fees for your services.

4.  They Help Clients Achieve Better Results
Assessments provide clarity and direction, helping individuals and teams 

make meaningful improvements. Whether it’s improving communication, 
leadership, or team dynamics, the impact is tangible.

3.  How to Use Assessments in Your Business 

1.  Integrating Assessments into Coaching & Training
If you’re a coach or trainer, assessments are a seamless add-on to your 

existing services. You can use them to:

Kickstart coaching sessions by giving clients deep self-awareness from 
Day 1.
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Tailor training programs to match the unique personalities and needs of 
attendees.

•	 Measure progress by using company wide assessments before and 
after programs to track development.

2.  Enhancing Team Building & Leadership Development
For professionals working with teams and organizations, assessments can:

•	 Identify strengths and gaps in leadership and team performance.

•	 Improve communication and reduce conflicts by helping team 
members understand each other.

•	 Provide strategic insights that drive better decision-making and 
collaboration.

3.  Selling Assessments as Standalone Products
Assessments can be sold directly to individuals, teams, or organizations. 

Some ways to do this include:

•	 Selling assessments online with automated reports and follow-up 
consulting.

•	 Bundling assessments with leadership or team building workshops 
or keynote speeches.

•	 Offering subscription-based or enterprise packages for ongoing 
team development.

4.  Adding Assessments to Speaking Engagements
If you’re a speaker, assessments can help you:

•	 Engage your audience before the event with a pre-event assessment.

•	 Create deeper impact by providing assessment results during your 
presentation.

•	 Sell follow-up coaching and training interventions based on assess-
ment insights.
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4.  Choosing the Right Assessment for Your Business 

With so many assessment tools available, choosing the right one can feel 
overwhelming. Here are key factors to consider:

1. Your Audience & Industry
•	 Are your clients corporate leaders, small business owners, or individ-

uals?

•	 What are their biggest challenges? (Communication, leadership, sales, 
etc.?)

2. Ease of Use & Implementation
•	 Is the assessment user-friendly?

•	 Does it require certification to administer?

3. Cost & Revenue Potential
•	 What is the investment required?

•	 Can you resell the assessments profitably?

•	 4. Lindsay’s Recommended Tools

•	 DISC Assessment – Ideal for communication, leadership, and team-
work.

•	 Motivators Assessment – ideal for identifying the motivators behind 
the behaviours demonstrated in DISC.

•	 Emotional Intelligence Assessment – Great for personal develop-
ment and executive coaching.

•	 The Business Excellence Indicator – Measures the non financial per-
formance indicators in business.  Perfect for consultants and business 
coaches and a great revenue generator.

•	 The Culture Audit – The most comprehensive company wide assess-
ment.  Measures financial and non financial indicators.
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Your Next Steps 

Assessments are more than just questionnaires—they are powerful busi-
ness tools that can transform your income, impact, and client relation-
ships.

Now that you understand what assessments are, why they matter, and how 
they work, the next step is choosing the right one and integrating it into 
your business strategy.

In the next chapter, we’ll dive deeper into the step-by-step process of add-
ing assessments to your business, from selling them effectively to pricing 
your services for maximum profit.

Get ready to take action! 
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Key Benefits of Selling  
Assessments

Why Assessments Are a Game-Changer for Your 
Business 

Many consultants, trainers, speakers, and coaches struggle with roller 
coaster income, fierce competition, and the challenge of providing long-last-
ing value to clients. What if there was a simple way to increase revenue, en-
hance your client impact, and set yourself apart from the competition—
all without overhauling your business?

Selling assessments does exactly that.

Assessments provide valuable, data-driven insights that clients can use 
to improve performance, communication, and decision-making. But beyond 
the benefits to clients, they also create a steady, scalable income stream for 
you. Whether you integrate them into your coaching, training, or consulting, 
assessments help you move away from inconsistent project-based work and 
toward financial stability.
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In this chapter, we’ll explore the three biggest advantages of selling as-
sessments—including real-world examples of professionals who have suc-
cessfully added them to their businesses.

1.  Income Stability: 

Smooth Out Roller Coaster Income with Recurring Sales 
One of the biggest challenges for professionals in coaching, training, and 

speaking is inconsistent income. Some months are great, while others are 
worryingly slow. This rollercoaster income can create stress and make long-
term planning difficult.

How Assessments Create Predictable Revenue
Assessments offer an opportunity to generate steady income in multiple 
ways:

•	 One-Time Sales – Sell assessments directly to clients and organisa-
tions.

•	 Subscription Models – Offer recurring assessment services to busi-
nesses.

•	 Consulting & Customization – Provide tailored assessment solutions 
and in-depth analysis to help businesses apply insights effectively.

Example: A Leadership Coach Stabilizes Her Income
Emma, a leadership coach, struggled with unpredictable coaching clients. 

She introduced a DISC leadership assessment that every new client took 
before their first session. This small change created an automatic revenue 
boost and made it easier to convert leads into long-term coaching clients.

Additionally, she partnered with corporate clients to provide quarterly 
team assessments, creating a recurring revenue stream that made her income 
far more predictable.
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KEY
TAKEAWAY

Instead of relying solely on one-off coaching or training fees, you can use 
assessments to smooth out your cash flow with predictable, scalable sales.

2.  Enhanced Client Impact:

Provide Deeper Insights & Results 
Many professionals struggle to differentiate themselves and deliver mea-

surable results to clients. Clients want more than just advice—they want 
proven, data-driven insights that can guide their decisions.

Why Clients Value Assessments
Assessments help clients:

•	 Understand themselves better (communication style, leadership 
traits, emotional intelligence).

•	 Gain clear, actionable insights instead of vague self-improvement 
tips.

•	 Track progress through measurable data over time.

Example: A Business Consultant Improves Client Results
Robert, a business consultant, was finding it difficult to prove the long-

term impact of his work. Clients loved his sessions but struggled with fol-
low-through. He started using the Business Excellence Indicator (BEI).  The 
BEI measures the non financials in business, Strategy, Culture and Leader-
ship.  This simple tool was rolled out across a client business and quickly 
identified the client‘s issues and enabled Robert to develop a detailed training 
intervention to implement across a six month period.



Key Benefits of Selling Assessments 13

•	 Before: His consulting approach was insightful but lacked real client 
data to base interventions on.

•	 After: Clients now received data driven customized action plans 
based on the BEI survey results, leading to specific actionable out-
comes.

The Result?
Robert’s clients achieved better outcomes, and he became a go-to expert 

for ongoing development within that organization. This increased his refer-
rals and repeat business, proving that assessments don’t just help you make 
money—they also help you create lasting client success.

Another Example: A Trainer Adds More Value to Workshops
Samantha, a corporate trainer, used to conduct team-building workshops 

that were fun but lacked long-term impact. She added a DISC Assessment 
before each session.  Then she ran several group reports slicing and dicing the 
DISC data to hone in on the real issues facing the team, enabling her to drive 
better improvements in the team.

•	 She charged more for her workshops because they now included pre- 
and post-assessment reports.

•	 Clients felt they were getting greater value and booked follow-up 
training sessions because they could see the deeper value and insights 
probided by the in depth reporting, which comes with the modern 
DISC Assessments.
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KEY
TAKEAWAY

Assessments enhance your credibility and improve client satisfaction.
•	 They turn subjective advice into measurable results, making clients 

more likely to return for additional services.

•	 They bolster flagging revenue and enable you to charge more for your 
services

3.  Business Growth: 

Differentiate Yourself in a Crowded Market 
The coaching, training, and consulting industries are highly competitive. 

It’s becoming harder to stand out, and many professionals struggle with low 
fees and price competition. The solution? Position yourself as an expert by 
using assessments.

Why Assessments Give You a Competitive Edge

•	 Most coaches and trainers offer general advice—you can offer per-
sonalized, data-driven insights.

•	 Clients prefer measurable progress—assessments help prove the 
value of your work.

•	 When you’re a certified assessment provider, you become an author-
ity in your field.

Example: A Speaker Becomes the Go-To Expert in His Niche
David, a keynote speaker on leadership, found that companies often hired 

different speakers each year, making it hard to build repeat business.
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To stand out, he added concepts from the Culture Audit to his 
presentations:

1.	 Attendees took the Culture Audit assessment before his presenta-
tion.

2.	 He tailored his talk to hone in on the companies challenges based on 
the results.

3.	 He offered follow-up consulting based on the assessment insights.

The Result?
David’s speaking engagements turned into long-term consulting con-

tracts. Companies now saw him as more than just a speaker—he was an 
expert in culture transformation.

KEY
TAKEAWAY

•	 Assessments help you stand out in a crowded industry.

•	 They create additional revenue opportunities, like follow-up con-
sulting, coaching, and training.

•	 You become a recognized expert, making it easier to attract 
high-value clients.

Why Assessments Are Your Secret Weapon for 
Success 

Selling assessments is more than just an income stream—it’s a business 
growth strategy that benefits both you and your clients. By integrating as-
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sessments into your services, you can:

•	 Stabilize your income with predictable sales.

•	 Increase your impact by providing deeper, data-driven insights

•	 Stand out in your industry and attract high-value clients.

In the next chapter, we’ll walk through a step-by-step plan to add 
assessments to your business, so you can start generating income and seeing 
results immediately.

Are you ready to take the next step? Let’s dive in! 
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Step-by-Step Guide to 
Adding Assessments to 

Your Business

How to Get Started with Assessments 

By now, you understand the power of assessments—how they create finan-
cial stability, enhance your client impact, and help you stand out in your 
industry. But how do you actually start using them in your business?

The good news is that adding assessments doesn’t require a massive busi-
ness overhaul. Whether you’re a speaker, coach, trainer, or consultant, assess-
ments can be seamlessly integrated into what you already do.

In this chapter, I’ll walk you through a step-by-step process to successful-
ly implement assessments, from choosing the right tool to selling them as a 
profitable revenue stream.

By the end, you’ll have a clear roadmap to start using assessments  
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immediately, with real-world examples of professionals who have success-
fully added them to their businesses.

Step 1: Choose the Right Assessment Tool 

The first step is selecting an assessment tool that aligns with your business 
and clients’ needs. Not all assessments are created equal, so it’s important 
to choose one that:

•	 Matches your industry and your expertise.

•	 Provides actionable insights that clients find valuable.

•	 Is user-friendly, cost effective and easy to implement.

Popular Assessments & Their Use Cases
1.	 DISC Profiling – Ideal for leadership, communication, and team 

development.

2.	 Motivators Assessments – Ideal for identifying the motivators be-
hind people’s demonstrated behaviours.

3.	 Emotional Intelligence (EQ) Assessments – Great for executive 
coaching and personal development.

4.	 Company Wide Assessments – Perfect for business consultants help-
ing clients improve performance.

5.	 Leadership 360 Assessments – Excellent for trainers working with 
corporate teams.

Example: A Speaker Adds DISC Profiling to His Business
Daniel, a keynote speaker on leadership, wanted to add more value to his 

workshops. He chose DISC profiling because it aligned with his expertise in 
communication and team dynamics. Now, instead of just delivering speech-
es, he offers DISC Leadership assessments before and after his workshops, 
helping clients track leadership improvements.
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KEY
TAKEAWAY

Choose an assessment that aligns with your niche so it feels natural to 
incorporate into your existing services.

Step 2: Get Certified (or Not)  

When to Get Training, and When You Don’t Need It 
Some assessments require expensive certifications to administer, while 
all the tools that Lindsay recommends at 24x7 Assessments can be used 
without formal training or expensive certifications.  Of course, you can 
get certified if you wish, some find that they need the added data that a 
certification process brings.  Lindsay offers a full range of certifications for 
those that wish to purchase that extra level of expertise and comfort.

When You Should Get Certified:
•	 If the assessment is complex and requires expert interpretation (e.g., 

The Culture Audit).

•	 If clients expect high credibility from certification (some corporate 
clients prefer certified providers).

•	 If certification gives you a competitive edge in your market.

When You Don’t Need Certification:
•	 If the assessment tool allows non-certified professionals to use it.  

•	 If you’re using assessments as an add-on rather than a primary ser-
vice.

•	 If you’re already experienced in using that particular assessment 
model.
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Remember all the 24x7 Assessments suite of products do not require a certi-
fication.  They also offer comprehensive training and support materials as part 
of your user account, which is available exclusively to 24x7 Assessments Clients. 

Example: A Coach Becomes Certified in Emotional Intelligence (EQ) As-
sessments

Sophie, a leadership coach, wanted to specialize in emotional intelligence 
coaching. She invested in EQ certification and was able to charge premium 
prices for executive coaching sessions based on assessment insights.

KEY
TAKEAWAY

•	 Decide if certification is necessary based on your goals and industry.

•	 If required, view certification as an investment that boosts credibility 
and pricing power.

Step 3: Bundle It into Your Existing Services 
(Speaking, Training, Consulting) 

One of the easiest ways to introduce assessments is by bundling them 
into what you already offer. This makes the transition seamless and helps 
clients see immediate value.

How to Bundle Assessments:
•	 For Speakers – Offer an assessment before or after your keynote to 

personalize your message.

•	 For Trainers – Use assessments to measure progress before and after 
workshops.
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•	 For Coaches & Consultants – Include assessments in coaching pack-
ages to provide clients with deeper self-awareness.

Example: A Corporate Trainer Uses Assessments to Increase Her Fees
Laura, a corporate trainer, previously charged a flat fee for workshops. By 

adding team assessments before and after each session, she demonstrated 
measurable improvements in teamwork and justified a higher fee.

KEY
TAKEAWAY

•	 Position assessments as a valuable add-on to your existing services.

•	 Clients are more likely to pay higher fees when they see data-driven 
insights.

Step 4: Sell Standalone Assessments (Online, In-
Person, or as a Subscription) 

Once you’re comfortable using assessments, you can start selling them as 
a standalone product.

Ways to Sell Assessments Separately:
•	 One-Time Sales – Sell assessments individually with a debriefing 

session.

•	 Corporate Packages – Offer bulk assessments for companies to eval-
uate their teams.

•	 Subscription Models – Provide ongoing assessments for businesses 
that want to track employee development over time.
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Example: A Consultant Creates a Recurring Revenue Stream with Assess-
ments

Nathan, a business consultant, used to rely on one-off projects. He in-
troduced a subscription-based assessment model where companies paid 
monthly for regular team evaluations. This created a predictable revenue 
stream that didn’t depend on new client acquisition.

KEY
TAKEAWAY

•	 Selling standalone assessments allows you to generate passive in-
come.

•	 Recurring models create consistent, predictable revenue.

Step 5: Market & Position Yourself as an Expert 

Once you’ve integrated assessments into your business, you need to mar-
ket them effectively.

How to Position Yourself as an Expert
•	 Showcase success stories – Share client results on your website and 

social media.

•	 Educate your audience – Write blogs, create videos, or host webinars 
about the benefits of assessments.

•	 Offer free sample assessments – Give prospects a taste of the value 
before they commit.

•	 Leverage partnerships – Collaborate with HR firms, coaches, and 
consultants who may need assessment services.
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Example: A Coach Uses Webinars to Market Assessments
Lily, a business coach, started hosting free webinars where attendees took 

a mini-assessment and received personalized insights. Many of them later 
purchased her full assessment + coaching package, generating more leads 
and sales.

KEY
TAKEAWAY

•	 Educate before you sell – clients are more likely to buy when they 
understand the value.

•	 Use real-world success stories to build trust and credibility.

Your Action Plan for Success 
Adding assessments to your business doesn’t have to be complicated. 

By following this step-by-step process, you can seamlessly integrate assess-
ments into your existing services and generate additional income:

1.	 Choose the right assessment for your niche.

2.	 Get certified (if necessary) to boost credibility.

3.	 Bundle assessments into your speaking, training, or coaching ser-
vices.

4.	 Sell assessments as a standalone product or subscription.

5.	 Market yourself as an expert to attract new clients.
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Overcoming Common 
Objections & Roadblocks

The Roadblocks to Selling Assessments – and How to 
Break Through Them 

If you’re excited about adding assessments to your business but feel hesitant 
about getting started, you’re not alone. Many professionals face mental road-
blocks that stop them from taking action.

The three most common objections I hear are:

1.	 “I don’t have time to learn a new tool.”

2.	 “Will my clients pay for this?”

3.	 “I’m not a sales expert.”

These concerns are valid—but they’re also solvable. In this chapter, we’ll 
break down each objection and give you practical strategies to overcome 
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them, along with real-world examples of professionals who successfully 
moved past these challenges.

By the end of this chapter, you’ll have the confidence to start selling as-
sessments with ease, knowing you can handle any doubts or roadblocks that 
come your way.

Objection 1: “I Don’t Have Time to Learn a New Tool” 

Many professionals worry that adding assessments will take too much 
time to learn and implement. You might be thinking:

•	 “I’m already juggling so much—how can I fit this in?”

•	 “Will I have to take a long training course?”

•	 “Will I need to spend months figuring out how to use assessments 
effectively?”

Solution: Start Simple & Leverage What You Already Know
•	 Choose an easy-to-use assessment – Some tools require certification, 

but others are simple plug-and-play solutions. Start with one that 
aligns with your expertise.

•	 Use pre-made reports – All of the 24x7 Assessments  assessments 
come with automated reports that require minimal interpretation. In 
fact the DISC Assessment has a detailed debrief guide that makes it so 
easy to start with.  You don’t have to reinvent the wheel!

•	 Integrate assessments into your existing process – Instead of adding 
more work, replace part of your existing coaching, training, or con-
sulting with assessment insights.

Example: A Business Coach Saves Time with a Plug-and-Play Assessment
Lisa, a leadership coach, hesitated to use assessments because she thought 

they would require months of study. Instead, she chose the DISC assess-
ment, which auto-generates reports, the moment a client completes the 
questionnaire. She simply had clients take the assessment, and she reviewed 
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the results in advance of the scheduled coaching sessions which enabled her 
to be well prepared before the client debrief.

KEY
TAKEAWAY

•	 You don’t need to become an assessment expert overnight. Choose a 
tool that is user-friendly and ready to use.

•	 Instead of creating more work, use assessments to streamline your 
existing services.

Objection 2: “Will My Clients Pay for This?” 

Many professionals worry that clients won’t be willing to pay for assess-
ments, thinking:

•	 “Are assessments worth the extra cost?”

•	 “My clients already pay for my services—why would they pay more?”

•	 “Will this feel like an unnecessary upsell?”

The 24x7 Assessments model enables clients to purchase assessment tools 
at a wholesale price and then resell to their clients at a retail price, thus creat-
ing a steady income stream.

Solution: Demonstrate the Value with Tangible Outcomes
•	 Position assessments as a premium add-on – Frame assessments 

as a high-value tool that enhances your existing services, not just an 
extra cost.

•	 Showcase measurable results – Use past client examples or case 
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studies to prove that assessments lead to better business outcomes.

•	 Offer a free or discounted first assessment – Let clients experience 
the value first-hand before committing to a larger package.

Example: A Corporate Trainer Increases Her Fees with Assessments
Mark, a corporate trainer, was hesitant to charge extra for team assess-

ments. However, once he included before-and-after assessment compari-
sons in his workshops, companies saw a measurable impact on teamwork 
and productivity. As a result, he was able to increase his training fees by 
25%—and clients were happy to pay for it.

KEY
TAKEAWAY

•	 Clients will pay for assessments if they see clear benefits—position 
them as a valuable enhancement to your existing services.

•	 Use assessments to provide measurable progress tracking, which 
justifies a higher price point.

Objection 3: “I’m Not a Sales Expert” 

If you don’t consider yourself a salesperson, you might think:

•	 “I don’t know how to sell assessments.”

•	 “I don’t want to sound pushy.”

•	 “I’m great at my work, but sales isn’t my strength.”

Solution: Focus on Educating, Not Selling
•	 Shift your mindset – Selling isn’t about pushing—it’s about helping 
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clients solve problems.

•	 Let the assessment sell itself – Offer a sample assessment or case 
study that shows real results.

•	 Use a simple sales process – Instead of complicated pitches, intro-
duce assessments through client conversations and let the value 
speak for itself.

Example: A Leadership Speaker Uses Assessments to Sell Without 
“Selling”

David, a leadership consultant, disliked sales and avoided direct selling 
conversations. Instead of “selling” assessments, he started offering them as 
an integral part of his work. Once clients saw the insights, they naturally re-
quested more indepth training—turning assessments into an effortless sales 
tool.

KEY
TAKEAWAY

•	 You don’t have to be a “salesperson” to succeed—just position assess-
ments as an integral part of the solution.

•	 Educate rather than sell—when clients understand the value, they 
will ask to buy.

You Can Overcome These Roadblocks! 

It’s normal to have concerns when introducing something new to your 
business. However, assessments are designed to make your life easier, not 
harder.



Overcoming Common Objections & Roadblocks 29

Let’s recap how to overcome the most common objections:
•	 No Time? Choose a plug-and-play assessment tool that requires 

minimal setup or preparation.

•	 Will Clients Pay? Yes—when you demonstrate real-world results 
and position assessments as a premium service.

•	 Not a Sales Expert? Focus on educating and letting the value sell 
itself.

By shifting your mindset and using simple strategies, you’ll find that 
adding assessments is easier—and more profitable—than you ever imagined.

To further explore these ideas and how they can 
have a huge impact on your business, book a call 
with Lindsay today or visit this landing page for 
more details: 

www.247assessments.com/stuff
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Future-Proofing Your 
Business with Assessments 

& Taking Action Today

The Key to Long-Term Business Success 

The world of business is changing rapidly. Economic uncertainty, evolving 
client demands, and increased competition mean that professionals must 
adapt or risk being left behind.

Whether you’re a speaker, coach, trainer, or consultant, relying on a sin-
gle income stream is risky. Clients come and go, trends shift, and unexpect-
ed challenges (like a global pandemic) can disrupt business overnight. The 
professionals who thrive in uncertain times are those who diversify their 
income streams and future-proof their business models.

Assessments offer a powerful, low-effort way to create stability while 
delivering greater value to clients. In this chapter, we’ll explore why assess-
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ments are an essential tool for long-term business success and how you can 
start implementing them immediately with a practical 30-day action plan.

By the end, you’ll have a clear roadmap to build a sustainable, profitable 
business that stands the test of time.

Why Assessments Future-Proof Your Business 

1. The Economy Is Unpredictable – Multiple Income Streams Provide 
Stability

If you’ve been in business long enough, you know that financial ups and 
downs are inevitable.

•	 The COVID-19 pandemic forced many speakers, trainers, and con-
sultants to pivot or shut down completely.

•	 Economic recessions and slow seasons can lead to inconsistent cash 
flow.

•	 Companies often cut training budgets during uncertain times.

How Assessments Help: 
Unlike one-time speaking or coaching gigs, assessments can generate re-

curring revenue through:

•	 Ongoing subscriptions (e.g., quarterly team assessments).

•	 Follow-up coaching and consulting based on assessment results.

•	 Online assessment sales that don’t require constant effort.

Example: A Speaker Who Future-Proofed His Business
James, a corporate speaker, saw his bookings drop by 70% during the pan-

demic. Instead of panicking, he started offering online DISC behavioural 
assessments as a standalone service.

•	 He promoted the assessments to his existing audience.

•	 Companies that weren’t booking speakers still needed team develop-
ment tools.
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•	 Within three months, he had a new revenue stream that kept his 
business alive.

KEY
TAKEAWAY

Relying on one income stream is risky. Assessments provide a consistent, 
scalable option to keep revenue flowing—even when the unexpected hap-
pens.

Clients Demand More Data-Driven Insights 

In today’s business world, clients want measurable results, not just ad-
vice.

•	 Companies use metrics to track performance—and expect the same 
from training and coaching.

•	 Decision-makers want proof of improvement, not just “gut feelings.”

•	 Organisations invest in tools that provide data-backed insights to 
optimize leadership, teamwork, and communication.

How Assessments Help:
•	 They offer quantifiable data that helps clients track progress.

•	 They transform subjective coaching/training into objective, action-
able insights.

•	 They create long-term engagement because clients want to retake 
assessments to measure their improvement.
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Example: A Leadership Coach Who Stood Out in a Crowded Market
Samantha, a leadership consultant, struggled to compete with other con-

sultants who offered similar services. Instead of competing on price, she dif-
ferentiated herself by incorporating the Business Excellence Indicator into 
her consulting packages.

•	 Her clients received hard data provided by their staff as part of the 
Business Excellence Indicator process before any intervention was 
considered.

•	 She provided more data-driven progress reports that showed real 
transformation after her intervention had taken place.

•	 Companies started referring her because she offered tangible proof 
of success.

KEY
TAKEAWAY

Clients want data and measurable results—assessments like the Business 
Excellence Indicator help you provide that, making your services more valu-
able.
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Your 30-Day Action Plan: 

How to Start Selling Assessments Today 
You don’t need months to integrate assessments into your business. By fol-
lowing this simple 30-day roadmap, you can start selling assessments with-
in a month.

Week 1: Choose Your Assessment & Business Model
•	 Select the right assessment (DISC, Motivators, EQ, the Business 

Excellence Indicator or the Culture Audit etc.).

•	 Decide whether to:
	· Bundle it with your existing services.
	· Sell it as a standalone product.
	· Offer ongoing assessment subscriptions.

•	 Decide if you wish to be certified in the instrument and complete any 
necessary online training.  

Example: A Consultant Who Took Action Quickly
Michael, a business consultant, spent months overthinking how to use 

assessments. Finally, he chose the  DISC assessment and started offering 
it within two weeks. His first client signed up before he had even finished 
reading the free training resources included with his 24x7 Assessments 
Account.

GUIDING
THOUGHT

Don’t overthink it—just start.
You can refine your approach as you go.
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Week 2: Integrate the Assessment into Your Services
•	 Create a simple offer (e.g., “Leadership Package + Free DISC Assess-

ment”).

•	 Add the assessment as a bonus to existing services.

•	 Offer a free trial or demo assessment to test client interest.

Example: A Trainer Who Increased Her Fees Instantly
Rebecca, a corporate trainer, added a pre-workshop DISC assessment 

and increased her rates by 20%. Clients happily paid more because they saw 
extra value.

GUIDING
THOUGHT

You don’t have to “sell” assessments
just include them as part of a valuable package.

Week 3: Start Marketing & Selling Your Assessments
•	 Write a short email or LinkedIn post announcing your new assess-

ment service.

•	 Offer a limited-time discount for early clients.

•	 Reach out to past clients and ask if they’d like to try an assessment.

Example: A Coach Who Used Social Media to Get Her First Clients
Jennifer, a career coach, posted a simple LinkedIn update:

“Want to discover your career strengths? I’m now offering a Career Personal-
ity Assessment with a customized coaching session! DM me if interested.”
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Within a week, she had five paying clients—without spending a dollar on 
advertising.

GUIDING
THOUGHT

Start by marketing to your existing network
People who already trust you are the easiest to convert.

Week 4: Optimize & Scale
•	 Gather testimonials from early clients.

•	 Automate the process (set up online bookings, prepare emails re-
sponses, etc.).

•	 Plan for long-term revenue (subscriptions, corporate packages, etc.).

Example: A Consultant Who Created Recurring Revenue
Paul, a business consultant, offered quarterly Business Excellence Indi-

cator assessments. Companies signed up for ongoing assessments to track 
their progress—creating a steady revenue stream without extra effort.

GUIDING
THOUGHT

Think beyond one-time sales
Recurring assessments create predictable, long-term income.
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Conclusion: Your Business, Future-Proofed 

By following this simple 30-day plan, you can start selling assessments 
quickly—without overcomplicating the process.

KEY
TAKEAWAY

•	 Assessments future-proof your business by providing consistent 
revenue.

•	 Clients are willing to pay more for data-driven insights.

•	 You can start selling assessments immediately—just take the first 
step!
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Your Roadmap to Success 
with Assessments

You’re Ready to Take Action 

Congratulations! You’ve reached the final chapter of this book, and by now, 
you understand the power of assessments—how they can create stable in-
come, deepen client impact, and differentiate you in a crowded market.

But information alone isn’t enough. The real success comes from taking 
action.

This chapter will summarize everything you’ve learned and provide a 
clear, actionable roadmap to help you integrate assessments into your busi-
ness starting today. Whether you’re a speaker, coach, trainer, or consultant, 
assessments can transform your work into a sustainable, profitable, and fu-
ture-proof business.

Let’s recap the key takeaways and create your personal next steps for suc-
cess.

C
H

A

PT E R  6
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1. Why Assessments Are a Game-Changer 

You Need More Than Just One Revenue Stream
Many professionals struggle with inconsistent income—some months 

are great, others are slow. Relying on one-time coaching clients, speaking 
gigs, or training contracts can be financially risky.

•	 Assessments create predictable income by providing a product that 
clients can purchase repeatedly.

•	  You can sell them as standalone products or bundle them with 
existing services.

•	  They offer multiple ways to generate revenue, including subscrip-
tions, team assessments, and training programs.

Clients Want Measurable Results, Not Just Advice
In today’s world, businesses and individuals expect data-driven solu-

tions. Simply offering coaching or training without clear metrics can make 
it harder to prove your value.

•	 Assessments provide objective insights that help clients track their 
growth.

•	 They make your services more valuable by offering a personalized 
experience.

•	 Clients are willing to pay more for measurable results—which 
means you can increase your fees.

Example: A leadership coach doubled her client retention rate by using emo-
tional intelligence assessments because clients could see tangible improve-
ments in their scores over time.
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2. The 5-Step Plan to Integrating Assessments into 
Your Business 

Now that you understand the why, let’s focus on the how. Follow this five-
step process to successfully add assessments to your business:

Step 1: Choose the Right Assessment Tool
Not all assessments are the same—choose one that aligns with your niche.

•	 DISC Profiling – Ideal for communication, leadership, and team 
development.

•	 Emotional Intelligence (EQ) Assessments – Great for executive 
coaching and leadership training.

•	 The Business Excellence Indicator – Perfect for business consultants 
and sales trainers.

•	 The Culture Assessment – Excellent for consultants, trainers and HR 
consultants.

Example: A corporate speaker chose DISC profiling because it aligned with 
his keynote topics. Now, companies hire him not just for speaking but also 
for team assessments and leadership workshops.

Step 2: Get Certified (or Not!)
You don’t always need certification to sell assessments.

•	 Get certified if: Your client requires a certification (few do), or you 
want to look uber professional.

•	 Skip certification if: You already know enough about the tool and 
have studied the associated training materials.

Example: A business consultant wanted to use DISC assessments but didn’t 
want to pay for a formal certification as she already knew a lot about the 
model. Instead, she brushed up on the additional training materials supplied 
with the 24x7 Assessments User Account.
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Step 3: Bundle It into Your Existing Services
You don’t have to reinvent your business—just integrate assessments into 

what you already do.

•	 For Speakers: Offer an assessment before or after your keynote to 
personalize the experience.

•	 For Coaches & Consultants: Use assessments in onboarding to set 
benchmarks and track progress.

•	 For Trainers: Add pre- and post-workshop assessments to measure 
learning outcomes.

Example: A career coach used a personality assessment as a client onboard-
ing tool—making her coaching more personalized and effective.

Step 4: Sell Assessments as a Standalone Product
You can also sell assessments separately to generate passive income.

•	 One-time sales – Offer individual assessments with a follow-up 
debrief.

•	 Corporate packages – Sell bulk assessments to organisations.

•	 Subscriptions – Provide ongoing team assessments to track progress 
over time.

Example: A consultant set up a a regular review system with a large corporate 
client, revisiting the DISC Assessments every twelve months for all staff, thus 
creating passive income.

Step 5: Market & Position Yourself as an Expert
Even the best product won’t sell itself—you need to market it effectively.

•	 Share success stories – Show how assessments have transformed 
your clients.

•	 Offer a free sample assessment – Let potential clients experience the 
value.
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•	 Educate before selling – Use blogs, videos, and webinars to showcase 
why assessments matter.

Example: A trainer hosted a free webinar on leadership styles and includ-
ed a complimentary DISC assessment for just three lucky participants by 
drawing their name out of a hat.  This lead to multiple full assessment sales.

3. Overcoming Common Roadblocks 

If you’re feeling hesitant, you’re not alone! Here’s how to overcome the 
most common challenges:

“I Don’t Have Time to Learn a New Tool.”
•	 Start with the Business Excellence Indicator that generates automated 

reports and gives clear indications on where to start interventions 
with the client.

•	 Use assessments as a conversation tool, rather than something re-
quiring deep expertise.

Example: A consultant worried about earning extra income utilised the Busi-
ness Excellence Indicator with the leadership team of a long term client.  The 
subsequent report revealed so many issues the company hired the consultant 
to survey the whole company.  This lead to a large income boost.

“Will My Clients Pay for This?”

•	 Yes! Position assessments as a premium add-on with clear benefits.

•	 Show clients measurable progress through assessment results.

Example: A leadership consultant raised his fees after adding a 360-degree 
feedback assessment—because companies valued the data-driven approach.
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“I’m Not a Sales Expert.”

•	 You don’t have to “sell”—just educate and let the value speak for 
itself.

•	 Offer a free introductory assessment to get clients interested.

Example: A speaker used a complimentary DISC assessment with the man-
ager of the team to demonstrate the value of the tool.  This lead to the man-
ager buying everyone in the division a DISC assessment.

4. Your Next Steps: Take Action Today! 

Now that you have a clear roadmap, it’s time to take action!
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Day 1-2
Choose your assessment tool.

Day 3-4
Decide whether to bundle it with existing services or sell it separately.

Day 5-6
Market your first assessment—send an email or post on LinkedIn.

Day 7
Offer a free or discounted first assessment to a client.

GUIDING
THOUGHT

Within one week, you could have your first paying client—just by tak-
ing the first step.

Final Thought
The sooner you start, the sooner you build a future-proof business with 
stable, scalable income.

Your 7-Day 
Challenge
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Book a 60 minute product audit with Lindsay Adams OAM.  

Lindsay will walk through the offerings you already have and recom-
mend the most appropriate assessment tools for your business.  Book a 
meeting with Lindsay Now:  

https://24x7assessments.com.au/contact-us/

Adding assessments isn’t just about making more money—it’s about 
providing greater value, building a stronger reputation, and creating 
long-term stability in your business.

You now have everything you need to get started. The only thing left 
is to take action.

Start today. Your future-proofing your business begins now!

BOOK AN
AUDITWhat next?


