
 
 

The Unfair Share 
How THE Professional of Choice Wins More Best Clients,  

Multiplies Profits, and Becomes Untouchable 

 

Think you need more Leads? That’s only part of the truth. 

What you really want is more of the right Clients—the kind who value your expertise, 
pay premium rates, and stick around. We call those Best Clients™. 

This report introduces GravityONE™—our proprietary platform for attracting those 
Clients by tapping into a powerful phenomenon we call The Unfair Share: 

The point where ONE professional  
becomes the obvious choice—and the Best Clients start lining up. 

It’s not luck. It’s engineered. 

And it’s how you become THE Professional of Choice in your city. 
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For the real deal professionals— 

who care deeply, serve with integrity, and keep showing up, 
even when the marketing world forgets what real leadership looks like. 

You deserve more than tactics. 
You deserve clarity, momentum, and Clients who see your worth. 

This is for you. 

—Scott 

 

 



 
 

 

© 2025 GravityStack Marketing Inc. All rights reserved. 

No part of this publication may be reproduced, distributed, or transmitted in any form 
or by any means, including photocopying, recording, or other electronic or mechanical 
methods, without the prior written permission of the publisher, except in the case of 
brief quotations used in critical reviews or non-commercial uses permitted by 
copyright law. 

Trademarks 
GravityONE™, Best Clients System™, GravityScore™, StrategyStack™, GravityPulse™, 
and The Unfair Share™ are trademarks of GravityStack Marketing Inc. 
All other product names, logos, and brands are property of their respective owners. 

Publisher 
GravityStack Marketing Inc. 
gravitystack.ca | hello@gravitystack.ca 

Disclaimer 
This report is provided for educational and informational purposes only. It does not 
constitute business, marketing, legal, or financial advice. Individual results may vary 
depending on unique circumstances. 

Edition 
First edition. Digital version (2025). 
Designed exclusively for Canadian professionals. 

Version: July 15, 2025 



 
 

Foreword: Read This First 
Let’s be honest—you don’t need more marketing fluff. You need clarity, a plan, and a 
system that actually works. 

That’s why I created my company, GravityStack—and this report is your introduction to 
the system that’s changing how real-deal professionals grow. 

It’s not another “feel-good” business book filled with vague advice and platitudes. This 
is a sharp, focused look at what separates thriving local professionals from those stuck 
on the hamster wheel. And at the centre of that difference is a phenomenon I call 

The Unfair Share. 

Here’s the reality: 

Most professionals assume the market is fair. 

That if you’re good at what you do, Best Clients will simply find you—spreading 
themselves evenly across all qualified professionals. 

But the market isn’t fair. It’s gravitational. 

In every city, 80% of the Best Clients—the ones who pay well, stay longer, and 
refer like clockwork—don’t distribute themselves politely. 

Here’s what really happens: 

They flow to the doorstep of the obvious choice. 
They flow toward visibility, trust, and authority. 
They flow to the TOP. 

And most of them go to just ONE: 

THE Professional of Choice. 

That may not feel fair. It’s certainly not equal. 

But it’s how the market works. 

And if you’re not the one in that top spot? You’re losing Clients every single day—
without even knowing it. 



 

Success isn’t about what “should” work. It’s about what does. 

The good news? That kind of dominance isn’t about being the loudest. 
It’s not about gaming algorithms or spending the most. 

It’s about choosing your lane—and building the visibility, trust, and strategic clarity to 
own it. When your positioning is dialled in, your message sharp, and your system 
aligned, Best Clients see you first, trust you fastest, and choose you over everyone else. 

And that is completely within reach for a real-deal professional like you. 

That kind of growth isn’t random—it’s engineered. 

It’s powered by the Best Clients System™—our proven framework for helping 
professionals become THE Professional of Choice in their market. 

That system lives inside our GravityONE platform. GravityONE ties together strategy, 
funnel, and traffic—so everything works in sync to attract your Best Clients and keep 
your calendar booked. It’s not a bunch of tactics. It’s a complete support system—
designed to build momentum and clarity at every stage. 

As you read, you’ll discover: 

• Why most professionals stay stuck—even when they’re great at what they do 

• How Best Clients think and choose who they work with (hint: it’s not based on 
who’s cheapest) 

• How to create a business that finally feels like it’s running with you, not against 
you 

• What it really takes to earn the #1 spot in your market. 

This isn’t theory.  
This is a blueprint. 

Everything you’re about to read is designed to move you closer to one thing: 
Claiming your Unfair Share of the Best Clients in your market. 

  



 

Let’s dive in—and start building your Gravity. 

—Scott Gingrich 
Founder, GravityStack Marketing 
 

Life really is better with Best Clients™. 
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Chapter 1:  

The Unfair Share – Why Some Professionals  
Get More Than Others 

Sarah is looking for a bookkeeper for her business… 

Sarah is a small business owner in need of a bookkeeper—someone reliable, who knows 
what they’re doing, won’t miss deadlines, and can handle her finances without mistakes. 

So, what does she do? 

Does Sarah pick a random name from a directory? Probably not. 

Does she go with the cheapest option? Unlikely—because Sarah knows that cheap can 
become expensive if mistakes happen. 

Instead, Sarah asks around. She checks reviews. She looks for someone she can trust—a 
bookkeeper known for great service, real results, and steady reliability. 

And then something happens. 

ONE name keeps popping up.  
ONE Professional feels familiar. Trusted. Obvious.  

So, when Sarah sees their pricing? She doesn’t flinch because she already knows: 

They are THE Professional of Choice. 

Now imagine being that bookkeeper—getting those kinds of Leads! 

Clients like Sarah coming to you, pre-sold, ready to work, convinced you're the only 
logical choice. No hard selling. No price-haggling. Just Best Clients, paying premium 
rates, showing up ready to follow your lead. 

That’s the power of The Unfair Share. 

Best Clients Don’t Line Up Politely—They Gravitate to #1 

Most Professionals assume that if they just do great work, Clients will find them. 
That trust, skill, and results will naturally lead to recognition. That the Best Clients will 
line up fairly, rewarding every good Professional with their fair share. 
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Best Clients don’t wait their turn. They gravitate toward visibility, trust, and clarity. 

The market isn’t fair. It’s gravitational. 

And if you’re not positioned as THE Professional of Choice? You’re not just missing a few 
opportunities. You’re invisible to the Clients who could transform 
your business. 

In real markets client flow isn’t fair or even: 

• 80% of the Best Clients go to the Top 3 
Professionals in any market. 

• And 80% of that 80% go to just ONE: 
THE Professional of Choice. 

It’s not a polite bell curve—where everyone gets 
“some,” and a lucky few get “more.” 
The real distribution is skewed, sharp, and 
gravitational. 

That's the Unfair Share.  

How THE Professional of Choice  
Leaves Their Competition Behind 

The Professionals who earn The Unfair Share don’t get there by being the cheapest or 
the loudest. They’ve built Gravity—and become THE Professional of Choice. 

And that’s the key: 

They’re not trying to attract “everyone”. They’ve engineered their 
business to pull in a very specific type of Client—Best Clients—

and to quietly repel the ones who don’t fit. 

Think back to Sarah.  

She didn’t want options—she wanted confidence. The bookkeeper she chose didn’t 
chase her with ads or lower prices. They had something more powerful: presence, 
proof, trust. When Sarah found them, the decision was already made. 
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That’s Gravity in action. 

The truth is: 

Clients like Sarah don’t want to gamble on the unknown. They want to feel like they’re 
choosing the right Professional without having to dig, compare, or second-guess. 

I’ve seen this again and again. And if you’re anything like the professionals I work with, 
you’ve felt it too: That moment when a lead slips through your fingers—not because you 
did anything wrong, but because someone else felt like the “obvious” choice first. 

When a Professional has real Marketing Gravity, the decision is made before the first 
phone call. 

That kind of presence doesn’t just “happen.” 

It’s built. 

THE Professional of Choice doesn’t stumble into that position. They build it—
deliberately, step by step—by engineering the trust, visibility, and authority that draw 
Best Clients in. 

That’s the power of GravityONE—our platform for helping real deal local Professionals 
rise above the noise and claim their place at the top. 

And when it’s working, it looks like this: 

• You’re not chasing Leads— they’ve already decided you’re the one to talk to. 

• You’re not competing on price—you’re charging what your work is worth. 

• You’re not guessing where the next Client will come from—you’ve built 
predictable flow. 

Meanwhile, your competitors keep trying new tactics. They copy what they see. They 
post more. They lower prices. Run discount promotion. And they wonder why Clients 
like Sarah never seem to call them. 

Best Clients don’t browse. They choose the one who feels obvious. 

And when Gravity is working? That one... is you. 
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 Key Takeaways 

• If you’re not positioned as the obvious choice, you’re invisible. 
Even if you’re great at what you do, Best Clients will pass you by if you don’t lead 
with clarity, confidence, and trust signals. 

• Best Clients don’t “shop around”—they gravitate to clarity. 
They’re not comparing every option. They move toward the one who feels like 
the clear and trusted solution. 

• 80% of the Best Clients go to the Top 3—but most of those go to just ONE. 
That’s The Unfair Share. And it’s not handed out. It’s earned by Professionals 
who commit to becoming the #1 choice in their market. 

• Gravity isn’t luck. It’s engineered. 
The GravityONE platform gives you the system, strategy, and support to build 
real Marketing Gravity—so Best Clients find you, trust you, and choose you. 
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Chapter 2:  

Why Most Struggle  
While Others Seem to Win Effortlessly 

Let’s be honest: you’ve been working at this for a while. 

You’re not new. 
You’re not lazy. 
And you’re definitely not ignoring your marketing. 

You’re doing the work—not just to grow your practice, but to keep the team around you 
supported and engaged. Because when your business slows down, they feel it. And 
when the opportunities dry up, they start looking elsewhere. 

You want to lead from the front—deliver results, keep revenue flowing, and build 
something your team believes in. Not just because it’s your business, but because you 
know what it would mean to lose your top people. When marketing falls flat, so does 
morale. 

And deep down, you’re wondering: 
“Am I actually doing the right things?” 
“Am I quietly falling behind?” 
“Are my competitors pulling ahead without me even knowing?” 

You’ve tried what everyone says to try—ads, socials, the website refresh, maybe even 
hired a freelancer. Some of it worked… kind of. But nothing consistently. And never with 
control. 

That’s the part that’s hardest to admit. 
You’re doing the work—but still wondering, “Which part of this is actually working?” 

You don’t want to build your business by guesswork. 
You want to feel like the leader of it. 

The Trap: Always Doing, Never Knowing 

We see this all the time… 

A family counsellor builds a beautiful site, gets listed on Google, runs a few ads, and 
shares thoughtful posts online.  
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The results?  

A little activity. A few inquiries. Some Clients. But mostly hit-or-miss. She’s not sure 
what’s working—and worse, what’s not. 

She tweaks her homepage. Tries a new headline. Eventually, she hires a local firm that 
promises “more clicks” and “better visibility.” 

What she gets?  

A shinier version of the same problem. Another 
website. Variations of the same ads. Still no clarity. 
Still no pull. 

So, she stretches. Widens her niche. Starts saying yes 
to work that doesn’t really fit—just to keep the lights 
on. 

She’s working harder. But it’s not moving the needle. 
Her team feels it. She feels it. The whole thing starts 
to lose its spark. 

And the heartbreaking part? It’s not that they’re doing 
the wrong things. It’s that no one ever gave them a 
real strategy. 

They’ve been piecing together scraps, hoping something clicks. 
And then they blame themselves when it doesn’t. 

The Vicious Cycle of Marketing Frustration 

The more she does, the less control she feels. Every “fresh idea” underdelivers. 
Confidence drops. Revenue wobbles. The cycle repeats—because without structure, 
strategy, or positioning, even good marketing turns into guesswork. 

It’s the vicious cycle of marketing frustration: more effort, less certainty. More Clients 
you don’t love, fewer you do. The energy to market goes down, while the urgency to fill 
the pipeline goes up. 

And eventually? You end up in the race to the bottom where everyone looks the same. 
Clients start choosing based on price, and your team starts wondering how long they 
can stick it out. 



Page 7 
 

What No One Tells You About “Winning” Professionals 

It feels unfair. Because you know you’re good; 
maybe better. But somehow, they’ve become the 
ONE everyone seems to be choosing.  

And here’s what no one tells you: 
Some Professionals do get lucky. 
Others hustle their way into short-term wins. 

But the ones who stay on top—the ones who 
attract the Best Clients, month after month? 
They’ve built something deeper. 

Not a gimmick. Not a viral hack. 
But a system rooted in real principles: visibility, 
trust, and strategic clarity. 

That’s what creates pull. 
And that’s what we engineer. 

They’ve built Marketing Gravity—the kind of presence that makes Best Clients lean in, 
not scroll past. That makes their team believe. That makes momentum feel natural. 

It’s Not You. It’s the Strategy You Never Got 

Most marketing out there isn’t built to make you THE ONE. It’s built to make you look 
like everyone else—just slightly louder. 

You get small tweaks. Slight upgrades. Another content plan. Another “visibility boost.” 
But underneath it, you’re still standing in a sea of sameness. And your Clients? They 
can’t tell the difference. So they default to price. Or convenience. Or whatever comes 
up first. 

That’s what me-too marketing creates: choice blur. 

You’re not invisible because you’re not talented. 
You’re invisible because you haven’t been positioned. 

The market isn’t fair—it’s gravitational. 
And if you’re not the one creating pull, you’re getting passed over. 

The High Cost of Cheap Marketing 

Sometimes, cheaper marketing is the 
most expensive mistake. 
A local freelancer or agency might save 
money upfront—but if it’s not built on 
strategy, the clicks don’t convert, and the 
Clients don’t stay. 

When the system is right, the cost per 
lead drops—and the quality goes up. 
That’s the difference between guessing… 
and Gravity. 
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What Comes Next 

If you’ve been doing the work but still wondering why growth feels stuck… 

If you’ve been holding the business together while carrying the pressure to keep your 
team fed, focused, and faithful… 

If you’re tired of the grind. Ready to stop spinning—and start building real momentum. 

That ends now. 

In the next chapter, I’ll show you how we build Gravity—and the system that finally puts 
you in control. 

Key Takeaways 

• You’re not invisible because you’re not talented. You’re invisible because you 
haven’t been positioned. 

• If your message sounds like everyone else’s, Best Clients won’t choose you—
they’ll default to someone else. 

• You don’t need just another new website or a better tagline—you need a system 
that positions you as the Professional of Choice. 

• The market isn’t fair—it’s gravitational. If you’re not pulling Clients in, you’re 
being passed by. 
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Chapter 3 

Escape the Hamster Wheel:  
The Proven System that Attracts Best Clients 

You open your calendar—and there it is again. 
Not panic-inducing gaps. Just enough to feel…off. 
Some days, it’s manageable. Other days, it feels like a warning. 

A quiet reminder that even with all your effort—your referrals, your experience, your 
reputation—it still takes too much work to keep things steady. 

You’ve done the work. Kept things moving. Supported the team.  
You’ve launched ads, refreshed the site, tried a promo or two. And sure—some wins. But 
never the kind that make you think: “This is working. We’re finally ahead of it.” 

That’s not failure. 
But it’s not sustainable growth either. 

What you need isn’t more hustle. 
It’s a system that creates clarity, control, and 
momentum. 

At the core of the GravityONE platform is the Best 
Clients System™—our flagship lead generation 
framework designed to take Professionals off the 
hamster wheel and into their GravityZone™: 
the strategic space where your strengths and 
your Best Clients’ needs align perfectly. 

This is where marketing starts to make sense. 
Where momentum is built on purpose—not 
chance. Where Best Clients come to you, already 
confident you’re the right fit. 

It’s not about chasing Leads. It’s about claiming your GravityZone—and letting it do the 
pulling. 

In this zone, you’re not one of many. You’re the one they’ve been hoping to find. 
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This is the space you own. 
Where you’re seen as THE ONE from the start. 

That’s what the Best Clients System is built to support—helping you solidify and claim 
your GravityZone once the strategy is in place. 

And when you step into that position—when you build your GravityZone—everything 
changes: 

• “You stop chasing Leads. They find you—and they’re ready to work with you.” 

• “You stop competing on price. You charge premium rates because you’ve earned 
them.” 

• “You stop stressing over slow months. Your Client Flow is consistent, and your 
growth is strategic.” 

That’s what happens when you become THE Professional of Choice. 
That’s how you claim The Unfair Share™. 

It’s not luck. It’s the result of an engineered system—and it starts with understanding 
how we build it… 

How A Damning Confession  
Freed Us From The "Me Too" Hamster Wheel 

Here's the ugly truth: For years, I was part of the problem. 

Yeah, you heard that right. Me, Scott Gingrich, the guy who's about to show you how to 
transform your business, was once knee-deep in the same "me too" marketing BS I'm 
now calling out. 

I wish I could tell you that all our clients were THE Professional of Choice in their city, 
swimming in Best Clients. But I can't. 

The damning confession is that only a fraction of our clients achieved the coveted 
status of being THE Professional of Choice. The rest? They were just... there. Existing. 
Surviving. 

Sure, these clients were "happy." They'd give us 5-star reviews for their shiny new 
websites or improved Google rankings. But deep down, I knew we were falling short. 
We were delivering what they asked for, what they thought they needed.  
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But we weren't making their lives better the way I knew we could. 

And it bugged the hell out of me. 

I couldn't shake the gnawing feeling that we were just perpetuating the hamster wheel 
of mediocrity. We were making incremental improvements, playing the "one-
upmanship" game, but we weren't creating breakthroughs. 

Then COVID hit. 

While everyone else was panicking, I saw an historic opportunity. This was our chance 
to pivot, to dig deep and finally solve the problem that had been haunting me: 

Why did some businesses dominate their market while  
others struggled to stay afloat? What made the difference  
between the top performers and those barely scraping by— 

even when we'd built them both shiny new websites? 

So, I did something crazy. 

I put on my Sherlock hat (not literally, mind you!), grabbed a metaphorical magnifying 
glass, and spent the summer of 2020 doing a forensic marketing audit of 312 clients 
from the past 16 years. 

I was obsessed with one question: What made the difference between those who 
succeeded and those who didn't? 

It wasn't the quality of web design. It wasn't the SEO. It wasn't the Google Ads 
campaign. Those were important ingredients, sure, but there was something more. 
Something that tied it all together. 

And then it hit me. 

In my mind's eye, I saw all these important pieces of the 
marketing puzzle come together to create one bigger, better 
picture.  

It wasn't one thing.  

It was many things that formed a synergistic whole. When 
those pieces came together in just the right way, it created a 
marketing presence that had an attractive force all its own. 
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We call this marketing force Gravity:   

Grav·i·ty    noun | ˈgra-və-tē 

: the market force that draws the Best Clients to you. 

Simple definition, revolutionary implications. 

It’s the game-changing dimension that’s missing from all that “me too” advertising. It’s 
the “thing” that ties all your marketing together: your website, your ads, your social 
media, your vehicle wrap—ALL OF IT—and creates a marketing force that draws the 
Best Clients to you.   

When these three elements worked in concert, they created something greater than 
the sum of their parts. 

They created Gravity—a magnetic presence that pulls Best Clients toward you. 

From that insight, we built the Gravity Algorithm™—a predictive model that lets us 
measure, diagnose, and build Gravity on demand. 

• It assesses your positioning and offers clarity. 

• It identifies visibility gaps—where your presence isn’t strong enough to attract 
attention or trust. 

• It identifies whether your market presence is strong enough to create pull. 

And with that, we created the Best Clients System—the step-by-step system that 
operationalizes the Gravity Algorithm, helping Professionals build their GravityZone 
and win their Unfair Share. 

It’s not theory. It’s field-tested. And it works. 

How Gravity Works 

Gravity doesn’t come from doing more—it comes from doing the right things in the 
right order. 

That’s why the Gravity Engine is built to work in sequence: 

1. Strategy comes first—because if you don’t know who your Best Clients are and 
what makes you different, then everything else is just noise. 
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2. Funnel comes next—to turn attention into action by guiding the right Clients to 
say “yes.” 

3. Traffic comes last—because now, every dollar spent is driving the right people to 
the right message at the right time. 

Each force amplifies the next. Get Strategy right, and  
your Funnel starts converting. Get Funnel right, and your  

Traffic becomes an investment—not a gamble. 

Most Professionals jump the gun. They throw money at traffic—before their positioning 
is dialled in or their funnel’s built to convert. 

But Gravity doesn’t reward activity. It rewards alignment. 

The System That Replaces Guesswork 

At its core, the Best Clients System does one thing: It increases your Gravity. 

Gravity is what makes the right clients come to you. It’s the invisible force that positions 
you as THE Professional of Choice in your market—so Best Clients see you, trust you, 
and confidently say yes. 

 

We’ve engineered the Best Clients System as a four-part framework that works in 
sequence: 

1. Build Your Gravity Engine 

This is the foundation. You’ll: 
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• Clarify your positioning. 

• Build a funnel that converts attention into action. 

• Attract traffic that’s aligned and high value. 

We don’t do “spray and pray.” We engineer a system that pulls the right people in. 

(This is the next chapter, so we’ll go deep there.) 

2. Get Best Clients 

Not all clients are created equal. 

Best Clients: 

• Value your expertise. 

• Pay premium fees. 

• Refer others like them. 

This phase filters out the tire-kickers and floods your business with aligned, high-value 
opportunities—so you stop chasing and start choosing. 

3. Analyze What’s Working 

Gut feelings are great. Data is better. 

We track what matters: lead quality, conversion rates, profitability. With tools like 
GravityPulse™, you stop guessing and start optimizing. 

You’ll finally see what’s working, what’s not, and what’s worth more. 

 4. Optimize, Innovate, and Scale 

This is where growth becomes strategic, not stressful. 

We refine what works, cut what doesn’t, and test smarter—not louder.  

 Why It Works (When Everything Else Doesn’t) 

The Best Clients System is not “one weird trick.” It’s not a funnel template or a Canva 
swipe file. 
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It’s a comprehensive, proven system designed to turn overlooked professionals into 
unstoppable market leaders. 

You don’t just get more clients. You get the Best Clients. You don’t just grow. You scale 
with control. 

This is how we build your Unfair Share.  

The more Best Clients you work with, the more you attract.  
The more you dominate your market,  

the harder it becomes for competitors to catch up. 

That’s the system. Now let’s break it down. 

First stop: the Gravity Engine™—where it all begins… 

Takeaways 

• You don’t need more hustle—you need a system. 
Random tactics and constant tweaks won’t create real momentum. A strategic 
system gives you clarity, control, and consistent growth. 

• The Best Clients System gets you off the hamster wheel. 
It replaces guesswork with a structured approach built around Strategy, Funnel, 
and Traffic—so you attract Clients who are the right fit, not just anyone. 

• Your GravityZone is where the real shift happens. 
When you claim the space where your strengths meet your Best Clients’ needs, 
marketing gets easier, conversion gets faster, and Clients come pre-sold. 

• Client Flow begins with alignment—not effort. 
When your system is built around your Best Clients, you stop chasing Leads and 
start choosing the right ones. 
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Chapter 4: 

How to Build a Marketing Engine That  
Attracts Best Clients Like Clockwork 

Best Clients don’t come from simply doing more marketing. They come from aligning 
the right forces—in the right sequence—to create momentum that pulls them toward 
you. 

That’s the role of the Gravity Engine™—the foundational system inside the Best Clients 
System. It transforms scattered tactics into a precise, data-
driven Client Flow. 

This Engine is powered by three strategic forces: 
Strategy. Funnel. Traffic. 

Each force amplifies the next. 
Each is essential. 
And when all three are activated together, they create a 
magnetic pull that makes you the obvious choice in your 
GravityZone. 

Let’s break down how they work—and why skipping even 
one can stall your growth. 

STRATEGY: The Missing Piece That Changes Everything 

Most agencies skip strategy. 
They sell tactics—Google Ads, SEO, a prettier website. 
But without a clear, intentional strategy behind it all, every tactic becomes just another 
item in a marketing guessing game. 

At GravityStack, we begin where real growth begins—with Strategy. 
Because if you don’t know exactly who you’re for, why they should choose you, and how 
you’re different, no amount of traffic will help. 

Strategy is Sharpening the Saw 

You don’t swing harder—you sharpen first. 
Strategy is the sharpening. 
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It means stepping into your Best Clients’ shoes and seeing your business the way they 
do—then realigning everything to meet them with clarity, confidence, and authority. 

 

We start by helping you deeply define and understand your Best Client. 
Not just demographics—but mindsets, motivations, and decision triggers. 

From there, we help you: 

• “Claim your GravityZone—the niche where you can own the conversation.” 

• “Craft your Positioning—so Best Clients instantly get why you're the right fit.” 

• “Align your Offer and Experience—so they say yes, stay longer, and refer more.” 

• “Set clear Priorities—so you stop wasting time on what doesn’t move the 
needle.” 

The GravityScore: Data, Not Guesswork 

We don’t build strategy on good vibes or agency dogma. We diagnose. Your 
GravityScore shows us—objectively—where your business is strong, and where it's not. 

It evaluates: 

• “How well you're positioned.” 

• “How much authority and differentiation you signal.” 

• “Where visibility is missing across key channels.” 

• “Whether your business is aligned with your Best Clients' journey.” 

It’s a snapshot of your current gravity—and a roadmap for what to fix first. 

Strategy Isn’t a Phase. It’s the Foundation. 

Most “marketing” companies start with traffic. We start with truth. Because if you skip 
strategy, you end up marketing a business that isn’t positioned to win. 

And if you get that wrong—nothing else will feel right. 
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FUNNEL: Turn Attention into Appointments  

You’ve just completed the work of Strategy. 

You’ve clarified your positioning, defined your Best Clients, and designed a business 
that’s built to serve them exceptionally well. You’re no longer guessing. You know who 
you’re for, and you know what to say. 

But knowing who your Best Clients are isn’t enough. 

They still need a way to move toward you. That’s where the Funnel comes in. It gives 
structure to your growth. It’s what makes all your marketing effort actually do 
something. 

So… What Is a Funnel (Really)? Let’s break it down. 

A Funnel is the system that guides someone from curious clicker to committed client—
without confusion, friction, or wasted time. 

Here’s an example of what that journey could look like: 

1. They click your ad or land on your site. → (Traffic brought them here.) 

2. They see a clear, focused page that speaks directly to their problem. → (Strategy 
defined what to say—and what not to.) 

3. They feel seen. Understood. Reassured. → (Your Funnel is doing its job.) 

4. They know exactly what to do next. → (They book. They apply. They take action.) 

Why Most Funnels Fail (Even the “Pretty” Ones)  

Most local professionals already have something in place. A website. A contact form. A 
“free consultation” button floating in the corner. It might look nice. But looks aren’t the 
problem. 

The problem is disconnection. 

Pages that don’t lead anywhere. 
CTAs that feel generic or buried. 
Messaging that doesn’t match the ad that brought them there. 
Steps that feel hard, awkward, or unclear. 

And underneath it all? 
Hedging. 
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Most professionals are afraid to sound too bold. Too specific. Too confident. 
So they soften their message. Try to appeal to everyone. Keep the funnel “open.” 

But when you hedge your bets, you lose your pull. 

Best Clients don’t respond to vague. 
They respond to clarity. Confidence. Certainty. 
They want to know they’re in the right place—and fast. 

That’s why even the “pretty” funnels fall flat. 
They don’t leverage Gravity. They create confusion. 

Even small bits of friction can quietly kill momentum. And when that happens, even 
your Best Clients will quietly slip away. 

A great Funnel doesn’t hustle people—it helps them.  

A well-built Funnel creates a confidence-building journey—one where the right Clients 
feel seen, understood, and ready to say yes. 

“This feels right. Let’s move forward.” 

Here’s the simplified flow: 

1. They see you. (Your traffic campaign is working.) 

2. They lean in. (Your message resonates.) 

3. They take action. (Your Funnel made the path clear and easy.) 

And now, instead of cold leads or awkward sales calls, you’re 
talking to someone who’s already 80% of the way to yes. 

What Real Funnel Flow Looks Like  

When your Funnel is dialled in: 

• Your calendar fills predictably—not in clumps. 

• Your sales calls shorten, because people arrive pre-sold. 

• Your client quality improves, because the wrong people opt themselves out. 
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• You stop wondering where the next client will come from—because they’re 
already moving toward you. 

This is what Funnel Flow feels like. It’s not magic. It’s not manipulation. It’s the 
systemization of clarity and trust. 

TRAFFIC: Fuel the Flow with the Right People  

Strategy defines your message.  
 The Funnel turns that attention into appointments. 
  Traffic gets you seen. 

You need the right people—coming in with intent, aligned with your offer, and ready to 
take action. 

That’s where most professionals get tripped up. 

They launch ads. They try SEO. They boost posts and “get visible.” But what they end up 
with is haphazard traffic—a random mix of browsers, price-shoppers, and people who 
were never going to book. 

And haphazard traffic doesn’t just waste money. It wastes time, energy, and trust.

Not all traffic is created equal. 

Some people are casually browsing. Some are desperate but unwilling to pay. Some are 
your exact Best Client, ready to say yes. 

The goal isn’t more traffic. It’s better traffic—deliberately aligned with your Strategy and 
Funnel. Because when the wrong people come through your system, even the best 
Funnel in the world can’t save you. 

The GravityStack View: Traffic as Fuel, Not Fire  

Here’s how we look at it: 

• Strategy is the blueprint. 

• Funnel is the machine. 

• Traffic is the fuel. 

But not just any fuel. If you pump low-grade, messy, haphazard traffic into your system, 
it sputters. If you fuel it with high-quality, well-targeted traffic, the machine flows. 



Page 2 
 

That’s when marketing stops being a guessing game— and starts generating real, 
predictable growth. 

Why the Right Traffic Makes You More Money  

Let’s walk through a real-world example. 

You decide to invest $1,000 in a digital campaign to attract new Clients. You’ve done this 
before—so you brace yourself. 

Scenario A – Haphazard Traffic  
The agency sends you lots of leads, but most are unqualified. Price-shoppers. Curious 
browsers. People who ghost after the first email. 

Scenario B – Targeted Traffic 
This time, the campaign is tightly focused. You’re drawing in only your Best Clients—the 
ones who already trust what you offer and are ready to move. 

 Haphazard Traffic Targeted Traffic 

Ad Spend $1,000 $1,000 

Leads 12 6 

Clients 1 3 

Revenue $2,500 $7,500 

Team Share (50%) $1,250 $3,750 

Your Profit $1250 $3,750 

 

Same spend. 
Better Clients. 
Real profit. 

Fewer Clicks, Better Clients 
And here’s something worth mentioning—because it comes up a lot: 

“Wait… why are we getting fewer clicks?” 
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That’s not a red flag. That’s the strategy working. 

We’re no longer paying for garbage clicks from people who were never going to become 
Clients. Instead, we’re filtering hard—so only the right people show up. 

It’s not about traffic volume. 
It’s about traffic precision. 

Because every wasted click costs you— 
in money, in energy, and in opportunity. 

The right clicks? 
They build your business. 

You have Client Flow—driven by the three forces of Gravity working in sync. 

You’re no longer fighting for scraps. 

You’re claiming your Unfair Share. 

With Strategy, Funnel, and Traffic working together, your Gravity Engine starts 
humming. Best Clients find you, trust you, and choose you—without you having to 
hustle harder. 

Takeaways 

• You don’t need more marketing—you need alignment. 
Strategy, Funnel, and Traffic must work together in the right sequence to create 
Client Flow. Skipping any one of them breaks the system. 

• Strategy isn’t optional—it’s the foundation. 
Without clear positioning and a sharp message, your marketing is just noise. The 
GravityScore shows exactly where your current gravity is strong—and where it’s 
falling short. 

• A “pretty” funnel won’t save you if it’s disconnected. 
Best Clients don’t respond to vague. They respond to clarity, confidence, and a 
frictionless path to say yes. 

• Traffic isn’t about more eyeballs—it’s about better fit. 
Targeted traffic fuels your Funnel. Haphazard clicks waste time, money, and 
trust. Every dollar should be bringing the right people to the right message. 
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• When these three forces align, Gravity takes over. 
You stop chasing leads. You start attracting the right ones—on your terms. 
That’s the Gravity Engine in motion. 
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Chapter 5: 

Client Flow:  
Work Less. Earn More. Love What You Do. 

This is the part no one tells you about: the moment when Best Clients start coming to 
you, and your business finally starts working for you. 

Your phone starts to ring. Booking 
notifications land in your inbox. Prospects 
you’ve never met treat you like the obvious 
choice… 

You don’t just feel more visible—you feel in 
demand. 

This is the moment when the Best Clients 
System starts to show its power. You’ve 
built the infrastructure, and now you’re 
experiencing what it was designed to 
deliver: Client Flow. 

The Magic of Client Flow 

Client Flow isn’t just a stream of leads—it’s a turning point. It’s when the late-night 
worry fades, your calendar starts filling ahead, and marketing starts delivering 
consistently—without constant tweaking or guessing. 

But it’s not just about quantity. It’s about quality. The right people are showing up—
people who understand what you do, respect your expertise, and are ready to move 
forward. And when that happens consistently, something even more powerful becomes 
possible: you get to choose. 

This is the magic.  
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When leads are scarce, it’s easy to rationalize saying yes 
to anyone. But when you have Client Flow, you’re no 
longer trying to make every lead work—you’re filtering 
for the ones who truly fit. You start protecting your 
team’s time and energy. You begin booking your 
calendar with Clients who are aligned, profitable, and 
enjoyable to work with. The whole business starts to 
feel lighter—and far more strategic. 

So, What Do These Best Clients Actually Look Like?  

They’re not tire-kickers or time-wasters. They’re the ones who… 

• They pay premium rates. No haggling. No “Can you do it for less?”  

• They show up pre-sold. They already trust your expertise before they even speak 
to you. 

• They respect your process. They follow your lead—not the other way around. 

• They refer others just like them. One Best Client could lead to Five! 

This is who the system was built to attract—and now, they’re showing up. 

When the System Turns On 

At this point, you’ve built enough momentum to shift out of survival mode. Strategy is 
aligned. The Funnel is doing its job. The Traffic is fueling the system. You’re no longer 
trying to prove your value to the world—because your best Clients are already 
convinced. 

This is when the Best Clients System truly comes alive. It’s not theoretical anymore. It’s 
working. It’s moving. And it’s giving you the one thing every growth-minded 
professional needs: control.  

You’re no longer chasing Clients. You’re choosing them. 

And from here, with a flow of great Clients coming in, you’re ready for what’s next. 
You’re ready to analyze. To spot patterns. To identify exactly who your Best Clients 
are—and begin shaping your business around them. 

Client Flow 

A steady, strategic rhythm 
of Best Clients moving 
toward you—ready to say 
yes. 
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Key Takeaways 

• Client Flow is the tipping point  
Your business shifts from unpredictable to effortless—where leads come in 
consistently, and you choose who to work with. 

• It’s not just about more leads—it’s about better ones.  
Best Clients are aligned, pre-sold, and ready to move. They pay well, respect 
your process, and refer others like them. 

• Client Flow isn’t luck.  
It’s the natural result of a system that aligns your Strategy, Funnel, and Traffic. 

• Client Flow changes everything.  
Once Client Flow kicks in, you can raise your rates, set better boundaries, and 
focus on the work you love most—with zero guilt. 

• You stop chasing. You start choosing.  
That’s the power of Client Flow. 
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Chapter 6 

Analyze What’s Working:  
Data Over Gut, Insight Over Instinct 

When Client Flow kicks in, it feels like the engine finally roared to life. But this isn’t the 
moment to coast—it’s the time to double down and grow smarter. 

Step 3 in the Best Clients System is where your 
business starts running on insight, not instinct. It’s 
the moment when all the activity your Gravity 
Engine is generating gets tracked, organized, and 
turned into real understanding. 

You’re not just getting more Clients—you’re 
starting to see patterns. Which Clients matter 
most. Which levers actually move the business 
forward. 

Why Analyze? 

Most professionals don’t know what part of their 
marketing is working. They may have a gut sense of 
what’s performing but they can’t point to what’s actually driving results. 

And that’s the trap. If you don’t know why something worked, you can’t scale it. You’re 
left throwing more money at what might be working. If you don’t know which Clients 
are your Best Clients, you can’t attract more of them. And if you don’t know where the 
value is coming from, you’re likely wasting time, money, and momentum. 

This step solves that. 

How We Analyze (and What We Track) 

This isn’t about drowning in dashboards or fiddling with spreadsheets. 
GravityPulse—our analytics layer—quietly captures the key signals driving your Client 
Flow. It tracks the performance of your Strategy, Funnel, and Traffic so we can see 
what’s truly working. 
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With GravityPulse in place, you gain clarity on: 

• What kinds of leads turn into your Best Clients? 

• Which messages or channels are actually converting? 

• Where are you generating real profit—not just busywork? 

• And which Clients feel the most aligned, grateful, and energized? 

GravityPulse collects the data. 
You get the insight. 
Then together, we act on it—decisively. 

What this Stage Looks Like in Practice 

At this stage, your system starts thinking with you. 
You're no longer reacting—you’re recognizing patterns and making smarter, faster 
decisions. 

You notice things like: 

• You realize your GravityAds campaign for family mediation is producing new 
Clients at half the cost of your other services—so you shift more budget there. 

• A few blog posts on a lesser-known topic are quietly pulling in organic traffic—
and those visitors are converting. Now you see a niche you can dominate early. 

• Certain keywords are attracting bargain-hunters—while others bring in Clients 
ready to pay for quality. Now you can filter for the ones that matter. 

• The Clients who pay your full rate and respect your process? They share specific 
traits—and now you can spot them early. 

That’s the shift. 

You’re no longer flying blind. 
You can see what’s driving growth—and what’s slowing it down. 
And that means every decision you make from here on… is a strategic one. 

This isn’t fluffy marketing theory—it’s decision-making power, backed by data you can 
trust. 

The Shift This Unlocks 

With analysis, your business moves from reaction to refinement. 
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You’re not just turning the crank harder—you’re making smarter, more informed 
decisions. You spend where it counts. You optimize what’s already working. You build 
around the right Clients—and stop wasting time on anything less. 

This is where the system stops being a set of tools and starts acting like a true Growth 
Engine. 

Why This Step Matters 
To stay #1 in your market—to truly dominate—you need more than Client Flow. 
You need Client Intelligence. 

Analyze is the step that reveals what’s working, what’s not, and what’s worth more. 

It helps you see your business like a strategist—not just a service provider. 
This is the setup for your next leap forward—where we take what’s working, scale it fast, 
and leave your competitors scrambling to catch up. 

Key Takeaways 

• Guessing is expensive. Insight is profitable. 
If you don’t know what’s working, you can’t grow it. GravityPulse gives you the 
clarity to double down on what’s driving results—and cut what’s not. 

• Lead count is a vanity metric. Lead quality is the goldmine. 
We track which Clients convert, pay well, and stick around—so you can build 
your business around the ones who matter most. 

• Every system gets smarter when you start measuring what matters. 
With real data on Strategy, Funnel, and Traffic, you stop flying blind and start 
steering with confidence. 

• Client Intelligence is the fuel for market dominance. 
This is the moment your business shifts from reactive to strategic. You’re not 
just attracting Clients—you’re building a Growth Engine. 

• Data without action is just noise. 
We don’t drown you in dashboards. We surface the insights that move the 
needle—and then act on them together. 
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Chapter 7 

Optimize & Innovate:  
Build the Moat and Become Hard to Catch 

You’ve built momentum. Your Gravity Engine 
is running. Best Clients are showing up, and 
for the first time, you’re not just getting 
results—you can see what’s driving them. The 
guesswork is gone. 

This is where growth becomes strategic. 

Because now, it’s not about doing more. 
It’s about doing smarter. 

And it’s where you begin to build something 
few professionals ever do: 
A system that doesn’t just grow—it defends. It 
adapts. It compounds. 

In other words, this is where you start building the moat. 

Not a wall to keep people out, but a widening gap between you and the ones still 
guessing. A defensible position that’s hard to chase—and even harder to copy. 

That’s what this phase of the Best Clients System is designed to deliver. 

We do two things here that most professionals—and most agencies—never do: 

We optimize what’s proven. 
And we innovate into what’s possible. 

Together, these forces do more than increase results. 
They make your system resilient. 
They help you pull away—while everyone else plays catch-up. 

Optimize: Do More of What Works. Less of What Doesn’t. 

Most agencies say they “optimize.” What they really mean is shuffling budgets, testing 
colours, or making minor tweaks. 



Page 12 
 

Our approach goes deeper. 

We optimize strategically, aligning every refinement to your Best Clients, your 
GravityZone, and your long-term positioning. Yes, we improve lead quality and lower 
acquisition costs—but we also protect your margins, elevate your brand, and scale what 
works. 

What does this look like in practice? 

• You realize GravityAds for family mediation is generating Clients at a fraction of 
the cost of other services—so we shift your ad budget accordingly. 

• We spot that most of your homepage traffic doesn’t convert—but your AdLift 
page converts like crazy. So we use that to make your homepage better. 

• You discover that Clients from organic blog posts are better aligned than those 
from your Google Business Profile. Now we invest in the content that pulls in 
quality leads. 

• A few pages on your site get high traffic but attract the wrong audience—so we 
rewrite them to speak directly to your Best Clients. 

• You start shifting your onboarding or communication process to better serve 
Best Clients—improving retention, reviews, and referrals. 

This isn’t about guesswork or endless testing. 
It’s about using real data—through GravityPulse and our strategic eyes—to make high-
impact adjustments that keep compounding over time. 

Optimization is how you increase return, reduce waste, and scale with confidence. 
And every time we refine and improve, the moat gets a little wider. 

But if you’re not careful, optimization can also blind you. 

The Tunnel Vision Trap 

Here’s the part no one tells you: 

If you focus only on what’s working right now, you can unintentionally make your 
business more fragile—not less. 

We’ve seen it happen. A business finds a winning ad, a hot service, a campaign that pulls 
in leads. They scale it. Tweak it. Perfect it. Move all their money there. 
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They become hyper-focused on efficiency—and slowly lose sight of the bigger picture. 
They start seeing every problem through the lens of “how do we optimize this?” 
Instead of asking, “Is this still the right thing to be doing?” 

That’s tunnel vision. And it’s dangerous. 

Because markets change. Client needs evolve. Platforms shift. 
And when your entire system is optimized for the past, it won’t be ready for what’s next. 

That’s why the smartest businesses don’t stop at optimization. 
They pair it with innovation. 

Innovate: The Discipline That Builds Resilience 

Innovation isn’t about chasing trends or throwing spaghetti at the wall. 
It’s about allocating a disciplined portion of your attention—and your budget—to 
possibility. 

It’s about deliberately exploring ideas that could give you an outsized edge, before the 
rest of the market even knows they exist. 

More importantly, innovation is what protects you from over-optimization and tunnel 
vision. 
It’s what keeps your system resilient, relevant, and always one step ahead. 

What does innovation look like? 

• We launch a small campaign for a niche you’ve never advertised before—but 
that’s quietly growing in search volume. 

• We test an alternative headline on your highest-traffic page, aimed at an 
overlooked audience. 

• We create content around a client concern you’ve heard three times in one 
month—before your competitors even notice it’s a trend. 

• We restructure an offer to make it more scalable, more profitable—or simply 
more magnetic. 

Not every experiment will hit. That’s the point. 
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We run controlled tests. We measure impact. 
And when something shows promise? 
We double down—while others are still trying to copy what you did last quarter. 

That’s innovation done right. 
It builds resilience. It compounds. And it makes your lead harder to catch. 

Here’s the Advantage You Can’t Buy Off the Shelf 

And this is where the moat gets reinforced with insight that no single campaign could 
provide. 

Because we work exclusively with one professional per category per city, we’re able to 
go deep in specific industries—counsellors, bookkeepers, family lawyers, and more—
without creating any local conflicts. 

And when we go deep, we also go wide. 

Our team manages campaigns across non-competing markets, which means we’re 
constantly spotting patterns, testing strategies, and learning faster than any single 
campaign could on its own. 

We call this the AdvantageStack™—our proprietary method for pooling performance 
insights across an industry and applying the winners to every client in the stack. 

• If a Google Ads headline is outperforming for bookkeepers in Sudbury, we test it 
in Barrie. 

• If a new offer structure is crushing it for family law in Winnipeg, we bring that 
insight to Kingston—before competitors even catch on. 

It’s like having a marketing R&D department working full-time behind the scenes—on 
your specific industry. 

Important note: This only applies when we have multiple professionals in the same 
category across different markets. Not every client qualifies—but when the conditions 
are right, the compounding insights are unmatched. 

You’re the only one in your market who sees what we see across the entire industry. 
When we find something that works, we bring it to you—fast. 
Your competitors never see it coming. 
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That’s how we help you keep the moat growing—without adding complexity to your day. 

You Don’t Have to Master This. That’s Our Job. 

If all this is starting to sound complex—good. 

Because it is complex. But not for you. 

You don’t need to learn how to optimize conversion rates or test SEO entry points. 
You don’t need to track cost-per-acquisition across six channels. 
You don’t need to design experiments or interpret the data. 

That’s our job. 

You lead your business. You show up for your team. You deliver your expertise. 

We build the system that makes you look brilliant—and keeps you booked with Best 
Clients. 

While others chase leads or copy tactics, you’re showing up as the trusted expert—
month after month, year after year. 

What You’re Building 

The Optimize & Innovate phase isn’t a one-time sprint—it’s the ongoing discipline that 
makes your system smarter, sharper, and more defensible. 

It’s what turns marketing from a cost centre into a compounding asset. 

Over time, the effect is clear: 

• Competitors don’t know how you’re pulling ahead. 

• Your messaging gets sharper, your lead quality improves, and your results 
become more consistent. 

• Your business becomes harder to chase—and harder to copy. 

That’s the moat. 

It’s not a wall you build once. 
It’s the result of monthly momentum, quiet refinements, and smart innovation—all 
working together to make you the Professional of Choice, now and in the future. 
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And the best part? 

You’re not alone in building it. 
You’re not guessing what to do next. 
You’re not wasting energy trying to piece it all together. 

We build the system. You lead with confidence. 
You get the recognition, the results, and the reputation. 

Best Clients come to you. Your team stays busy with work that lights them up. 
And your business becomes not just profitable—but undeniable. 

This isn’t the end of the system. 
It’s the moment it becomes yours to keep. 

Let’s deepen the moat. 

Takeaways 

• Optimization isn’t just about doing more of what works. 
We also eliminate what doesn’t—so every dollar, click, and effort delivers 
maximum return. 

• Smart optimization protects your margins. 
We tune your system to attract higher-quality leads, convert faster, and reduce 
cost-per-client—without wasting energy on the wrong Clients. 

• Tunnel vision is the hidden risk of optimization. 
If you only focus on what’s working today, you may miss what’s changing 
tomorrow. That’s why we always pair optimization with innovation. 

• Innovation builds resilience. 
We test new campaigns, explore emerging niches, and refine your offers—so 
you’re always evolving while others are still reacting. 

• AdvantageStack turns individual wins into industry-wide insight. 
When we work with multiple professionals in your category, we can test faster, 
learn faster, and bring those proven ideas to you first. Your competitors never 
see it coming. 

• This is how we build the moat. 
Your business becomes more refined, more defensible, and more difficult to 
replicate—month after month. 
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• You don’t have to learn this. We do it for you. 
You get the results, the Clients, and the reputation—without the overwhelm or 
complexity. 



Page 18 
 

Chapter 8 

Becoming #1 and Claiming Your Unfair Share 

You’ve built Gravity. 
You’re getting Best Clients. 
You’re doubling down on what’s working.  
You’ve moved beyond guesswork.  

Now, you’re not just growing. 
You’re leading. 

This is what it means to become 
THE Professional of Choice: 
 
Not just booked—but pre-sold. 
Not just respected—but requested by name.  

You’re the one Clients lean toward—before 
they ever click “Book Now.” The one shaping the market, not chasing it. This is the 
outcome the entire system was designed to create. 

Being #1 isn’t about ego—it’s about freedom. 
The freedom to choose the Best Clients. 
The freedom to charge what your work is truly worth. 
The freedom to scale without burning out your team—or yourself. 

In every market, the Top 3 attract 80% of the Best Clients. 
But ONE—THE Professional of Choice—gets 80% of that 80%. 
That’s The Unfair Share. And it’s yours to claim. 

When you’re in this position, everything clicks into place: 

• Your calendar fills itself. 

• Referrals roll in. 

• Your team stops spinning and starts winning—with clarity, purpose, and 
confidence. 

Best of all, you're no longer asking, “How do we get more Clients?” You’re asking, “What 
do I want this business to become next?” That’s the power of owning your market. 
That’s the freedom of having Gravity on your side. 
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And you’re not doing it alone. 

GravityStack is in your corner—every single month—acting as your strategic coach and 
marketing partner. We’re watching the trends. Tracking the numbers. Keeping your 
system sharp. So, while your competitors are wondering what’s changed, you’re already 
adapting, optimizing, and pulling further ahead. 

This is what you’ve been working toward. 
Not just more hustle, but more control. 
Not just more leads, but the right ones. 
Not just a full calendar, but a business that fuels your team, protects your time, and 
expands your impact. 

This is what GravityONE was built to deliver. 
The trust. 
The momentum. 
The market position that makes you THE ONE.  

Key Takeaways 

• You’ve built Gravity. Now you own the conversation. 
You’re not just visible—you’re the one Clients are already leaning toward. 

• Being THE Professional of Choice means you lead your market—not chase it. 
You don’t need to be the loudest. You need to be the one who shows up with 
clarity, trust, and proof. 

• When you become #1, everything changes. 
Your calendar fills. Referrals increase. Your team performs with clarity and 
confidence. 

• This isn’t about ego—it’s about freedom. 
Freedom to choose your Clients, protect your time, and grow on your terms. 

• That’s the power of the Unfair Share. 
And the Best Clients System was built to help you claim it—once and for all. 
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Only ONE Professional Gets the Unfair Share. 
Will It Be You? 

If what you’ve just read resonates—if it made you sit up straighter and think, “Yes. This is 
what I’ve been missing…”—then let’s take the next step together. 

Because knowing about Gravity is one thing. 

But seeing where your Gravity stands? 

That changes everything. 

Have you taken your Quick GravityScore™ yet? 

If not, start there. It’s fast. It’s free. And it gives you a no-fluff snapshot of where your 
marketing stands today—and how close you are to becoming THE Professional of 
Choice. 

Take the Quick GravityScore™ →  
www.gravitystack.ca/quick-gravityscore 

 

Already done it? 

Then you’re ready for the next move: Your private Gravity Meeting. 

This is where we go deeper. Where we unpack your score, look at your market position, 
and map out the most strategic path to claiming your Unfair Share. 

There’s no pitch. No pressure. Just real insight—tailored to you. 

Apply for Your Gravity Meeting →  
www.gravitystack.ca/gravityone 

 

Let’s make sure you’re the one they choose—not the one they almost called. 

http://www.gravitystack.ca/quick-gravityscore
http://www.gravitystack.ca/gravityone
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One More Thing 

We only work with ONE professional per category per city. And once that spot is 
claimed, it’s locked. 

So, if you’re serious about becoming the obvious choice—about attracting Best Clients 
who pay more, stay longer, and refer like clockwork—don’t wait. 

This is your window. 

Your moment to step forward. 

And your chance to claim the Unfair Share—before someone else does. 

 

Take the Quick GravityScore™ →  
gravitystack.ca/quick-gravityscore 

 

Apply for Your Gravity Meeting →  
gravitystack.ca/gravityone 

 

 

 

http://www.gravitystack.ca/quick-gravityscore
http://www.gravitystack.ca/gravityone

