
Door Opener Report



In 2015-2016, I led several worldwide field studies where people used the Generosity Practice, 
a powerful personal practice, for 30 days.  When I received the results, one thing was clear: 
Generosity Practice helped people do authentic marketing that they enjoyed. Not only that, 
but it brought them confidence to the negotiation table and led to more sales.

So when I moved to Boston in 2016, I expanded my Generosity Practice work to include 
Marketing Strategy sessions with all kinds of amazing entrepreneurs. This meant coaching them 
through Level 4 of the Generosity Practice, a more advanced and profound level of the GP work. 
Through that, I discovered their Innate Marketing Genius.

Once a client had taken that journey and their genius was revealed, their marketing strategy just 
flowed from there. 

From that work, I was able to isolate five distinct types of marketing geniuses. That discovery 
has transformed my work and it resonates with entrepreneurs in a profound way.  Whenever I 
have presented these categories to business owners all over New England and online, they can’t 
stop discussing which type of genius they are. It brings them to life.  

I present to you the Five Types: 

The Innate Marketing Genius Story

Nurturer Adventure 
Guide

Door Opener Steady 
Presence

Celebrator
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Your Big Why  
(and What We Love About You)
You open up new worlds of perception for 
others. 

It’s Important to You That…
People stay open to a new way of looking at 
things. 

It’s Easy for You to…
 � Explore innovative and uncomfortable
perspectives.

 � Brainstorm.
 � Blow people’s minds.
 � Constantly be learning.
 � Start new things.

You in a Nutshell: 
You need to be doing TED Talks all the time, 
since your favorite thing in life is presenting 
a new idea. In fact, Chris Anderson’s Ted 
Talks: The TED Guide to Public Speaking is 
your bible, since it presents many frameworks 
of presenting a new idea.  Your challenge is 
not creating content – it’s narrowing it down.  
Leonardo da Vinci is the embodiment of your 
genius, with his curiosity and bold willingness 
to look at things in new ways in service to 
others. 

What You Might Not Realize: 
 � It takes time and trust for people to adopt
new ways of looking at things.

 � You unsettle people at times. Take it slow.
Make it simple.

 � People see you as courageous.
 � Some people are exhausted by and resistant
to new ideas (see the entire history of

 science).

Watch Out for: 
 � Overwhelming people with too many ideas,
too many answers, too much information.

 � Pride in your ideas before they connect
with humans. (What do actual
humans think of it?)

 � Not seeing that people learn in different
ways and at different paces.

Who You Are as a Door Opener
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We look to you to open up new worlds for us, 
specifically worlds of perception. What is a 
new way of looking at something?  How can 
you present in a way we can truly understand? 
Specifically, check out the Door Opener-Style 
Strategic Questions to focus your content. But 
in general,

 �  Introduce your new idea
 �  Give examples
 �  Offer a low-risk way for people to try it

Marketing Tactics:
 � Take a common topic / problem and write  

 about it from a fresh perspective (blow  
 their minds.)

 � Share your new findings – in a talk, a  
 webinar, an article – from your work.

 � Create a video series addressing what the  
 future holds, what is possible.

 � Get published in cutting edge publications.
 � Develop a cool app that would be helpful  

 to prospects.
 � Have a booth at a cutting-edge trade show.
 � Do a TEDx talk.

Things Other Marketers Do that You 
Don’t Need to: 

 � Prove your expertise
 � Show lots of flash, flair, and style
 � Wow people with new ideas
 � Be gung-ho motivational

A Door Opener Brand: WeWork
WeWork, the world-wide co-working real 
estate company. Co-working is a Door Opener 
industry, since they do real estate differently. 
WeWork dominates this space. Rather than 

only renting out offices, they offer membership 
models, community events, and design-rich 
spaces. WeWork brings people in with simple 
membership plans that makes it easy to say yes.

Practical Application: Newsletter
 � Your Exploration: Tell the story about how  

 you got to the idea. 
 � Results: Tell a success story of how some 

 one used this stuff. 
 � Discuss misconceptions about your things. 

 - What you don’t know about….
 - Controversial big questions

 � How the new idea / service will change  
 how people do things. 

Industry Specific Application: Real Estate 
Agent Newsletter
The easiest way to shine is to address 
misconceptions:
“Most people think it’s best to sell your home 
before you buy another one – this is not true.” 
“One big misconception of the Boston 
marketplace is that sellers have all the power – 
this isn’t always true.” 
“How sellers waste money on real estate 
agents.”
“A series of photos showing a new 
neighborhood / development that most haven’t 
considered.” 

Marketing as a Door Opener
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Content Generating Questions 
Designed to Narrow Down and 
Flesh Out Your One Idea

What are your clients and prospects struggling 
with? (list all areas)

From that list, what would you like to address 
first?

For that area, what are some ideas you have 
around it? 

What is the most compelling of those ideas?

What is intriguing and curiosity-provoking 
about this idea? 

Is there a metaphor that might capture your 
idea? 

Get Strategic as a Door Opener
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How can you make this topic personal? 

What is a misconception you’d like to correct?

How can you prime your audience so that your 
idea will be easily received? 

Can you present your idea as a detective story? 
(where you present clues and your audience 
has to think like a detective for a moment)

Where can you insert some humor? 

What anecdote can you offer? 

Get Strategic as a Door Opener
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What is the opposite of your idea? (What is 
your idea definitely not?)

How about vivid examples?

Can you simply show the idea with images that 
create a sense of wonder and delight? 

Check for jargon. Do you need to replace any 
of it?

Can you share this idea as a beautiful, bold 
dream for the future? 

Get Strategic as a Door Opener
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Move Forward as a Door Opener

Your Next Step: Marketing Discovery Session
How does it feel to be a genius? Let’s take it one step further. 

You know your IMG type. The next step: a Marketing Discovery session with me. For 
45 minutes over Zoom or phone, we will look at the following:

1. How Your Genius Type Relates to Your Work
2. The Road Map for This Work
3. What's Possible When this is Mastered
4. Your Next Step

I offer this to  folks willing to embrace their genius, build trust over time, and get the 
clients they want.  Let’s do this! You will receive insights and next steps, which might 
include the One Voice One Strategy Program.

This session is my treat. Simply fill out these seven questions to apply (yes, there’s an 
application). The more information you give me, the better it allows me to prepare for 
your session. I run a boutique marketing business, and set aside a select few spots for 
people I feel I can help. Once I review your answers, I will confirm whether it’s a good 
idea to meet with me or not.  If so, we will schedule your Marketing Discovery session. 

You have a powerful way of connecting with your community. Let’s move you in that 
direction so you can do more good in the world and grow a healthy business.

Got questions?
Email me any questions you have about your Innate Marketing Genius at
christina@christinafrei.com. I look forward to hearing from you.
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https://www.innatemarketinggenius.com/session/
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