
1 
 

© 2020 by Alexander Van Buren | Six Figure Phone Coaching | LifeCoachAlexander.com 
 

The NLP & Coaching Institute Presents 
 

How to Create a Successful  

& Profitable  
 

 

Life Coaching 

Business  

 

And Make Six-Figures a Year Doing it 

 

By Alexander Van Buren 

 

Training Manual 



2 
 

© 2020 by Alexander Van Buren | Six Figure Phone Coaching | LifeCoachAlexander.com 
 

 

 
© Copyright 2020 by Alexander Van Buren. All rights reserved.  

No part of this book, including the interior design, cover design may be reproduced or 

transmitted in any form, by means (electronic, photocopying, recording, or by other means) 

without prior written permission from the author.  

14
th

 printing.  

Printed in the United States of America.  

Distributed by Skill Builder Seminars LLC 

For general information about Skill Builder Seminars publications please visit 

SkillBuilderSeminars.com or call 972-689-3749.  

 

 

 

 



3 
 

© 2020 by Alexander Van Buren | Six Figure Phone Coaching | LifeCoachAlexander.com 
 

Contents 
 

 

1. How To Make Marketing Fun!   

 

2. Marketing: Secrets of world class marketers   

 

3.  Prepare Your Marketing Materials   

 

4.  LOW Cost & NO Cost Lead Generation - part I 

 

5.  LOW Cost & NO Cost Lead Generation - part II 

 

6.  How to earn $100,000 and MORE a year as a coach 

 

7. Your Marketing Plan  

 

8. Action Steps 

 

9. Additional Resources and Learning Opportunities 

 

 

 
 



4 
 

© 2020 by Alexander Van Buren | Six Figure Phone Coaching | LifeCoachAlexander.com 
 

Notes 

 

 

 

 

 

 

 

 



5 
 

© 2020 by Alexander Van Buren | Six Figure Phone Coaching | LifeCoachAlexander.com 
 

 

 

Chapter #1 

 

How to Make Marketing Fun 

 
 

 

 

 

 

 

 

 



6 
 

© 2020 by Alexander Van Buren | Six Figure Phone Coaching | LifeCoachAlexander.com 
 

The 2-Fold Secret of  

Making Marketing Fun 

 

 

One of the secrets of all of this is to make marketing enjoyable.  

Find your own methods of getting clients that you enjoy. There are many LOW cost and NO cost 

ways to get life coaching and phone coaching clients.  

The idea is to choose a SET of methods that you like or at least don’t find unpleasant. Everyone 

can network a little bit.  

And everyone can send out some emails. And everyone can get on Facebook and do some simple 

posting. None of these things are expensive.  

But it is really how you look at all of these marketing activities that is the important thing.  

How you look at these different tasks will have a huge effect on whether you do them on a 

consistent basis or not.  

If you don’t like making cold calls, you don’t have to do them. It is essential though, that you 

find a set of activities that consistently generate leads for you and find a way to enjoy doing 

them.  

If you really want to enjoy getting clients as much as you enjoy coaching them, then:  

 

1. Reframe marketing 

2. Change the way you talk about marketing  

 

The right reframe can cause profound and lasting change in a person’s life. It can change 

EVERYTHING.    

A single reframe can be considered a therapeutic intervention.  

 



7 
 

© 2020 by Alexander Van Buren | Six Figure Phone Coaching | LifeCoachAlexander.com 
 

 

REFRAME MARKETING 

A frame is simply a way of looking at something. It’s a point of view; a meaning you associate to 

a particular thing.  A single reframe can change your life.  

When you reframe what marketing means to you, you automatically link more pleasure to that 

set of activities that generate new clients. They are no longer a chore.  

The frames you currently have around marketing are most likely NOT very useful.  

So it’s very important that you begin seeing marketing in an entirely new light.  

To do this, create at least THREE new ways to look at marketing from now on.  

 

Here are some frames to consider:  

Marketing is 

Finding people you can help and letting them know specifically how you can help them.  

Marketing is 

Relationship building.  

Marketing is 

Telling other people what you do in a way that causes them to be drawn to you and want to hire 

you.  

Marketing is 

MMM -> Delivering the right Message through the right Medium, to the right Market.  

Marketing is 

Creating a tribe of followers who like you and like what you do 

Marketing is 

making lots of friends except they pay you for helping them 
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Your New Frames For Marketing 

Pick your top 3 new ways of looking at marketing and write them down here. Practice thinking 

about marketing through these lenses or points of view.  

Your Top Three:  

 ___________________________________________________________________  

 

 ___________________________________________________________________  

 

 ___________________________________________________________________  

 

 

Change How You Talk About Marketing 

 

Self-Talk 

One of the most important things you can do to change your way of viewing marketing is to be 

more mindful of what you say to yourself on the subject of marketing.  

When you hear yourself say any old and unwanted belief, interrupt yourself and re-state your 

new frame.  

 

Speaking Out Loud 

Do not make any negative statements about marketing out loud. Instead, speak from your new 

frames and affirm them out loud on a regular basis.  

 

               Old Self Talk                  New Self Talk  

_________________________   ____________________________ 

_________________________   ____________________________ 

_________________________   ____________________________ 



9 
 

© 2020 by Alexander Van Buren | Six Figure Phone Coaching | LifeCoachAlexander.com 
 

 

 

Chapter #2  
 

 

 

 

Secrets of World-Class 

Marketers 
 

 

 

 

 

 

 

 



10 
 

© 2020 by Alexander Van Buren | Six Figure Phone Coaching | LifeCoachAlexander.com 
 

I. Marketing Principles & Foundation  

This module is a mini-course in marketing.  

It includes the handful of the most important concepts of marketing you need to know and 

understand.  These vital concepts are the difference between marketing success and failure.  

 

1. Mindset  

 

What do you associate to marketing?  How do you think about it?  

Here are some of the quotes (beliefs) I’ve picked up from training with some of the 

greatest marketing experts in the world.  

 “The marketing is where the money is.”  

 

 “The fortune is in the follow up.” 

 

 “The most valuable asset in your business is . . . your customer list!” 

 

 “Marketing is the single most important skill in business. If you know marketing 

you will succeed in ANY business go into.”   

 

 “You are really in the marketing business, and you’re marketing your particular 

product or service.”  

 

The most successful business owners and entrepreneurs I have modeled ALL make 

marketing a higher priority that other business owners.  It’s simply more important in 

their value system.   

 

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________ 
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2. Marketing =  

How you define marketing is very important.  

Here is my definition:  

My marketing definition includes what marketing is (acquiring and keeping a customer) and 

more importantly HOW marketing is actually achieved.  

Knowing and understanding this definition of marketing will make you a much better 

marketer.  

Read it carefully because this marketing definition gives you the SECRET of all effective 

marketing.  

Marketing is . . . acquiring and keeping a customer by creating the right message, identifying 

the right target market and then delivering the right message to the right target market 

through the right medium. 

Message -> Market -> Medium  

       “Marketing is everything you do to get customers.”  

Jay Conrad Levinson  

 

 

Your Target Market:  

______________________________________________________________________________

______________________________________________________________________________ 

 

Your Message:  

______________________________________________________________________________

______________________________________________________________________________ 

 

 

Your Medium:  

______________________________________________________________________________

______________________________________________________________________________ 
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3. Regular Marketing Actions – Using A Marketing Calendar & Schedule  

 

Professional marketing is always done on a regular basis.  

Think of marketing like buying groceries or working out. Without regularity, the results are 

anything but reliable.  

 

The Pattern of Ineffective Marketers 

amateurs at marketing market and market and market and then when they have ‘enough’ 

customers they stop. Then their sales drop to a point at which they become concerned. So 

they begin all over again and market, market, market and then stop.  

The result is that their business and sales volume goes up and down and up and down.  

 

The Pattern of Effective Marketers 

All experts and capable marketers market on a regular basis throughout the year.  

Even when they have lots of customers, they still make time for marketing.  

Just because you’re in good shape doesn’t mean it’s ok to stop working out and exercising.  

A calendar or schedule of what marketing actions you’ll take and when is the easiest way to 

systemize your marketing efforts.  

 Schedule marketing every single week.  

 Block out time to do marketing no matter what. 

 Refuse to stop marketing on a regular basis.  

 Remember that this is one of the secrets that will grow your business.  

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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4. Make Marketing /-> Fun 

 

Be sure to link pleasure and enjoyment to marketing and to completing and doing 

marketing activities. It’s one of the best ways to make your marketing habit last.  

 

o Experiment with different techniques 

 

o Make it creative  

 

o Enjoy meeting people you can help  

 

o Do marketing early in the day when you have lots of energy 

 

o Read interesting books about marketing  

 

o See marketing as one of the best ways to build your business  

 

o Get a buddy to market with 

 

o Automate as much of your marketing as you can 

 

o Get LEVERAGE through advertising 

 

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

 

5. The diving board VS the Parthenon – Using Multiple Methods 
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Jay Abraham, often considered the world’s greatest marketer, created the concept of 

the diving board and the Parthenon.  

The idea is simply this: Amateurs use one or perhaps two ways to get customers.  

Their business is held up in a precarious way. It looks like a DIVING BOARD.  

 

 

 

 

     Hand Out Business cards 

 

Virtually EVERY successful business you study will have MULTIPLE ways of 

generating leads and customers. Their business stands on a SOLID foundation.  

It looks like a PARTHANON.  

 

 

 

 

 

       1         2          3       4               5          6         7 

 

1. Network with USP 

2. Web site – organic search pages 

3. Give free presentations 

4. Online blog 

5. Referral systems 

6. Direct mail   7. Give workshops 8. Outbound calls 9. Advertising -> etc. etc.  

This course will show you how to create a minimum of FIVE front end lead generation methods 

for your business. In module #3 we will custom build and identify your best methods.  

For now, resolve to NEVER have just one or two ways you get customers.  

You MUST have at least FIVE ways to generate leads for your business.  
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6. The Lead Generation Magnate  

 

One of the single most important secrets of marketing to understand is the importance 

of the Lead Generation Magnate. We live in an age of distrust. We live in an age in 

which people are overwhelmed with marketing messages. People are rightly 

skeptical.  

 

When you approach someone and attempt to ‘sell them your product or service” 

STOP, and remember that they:   

o Don’t know you.  

o Don’t necessarily like you, yet 

o Don’t necessarily trust you, yet 

o Don’t know anything about your business 

o Haven’t spoken to any of your references or satisfied customers 

o Have no reason to choose you instead of someone else 

o Don’t know if they can count on you  

But you are asking them to buy from you and invest their hard earned money anyway!  

So . . .  DON’T SELL YOUR PRODUCT OR SERVICE.  

 

Sell a “Lead Generation Magnate” Instead!  

A lead generation magnate is a low risk, NO/LOW cost item that they can get from you in return 

for giving you their contact information.  

Examples of lead generation magnates:  

 A free information kit, a free video, a free audio CD  

 A free report – emailed or on your web site 

 An introductory workshop or seminar 

 A free assessment  

 A free 30 day trial 

 

Once you have their contact information and have delivered FREE or LOW COST value to 

them, you can continue to educate them, build relationship, discover their needs and THEN offer 

them your product or service. It is infinitely more respectful.  

This is THE way to market professionally. It builds a relationship. They get to know you, like 

you and trust you – and THEN invest in your products or services.  
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Your Lead Generation Magnates 

 

 

 

Lead Generation Magnate #1  

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

Lead Generation Magnate #1 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

Lead Generation Magnate #1 

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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7. 90 Day Burn – Get Off The Ground  

 

To get off the ground in marketing a new product or service, I highly recommend using the 

concept of ‘The 90 Day Burn”  

Think of an airplane taking off from the ground. It must go FULL THROTTLE for a certain 

length of time, to get lift off, and then throttle back to an optimum cruising speed once it’s in 

the air.  

There are 5 steps to a successful 90 day burn:  

 

1. Identify the key things that must be in place 

This course will help you identify them 

 

 

2. Schedule BLOCKS OF CONCENTRATED TIME to get these core things in 

place.  

 

 

3. When they’re in place – launch – LET IT RIP! Go into massive action.  

 

 

4. Maintain your momentum and extreme effort for 90 days.  

 

 

5. At the 90 day mark, throttle BACK – to avoid burn out.  

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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6. Target Marketing 

Of all the things that mark out people who know how to market professionally from those who 

don’t, this is one of the most noticeable.  

Never try to sell what you offer to everyone. 

 It’s critical to identify the group of people who need and want your products or services more 

than everyone else.  

Niche DOWN. Select a category and go smaller. It gives you more power and more profit. 

Examples:   

 Grocery stores that only sell fish. 

 Smoke shops 

 Bakeries  

 Shoe Stores  

 Bed, Bath and Beyond – just kitchens and bathrooms 

 

Demographics  

Physical location.  

 

Psychographics  

Psychological patterns and preferences, values, interests, age, sex, married, kind of purchases 

made in the past, etc.  

 

Always consider: those who have used a similar product or service in the past. They are often an 

IDEAL target market.  

 

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

8. The Fortune is in the Follow UP  
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Marketing is really all about building a relationship with people who want and need your 

products and services.  

How do you feel when your friends don’t call you?  

Studies have been done that determine that the single biggest reason that customers stop using a 

particular business . . .  is that THEY FEEL NEGLECTED AND FORGOTTEN.  

The business owner simply didn’t continue to contact them.  

 

Key:  

Schedule regular calls, mailings and emails to ALL your past customers and prospects 

and continue to follow up with them forever.  

 

 

Create a follow up system and use it all the time 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

 

 

 

 

 

 

 

9. Proactive - > You Must Go To Them  

 

Accept this idea: You must go to them.  
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They are not going to come to you most of the time, even if they need you.  

People have a hard time reaching out. So don’t wait for them.  

Go to them. Go to them politely, nicely and appropriately, but go to them.  

 

When you network, ALWAYS call the people who gave you their business cards 

Why?  

Because:  

 It’s not a cold call, it’s a warm call 

 They aren’t going to call you  

 They want you to call them or they wouldn’t have given you their card 

 It marks you out as a true professional 

 

The secret for making calls to others easy is to know what you’re going to say.  

In our next module we’ll be writing several scripts to help you be prepared when you call them 

to follow up.  

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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10. Front End & Back End  

 

All top level marketers know about the FE and BE.  

The idea of the FE and BE is simply this:  

Always offer a Front End product or service first.  

 

A FE product or service is a Low cost, low risk initial offering so that a prospect can purchase 

from you without investing a lot of money or time or commitment.  

Then, after experiencing GREAT value from your smaller, front end product or service, they are 

MUCH more likely to invest in your bigger, more expensive items.  

 

Examples of Front End products and services:  

 An introductory seminar – prior to a more expensive one 

 A $39 e-book, that offers bigger products at the end of the book 

 A book that contains a coupon for a product, seminar or bigger item 

 An initial coaching session or two – prior to a 6 month coaching package 

 A $197 web site evaluation and tune up  - then an offer for a web site makeover 

 

One of the biggest mistakes business owners make is to NOT have a front end of products or 

services. So the only thing they can do is ask a prospective customer to spend a BIG amount with 

them right from the start.  

It’s much wiser to CREATE a front end line of low-cost products or services.  

This way your prospective customers can start doing business with you right away. Money is not 

a problem since you’re not asking for much.  

Follow up your front end product or service with lots of support, education and rapport building.  

Then offer a back end item.  
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11. The Money is in The List 

 

It is vital that you create and maintain a database of your clients and prospects.  

Your list is one of the most valuable things your business owns. When businesses are sold, one 

of the most important things the buyer acquires is the sellers list of clients and vendors.  

You can rent lists using the SRDS – available at most libraries and online.  

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

 

12. TEST and Improve Your Marketing All The Time 

Testing is one of the most important concepts of marketing.  

Constantly run split tests. Mail 300 letters to a list with headline A. Mail 300 of the same letters 

but with a different headline to the same list. See which headline pulls the most responses. Work 

to beat your best headline.   

Go to seminars, read books, work with a marketing coach. Learn from your mistakes and from 

tests.  Always be improving your marketing.  

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________  
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Chapter #3 
 

 

Prepare Your Marketing 

Materials 
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Master Check List 

 

Use this checklist to check off all the items you need to be ready to launch your marketing.  
You need 8 things to get started.  

Be sure to have all of these things completed BEFORE you begin our next session on generating 

leads.  

With these things in place, you will be well prepared to go out and begin generating paying 

clients for your coaching business.  

 

The 8 Things 

 
_ THREE or more topics you specialize in, benefits & solutions for each 

_ USP - memorized  

_ Lead Generation Magnate – in PDF form for emailing and web site 

_ Price List and Coaching Packages – in PDF form for emailing 

_ Language – scripted and memorized 

_ USP  

_ Front End Offer 

_ Referral Request 

_ Coaching Plan Enrollment 

_ Web Site 

_ Business Card 

_ Coaching Contract  
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Three or More Topics You Specialize In  

Choose 3 topics and clarify for each one:  

a. What problems you help people solve 

b. What benefits you provide 

 

Example:  

“I coach people become better public speakers. I help them get over the nervousness of 

presenting and I show them how to prepare great speeches, and feel confident delivering any 

presentation they have to give.”   

Remember 

The benefits you provide and the problems you solve should be those that are MOST important 

to THEM, not necessarily to you. Don’t assume you know what they are!  

Remember 

The single BEST way to identify these things is to SURVEY your target market. I.E. Ask several 

people in your area of focus, what problems they most want solved and what benefits they want 

and need most. Don’t guess.  Instead, go find out right from the people you will be serving.  

 

Choose at least three topics to specialize in and clarify your big benefits and solutions. 

 

Topic 
______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

Benefits Provided: 

______________________________________________________________________________

______________________________________________________________________________ 

 

 

Problems You Help Them Solve:  

______________________________________________________________________________

______________________________________________________________________________ 
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Topic 
______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

Benefits Provided: 

______________________________________________________________________________

______________________________________________________________________________ 

 

 

Problems You Help Them Solve:  

______________________________________________________________________________

______________________________________________________________________________ 

 

 

Topic 
______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

Benefits Provided: 

______________________________________________________________________________

______________________________________________________________________________ 

 

 

Problems You Help Them Solve:  

______________________________________________________________________________

______________________________________________________________________________ 
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USP 

USP stands for Unique Selling Proposition.  

It is one of the most powerful concepts in all of marketing. Having an effective USP is even 

more vital now, since there is so much competition – so many people offering the same products 

and services.  

A USP helps you STAND OUT.  And that is essential given the multitude of marketing 

messages that people are exposed to today.  

The purpose of having a USP is to distinguish yourself from all your competitors. It answers the 

question: “Why should I choose you rather than someone else?” Or anyone else.  Or instead of 

doing nothing.  

Your USP is your scripted answer to “What do you do for a living?”  

The structure of an effective USP is:  

 

Name:  

My name is _______________, and I’m _________ (a certified life coach) ____.  

 

Who You Help & How You Help Them (benefits provided and problems you solve)  

I help ______(target market)_____ ___ to _______(big benefit) ______ and to  

____(solution to top problem)_________.  

 

What differentiates you 

What makes me different is ________________________________________.  

 

Call To Action  

If you’re interested, feel free to GIVE ME YOUR BUSINESS CARD, and I’ll email you a free 

report with all the details.  
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Important keys to having a great USP 

 Write one and then rehearse it. MEMORIZE IT. Most people do not articulate their 

business well. They fumble describing what they do for a living. Writing and memorizing 

a USP gives you a huge advantage. Rehearse it out loud with appropriate gestures and 

eye contact.  

 

 Your USP will be VERY compelling to people in your target market. It won’t be to 

others. Accept this. If they don’t respond to it, you have effectively disqualified them.  

 

 Never ask for their business card. Always offer to GIVE something in return for THEIR 

business card. This empowers you to be able to call and email them and follow up.  

 

 The benefits you give and the problems you solve should be the MOST important ones 

according to your target market. To find out what they are, ASK them.  

 

 Begin with only one USP. Later you can develop a few, one for each revenue stream or 

product line if you wish. It’s too confusing and overwhelming to create multiple USP’s 

all at once.  

 

Your USP  

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________  

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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USP Deliverable –> Your Lead Generation Magnate 

 

What bit of information or service or product will you give people for FREE in return for their 

information?  

Examples include: Free reports, audios, videos, samples, evaluations etc.  

In coaching, I recommend you do NOT make this a free coaching session, but rather some 

information about one or more of your coaching topics that gives valuable information your 

target group desires, needs or is curious about.  

 

Your Lead Generation Magnate 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

 Put it in PDF form so it can be downloaded from your web site 

 

 Once you have it, call and follow up with leads and ask how they liked it 

 

 You can have more than one lead generation magnate. 

 

 A good goal would be to have one lead generation magnate on each of your three main 

areas of specialty.  
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Prices & Coaching Plans 

 

Create a 1-page prices and coaching plans page.  

You can use this when speaking with prospective clients in person, and you can email it to them 

and discuss it over the phone.  

 Create your coaching packages by “# of sessions”  

 

 Give them 3 choices 

o 3 coaching sessions start-up (your Front End, low cost choice)  

o 12 coaching sessions – 2 a month for about 6 months 

o 24 coaching sessions – 2 a month for about a year   

 

  Allow the time line to be somewhat flexible.  

 

 Consider offering discounts and lower rates for  

o Longer term commitment 

o Bigger coaching plans 

 

 Make the page look good. You may even want to have a graphic designer lay it out for 

you. Have it match your business card and stationary if you wish.  

 

 Show ALL three coaching plans on ONE page, along with what they get in each plan.  
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Coaching Package Example 

 

 

Plan I – How To Get Started 

- 3 one hour coaching sessions 

- an email exchange after each session 

- handouts & action steps 

Your Investment: $397 

 

 

Plan II – 6 Months 

- 12 one hour coaching sessions 

- an email exchange after each session 

- handouts & action steps 

- 2 in –person strategic planning sessions 

Your Investment: $397 a month 

 

Plan II – 1 Year 

- 12 one hour coaching sessions 

- an email exchange after each session 

- handouts & action steps 

- 2 in –person strategic planning sessions 

- Access to online resources 

Your Investment: $297 a month 

 

Assignment:  Draft your coaching plans and prices page and hone it to final. Save a copy as a 

PDF and print several to have on file.  

Actions to Take 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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Language & Scripts 

 

It is vital to have all of these scripts memorized so you feel comfortable with them.  

 

 USP  

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

 

 Front End Offer  

This is a minimum # of coaching sessions and a special discount. It’s ‘an easy way to get 

started’ 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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 Coaching Package Enrollment 

Once someone has completed your Front End introductory coaching package, it’s 

important you know exactly what to say to enroll them in a continuity coaching package 

of 6 months or 1 year.  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

 

 Referrals 

Referrals are a vital part of your business. Only armatures don’t know what they’re going 

to say to their clients to get lots of referrals.  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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Web Site  

Here are some guidelines for creating an effective coaching web site. 

1. Select a domain name you like.  

a. Include the word coaching or life coaching in the name 

b. Do not be too specific – i.e. don’t put one of your topics in the name 

c. Register the domain name on a site like Godaddy.com 

d. Never let your web designer  

 

2. Decide if you will build the site yourself using an online resource like Wicks 

or hire a web designer to build it for you.  

 

3. If you hire a web designer 

a. Only hire someone who has built similar sites 

b. Find sites online that you like and tell them “like this”  

c. Call their references 

d. Do NOT spend over $2500 

e. NEVER pay them all up front. Pay a minimum up front, more and more as they 

complete it. Make the BIGGEST payment at the end, and they only get it when 

they’ve finished the product 

 

4. Choose how you’ll host your web site.  

a. Godaddy.com is one site that will both sell you your URL and host the web site 

for you as well.  

 

5. Links on the site 

Be sure to have all of these links on your web site:  

a. Home page 

b. Topics page – with descriptions of each main topic you specialize in 

c. About you and your coaching  

d. Contact you form  

e. Testimonials – mixed in to all the pages 

f. An OPT in – add this later   

g. A page with your lead generation magnate on it, a PDF that can be downloaded.  
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Promoting Your Web Site 

Here are SEVEN of the most effective ways to market your web site:  

1. Include a page on your web site that features your lead generation magnate 

For example: a downloadable PDF.  

The lead generation page requires people to go to the site in order to get the free 

download.  

 

2. An e-zine is an online newsletter 

The user must ‘opt in’ and then you can automate a series of articles etc.  

 

3. Write articles  

Each on a separate page and add them to your web site.  

They will draw visitors and be an archive of valuable information to your target 

market.  Content is king.  

 

4. Use an offline newsletter.  

In the newsletter, direct the reader to articles and other items on your web site.  

 

5. A blog 

Comment on your blog on a regular basis.  

 

6. Social Media 

Facebook, YouTube etc.  

 

7. Organic Search Engine Pages 

Have your web designer identify top keywords for your topic areas. Then write 

pages with keyword rich copy. They will come up automatically when searched 

by the search engines. Have your web designer design the page using your copy 

and other SEO (search engine optimization) techniques.  

 

Actions to take 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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Business Card 

 

Lay out a business card for your coaching 

 List your specialty topics 

 List your web site 

 Phone number 

 Email address 

 

Key Insights  

 On the back of the card, feature a special offer with a BLANK for filling in an expiration 

date by hand or by date stamp.  

 

 Print at least 500 cards 

 

 Carry your cards with you everywhere. Always have them with you and give them out 

liberally. Do your best to run out so you can pint some more.  

 

 Think of your cards as a numbers game. For every 100 you give out, you average 10 new 

clients. So give out LOTS of them.   

 

 

Ideas and Actions to Take 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________  
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Contract 

 

A sample contract as included in your life coach certification training.  

Download several contracts online and create one main template you use for all your clients.  

Save it as an editable document so you can customize it a little bit for each client.  

Have an attorney check it over.  

NEVER do coaching sessions without a contract. It’s not professional.   

 

Actions  

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________  
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Notes 
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Chapter #4 

 

LOW Cost and NO Cost Lead 

Generation – Part I 
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Master Check List 

 

Here is your check list from the last module.   

Don’t begin implementing the initiatives in this section until you have all the things on the list 

completed.  Completing them will give you extra confidence when you start up your marketing.  

 

The 8 Things To Complete First 

 
    _ THREE or more topics you specialize in, benefits & solutions for each 

_ USP - memorized  

_ Lead Generation Magnate – in PDF form for emailing and web site 

_ Price List and Coaching Packages – in PDF form for emailing 

_ Language – scripted and memorized 

_ USP  

_ Front End Offer 

_ Referral Request 

_ Coaching Plan Enrollment 

_ Web Site – even if it is just a business card place holder  

_ Business Card 

_ Coaching Contract  
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Set Your Income Goals  

 

Your Monthly Income Goal: $ _______________ 

 

Your Annual Income Goal    $ _______________ 

 

 

 

Your Lead Generation System 

In this section, you will design your own lead generation system. Choose the first 5-7 front end 

lead generation methods you want to use to promote your coaching business.  

It’s vital that you have at least FIVE. This is where we build the core pillars of your business.  

Create your marketing Parthenon 

ALL successful businesses have several ways to generate customers. 

Your Marketing Parthenon (choose the first 5-7 ways you’ll generate clients)  

____________________________________________________________________________________  
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Choose your lead generation methods 

Use the list at right to choose 5-7 methods for promoting your business and getting clients.  

 

1. Networking with your USP   

(this one is a must have – it works so well)  

 

 

2. ________________________________  

 

 

 

3. ________________________________ 

 

 

 

4. ________________________________ 

 

 

 

5. ________________________________ 

 

 

  

 

 

 

 

  

 

 

 

 

_ Network with your USP = A #1 

_ Direct mail 

_ Online & web site marketing  

     _ social media: Facebook, YouTube 

     _ organic search page design 

     _ pay per click advertising 

     _ Online yellow pages, local listing 

     _ Ad sense 

     _ SEO – invest in it  

_ Referrals & champions 

_ Attend conferences & events 

_ Give speeches 

_ Post promotional flyers 

_ Email marketing 

_ A monthly newsletter 

_ Other people’s e-zines 

_ Hold special events 

_ Telemarketing – outbound calling 

_ Affinity groups 

_ Host beneficiary relationships 

_ Lateral marketing – Joint ventures 

_ Radio advertising 

_ Ads in industry publications 

_ Attend related trade shows 

_ Hold seminars or intro. Evenings 

_ Yellow pages 

_ List in online & offline directories 

_ Join the chamber of commerce 

_ Bundled mailings – Val Pack etc. 

_ Warm calls – to business cards received 
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Clarify your money making actions 

Count Your Ships – Work Your Numbers – Consider Your Ideal Lifestyle 

# of weekly networking activities   __________ 

# of weekly emails    __________ 

# of weekly talks given   __________ 

 

Meet with or have initial phone conversations with _________________ prospects.  

Close 1 out of 3 for a total of ___________________ new clients per week.  

Just estimate these at first. The important thing is to be COUNTING so you know how many 

calls and meetings are needed to close a certain number of clients.  

 

 

Make a PLAN for your time 

 

How many hours do you plan to work on these activities every week? When?  

______________________________________________________________________________

______________________________________________________________________________ 

 

Notes 

__________________________________________________________________

__________________________________________________________________

__________________________________________________________________ 
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Identify your target markets  

for networking with your USP and for other advertising  

 

Who needs the specific benefits you provide?  

 

Who has the problems you solve and needs help solving them?  

WHO are these people? And WHERE to they hang out?  

 

 

Write a description of your client 

Write up a description of a person who needs the benefits you provide and has the problems you 

solve. It’s important to have a written description. Your goal is to create a profile of such a 

person. It’s just an estimate and doesn’t have to be a perfect match.  

 

1. Add some psychographic information – guess if you don’t know.  THINK WHO 

What age range are they likely in?  

What magazines or industry type events do they attend?  

What types of groups are they in? Check meet-up.com.  

What social media sites might they frequent?  

What kinds of words might they have in their face book profile?  

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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2. Add some demographic information – guess if you don’t know.    THINK WHERE  

Where are they likely located? What city? What county?  

What web sites do they subscribe to?  

What web sites do they visit online?  

What income range might they be in?  

Are they likely to own their own business?  

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

 

 

3. Do you know one of these people? If you have even one client, you do!  

Ask them things about themselves to find out the answers to these questions. Ask them 

where they hang out. What web sites they frequent and what clubs or associations they 

belong to. Learn as much as you can from your clients about their demographics and 

psychographics.  

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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4. Finally, go into action. Make a list of several groups to start with.  Attend their meetings 

and events and do your USP there. Set up a schedule to go out and network with your 

USP a few times a week. Be obsessive about it in the beginning and your USP will 

become very effortless and you’ll start getting lots of prospective clients.  

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

 

 

Be sure to have SEVERAL groups you frequent and visit fairly regularly so they get to know 

you.  

 

More tips for locating the right groups & events 

The right groups are where your target client is.  

a. Search online via Google or Yahoo  

  * Associations in your area 

  * Your key words for problems you solve and benefits you provide 

  * Directories of life coaches you can list in (usually for a fee) and list your USP 

b. Search clubs, associations and meetings online and in the newspapers in your city and 

area. Look for events they may be attending.  

c. Search for entire directories of your target market (ex: project managers in phoenix)  

d. Go to group meetings and TEST your USP and notice the response 

e. Join toastmasters international by searching the name and your city.  

When you give your ‘ice breaker’ 7 minute talk, those in the group who like what you 

have to offer will come and talk to you. Plus it’s a great way to get more comfortable 

speaking in front of groups.  

f. Search by profession. For example, say you help people minimize stress. Ask yourself, 

what professions are most stressful. Target those professions.  
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Groups to avoid 

Avoid ‘networking’ groups. They’re filled with people who have few contacts and are hungry for 

business.  They are not necessarily your target market, just people looking to promote their 

business to you.  

Groups in which you are not welcome or treated well.  Groups that are too far away.  

 

Final thoughts 

Get comfortable identifying, scheduling and going to meetings and events where your target 

market is and meeting them. IT’s ok to be uncomfortable at first. Go anyway. And make it a 

habit. Forget about trying to get clients and just go with the intention of making friends and 

meeting some nice people. And of course, do your USP for them.  

The real secret is to make going to one or two or more of these gatherings a part of your weekly 

schedule. It’s one of the most critical factors of your marketing as a life coach.  

People are MUCH more likely to select a coach they have met in person, like and have gotten to 

know a little bit and trust – than someone online they have never met.  

You may want to return a couple times before you decide if a particular group is worth attending 

more frequently. Eventually, you should have several groups, conferences, places online etc. that 

you frequent regularly because your target market is there already.  

Remember the principle of marketing that says “You Must Go To Them.” 

 A summary of the steps 

 _ Write your description of WHO (psychographics)  

 _ Write your description of WHERE (demographics)  

 _ Ask your current clients questions to learn WHERE and WHO 

 _ Make a list of meetings, websites, magazines, conferences, groups etc.  to target 

   _ Go to meetup.com. Get an idea of what kind of groups your target market is frequenting 

 _ Schedule meetings and events to go to – imagine connecting with several nice people 

 _ Rehearse your USP out loud a few times – then go to your first few events  

 _ Come home with business cards of people who’ve ASKED YOU for information 

 _ Email them your PDF special report -> then call them a few days later  

  _ Suggest an in person meeting or phone meeting to “see if we’re  a good fit” 

 _ Use the language you wrote to enroll them if you feel you are a good fit 

 _ Email them a contract and tell them what to do to enroll in your coaching 
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Get referrals & great testimonials   

It’s important that in your first few professional coaching sessions, you build several important 

habits:  

a. NEVER give your coaching away for free!  

You can charge highly reduced rates for the first few sessions, in return for a genuine 

testimonial etc.  

 

b. Keep a file with notes for EVERY client you work with  

a. Note what you will do better, to be more effective, the next time 

b. Make notes during the session – but off to the side 

c. Keep a ‘template’ of the client’s needs, values, outcomes etc.  

d. Always note what worked, and what didn’t work  

 

c. Get testimonials  

a. Make a verbal request 

b. Email them a request  

 

d. Most importantly – get feedback!  

a. Use a feedback form – they’ll tell you more in writing 

b. Make the feedback form a habit  

 

e. Use future pacing language, to make future sessions compelling  

 

f. Ask for referrals – using your referral language  
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Build your web site  

 

Basic 

a. Categories 

a. Home 

b. Contact 

c. Inquire online / free consultation etc. RESPONSE FORM that emails you 

d. Issues & Outcomes 

e. About you 

 

b. 1
st
 person conversation  

a. Pace, Pace, Pace . . . then lead 

c. E-response form – short 

d. Use LOTS of testimonials 

e. Phone number on footer – not just the contact us page 

f. Easy and consistent navigation  

g. Choose a web designer who has ALREADY done coaching sites or similar sites 

h. Pay 1/3 up front – and the majority when it’s done – never pay all up front 

i. Don’t pay more than $2500  

j. Work on your site regularly, creatively building it up and improving it over time 

k. Add pages & content 

l. Don’t use red – it’s the color of a stop sign  

m. See the sample template – 3 versions – before signing off on the site 

 

 

More Advanced 

n. Have a very nice header (above the fold) and moving images or flash if you can  

o. Create something that’s interactive  

p. Capture first name and email by giving them something valuable they want/need 
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Constantly improve your marketing and your craft 

1. Take seminars, workshops and trainings 

2. Use an improvement form after EVERY session 

3. Use insights from your feedback forms to get better and make improvements 

4. Log your improvements over time to increase your feeling of progress  

5. Read in your field  

6. Make doing it fun for you.  
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Chapter #5  
 

 

LOW Cost and NO Cost Lead 

Generation – Part II  
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This module will focus on putting together your marketing materials and your marketing plan.  

 Make sure you have begun, completed or know how to complete each of the preparation 

items.  

 

 Make sure you have identified the FIVE best lead generation methods for you and that you 

know how to implement them.  

 

 Identify any obstacles and make a plan for overcoming them 

 

 Create the first few steps of your action plan and leave the rest for later when you come to 

them.  

 

It’s important to small-chunk these mini-projects or completion items and simply go after 

completing them one by one.  Otherwise it’s too overwhelming.  
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Goal / Project Planner 

Major Goal 

 

 

 

 

 

 

 

 

 

 

Immediate Goals 

 

 

 

 

 

 

 

 

 

 

 

Intermediate Goals & Milestones 

 

 

 

Component Min-Goals 

_________________________  __________________________  _______________________   

_________________________  __________________________  _______________________   

_________________________    __________________________  _______________________  

_________________________  __________________________  _______________________  

_________________________  __________________________  _______________________  

_________________________  __________________________  _______________________  
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Goal / Project Planner 

Major Goal 

 

 

 

 

 

 

 

 

 

 

 

Immediate Goals 

 

 

 

 

 

 

 

Intermediate Goals & Milestones 

 

 

 

Component Min-Goals 

_________________________  __________________________  _______________________   

_________________________  __________________________  _______________________   

_________________________    __________________________  _______________________  

_________________________  __________________________  _______________________  

_________________________  __________________________  _______________________  

_________________________  __________________________  _______________________  
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Goal / Project Planner 

Major Goal 

 

 

 

 

 

 

 

 

 

 

Immediate Goals 

 

 

 

 

 

 

 

 

 

 

 

Intermediate Goals & Milestones 

 

 

 

Component Min-Goals 

_________________________  __________________________  _______________________   

_________________________  __________________________  _______________________   

_________________________    __________________________  _______________________  

_________________________  __________________________  _______________________  

_________________________  __________________________  _______________________  

_________________________  __________________________  _______________________  
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Notes 
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Chapter #6 
 

 

How To Make $100,000 a Year 

and MORE as a Life Coach 
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To earn $100k and up from your life coaching business it’s necessary to add additional revenue 

streams and target markets to your business.  Think “Multiple Income Streams”.  

These income streams are all related to your coaching and most of them will help you generate 

more coaching clients.  Once you have several coaching clients and are ready to get to the next 

level, review this section and create a plan for your business at $100,000 a year.  

Here are SEVEN core methods for significantly increasing your income as a coach:  

 

1. Group Coaching  

 

Begin by drafting up an overview of a group that meets twice a month.  

List the benefits the participants will receive and the problems that being in the group 

will help them solve.  

Draft a simple 1 page flyer about the group coaching. Include when the group meets, the 

cost, the benefits and problems that are solved. Schedule a workshop to tell people about 

the group. Invite them to attend.  

Consider allowing someone who is interested to attend their first group meeting for free 

to get an idea of what happens at the meetings. Add a page on your web site about the 

group. Give it a name.  

At the workshop, make a special offer for enrolling on the spot and offer a refund or a 

time limit that they can use to drop out if they’re not satisfied. i.e. take the risk away from 

them and assume it yourself.  

When you do your USP, talk about the group, rather than individual sessions.  

With a couple groups like this running every month you can easily earn 6 figures a year 

with just 10 or 12 people in each group.  

 

A group allows you to coach 10-20 people in the same amount of time it would take you 

to coach one person. Coaching for groups will increase your income exponentially.  

 

Actions to Do Group Coaching 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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2. Public Speaking 

 

Speaking is a perfect vehicle for getting coaching clients. Once people hear you speak 

they see you as the expert and the authority.  

A first step is to join toastmasters international and begin going regularly.  

 

Then develop a 30 – 40 minute speech on one of your favorite topics.  

Begin offering your speech to local associations and groups. Many of them are desperate 

for speakers. In the beginning, do not charge a fee. Your goal is to speak and then 

mention your coaching or coaching groups.  

You can make an offer at the end of your speech and have flyers on the back table. This 

is an elegant way to promote your services without ‘selling’.  

One of the best things you can do to get started with this method is to join Toastmasters.  

Toastmasters is an organization that has local chapters. It’s for local community 

professionals who want to improve their public speaking skills.  

Join a local Toastmasters group, and go regularly. You’ll be amazed how quickly you 

begin getting comfortable speaking in public. You can go at your own pace at the 

meetings. Just be sure to go every single week. You’ll also get clients from going to 

Toastmasters!  

This one activity can build your business AND make you more comfortable speaking in 

front of groups. What more could you ask?  

  

 

Actions to Speak To Groups 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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3. Trainings and Seminars 
 

One of the best ways to raise your income as a coach is to begin offering seminars and 

workshops that people pay for.  

 

Offer them to your coaching clients. Never assume they won’t pay for MORE of your 

services. Seminars are a BACK END.  

 

Buy books and get special training on producing seminars. It’s a specialty and is beyond 

the scope of this module.  

 

Start with a simple workshop on a topic you are passionate about.  

 Write an outline 

 Include some stories or examples  

 Develop each point in your outline into a short talk 

 Rehearse the entire presentation and time it to see how long it takes 

 Allow for a 10 minute break. Now you have a 2 or 3 hour workshop 

 

Be sure to join Toastmasters International – your local group – to get more comfortable 

presenting in front of small groups.  

 

This is one of the single finest ways to get coaching clients.  

 

When you make a presentation, you are the authority. You demonstrate your knowledge. 

You build rapport and trust. You give people an experience of YOU that is positive.  

 

Simply mention your coaching at the end of your workshop, and give people a way to 

contact you if they’re interested.  

 

 

Actions to Do Workshops, Trainings, or Seminars 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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4. Phone Coaching  

Begin offering phone coaching as soon as you can. It saves a huge amount of time.  

Often, clients will want to do a session or two in person, and then they are ok with phone 

coaching.  Add it to your prices and coaching plans.  

Phone coaching allows you to coach more people and reach outside your city.  

Imagine going to a conference, and having clients who call you from the other side of the 

country. This is common especially among business people.  

Be sure to write the language you need to be comfortable when you first meet someone, 

invite them to talk about the possibility of a coaching relationship, discuss it over the 

phone or in person, invite them to do a first session at a discount, etc.  

Also remember that small business owners often have budgets for coaching and training. 

The money comes out of their BUSINESS checking account – not their personal account. 

And it is deductible as an educational expense.  

So be sure that you add a couple of things you specialize in that are helpful for small 

business owners. This way you can add more and more of them as clients.  

Examples include:  

 Holding them accountable 

 Helping them to stay focused 

 Helping them to be more productive 

 Helping them attain better life-balance 

 Helping them make better decisions  

 Assisting them in communicating more effectively to employees & customers  

 

Actions to Do Phone Coaching 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

 



62 
 

© 2020 by Alexander Van Buren | Six Figure Phone Coaching | LifeCoachAlexander.com 
 

5. Raise Your Rates  

Once you have several clients, raise your rates by $50 or $100 per session. Begin 

enrolling people at the new amount.  

You’ll soon find that people will pay more for your coaching.  Do this at your own 

comfort level, but always be pushing the envelope to see what people will pay.  

To raise your rates, first get several clients in continuity coaching plans. Now you have a 

base of clients and a base income every month.  

Then, raise your rates a little bit. $50 more per hour or $100 more per hour is a good start.  

One thing you can do to feel more comfortable raising your rates is to make a list of the 

NEW things you do to add more value to your clients. The list is mostly for you, so you 

feel inside that you are worth more money.  

Examples might include:  

 I email a follow up after each coaching session 

 I offer an email exchange after each session  

 I spend more time preparing before sessions 

 I brainstorm for my clients during sessions – and outside of sessions 

 I review my clients goals and outcomes regularly  

Once you have a list of things you do that you know add more value to your clients, you 

will feel much more comfortable charging a higher amount.  

Remember to raise your rates for all NEW clients, not the clients you currently have in 

continuity coaching packages.  

As your existing clients reach the end of their continuity packages, THAT IS THE TIME 

to mention that your rates have gone up. They are now required to pay the new rate that 

several of your other clients (the new ones you’ve added) are already paying.  

 

Actions to Raise Your Rates 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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6. Add New Target Markets 

This is an income maximizer.  

It is especially valuable to add business markets. I.E. coaching for business people and 

professionals.  

 

To do this, choose topics that appeal to business people like  

 Time management 

 Productivity 

 Work / Life balance 

 Sales 

 Marketing 

 Management 

 Creativity and innovation  

 

Go to the market you are considering FIRST, and ask them what their biggest problems 

are. If they were to hire a coach, what would they want help with most? Tell them you’re 

just gathering information.  

Then, create coaching packages on the subjects they want most!  

Don’t try to guess on this when you could get the exact answer directly from your target 

market.  

If the issues they have are not of interest to you, then you know they are not a good target 

market for you.  

 

Actions to Add New Target Markets 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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7. Hire an Assistant to Leverage Your Time 

To get to the next income level, you must create leverage. That means you cannot be 

doing the administrative tasks and other activities that don’t earn you higher sales and 

profits. 

You must free up your time so you are concentrating your energy on the money making 

activities that only you can do.  

If you’re serious about your business, you simply must have an assistant.  

Start by hiring someone part time. Put them on your payroll system – use one of the 

major systems. Paychex or ADP.  

Write a ‘success profile’ for the person. In it, describe the traits they must have and the 

skills they must have to succeed at the job.  

Interview lots of applicants. You can run ads on Craig’s list affordably and get lots of 

calls. Screen them with some pre-written questions over the phone and let most of them 

eliminate themselves. ALWAYS check their references and criminal record.  

Consider having a VIRTUAL assistant that takes calls, schedules appointments and does 

other tasks using checklists.  

Meet with your assistant once a week at a minimum. Review the week and what got 

accomplished. Set goals for the next week.  

Do a 60-day trail to make sure you are both happy.  

Start them slowly at first, do not overwhelm them. Train them regularly and be very clear 

about what is expected of them.  

Let them know when they’re doing a good job.  

Ask your clients what they honestly think of your assistant. Get their feedback.  

 

Actions to Hire An Assistant 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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Your Marketing Plan 

 

A plan is simply a set of steps for achieving an objective. 

 

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________ 
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Your Marketing Plan 

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________ 
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Notes 
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Your Next Action Steps 

 

Write down the actions you plan to take and any other details regarding the steps you will take. 

 

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________ 
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Your Next Action Steps 

 

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________
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_____________________________________________________________________________________
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_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________ 
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The Facebook Group 

One of the most important things you can do is to be involved in the FREE Facebook group that 

is a part of this course.  You can access it from the library of your member’s area online.  

 

 

Additional Products & Courses 

One of the best ways to get all you can out of this course is to add more resources and tools to 

your arsenal.  

Remember that you receive significant discounts on these programs because you have invested 

in this program.  

Look for these resources in your Member’s Area online. They currently include:  

BONUSES 

 The Life Plan Template 

 The Marketing Mindset 

 

Additional Courses & Products 

 The Life Coach Certification Training  

 VIP Coaching for Phone Coaches 

 The Ideal Client Matrix  

 1 on 1 High Ticket Coaching with Alexander  

 

https://LifeCoachAlexander.com 

 Click on the Members Log In link to get started online.  
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