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THE COACHING BUSINESS BLUEPRINT
Complete Transcript

Michelle: Hello and welcome to today's Coach & Grow R.I.C.H. Coaching Business
Blueprint Virtual Workshop. This is Michelle Schubnel, president and head coach of
Coach & Grow R.I.C.H. and creator of the Group Coaching Success Program. I am just
so excited and honored that you're here. I want to start off by acknowledging you and
congratulating you for investing some money and a bunch of time and really setting the
intention that you lay out a framework, a plan for the upcoming new year so that it can
be your best year ever, and that's what we're going to be focusing on today and so we
are going to be walking through the document. Hopefully you had a chance to download
it, but if you haven't, you can go over to coachandgrowrich.com/cbb.
Actually, you know what? I'm going to switch over to my slides right now because
I have a slide for that and I definitely want to make sure that you have that handy, and
so let me just pull up that slide. If you haven't already, be sure to go ahead right now
and go to coachandgrowrich.com/cbb to download the blueprint because this really is a
virtual workshop. It's designed for you to roll up your sleeves, get into action, move
forward with it now and knowing that you may not get it all completed today, but it'll give
you a really good first start.
Let me just share a little bit about what we're going to be focusing on today with
the coaching business blueprint. It's really designed to help you gain clarity on what you
most want for your business and your life. Our goal is going to be helping you create a
game plan to achieve that so that you can really identify which revenue streams,
products, programs make the most sense for or to offer, how to structure your coaching
business so that you have the time, energy, and resources to pursue your passions
outside of your business, and how to create a marketing and sales plan to achieve it.
Like I said, this is a hands-on virtual workshop, so we're going to be doing stuff together.
It's going to be about 90 minutes as we go through the whole blueprint and then I've
allowed like 30 minutes at the end for open question and answer.
I will be taking some questions during the training as they apply, things that are
more specific, like if you want specific feedback about your business, I'll take those
questions at the end. During the actual virtual workshop, I'll be looking at the question
and answer box, as well as the chat box, so if I'm seeing that something is unclear, I'll
answer it then, but there will definitely be time at the end if you have some specific
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questions you want to ask me about your business, but to get started I would love to
know who's here. We've had a bunch of people sign up for this training. I know not
everyone could be here live, but I'm stoked to get to know those of you who are here, so
I would love for you to ...
Let's use the chat box for this. This way we can all get to know each other,
because we've got two ways of communicating today. We've got the question and
answer box, so that's great if you have a specific question, and then when we're doing
something interactive, we'll be using the chat box, so go ahead and type into the chat
box your name, where you live, and how long you've been coaching.
I see we've got Theresa from Oklahoma, coaching since 1998. Another longtimer. Welcome, Theresa. Pam from Maryland, just considering becoming a coach.
Okay, great. We've got people from both sides of the spectrum there. We've got Lauren
from Melbourne, Australia. Welcome. Terry from Wisconsin, just starting out. Lauren.
She's been coaching for 12 months. Wendy from Virginia, coaching for five years. Dan
in Winnipeg, coaching since 2006. Awesome, so we've got people that are in all
different places in your coaching business that's perfect.
Now, I know many of you here probably know me, and I think there are some
people where this might be the first time we've had a chance to be together. I'm not
going to go on and on about myself, but I do want to share a little bit about my journey
as a coach and why I'm so passionate helping coaches about growing their business
and why it makes sense to follow my recommendations. So I started coaching in 1998. I
saw someone here started also coaching in 1998. I joined Coach U because I heard
about the coaching profession and I thought it was something that I wanted to do. After
two years of getting coach training and coaching clients on the weekend, I left my fulltime software sales job to become a full-time coach.
I thought it was going to be a piece of cake for me to fill my practice because in
my old job I used to sell multimillion dollar software systems to container terminals at
port authorities, and let me tell you that's not an easy sale, and so when I went to
become a coach I thought it would be super easy to get coaching clients. I ended up
being really shocked at how much I struggled when I first started out, and ultimately it's
because I just didn't know what I didn't know and I was making some big mistakes when
it came to trying to grow my coaching business, but I just didn't even know what I was
doing wrong. Fortunately, I enrolled in a business building program specifically for
coaches called Coach & Grow R.I.C.H. I took that program from the creator. I was in the
second group of students, and within about six months I filled my practice.
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Well, long story short, I met the founder of that program at an ICF, an
International Coach Federation conference, and we decided to work together, bringing
the Coach & Grow R.I.C.H. system to literally thousands of coaches worldwide since
2002. Since that time, I've been fully focused on helping coaches, and I've seen what
works, I've seen what doesn't, and I'm really excited to share with you today the things
that I'm seeing as working and what you can do to be really successful in your business
in the new year.
The coaching business blueprint has two parts. The first part is about creating
your coaching business annual success plan, and the second part is about creating
your sales and marketing success plan to achieve your annual plan. The great thing
about you signing up for this virtual workshop is you get to keep all of the materials for
your own personal use, so after the training you'll get the recording. We're going to get it
transcribed for you. You already have the downloadable blueprint, and we'll be sharing
the slides with you as well. If this is the first time you're doing this, great, and this is an
activity that I recommend you do every year, like every year between November,
Thanksgiving and Christmas. This is what I do in my business. It's what I do with my
private clients, and now we're here doing it together so we're setting you up to do it this
year, as well as something that you can keep doing over time.
Let's jump in, so let's pull out the blueprint and start off with the very first part. I've
got a quote up there on the top which is, "Design your ideal life first, then back your
business into it." I love that quote. What do you think of it? Type into the chat box if this
is something that you would like to apply to your business. Like, your reason or part of
your reason for being a coach is you want to make sure that you're living your ideal life
and that your business is going to support it. One of my former coaches, Patrick
Summer, that's something that I really learned from him, and it's so important, right?
Because if we don't design our ideal life first, then our business can take over, right?
For those of you that have been, whether you're just thinking about becoming a
coach or you've been coaching a while, the fact is when you have your own business it
can be very consuming, so that's why we're starting off today by having you really think
about what are you wanting to create for your life and how your business can support
that. Awesome, and thank you. I see comments in the chat box that you agree, it's
important to you, and yeah, changing your model so this can happen, so perfect. When
I personally started becoming a coach and let my full-time software sales job, this was a
big reason for it. I mean, even though it was a cool job and I was traveling around the
world and I was making great money, I didn't feel like I was in control of my life and
that's something I really wanted to make happen. It's one of the main reasons why I
became a coach.
© Coach & Grow R.I.C.H.™ and Michelle Schubnel 2002 - Current

Page 4

All right. Well, let's go into the blueprint and under designing your ideal life first,
we're going to look at a couple of different categories, and so the first category we're
going to start off with is your health, wellness, and fitness. What would you love to
achieve regarding your health, wellness, and fitness in the new year? Take about a
minute or so, like I said, this is a hands-on virtual workshop, so I'm going to be guiding
you through this blueprint and then giving you some time to actually work on it here.
When you're working on it, I'll be quiet and I'll give you a little bit time to do that. I'd like
you to start off right now and take minute and identify what are your intentions in this
area.
Are you wanting to make a change in your health and wellness? Do you want to
do something different with your fitness? Take a minute right now, I'll be quiet, and
identify what you're envisioning for your health, wellness, and fitness in the upcoming
new year. Okay. As we're going through this, I obviously want and recommend that you
are filling out the coaching business blueprint, whether you're doing it on the computer
or you're doing it by hand and you're writing it out, and if there's something you want to
share with everyone, maybe you have a very big intention and you would like to publicly
declare it, feel free to use the chat box for that.
Also, with today's training my intention is to get you thinking about all of these
key areas, and a couple of quick things might have popped into your mind right now
about what you want around health, wellness, and fitness. Know that this is something
that I recommend you come back to, so you'll go through this today with me here live.
Then sleep on it and then revisit it tomorrow or over the next couple of days and see if
you want to fine-tune or add anything to these areas. I mean, just even setting your
brain thinking about it, you're already opening up awareness to so much more of what's
possible in these areas by thinking about it now. Does that make sense? Awesome.
All right, so after your health, wellness, and fitness goals, I like to talk about fun
and recreation, and I break it down into a couple of different categories. Again, this is
exactly what I do in my business and with my private one-on-one clients. It's like, "Well,
what kind of big, fun thing do you want to do in the next year?" I'm married. I just
celebrated my 10-year wedding anniversary, and my husband and I took a 10-day
vacation to Kauai, so that was our big vacation this year. We really love to do monthlong trips, so we went to India for a month in 2010. We went to Europe for a month in
2015. My husband has a 9:00 to 5:00 job, so he can't take month-long vacations every
year because he has to save up his vacation time, but that's something we like to plan.
What kind of big trips or adventures do you want to take? Now again, this may not be
your thing, but if it is, what intention do you have for the New Year for a big trip or
vacation?
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Then we've got weekend getaways, and again I like to think of fun and recreation
in a couple of different ways. You know, we always plan at least one big vacation a
year. It could only be only 10 days. I mean, not that 10 days is a bad vacation, but the
length varies, but we also focus on enjoying time over the weekends. My husband and I
both love to ski, so we plan a bunch of ski trips. We like to camp and be outdoorsy in
the summer. We love to go to music festivals, and so I put all these things. I plan them
out in advance and I put them on my calendar.
Now for some people, you may not even know what you want to do, but you
know that it's important to have time off, so might just schedule in weekend getaways
even if you don't have a specific plan of how they'll be used. I'm just curious. I know
you're working on your own blueprint, but I'd love to hear in the chat box how many of
you like to plan big vacations or weekend getaways in advance. Is this something you
typically do? Is this something that you want to do more of? Go ahead and type into the
chat box how you're feeling about planning either big vacations or weekend getaways.
See, I love what Wendy said. "It would be a good idea to do, but we never do. We
should," and that really is why we're starting ... you know, this is about a business
blueprint, but we're starting off with what you want for yourself and your life because it's
so easy to let life and business overtake us and not be living the life we really want by
design.
Yeah, I see a couple of people typed in and I appreciate what you're sharing.
Like, you're not really doing this yet, so maybe this upcoming year is the year to really
put the stake in the ground and commit to taking a great vacation or having more
weekend getaways. Pam said, "I currently have a two-month cruise planned for the next
year and a 30 day one planned for 2019. I also have many weekends already planned."
Awesome, and that's the great thing, right? As coaches, we can design our business to
support us in living the life that we want, and so if we know we're going to be taking a
two-month vacation, you can structure your business so you can totally do that.
Awesome.
Then in the fun category I also like to talk about weekly fun. What do you like to
do on a weekly basis to have more fun in your life? If this is really about making this
upcoming year the best year it can be, what does weekly fun look like to you? Do you
like to do something ... you know, take a dance class every Thursday night? Do you like
to play golf or do exercising? Do you like to get together with friends and have dinners?
What does your weekly fun look like? Because one of the downsides I found for me,
personally, about having a coaching business is my work never goes away. I know
when I had that 9:00 to ... well, not really a 9:00 to 5:00 job, but when I worked in a
corporate job, when I was off of work I was able to really just not think about it. Now
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sure, I sometimes had to travel on the weekends and things, but when I wasn't working,
I really wasn't thinking about my job.
I find that with my coaching business, I can't really turn it off. I'm always thinking
about it. It's a part of my life, and so it's easy to have that consume you and that's why
it's so important to determine what your weekly fun looks like, so take a moment right
now and just identify what would you love to schedule on a weekly basis that brings you
joy and happiness? What would that look like for you? Yeah, and someone just wrote,
"More time seeing friends." Right? That is setting the intention. I love that you wrote that
because I realize I had been a little bit bad recently with reaching out and connecting
with friends, and so now what I've been doing is every week I've identified one or two
friends that I want to reach out with and put a date on the calendar to get together for
dinner or a coffee or a walk or something.
All right, and then after weekly fun let’s look at daily fun. I use the word fun
because, I don't know, I like to have fun and that word resonates for me, but for other
people you might say, daily peace or daily nourishment, daily self-care, so what is it on
a daily basis something that you would want to do to make sure that your life and your
business building are really in alignment, and it's supporting you in being your best self
and living your best life? What's important to you? What do you want to make sure you
prioritize on a daily basis? It could be morning meditation or morning yoga. For me, I go
to this outdoor boot camp in downtown Oakland and I commit to at least three days a
week Monday through Friday. Sometimes I go more, but that regular morning routine
makes a huge difference for me, so what is it for you on a daily basis that you really
want to make sure you're incorporating into the upcoming new year?
All right. Well, let's go on to the next category, which is relationships, so when
you think about your relationships, a romantic relationship, your friends, your family, and
when you think about the new year, how do you want to make your relationships a
priority? What does that look like for you? Maybe you're not in a romantic relationship
and you want to make that a top priority for the new year. Maybe you're in a
relationship, but you're not spending as much time with your partner as you'd like to and
so you're going to make that a commitment for the new year. Maybe one of the reasons
you're interested in having a coaching business if you're thinking about entering the
profession is that you find you're working way too hard in your job and you really want to
build a business that allows you to have more time for your family.
What are your priorities around your social relationships, romantic, partner,
friends, and family, and how do you want that to show up for you in the new year? Take
a minute and identify that. Yeah, and I'm seeing Wendy wrote, "Talking and texting with
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my grown kids in New York City." Kerry said, "I'd like to recommit more time with my
kids." We know as coaches, the only way we make that happen is really by setting the
intention, prioritizing it, and then taking the action so that it happens.
Okay, let's go on to the next category, and I call this spiritual and contribution, so
what's important to you regarding your spirituality? Do you attend church or a
synagogue on a regular basis? Do you meditate? How do you connect with the greater
power inside and outside of yourself, and how do you want to show up spiritually in the
new year? I also have contribution in here. I'm a big believer in giving back, so when I
started my business, one of my first coaches recommended the importance of tithing
and so I took 5% of what I made to give back. We've now upped it to 10%, but even if
you're just getting started, you could choose 1%, you could choose a small amount that
you want to give back, and of course money isn't the only thing that you can contribute.
This isn't specifically a class about money, but I really believe in the energetics of
money. It's a flow, so when you're in that place of flow and you know that you can give
some away to somebody else because you know there's always more coming in, that's
what enables that flow to keep going. I truly believe that the contribution piece is a part
of what enables that flow to happen, so what do you want to set as your contribution
goals for the new year? I'm also curious if any of you have a different approach to
contribution, whether it's volunteering or how you like give back and contribute. If you
want, you could type that into the chat box.
All right. Well, I'm going to go on to the next category. I'm curious, do you feel like
you have enough time to jot down some thoughts? Would you like a little more time
between these different sections? If you could just type into the chat box like, "This is
good. Go faster. Give us more time," I would love to just check in and see if you're
getting enough time to get some thoughts started and written down. All right, and thank
you. I'm seeing a mix of, "Maybe a little more time. This is fine. This is good." Perfect.
Thank you for checking in with me on that.
Let's go to the next category, which is your ideal work schedule, so this one is so
important, right? We've been talking about designing our ideal life first and backing our
business into it. Well, we get to choose our work schedule too, right? When you have
your own coaching business, of course you need to balance what's going to work best
for your clients, but you're the decider. You get to choose. I like to start off by looking at
the monthly schedule, when you think about your ideal monthly schedule, assuming
you're not on a two-month cruise somewhere exotic, what does your ideal monthly work
schedule look like?
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Some coaches have a schedule that's something like the first three weeks of the
month they coach their clients, and then they take the last week off from coaching
clients and they use that for business building or vacation or administration, and it really
works well for them. I can think of a number of coaches that run their business like that.
It works like clockwork. They know when can schedule their clients. They know when
they're doing their marketing. They can plan their time off, and they specifically plan
their time off during those fourth or fifth weeks of the month, and that can work great for
some people. I mean for me personally, that does not work. My monthly work schedule
really is a balance of work days and play days because there are often times during the
month where I'm either at a business event or I'm taking some time off or doing
something like going skiing.
Then there are other times, other months where I'm doing more things in my
office, so I don't keep a specific rigid monthly work schedule, but I know that I want to be
taking some time off during the month, and so that's how it works for me, but I'd love for
you to think about your ideal month. Is there a monthly work schedule that you'd love to
put in place in the new year that would really support you in both taking your business to
where you want it to go and living the life that you want to have? Take a moment and
identify what would your ideal monthly work schedule be like.
All right, then we get the weekly work schedule. This one I really encourage you
to take on and get clear about what are the days that you want to coach clients, what
are the times of days that you want to coach, and what are the days that you're going to
set aside for doing client enrollment sessions? When you think about what do you want
to be doing on a weekly basis, what type of work schedule is going to work best for
you? For me personally, I book my business on Tuesdays, Wednesdays, and
Thursdays, so that's when I book my clients, that's when I run my group coaching
programs, that's when I schedule client enrollment sessions, that's when I meet with
potential joint venture partners.
Tuesdays, Wednesdays, and Thursdays are typically when I schedule
appointments. I keep Monday and Friday open. Actually, I meet with team members on
Monday, so I start my week on Monday with two team meetings. Then I don't schedule
anything on Fridays. I like to keep my Fridays open, so that's my schedule. That's what
works for me, and like I said, I like to take long weekends and travel as much as I can,
so keeping Monday and Friday open works really well, but you might come up with a
totally different weekly work schedule, but it's important to know in advance what you
would love your weekly schedule to look like.
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Of course, you might vary from it, but it's great to have that as a starting point, so
take a moment right now and identify what your weekly work schedule ideally would
look like for you. All right, is anyone else going to shoot for Tuesdays, Wednesdays, and
Thursdays? Like I said, I really like also starting off my work week on Mondays, meeting
with my team, and the thing that's great about Monday team meetings is if I am
traveling, it's easy to reschedule those, right? My team members know that sometimes I
might be coming back from a weekend and so we can just move it to Tuesday. Much
easier to move a team member meeting in general than it is to move a client meeting.
All right, so then let's go to the daily work schedule. What do you want your daily
work schedule to look like? The most important thing that I would like to share about the
daily work schedule is your morning routine. I've had so many different mentors and
coaches over the years, and I didn't use to have a great morning routine and I had one
mentor that really focused on the morning routine, especially if you work from home,
which most of us, I would imagine, do, so having that morning routine will help you have
such productive work days.
My morning routine is getting up at 5:55, leaving my house at 6:15 to go into
bootcamp. If I’m not stopping by the grocery store on the way home, I'm back by 7:50,
and I commit to starting my work day by 9:00. So I get back from boot camp a little
before 8, I have time to take a shower, have breakfast and start my work day at 9:00.
That's just what works for me. What kind of daily work schedule would you like to create
for your business? Some people like to keep really rigid hours.
You know, they drop the kids off at school, they work from 9:00 to 12:00, they
take a lunch break, and they have from 1:00 to 3:00 to work before they have to pick up
the kids and make dinner and do homework, and then maybe they work an hour in the
evening on a project or something, so they have a really defined work schedule. Other
people have a more fluid work schedule, so what kind of daily work schedule do you
want to put into place for yourself for the new year?
All right, let's go on to the next category, the next area, which is your ideal work
environment, so when it comes to your ideal work environment, these are things like
your office, so what does your coaching office currently look like? Are you happy with it?
Are you working from home? Maybe you're getting a little lonely or bored and you're
thinking about investigating an office shared space as a way to get out of the house and
meet people? Is that an intention you want to set for the new year? Are you currently
running your business from your dining room table and you want to turn that back
bedroom or the garage into an office space for you? What does your ideal work
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environment look like and what changes, if any, do you want to make in the new year to
really support your ideal work environment?
In this category of ideal work environment, I like to think of a couple of different
areas. For most of us coaches, we tend to work virtually, right? So we need a good
computer and a phone, so is there any technology that you need to upgrade in the new
year? Do you need a new computer? Do you need a better headset or phone? Are
there technology things that you want to focus on in the new year and upgrade? Then
when I think of ideal work environment, I also think of the category of support and
assistance, so when you think about your ideal work environment and the things that
need to be done in your business, what would you love to delegate? What would you
like to get some support on?
A great way to start is with bookkeeping or accounting. Most coaches don't
typically have that as an actual skill and talent, and it's a great thing to outsource, and of
course there are so many other areas that you can outsource and delegate in your
business, and bringing on people to do the things that you don't love to do that other
people are better at so you can free yourself up to do the things that only you can do,
like coaching clients or doing speaking engagements or developing relationships with
strategic alliance partners. The more support you get, that's what really enables you to
take that time off and have those vacations and know that things will still keep running,
so as we approach this new year, what's your vision or intention around the support and
assistance that you'd like to bring into your business?
Then next to assistance and support, I think about coaching and mentoring.
When I think about the ideal work environment, it's like who are you reaching out to? As
coaches, I believe we need to have a coach. Now does it mean you have to have a
coach every day of every year that you're in the coaching profession? No, but if it's been
a while since you've invested in coaching, maybe this is a year that it's time for you to
work with a coach if you're not already.
When I think about my coaching business, I've had dozens of different ... well,
probably not dozens. It's probably over a dozen different coaches over the years,
everything from working privately one-on-one with a coach, joining a yearlong
mastermind program with people like Brendon Burchard or Justin Livingston because
getting the coaching and mentoring is not only critical for you to get the support that you
need to grow your business and keep things moving forward, but if you're cheating
yourself and you're not investing in yourself when you know you would benefit from it, it
makes it so hard for you to attract your ideal clients. It's that same money flow thing I
was talking about before.
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When you're not making the investments in yourself and your business that you
know you need and that you know would really support you, you ultimately end up
attracting people who know they want and need what you offer, but they're not making
the investment either. Does that make sense? When you think about the upcoming new
year, what would you love to have in replace regarding coaching and mentoring? Do
you want to join one of the big-ticket, high-end mastermind programs where you go to a
lot of live events and meet lots of cool people? I've done that. That's awesome. Or do
you want to work one-on-one with a coach who will really support you privately in
helping you achieve your goals? What do you see for yourself in the new year regarding
coaching and mentoring?
Then I know there are some people on the call today and who are new to the
profession, so for you it might be getting trained to be a coach, getting coaching skills,
getting certified. The one thing that I do want to say, is I'm a huge believer in getting
trained to be a coach and having excellent coaching skills, but a mistake that I do see
coaches make is they keep focusing on getting more and more coach training as
opposed to investing in things that will support them in getting clients and growing their
business. Of course, you need to have the skills to be a confident coach, but just be
wary about where you're investing your money and make sure that you have a good
balance between investing in both the coach training side, as well as the investments
that really pay off on the business building side. Does that make sense? Awesome.
Then the last part of really figuring out your ideal work environment, I think of it
as business and networking events, and peers and colleagues because for most of us,
coaches, we're working by ourselves and it can get a little lonely and isolating, so how
do you want to connect with people from that standpoint of building your professional
network? Are there any specific business events that you want to go to this year, any
networking groups that you want to join? Are you making a commitment to developing
relationships with peers and colleagues? What are you seeing for yourself or what are
you wanting for yourself around networking and peer and collegial relationships in the
new year?
All right, let's go on to the next category, which is calendar planning. I'm a huge
fan of having a laminated wall calendar for the entire year. I have a home office, so I'm
fortunate. I have a nice office space in my home and so I've just put up this big
laminated wall calendar on my wall and I get to see when I'm doing big promotions,
when I'm taking vacations, when I'm going to events, so I love that approach. Not
everyone loves it, but I personally just find that keeps me so grounded and centered if I
can just kind of see what's going on for the whole year. I think it's just super useful for
planning.
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Other people prefer more tangible things like a month at a glance calendar or
even a week at a glance calendar. Then there are other people that love online. You
want everything just to be on your computer. What do you like to use for your calendar
planning? Quite frankly, I like the wall laminated calendar and then all my other
calendars are online, and I'm a big fan of using Google calendars that I can share with
my team members and have categories for all the different things in my business.
Where are you right now with your calendar planning, and is there anything that you
want to implement in the new year to help you be more organized and on track? Have
you used a laminated wall calendar before? Is that something you want to get this year?
All right, so before we move on to the next phase — and again, with that
calendar you want to make sure that you're going to block out your important dates,
your vacations, your promotions, events, things like that — I'd like to take a quick break
to see if there's any questions or comments about the first part of the coaching business
blueprint because we're now going to move into your revenue goals, and then your
sales and marketing plan. If you're here with me live, I'd love for you to type in a
question if you have a question or type in, "All good" to let me know that you're all good
and you're ready to keep moving on. While you do that, I'm going to take a big sip of
water.
Wendy wrote, "A lot to think about. All good." Yeah. It is kind of a lot to think
about, right? I mean, if it was super easy to have a successful coaching business,
there'd be a lot more successful coaches out there. My intention for this training is
obviously not to overwhelm you, but to help you think about these different areas and
start you moving forward and knowing that you'll revisit it over time. Awesome. Thank
you for those of you that typed in.
Let's go on to the next part, which is the revenue planning and we're going to
start off with your monthly net revenue goal. I like to start off with this number because
that's the number that you want to see in your bank account every month. Your net
revenue is the amount of money that you earn at the end of the month after expenses,
taxes, things like that. When it comes to setting financial goals, I really like using the
three prong approach where you identify your bottom line, like what's the bare minimum
monthly net revenue you need to be bringing home each month to have a viable
business?
I'm just going to make up some numbers, so let's say the monthly net revenue
number is $2,000, that if you can be netting $2,000 per month that would cover your
bare minimum, but really your target is $5,000. Like, "I'd love to be making $5,000."
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blowing goal. What's that number where it would really be something you’d have to
shoot for? Some people call it a stretch goal, so in this example, if $2,000 is the bottom
line, $5,000 is the target, maybe the mind-blowing goal is $10,000. That's the “go for it”
number. If you want to use this approach of having your bottom line, target, and mindblowing goals, what are your monthly net revenue goals for the year or in the upcoming
new year? All right. Did you identify some numbers?
Because then we move on to the monthly gross revenue goals, so this is the
money that comes into your business. The gross revenue is the total revenue before
you're paying expenses, and so something that I do in my business is I form joint
venture partnerships and then I pay affiliate commissions based on people that have
promoted me, and I also earn affiliate commissions, so my gross number might be
double what my net number is based on what my expenses are, and so this is really
going to vary depending on how long you've been in business. It might be hard for you
to know exactly what your gross revenue goal is, so as a really conservative estimate, I
like to do net times two. Yours might be less. It could be more. It probably shouldn't be
more, but just as a conservative estimate so that you can then determine what your
target monthly gross revenue goals are.
It's really important to know these numbers because I've noticed that people like
to talk about, "The business did this much money," but then if you ask them what they
net profit was, that number can sometimes be shockingly small. There's a great book
out there called Profit First, and so you want to be focusing on your profit in your
business. Just take a moment, and like I said, if you're not sure, a great way to just
estimate your monthly gross revenue is to take your net and multiply it times two. Then
we take those monthly numbers and we annualize them, so what's your annual net
revenue, so that'd be your monthly net times 12. Then the same thing for your gross
revenue, your monthly gross times 12. Again, it's just giving you a sense of what are
you looking to achieve in your business financially?
Before we move on to the revenue stream planning, I want to just do a quick
check in and see if there's any questions or comments about identifying the net revenue
and your gross revenue, and if you have any questions about that, so go ahead and
type a question, if you have it, into the chat box, or just type in, "All good" and then we'll
keep moving on. Yeah, great. Wendy said, "Does this only including coaching, or what if
you have another job?" I would recommend doing this of what you want to achieve in
your coaching business because this really is the coaching business blueprint, so it's
designed to support you in mapping things out from your blueprint. Then as soon as I
said that I was like, "Okay. Well, you could actually ... " You know, when we look at our
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revenue stream planning, which is where we're going now, you might include in there
income you're bringing in from another source, so great question.
All right. Well, let's move on to the revenue stream planning, how are you going
to achieve these numbers? This is something, with my private clients, I go much deeper
into, but I want to give you an overview and have you really start identifying what you
might want to put into place with some revenue streams in your business, so let's just
start mapping that out. Let's start with one-on-one, right? Because for most coaches,
one of their main, if not your only revenue stream, is private one-on-one coaching...
when I first started my coaching business, that's what I did. I coached clients one-onone. I had a coaching package. They either signed up or they didn't. Other people have
different kinds of revenue streams, and as my business has evolved I have multiple
different revenue streams now, but let's start filling this out together.
In that first box in this chart where it says Service, Program and Product, start off
by writing down, "One-on-one coaching" in that first box under Service, Program and
Product. When you think about your one-on-one coaching and you've got your main
one-on-one coaching package, what's the investment level for that? Let me give you an
example. I was just working with a client the other day, and she has a six month
coaching package that she sells for $3,900 which is $650 per month, so that's the main
thing that she's offering. She doesn't sell coaching just for one month at $650. She sells
this six month package, so she knows when she brings on a new client, she's bringing
in at least $3,900 worth of revenue per client.
What are you envisioning as the investment level for your coaching package
here? We're going to talk a little bit later around packaging and pricing, so this may
change, but just for now what's the investment level for your main coaching package?
Then what are the number of sales, what are the number of clients that you'd like to
enroll next year in your main coaching package? Then you can multiply that number to
see the total revenue you can bring in if you hit your target number of one-on-one
coaching clients. In this example, this client that I was working with that sells her six
month program for $3,900, it's a six month package and she feels like she likes to coach
about 12 clients at a time. That's her ideal number of clients, and that's something else
that you also want to think with, like how many private one-on-one coaching clients do
you want to work with at any one time?
The most clients that I ever worked with at any one time was 24 private one-onone clients, and quite frankly, that felt like too much for me. I did not like working with
that many private clients. Patient 24 clients in a group program and I'm happy as a
clam, but supporting 24 private clients, it was too much. It drained me too much, so you
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want to think about how many clients do you want to be working with on a private basis.
For this person that I was just talking about, 12 was her number and so she's figured
she’d like to bring on 24 new clients over the course of a year. And let’s do the math, 24
times $3,900 is $93,600, so that would be one of her main revenue stream, 24 clients,
six month package, bringing in $93,000.
Take a minute right now and just identify what you're thinking of for your ideal
number of private clients that you'd like to be working with next year at any one time.
Again, I know you may not know, but hopefully you've identified some targets, so let's
take a look at some of the other revenue streams that coaches can offer like group
coaching. I'm obviously a huge fan and proponent of group coaching, especially if you're
looking at building a full-time, ongoing sustainable and profitable coaching business that
has multiple revenue streams. Maybe the new year is a year when you launch your first
or your next group coaching program. How are you thinking of pricing that? What would
be the target number of people in the group? Then what would be the income that that
would generate for you?
You know, even if you've never coached a group before, you can make
something up. We're identifying some possibilities here, so it's not set in stone, so this
could be a draft. You could do a group program and charge $2,000 for the group. Let’s
say you run it twice per year. Let's call it an eight week group. I love that eight, six, 10
week timeframe. Great timeframes for running group coaching programs. Let's say you
run it as an eight week group. You pricedit at $2,000 per participant to participate in that
group, and you get 15 people. That would be $30,000 from that one group coaching
program. Let's say you do it twice. That would be $60,000. So are you thinking of
running a group next year?
We're continuing to talk about revenue stream planning. Another great service
that coaches can offer are VIP days or some type of premium offering. Now, when we
think about VIP days, I really think of this as a higher level, more intensive way of
working with people because really there's multiple ways that as coaches we can work
with clients. We can do scheduled one-on-one coaching, we can run group coaching
programs. There are coaches out there that do email coaching or just in time coaching,
and then you could have a premium way of working with clients, often called a VIP day.
This is where you focus on supporting your client to achieve the result they want as
quickly and easily as possible, so instead of coaching, for example, a client over a two
or three month period, over the course of a one or two day coaching intensive and
maybe you have a pre-call or a follow up call, you can support the client in having the
same type of transformation.
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The fact is there are premium buyers out there, people who will pay top dollar if
you can help them achieve what they want faster and easier. I have to say I personally
love doing VIP days. I find them very strategic and they tend to be very strategyfocused, especially around business. I think they're really fun and it's a great way to
bring in a nice chunk of revenue in a short period of time, so if you've never done a VIP
day before, set the intention that you're going to start offering them in the new year. I'll
give you a quick tip. A great way to price your VIP is about three months' worth of
coaching, so in this example of the coach that I've been using who charges $650 per at
$3,900 for her six month program, her VIP number came out to be 1,950. You know, I
think you could even round that up a little bit, but that's a great formula to use when
you're pricing VIP days.
How are you feeling about your different revenue streams? I'm curious. Does
anyone have any questions or comments about mapping out your revenue streams for
the new year before we move on? Go ahead and type into the chat box if you got a
question or a comment about the different revenue streams.
While I give you a minute to do that, I just want to share another revenue stream
that's super popular, which is information products. Information products could be as
simple as an e-book or an online course, and what's great about having some type of
information product is it can support you in your work with your one-on-one clients, so if
you've got your content, if you've got your system in place, that can also become the
foundation for your group coaching programs, as well as a low cost, easy way for you to
serve people instead of coaching. You're actually selling them your information.
You know, another one that I just was thinking of especially with the VIP day,
some coaches like to offer some done-for-you services. Some coaches like to put on
their consulting hat and give advice or do some done-for-you services like copywriting,
business planning, meal planning. I mean, there's a lot of things that we can actually do
for our clients, and again, it's just really up to you to decide what you want to do in your
business. When I work with my private VIP clients, I review their materials. I do a lot of
hands-on consulting work with my clients at that higher level because I love it. They get
a ton of value for it, so it's what I put into my package.
I'm thinking of one my coaching colleagues who loves training and so in addition
to her coaching business, she's seeking out a lot of training opportunities. Of course,
we're talking specifically about a coaching business, but so many coaches offer things
outside of coaching in their business, whether you're doing speaking or training, or
you're running workshops or retreats, so there's a variety of ways that we can support
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our clients, enable them to have real transformation, and create a business that
supports us in living the life and lifestyle that we want to.
All right, let's stand up and take a stretch and a big breath, I'm doing this right
now, because we're going to move on to the next phase, and which is your sales and
marketing plan, how do we now take this vision that we've created in what we want the
new year to look like and how do we actually make it a reality? As we're going through
this, depending on where you are in your business, you may or may not have answers
to all of these things yet, and that's okay because if you don't have the answer, then it
just becomes a project. It's something you're going to focus on and so if you're not sure,
don't let that be a problem. Say, "All right, this is something I need to figure out." Does
that make sense? All right.
When we look at the sales and marketing plan part of the coaching business
blueprint, we start off by identifying your ideal client. Who is the person you most want
to coach and who are you most focusing on reaching in the new year? This might be a
time to refine who your ideal client is. For example, I was working with a coach in the
UK and she was coaching small service-based business owners and she didn't have a
very specific industry that she was focused on. She'd been in business for about three
years. Her business was growing, but she knew that if she could get more clear about a
specific target market, she would be able to have a deep penetration in that market, and
then also stand out from all the other business coaches that were out there.
When we were working together she shared that her real passion was
architecture. She thought about becoming an architect, but didn't do that with her
career. She loves buildings, so she decided in the beginning of the new year that, "I'm
going to still keep doing what I'm doing with my existing target market of small business
owners while also reaching out to architects." She was doing a lot of in person
marketing, so she was focusing on small business owners in London, but her real
intention for the new year was to crack and break into the architect market, so she
signed up for an architecture conference, she subscribed to Architectural Digest, she
set up informational interviews with some people she knew who were in the field, and
within six months she had three new architecture clients. Is this new year a time that
you might want to focus on a more specific target market? Go ahead and write down
who your ideal client is and if you're not sure, write down, "This is a project for me to
figure out."
All right, the second part of the foundation of any effective sales and marketing
plan for a coach is not only knowing who you coach, but also what you coach on. What
is your area of expertise? For some people who you coach is a big part of their main
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focus, so for example, coaching recent retirees or people who have ADD. You might
coach them in a variety of areas around figuring out what's next for them in retirement,
or how to be more organized and on time and be effective even if you're dealing with
ADD. For other people their what is their big part of their business. The more specific
and clear you can be about these two areas will help you attract more of your ideal
clients, so what is the area that you coach on?
What are the big problems you help clients solve, or the important results or
outcomes that you help them achieve? Again, if this is something you're not sure about
or if you've been trying to decide between a couple of different niches, write down that
the intention is to make a decision so you can start the new year knowing what it is that
you're really selling, what it is that that you're really offering, and who you're most
wanting to reach out to. Again, if you know this, it is probably easy for you to fill this out
and if it's something you're working in, highlight this as something for you to come back
to and figure out.
Next we've got the three burning questions that keep my ideal clients awake at
night, and I like having three burning questions because if you phrase them as a
question, they're typically keyword rich, like this is the type of thing that your ideal clients
are looking for online, and then they can become the foundation of your marketing
outreach because this is what your ideal clients pay attention to, so what are three
questions, three burning questions that keep your ideal clients awake at night? What
are the big problems that they have that your coaching can help them address?
I think this one can take some time, and sometimes it works well to just list
whatever comes to mind and then see which are the three most common, which you
feel are the three most burning questions, challenges that they have, and do you see
how it's helpful? Like, if you know what these are, it's what you can focus on in your free
gifts that you give away, in your webinar, in your speaking engagements, in your
articles. This is what you want to be focusing on in your marketing.
All right, let's go on to the next section, which is how my coaching works, so this
is your how or your signature coaching system. In the Coach & Grow R.I.C.H. program
we teach coaches how to identify, obviously, who you coach, what you coach on, but
also how you do it because you want to be able to question, "Wow, you're a coach. How
does that work?" You want to be able to answer that in a clear, concise, linear, and
straightforward fashion so that it makes sense to the listener and you sound like a
professional who knows what you're doing. When I was in a coach training program
there was one class that I was in where the instructor said, "Coaching can't be
explained. It can only be experienced." I thought that was BS. I couldn't imagine telling
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somebody, "Well, I can't really explain how my coaching works. The only way that you
can understand it is by experiencing it." To me that didn't feel accurate.
I didn't like that at all, so you want to be able to explain how your coaching works
at the most basic level, and then what I most recommend for coaches is that you
actually create your own signature coaching system. It's your process of how you work
with clients. It's where you take the coaching skills and training that you've received and
how you work with clients, and you apply it to your target market and niche where you're
providing a map or a plan that supports them in getting them where they want to go.
You know, I think of Victoria, so when she was in the Coach & Grow R.I.C.H. system,
she created her RESULTS system. RESULTS is an acronym, and she works with busy
women to help them achieve their goals guilt-free, so she created that signature system
and then that become the foundation of her group coaching program, of an e-book, of
an information product.
If this is something that you want to do, if you want to become known in a
particular area, you want to be able to answer that question, "How does your coaching
work?" you want to have your own signature coaching system. If you don't have this in
place yet, you're not going to be able to do that right now, but do you have a signature
coaching system? Does it need fine-tuning? Or is this something that you want to put in
place for the new year? Does that make sense? Do you see the value in having your
own signature coaching system and how that can become the foundation of not only
your one-on-one work with clients, but also a group coaching program or an online
course? Awesome.
Next we've got your compelling message and this is to answer the question,
"What do you do?" If someone were to ask you right now, "What do you do?" how would
you answer that? In the blueprint, I put a formula here that is a great formula to use
when answering that question, so the way the formula works is you would share
something along the lines of, "I work with," whoever you coach, "who have a certain
problem and I help them receive this outcome or result." For example, I work with
coaches that want to create greater impact and income in less time, and I help them
launch profitable and rewarding group coaching programs. How is your compelling
message and does it need some fine-tuning? Can you use this formula as a way to
make your compelling message more clear?
Then related to the compelling message is your specialty, which is what do you
want to be known for? What makes your phone ring? I'm thinking of, there's a coach in
my Group Coaching Success Program who's crushing it in the high school market and
she's known as the coach who helps high-schoolers with ADD develop great study
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habits so that they can get into college. That's her specialty. That's what she's
passionate about. That's what makes her phone ring off the hook, so what's your
specialty? What's the thing that you really want to be known for that people want, need,
and are willing to pay for? Because that's really the key thing for having your phone ring
off the hook.
All right. Well, now as we move on to the next section, as I said, for some of you,
you might still be figuring out these things and the best way to do is take it on as a
project. Another great thing to do is to date a couple of niches, and once you get
committed, you can try out some different target markets. You can try out some different
areas you want to focus on. See where you get the most traction, see where you have
the most fun, and who are the easiest clients to get.
That's actually what I did when I started my coaching business. I didn't have a
specific target market and niche when I first launched it because I didn't know what I
didn't know. I didn't know the value of that and I wasn't sure, so I was doing some dating
coaching, I was doing some career coaching, and I was doing some small business
coaching. After a couple of months of doing that, hands down small business coaching
is what I most loved and what I was best at, but I wouldn't have known that had I not
explored those different areas.
All right, so let's go on to page eight and we're going to look at your different
offerings. Now I know we've spent some time on this earlier in the training when we
were looking at your different revenue streams, and now I want to talk a little bit about
having these different ways of working with clients, so when it comes to your one-onone coaching package, what is it that you are offering your clients? I was telling you
about the client who I was working with who charges the $650 per month for her six
month package, and this was something that she really shifted because she used to
have a couple of different one-on-one packages and people were all over the map.
The fact is, people aren't sure what they need, so if you are offering coaching at
different lengths of time or at different price points, it's confusing. It's typically confusing
to the client, so my recommendation is that you have one primary private one-on-one
package. It's the main way that you want to work with clients when they're hiring you
one-on-one, and where you outline exactly how long does it last? What does it include?
What special bonuses or things are you giving them? Of course, you're focusing on the
result that they're going to get by working with you, so what's your one-on-one coaching
package? Do you need to give yourself a raise in the new year? Any changes you want
to make to the way that you offer your coaching to potential clients?
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Then we've got the VIP day, and we've talked a little bit about that earlier. Is this
something you're doing in your business now? Is it something that you want to add? Is it
a fit for you and your ideal clients? Here you would outline the pricing and the details of
your primary VIP day coaching package if this is something that you want to offer to
potential clients. Then the third is, are there any other ways that you want to serve
clients? Do you want to run a group coaching program? Are you intrigued by doing
email coaching or virtual coaching? Are you interested in taking your coaching and
applying it to working with clients in person through workshops or retreats? Are you
excited to run an online training program or do you want to create an information
product? Are there any other ways that you would love to serve clients in the new year?
Then on that page it says, "My full practice goal is blank clients and I will focus on
doing blank complementary coaching consultations per week until I achieve my full
practice goal." This is important to know, what's your ideal full practice? If you think
about the one-on-one clients that you want to work with, what's that maximum number?
Then in order to achieve that, how many consultations would you love to be doing per
week to get there? For determining that number, I would say three. That would be a
33% conversion ratio where one out of three people would say yes to working with you.
Depending on what your conversion ratio is, you might make that number higher or
smaller, but if you're looking to achieve that full practice goal, how many complementary
coaching consultations, client enrollment sessions do you want to focus on doing per
week to achieve that goal? All right, did you come up with a number, or two numbers,
actually? Your ideal full practice goal and your complementary coaching consultation
goal?
Because now we're going to move on and look at the marketing, and as long as
you're in business, you'll always need to do marketing. In the Coach & Grow R.I.C.H.
system we teach this concept called the marketing train, so you have a strong and
powerful marketing train, and there are three main parts of the marketing train that you
need to have in place in your business. You need at least one engine activity, and these
are your active marketing strategies. They are the things that drive your business
forward, just like the engine of a real train, so these are things like grassroots marketing,
leveraging your existing network to get referrals, doing speaking engagements,
networking with people and going to networking events, forming strategic alliance and
joint venture partnerships, focusing on online marketing, really becoming a master of
attracting clients online, doing teleseminars and webinars. You need to have at least
one active marketing strategy to drive your business forward.
Then you've got the cars of your marketing train, so these are your passive
marketing strategies. Typically, that would look like a website, a free gift, maybe a
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business card if you have them, so those are things that provide some further
information, but they don't get you clients, typically, in and of themselves. Then the
caboose of your marketing train is your keep in touch strategy, so let's take a look at all
three of these and what you're planning on doing in the new year to keep your
marketing train driving forward, so let's start off by looking at the engine marketing
strategy.
Since you must do things to actively outreach to potential clients, you need at
least one effective engine marketing strategy and you'll likely employ a couple of them.
The thing that you want to do is not spread yourself too thin, so a mistake, I'm sure
you've heard of the bright shiny object syndrome where you're chasing after this thing
and that thing and this thing. You'll be most effective with your marketing if you pick one
or two, maybe three main active engine marketing strategies that you want to focus and
you work on doing them, doing them well, getting better at them. For example,
speaking, an amazing engine marketing activity, so if that's going to be your focus, what
would you be wanting to achieve in the upcoming year with speaking and is there
anything that you would want to do to improve your speaking?
For example, maybe you would join Toastmasters or the National Speakers
Association. What are the main activities that you envision focusing on in the new year
that will enable you to connect with your target market and attract new coaching clients?
Go ahead and identify those on the next page in the blueprint where it says, "My
primary engine marketing strategies are." Then again, identify what might be some
specific next steps, so if you know that you're wanting to do speaking, what might be
some next steps? Join Toastmasters or NSA. Identify potential speaking engagements.
Do outreach at least one month to find new speaking engagements. All right, did you
get some things written down?
Let's look at the next page, which is the cars of your marketing train. As I said,
the two main parts of the cars of your marketing train in today's world are having a
website and then having some type of free gift, also known as a lead magnet, where
people exchange their name and email in exchange for some type of free gift, so how is
your online presence right now? Is the upcoming year the time that you need to either
launch a website, update your website, have a bigger online presence? Just go ahead
and identify where you are with your website, good, need work, is this a project for the
new year?
Then how about your free gift, also known as a lead magnet? This is something
like a special report, a checklist, an e-book, a downloadable template. It's a free gift that
relates to what you coach on that would be valuable to your ideal clients and would
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ideally solve one of those three burning questions that we identified earlier. It's a way
that they can get some value from you and get to know you in exchange for giving you
their name and email address as a way to get to know, like, and trust each other, so I
recommend that you start out with at least one free gift, one thing that you can offer of
value in exchange for an email address and use that to grow your email list. If you don't
have a free gift yet, that would be a great project for you to take on in the new year, so
go ahead and identify where you are with your free gift. Is this something you have in
place or is this a project in place for the new year?
Then how are you doing with your keep in touch strategy? When it comes to
keep in touch, I think of the two different main ways that we can keep in touch with
potential clients these days. One is still email. Email is still an amazing way to connect
with potential clients. It is not as effective as it used to be, I'll admit. Open rates are
down, but when you can get into somebody's inbox and get their attention, you're able
to build that know, like, and trust factor and so having an email strategy, whether that's
sending a monthly or a weekly or a biweekly newsletter, whether it's sending out
occasional articles, whether it's writing blog posts and letting your followers know about
that, what is your plan for the new year regarding your email strategy? Is it fine-tuning
what you already have in place or is it starting one and figuring one out?
Then the other way that we can really have a good keep in touch is via social
media, so I recommend that everyone have at least one social networking platform or
community that you're involved in. Now, you don't want to spread yourself too thin, but
what really matches for what you like to do, what you enjoy, and where your ideal
clients are? Is this the year that you're going to start a Facebook group or maybe a
LinkedIn group? Or maybe you're very visual and you're going to use Instagram more?
But how do you want to grow your following online via social media? What's really going
to work for you and your ideal clients? Because you want to choose something that
you're going to enjoy doing and that you'll actively utilize.
As I said, I recommend at least one. For some people this might be a primary
marketing strategy, like you might be a total Facebook person. Someone else, it might
be, "You know what? I'm going to use LinkedIn occasionally." What's your vision for the
new year regarding your social networking keep in touch strategy? Karen said, "What is
a LinkedIn group?" LinkedIn group is like a Facebook group. It's a group that you start
on LinkedIn around a specific topic, so I am a member of a couple of different LinkedIn
groups for coaches. There's one I really like called Executive Group Coaching and so
it's very similar to a Facebook group, if you've been in a Facebook group, I think, to say
that they're very similar. Again, that's something you can either join and participate in or
you could start one of your own. Great question.
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Then on the last page ... woo-hoo, we're getting to the end of the blueprint. Are
you guys still hanging in there? I've got the marketing budget, and this is important
because we talked about the difference between your net and gross revenue earlier,
and the big difference between the net and gross are all those expenses, including the
taxes that we need to pay on our income, so it's important for you to have a marketing
budget. What are your ongoing monthly expenses, things like your internet, your
phone? Maybe you've got an assistant, you're using a bookkeeper, you've got your web
hosting. When I think of marketing budget, I recommend you look at it in those two
categories, what are your ongoing monthly expenses and then what are the other
investments that you want to make into your business in the new year?
Maybe it's time to upgrade your website and you want to work with a copywriter
and a designer to help you get your website up. Maybe it's time for you to work with a
coach or to join a higher-end mastermind. Maybe you want to learn how to do Facebook
ads and so you're going to put aside some money to invest in continuing education to
up your marketing knowledge in a certain area. Again, you may not have all of these
numbers and things figured out right now, but do you see the importance of knowing
both your ongoing monthly expenses, and really planning and preparing the
investments that you want to make in your business?
Then the last part of the blueprint is ... I love having a theme, you know? A theme
for the year, and this could be a word, a phrase, or a sentence. Something might pop
into your head right now. Sometimes it can take a little bit longer to identify what's going
to be a perfect theme for the year, but would love for you to ... even if it's not perfect yet,
what feels like the right theme for you in the new year? Is it ease and effortlessness? Is
it maximum abundance? One of mine one year was strong, smart, sexy, successful.
They were all Ss. They were alliterations. Does anything pop into your mind for a theme
for 2018? I'd love to check in with you on that, so go ahead and type into the chat box
what you're thinking of as potential theme for 2018. I love it. "Simple, practical
solutions." That's what Dan wrote. Karen, "Just do it." Great themes. Yeah, go ahead
and just type into the chat box what you're thinking of as a potential theme for the new
year.
How are you feeling? We just went through a lot in the last 75 minutes or so, and
I just want to again acknowledge you. The fact that you're here, the fact that you're
setting your intentions and you're making your plans, you're setting yourself up to make
this upcoming year the best one yet in your business and your life, and it all starts with
the intentions, so I congratulate you on investing the time, money, and energy to start
planning your rocking new year now.

© Coach & Grow R.I.C.H.™ and Michelle Schubnel 2002 - Current

Page 25

Before I move in to open question and answer, like I said, I reserved about an
half an hour to answer specific questions for you regarding your business, I want to
share quickly, very quickly, a couple of ways that you can get some additional training
and support from me and my company because I believe it's your time. It's your time to
get your coaching out into the world in a bigger way and serve all those clients that are
literally out there waiting for you, so a couple of ways that we can support you.
If you're a new coach and you're looking to build a successful coaching business,
and you realize that you were like me when I first started my coaching business, that I
just didn't know what I didn't know, and you want to learn a proven step-by step sales
and marketing system specifically for coaches, that is what Coach & Grow R.I.C.H.
Academy is about.
We're going to be officially opening up enrollment next week, so I'm not even
going to go into details about that, but it's a yearlong program where you get online
access to all four of our training courses, a foundation course which helps you figure out
who you coach, what you coach on, how to create your signature system, how to create
your packaging and pricing. We've got the sales course which is all about client
enrollment, handling objections, all things related to sales. Then we've got the online
marketing courses and the in person marketing course, so two different marketing
courses related to in person and online marketing approaches. We've got weekly group
coaching calls, so we have once a week a group coaching call related to each of those
courses.
I'll be sharing more about that with you next week, but that is a great way
especially for those of you that are brand new to the coaching profession, where you
can learn a proven step-by-step client attraction and enrollment system, and get the
group coaching and training and support to accelerate your success.
“What does R.I.C.H. stand for?” R.I.C.H. stands for Rewarded, Inspired,
Confident, and Happy. Great question.
If you want to coach groups in the new year and you want to love running group
coaching programs, I teach coaches how to successfully launch their first group
coaching program and I have a home learning version of my Group Coaching Success
Program, so if you're wanting to get support around coaching groups, we can support
you that way through the Group Coaching Success Program.
Then I also do some private one-on-one coaching, so if you are looking to work
with a coach and a mentor to take your coaching business to the next level, the best
way to learn about working with me one-on-one is to email me directly at
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michelle@coachandgrowrich.com. My private one-on-one clients have regularly
scheduled coaching sessions. You get access to all of my training products and
programs, and I'm really there to support you in moving forward with achieving your
business goals in the new year. Those are three ways that you can get some additional
training, guidance, and support if that any of that feels like a fit or you're looking for
some additional guidance and training and support in the new year.
As we wrap up and move into question and answer, I would love to go around
the room virtually and hear from you in the chat. What's been most valuable from me
today, and then I wrote three here. You could just write one, but I'd love for you to walk
away from today's training knowing that there are three specific actions that you're
going to take in the next week to move your coaching business blueprint, your plan for
the new year forward. Go ahead and just type into the chat box, and like I said, you can
just type in one specific action, what's been most valuable for you today, and what's one
specific action that you're going to take in the next week to move your coaching
business blueprint for the new year forward?
All right. Lauren said to get her free gift finalized. Awesome. Love that. Someone
said, "My eyes have been opened." Awesome. "I can't believe how easy and graceful
this is. Get the business plan." Yeah, so a great action step ... I love that one. A great
action step would be to revisit the coaching business blueprint. We went through it
today, but I'm sure there are some sections that you didn't have time to complete, so
that's a great specific next action step. "Value from the marketing ideas and renewal
from the upcoming year." Awesome. Great.
Well, you know what? While you guys are continuing to type in what you've found
most valuable and your next three specific actions, I'm going to stop my screen share,
go back to camera so we can see each other or at least you can see me, and would
love to move into open question and answer, so if there's anything that you want to
specifically ask about your coaching business blueprint or any feedback you want on
your business, go ahead and type into the chat box, or you could raise your hand by
clicking that raise hand feature on the screen and we could hear from you verbally.
I like that Lauren said, "What's been valuable is sitting and spending the time to
do this. It makes it simple instead of living in my head." Yes. That why I love doing these
kinds of virtual workshops where we're actually just rolling up the sleeves and doing it
together, so I'm glad you've found that valuable. Karen said, "Really valuable chunking
the year down into pieces, planning out the action plan to meet the sales goals, getting
the year calendar, step-by-step." Awesome. Karen said, "I'm curious, do you use the
camera on your laptop or a separate camera for your webinars?" Right now I am sitting
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in my home office and this is a desktop computer and I'm using that camera, so yeah,
I'm just using my built-in camera on my desktop Mac that I have here. If I'm traveling, I
use the camera on my laptop, so I don't use an external camera. I know some people
do, like if they want a higher definition, but I find that the camera that I have works pretty
well.
"What headphones are you using?" I am using a very old headphone, actually.
I've had this for a really long time, but I like it because it's cordless and it works with my
desktop phone. I like using the phone when I run webinars or when I run my group
coaching program. I like having the technology separated, since I pay for a landline, I
might as well use it. I think the quality is better. Also if the internet is slow or if it would
happen to go out, I would still at least have my audio even if I couldn't control my slides
and things, so I like using this headset. I got this at Hello Direct. I was just looking to
see. I don't even just what brand it is, to tell you the truth, but I got it at a company
called Hello Direct and that's a great company for headphones.
All right, any other questions or comments before we wrap up? Otherwise, we'll
wrap up and you'll get to continue working on your blueprint. Okay, Lauren, let me see if
I can answer your question here. Go ahead. You've got the microphone.
Lauren: Yeah, so I found this really valuable. Thank you. I'm just looking at "My
full practice goal" and I can't work it out because I only run probably for the year several
group coaching trainings and then one-on-ones, and my one-on-one programs at the
moment are three monthly or six monthly and really they're the same process. It just
depends whether people are working with me weekly or fortnightly. Yeah, sort of I'm
looking at this and I'm trying to work it out, and I thought, "Well, I may as well ask you
because you've probably got some easy system."
Michelle: I would start off, so when it comes to doing that planning, and I love that
you're thinking ahead and knowing that you want to run some group programs, I
definitely recommend identifying the dates and the timeframes for when you're wanting
to run your groups, when you want to run them and then to have up to a two month, one
to two month period in advance of the group starting to plan out and implement the
marketing to fill the group.
Now of course, a group can be filled and you can market it sooner, especially if
you've done it before and you've got all ideas in place, I think that two month timeframe
works well. Let's just say you're going to start a group February 1st, if you start on
December 1st mapping out your marketing plan and then executing it in January, you
would be good to start in February. I think that's key, and it's great that you're identifying
you want to have some group programs and knowing what those are. When it comes to
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the private one-on-one clients, what part of that are you struggling with? Is it
determining the number of clients that you would be able to support or thinking more
about creating a marketing campaign to attract those new clients?
Lauren: No. I'm just trying to get it down on paper just how many is it? Yeah. I
mean, it sounds really stupid, but I just sort of kept thinking, "Well, if they're three
monthly or, yeah, how many can I support?" I guess that's right. I am thinking of
different ways of doing coaching, so I'm not that clear in my calendar how often.
Michelle: I think for you because someone can work with you for three months or
six months, what I would recommend is what's your maximum number of private
clients? Or remember when we had those three different goals, you've got your bare
minimum, the target, and the maximum, so for you with private clients, If you need to be
coaching at least X number of clients to feel like you're still a coach and making money.
What would that number be?
Lauren: Probably 10.
Michelle: 10, okay, so bare minimum. Let me ask if you don't mind, Lauren, how
many private clients are you working with right now?
Lauren: I think I've got seven.
Michelle: Okay, so you're pretty close to that. Three more, you'd be at your bare
minimum. And I see what you're saying because some of them you meet with every
week and some of them you meet with every other week, right?
Lauren: Yeah, yeah. I think I'm almost feeling like I'm full with my one-on-one
clients because I want to promote my groups. I did your program last year and it was ...
well, this year, actually. And it's been fabulous, so I run one group already and it's been
great, but now I'm at that point with marketing for four more groups for next year sort of
wanting to start a various one and so that's where I really want to focus, but I know I still
love my one-on-ones, and every time I do a clarity session, it seems better, that the
client is going to be better with one-on-one and that's because I haven't been marketing
to groups, I think, yet.
Michelle: So I think for you, Lauren, I would put the emphasis on your group
coaching for the new year because it sounds like you're feeling almost full with your
private clients right now. You really would like to switch to groups, so I would have that
be the main focus. When are you thinking of starting your first group in the new year?
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Lauren: Probably the third week of January for one of them, and the others in
February.
Michelle: So I would focus on that. Work on filling that first group. I know we went
through this in the Group Coaching Success Program, but I recommend having the
same type of targets where you've got your bare minimum number of participants, your
target number like, "I would love to have X," and then your max, like what is the
maximum number of people you can support in your group, and then knowing from
there that you will end up ... I mean, that's one of the things that's so great about
engaging in a marketing campaign for a group coaching program. There will likely be a
couple of people that are wanting the private support, and so another thing that you
might be thinking of for the new year is increasing your private one-on-one rates so that
your group coaching program becomes even more attractive and a better way for
people who want to work with you.
Lauren: Yeah. Okay. Great. Thank you.
Michelle: You're welcome. Oh and what time is it for you? Was it too early, or it
wasn't too bad, eh?
Lauren: 8:30 in the morning at the moment.
Michelle: Okay, so it was 7:00 when we started. I picked a time that I thought
some of our friends from down under might be able to make it live. I know sometimes
these calls can be really early for you guys, so I'm glad you made it.
Lauren: Yeah. Great. Thank you.
Michelle: You're welcome. Anyone else? Questions, comments, feedback,
anything else you want some support with before we wrap up today? Let me check
here. All right. Well, I am going to officially end this call. Thank you again for joining me.
I really acknowledge you for taking the money and energy and investment to be here to
really clear the space so that you can set your intention and make your plans for the
new year. I'd love to support you and connect with you in the future, so we'll be in touch,
and again feel free to email me directly, michelle@coachandgrowrich.com, if you're
interested in learning more about working with me privately one-on-one or if you have
any other questions about Coach & Grow R.I.C.H. Academy or the Group Coaching
Success Program, or if there's anything that's been unclear about today's training.
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I know we had a bunch of people sign up who weren't able to be here live, so if you're
listening to the recorded version and you didn't get a chance to have your question
answered, go ahead and feel free to email me directly at
michelle@coachandgrowrich.com and I'm happy to get back to you.
All right, here's to a rocking 2018, everybody. Woo-hoo!
Coach & Grow R.I.C.H. Academy
Learn more here: www.coachandgrowrich.com/academy
Group Coaching Success
Learn more here: www.groupcoachingsuccess.com/homelearning
Coaching with Michelle Schubnel
Email michelle@coachandgrowrich.com to check availability and learn more.
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