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The possibilities are endless. Just ask yourself,

What am I good at?
What do I have skill in? 
What do people also ask me about?

Whatever the answer to those questions are, you can turn 
that into a coaching business.

How to start a coaching business

This issue of Tradecraft is all about helping you get your 
coaching business set up. 

From finding your unique platform to transitioning what 
you already do into coaching to setting your pricing and 
even beating imposter syndrome, we’ve got you covered.

So pull up a chair, read through some articles, and ask 
yourself, “How will I serve my audience today?

Cheers!

Letter from the editor

As an online creator, one of your main missions is to serve 
your audience. 

Scratch that– it’s not “one of”, it IS your main mission.

Everything you do as a creator needs to answer the 
question, “Does this serve my audience?”

How you serve can look like a lot of different things 
depending on your industry, but one avenue of serving 
spans all industries– coaching.

When it comes to a profession that serves, coaching is 
the textbook definition. And it’s the most natural way to 
turn your skills and profession into a hands-on serving 
experience.

Are you a great social media marketer? Be a business 
coach who connects with online creators to help them 
grow their social following.

Are you born listener who loves guiding people through 
the rough water of relationships and life choices? Be 
a life coach and sit with people during their ups and 
downs.

Do you come alive when a friend asks for your advice 
about new workout routines or healthy recipes? Be a 
fitness coach who helps clients find their strength both 
physically and emotionally.

Dani Stewart
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Y ou have all the makings of a great  

online coach. 

You are an active listener, always picking up on details that 
others miss. You’re highly empathetic and creative, not to 
mention a world-class problem solver. 

But when it comes to creating a sustainable, successful 
business that utilizes all of these traits, are you having 
trouble figuring out how to start a coaching business?

We want to help with that. 

We’ll help you understand the inner workings of creating a 
coaching business that fits your ideal workweek schedule, 
empowers you to use your experience, and helps you 
attract the right kind of clients. 

That way, you can embrace your gifts and positively impact 
the world through your online coaching business. 

Let’s start with understanding each type of online coaching 
to assess your best fit. 

Which of the main types of online 
coaching is right for you?

It’s one thing to know you want to become an online coach. 
It’s another to choose your specialty and run with it. Before 
you build a website or start marketing your business, let’s 
determine what coaching type you should pursue. 

How to Start an Online  
Coaching Business

http://convertkit.com
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Private coaching 

This is where most coaches start because it’s easier to 
attract private coaching clients who are interested in 
working with you one-on-one. When you coach someone 
privately, they get your full attention and brain power for 
however long their session is. 

That’s why private coaching is usually seen as the most 
high-end offer. This can be an invaluable resource for 
people who are willing to pay for that extra personal touch. 

You also don’t have to come up with a full coaching 
curriculum if you are pursuing private coaching since each 
of your clients will be looking for coaching sessions that are 
custom to their needs. 

Private coaching is a lucrative income stream, but it isn’t 
the best scalable option. When you are privately coaching 
your clients, you can only meet with them one at a time. 
With only so many hours in the day, it’ll become difficult to 
expand outside of your desired work schedule with one-on-
one coaching clients. 

If you are looking for a more scale-ready option, or would 
rather meet with groups of people at a time, you might be 
more interested in group coaching. 

Group coaching 

Some coaches really thrive in a group atmosphere. They’d 
rather host online coaching workshops and create a 
community rather than coach a handful of one-on-one 
clients. If you want to help more people at a time, group 
coaching could be a great option for you. 

It’s also great if you’ve been private coaching for a while and 
notice that you talk about the same things with everyone. 
It would provide a more streamlined process for you to 
create a curriculum out of your coaching sessions and 
drastically reduce your work time. 

Maybe you aren’t ready to totally move away from private 
coaching. That’s completely okay! You don’t necessarily 
have to choose one or the other. There are a few ways you 
can add both to your business model.

As an upsell, you can always create an exclusive private 
coaching offer for your group coaching clients at a reduced 
rate to make extra income. It’s much easier to sell a 
package to a client who already knows the value of what 
you bring as opposed to a brand new client lead who takes 
more energy to convert into a sale. 

This is especially lucrative for coaches who want to 
generate more money for a short-term goal, like going on 
an upcoming international trip or paying off the last of their 
student loan debt. Adding more group members to your 
coaching program could also help with this. More clients 
equals more income!

Life coaching

Life coaching is the most popular online coaching niche. 
You’ve probably heard of life coaching before, but you 
may not understand what it all entails because it seems so 
broad.

A life coach is usually a partner who guides clients through 
a roadblock or transition in their life by asking thoughtful 
questions and helping them arrive at their best answer. 
It’s less about you having to have all the right answers and 
more about asking the right questions so they can find the 
answer within themselves. 

Life coaching is one of the easiest niches to get started 
in because you can choose virtually any audience 
demographic. Everyone experiences transitions, so you can 
help multiple people in several areas in their life. 

http://convertkit.com
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Since coaching isn’t a highly regulated industry, there is 
no specific certification or degree you need to have before 
you call yourself a life coach. However, going through 
a coaching certification process could help you learn 
important skills and build confidence in your coaching 
experience. 

Business coaching (writing, sales, 
entrepreneurship, etc)

With businesses spending over $1 billion annually on 
business coaching, it’s become one of the most successful 
niches for online coaching. Life coaching focuses on clients’ 
personal lives, whereas business coaching focuses more on 
clients’ career growth. 

Business coaching can be seen across multiple niches 
including:

• Entrepreneurship Coaching

• Sales Coaching

• Marketing Coaching

• Writing or Publishing Coaching

• Executive Leadership Coaching

• Organizational or Team Coaching

Someone is usually looking for a business coach when 
they hit a roadblock in their current business growth and 
want to find a solution. They are looking for extra support 
from someone who has been there before and has proven 
results behind their claims. 

Having a wealth of business experience is important when 
you are business coaching. You can’t teach someone how 
to scale their business until you’ve scaled your own or 
helped another business scale. You can’t help someone 
learn how to grow into a CMO position if you’ve never held 
an executive position or helped someone get there. 

That’s why we recommend creating your own business 
first! It may also help you find your niche as you explore 

different business types. You could create online courses, 
self-publish books, offer freelance services, or start an 
ecommerce business. The possibilities are endless!

Once you have real-world experience with running a 
business, you can start coaching other people who are a 
few steps behind where you currently are. You don’t need 
to know everything to be a great business coach. (Hint: No 
one does!) You just need to have experience in areas that 
your clients need help in. 

How to start a coaching business

With your ideal online coaching type in mind, we can begin 
the process of learning how to start an online coaching 
business from scratch. 

Rather than feel nervous about skipping a step or not 
knowing where to move next, we’ve created an in-depth 
guide and checklist to walk you through how to confidently 
build your online coaching business from the ground up.
 

Choose a profitable niche 

We already talked about life and business coaching above, 
but there are other online coaching niches that are also 
lucrative and easy to start. 

Here are a few more online coaching options you may want 
to explore:

• Health or Wellness Coaching

• Financial Coaching

• Relationship Coaching

• Spiritual Coaching

• Performance Coaching

• Social Media Coaching

• Photography Coaching

• Skills Coaching

As you determine what niche you want to pursue as an 
online coach, you’ll also want to narrow down who your 
target audience is. This is incredibly important because you 
may not have the experience or desire to work with every 
person who comes your way. 

http://convertkit.com
http://www.raybeerhorst.com/why-corporations-spent-over-a-billion-dollars-last-year-on-executive-coaches/
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Think about who you want to help succeed. 

• Is it stay-at-home moms who want to build a side hustle? 

• Is it recent college graduates who are searching for their 
first job? 

• Is it seasoned business owners who are looking to scale?

Having a target audience will also help you create better 
marketing and sales materials because you are able to 
direct all of your messaging to a specific person. Once you 
have your ideal coaching client in mind, you can create and 
sell specialized coaching programs to them. 

Find your unique selling  
proposition (USP)

With your niche in mind, it’s time to think about your 
unique selling proposition. This is just a fancy marketing 
term for what’s unique about your online coaching business 
in comparison to other competitors. This can come from 
your own experience, your personality, or positive client 
results you’re known for. 

Since your clients are looking for a unique client experience, 
they will want to see what is different about you from all 
the other online coaches in your niche. 

What is it that you provide that no one else can? 

It’s helpful in this stage to look at competitors to see how 
they are marketing themselves. But this does not mean you 
should market yourself the same way. Who wants to have 
the same business as someone else, anyway? 

Once you find something you provide that’s better than 
your competitors, you can start to brainstorm ideas for how 
to work it into your sales copy and consultation calls. You 
can also put it in your social media bios so it is crystal clear 
what you do and who you help. 

Here are some examples of a good USP: 
• Helping an artist turn her custom hand-drawn artwork 

into digital prints with a business coach who specializes 
in helping artists scale their businesses after scaling his 
own

• Helping newlyweds transition into parenting within 
their first year of marriage with a husband-and-wife 
relationship coach team who did the same

• Helping newly engaged brides track their nutrition and 
exercise with a health and wellness coach who created 
a signature program for brides after experimenting with 
fitness routines while she was engaged

Your USP will be different than the statements above, but 
we hope it inspires you to dig deeper to discover what 
unique characteristics and features you can add to your 
client experience. 

Get the training you need

Again, this is not a requirement for creating an online 
coaching business, but it can greatly help if you are looking 
to gain more experience and knowledge around coaching. 

If you’ve had a successful and sustainable business for over 
five years, you probably have enough real-life experience to 
be a great business coach. However, if you are interested 
in life coaching but haven’t truly coached anyone through 
a transition, going through a certification process may give 
you experience and confidence in your new online coaching 
business path. 

When you look for online coaching certifications and 
programs, keep in mind what your USP is. If you find a 
coaching certification program that helps you utilize the 
Myers Briggs personality test in your coaching sessions but 
you are a big fan of the Enneagram instead, it may not be 
the right fit. 

Choose your coaching certification program carefully. When 
in doubt, reach out to other online coaches you may be 
connected to and see where they got their certification. You 
can also read online reviews and case study blog posts. 

Other factors that may determine what certification 
program you go with are its learning environment (is it in-
person or through an online course?), its accreditation (is 
it widely recognized?), and its commitment level (can it fit 
within your current schedule?). 

You can also get more experience by reading books about 
coaching that are specific to your niche and finding friends 
or colleagues who may be interested in being your “guinea 

http://convertkit.com
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pigs” as you get your feet wet with real-world experience. 
This is also a great way to see if you enjoy coaching before 
you dive right in with both feet. 

Getting a coaching certification can help you attract clients 
who are interested in working with someone who has 
professional training, but other people don’t care about 
certifications as long as they like, know, and trust the 
person they would be working with. 

In this case, it helps to have a great online visibility so 
you can market your services to people even if you don’t 
have professional training through an online coaching 
certification program. With a well-known personal brand, 
you could start building your online coaching business 
sooner than you think. 

Increase your online visibility through 
social media

One of the best things you can do in the early stages of 
your online coaching business is to connect with other 
people who match your ideal client description. Interacting 
with them on social media is easy, fun, and eye-opening for 
new coaches who want learn what their target audience 
desires from a coach before they even get started. 

Since people are already active on social media, you don’t 
have to convince them to join you on another platform. 
Instead, you can meet them where they are and interact 
with them. 

It can be as simple as commenting on their Instagram 
photos or showing up live to their Facebook Lives. You can 
join Facebook groups, interact with Instagram stories, and 
start 280-character conversations on Twitter. Even if you 
don’t have a full-blown social media strategy yet, you can 
still benefit from putting yourself out there on social media. 

Many of these conversations can lead to lasting 
connections and potentially new clients down the road. The 
more people know about you, the more likely you’ll come to 
mind when they hear about someone who is looking for an 
online coach or they look for one themselves. 

Having a relationship already will do wonders for the 
growth of your business. 

Action item: You can start by taking 15-30 minutes 
each day to follow new people who fit your ideal 
client description, like and comment on their posts, 
and explore hashtags that people in your target 
audience are using. 

It doesn’t have to take over your life! Start small and 
keep growing as you start to market your coaching 
business.

Build a website to sell your online 
coaching services

Once you get more serious about your online coaching 
business, it’s time to build a website to sell your services. 
Your website will give visitors a clear idea of who you are, 
what you offer, why you offer it, and who you help. 

It’s the first place people will go to learn more about you, 
so it isn’t surprising that many of your client leads will come 
directly from your website. 

As you create your website, it’s important to have these 
questions nailed down so you can create a website that 
doesn’t need to be revamped every few months. 

• Who is my target audience? 

• What life stage are they currently in, and what stage 
would they like to be in?

• What are their problems, and what solutions do I offer?

• What is their motivation for working with a coach like 
me?

• What investment do they need to make to work 
together?

• What do they need to know to feel confident in making 
that investment?

• What questions do they need answered?

Once you journaled through some of these prompts, you 
can start to create a solid brand foundation. In addition 
to creating a logo and branding, you can DIY your own 
website. 

While websites are important, you don’t need to spend 
thousands of dollars on a custom website right away. You 

http://convertkit.com
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can easily get started by choosing your website platform 
and experimenting with your website design. 

Squarespace is known for being especially DIY-friendly, but 
if you know how to code, WordPress might be ideal. 

Take some time to test each available tool and see what fits 
your online coaching business best. 

Gathering the tools and software  
you need

While the steps we’ve discussed so far will help you in 
starting your business, it’s just as important to know 
how to nurture your clients long-term by having the right 
processes and systems in place.

Our first step is to know what tools and software we need 
to provide a seamless client experience. Without the right 
tools, you may find yourself working more on your business 
than working with your clients. 

Since you probably got into the business world to coach 
clients rather than answer emails, manually schedule 
meetings, or send dozens of time-consuming contracts and 
invoices, finding ways to automate these tasks will give you 
more time and energy for coaching sessions.
 

Start pitching your services to get 
your first client

With most of your preparation work finished, you can 
move on to the final stage: pitching your services! You write 
and publish a well-crafted sales page, post about your 
services on social media, share case studies in your email 
newsletter, and mention your offerings when you meet 
with people at in-person networking events. 

It may seem a little scary at first to pitch your services, 
but remember the value you bring to the table and how 
beneficial online coaching can be for the person in front of 
you. 

It’s okay if it’s not the right time for them to invest. Each 
pitch will give you great practice, and when they are ready 
to invest, you’ll be the first person they think of. 

Here are a few tips to help you confidently pitch your 
services:

• Practice your “elevator pitch” (usually around 15-30 
seconds long).

• Make eye contact, eliminate “um”s and “uh”s, and stand 
up straight. 

• Have high energy and remember how exciting this new 
stage of business is!

• Don’t downplay the experience you have. You may be 
just starting out as a coach, but you have experience and 
training in other areas. Highlight that!

• If someone says no, it probably has more to do with 
them than you. (timing issues, budget, different needs, 
etc.) 

• Work your USP into your sales pitch whenever possible. 

• Don’t take yourself too seriously, and have fun!

http://convertkit.com
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Step 1 to how start a coaching 
business

Every business starts one step at time. Take some time 
to today and take your first step to your online coaching 
business.

Are you just now realizing that online coaching is for you? 
Then you first step is to decide on your niche.

Do you already know your niche? Then what’s your unique 
selling position?

See where I’m going?

Keep asking yourself these questions and check out the 
other articles in this issue and you’ll be taking on clients in 
no time.

Kayla Hollatz

http://convertkit.com
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Y ou want to help more people, spread your 

message, make an impact, and show 

people what you know. 

You’re ready to build your coaching business, but now 
what? 

With a sea of coaches and marketing experts, how do you 
stand out and build a unique platform to stand on? 

How do you create a business with clients who are just 
waiting to work with you (and is this even possible?)

There’s so much excitement in building a coaching business 
and working with clients you love. You CAN believe the 
hype because it IS possible to build a business you love 

Building a Coaching Business that 
Stands Out in the Marketplace

without working 80 hours a week, but it involves some 
upfront work. 

If you take these steps, you’ll be on the right track to 
building a thriving community, clients that love and respect 
you, AND steady, increasing income.

Why you need to build a unique 
coaching business

Let’s get real first. Standing out in a crowded marketplace 
can be tough...sometimes...even excruciatingly painful. 

http://convertkit.com
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If you’re building a coaching business and trying to scale 
it, how can you possibly do it all when there are so many 
other people out there doing the same thing? 

You have to be willing to be AND do what most others 
aren’t. We have to remove ourselves from the comparison 
trap and just focus on the people we are helping and 
serving. 

It may sound hard, but it’s actually supremely easy. In this 
post I’m going to break it down for you and show you what 
you need to do to grow your coaching business AND build a 
community of people who are dying to work with you. 

Blissful Eats beginnings

Seven years ago I made the leap from my 4th grade NYC 
teaching job to full time entrepreneur. 

I had no clue what I was doing, but I knew I didn’t want to 
be teaching anymore. And that discomfort of the Sunday 
Scaries and waking up to a job I massively fell out of love 
with was a good enough reason to jump into the discomfort 
of building my own business from the ground up. 

My Paleo granola company, Blissful Eats started from 
the Joseph Campbell quote, “follow your bliss.” (Actually 
it was called Pure Bliss Eats, but funny enough, you can’t 
trademark a business that someone else has in the same 
category..so do your research first. That was the first of 
many lessons learned!) 

My food company was a grassroots company from day one. 
I started with just about a million different products. You’ll 
quickly see I did just about everything wrong to start, which 
in turn...taught me a lot of lessons in growing my business. 

One thing I DID do right was start an email list. 

Through seven years of running Blissful Eats and growing 
it over six figures in revenue I learned so many lessons 

that I’ve leveraged into my second business, The Social 
Shift, where I help women in the wellness + health industry 
simplify first and then scale their businesses. 

There are many parallels from Blissful Eats to coaching 
and that is how I developed the Influencer Income Engine 
Blueprint, which is my framework for growing a raving fan 
base that naturally gravitates to your products and services. 

Taking these steps will make it much easier for you to grow 
and connect with the people you are helping. 

First I want to take you through some basic steps so you 
can grow your business.

6 steps to building a coaching 
business that is credible

The most overlooked step out there is the one that can 
have the biggest impact on your business and be the 
difference between building major momentum and falling 
flat in your first months and years in business.

There are many people who stay in the hobby stage for far 
too long simply because they’re not willing to take this step.

Look down right now. See where your feet are? That’s 
exactly where you start...from where you are. 

To grow your business you have to build and establish 
credibility in your niche. This takes time to happen and you 
have to be patient, but we can be strategic about it. We can 
also speed up the process by going local while you build 
your online business. 

Let’s talk stages of business!

http://convertkit.com
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Step 1: Build your expertise. 

This can be the hardest step if you’re just getting started. 
Here’s the good news. What you do can be fluid– it can 
change and be flexible. 

I know we want to be running our own 6-7 figure 
businesses with passive revenue, but the fact is you need 
time for your business to grow. 

The people who are consistent, show up with valuable 
content, and make offers to help are the ones that have 
success.

What is your superpower? 

How do you figure out what to do?

This is such a loaded question because many of us (like my 
past self!) may read that and say...I have no idea. 

Or you read that and you eye roll. You’re not sure how that 
helps you figure out anything, but really, it’s your first step 
in clarity. 

So ask yourself these types of questions:

• What am I good at?

• What can I do very easily?

• What do people ask me all of the time?

• How do I help people? 

Step 2: Talk to as many people as you can

This is where starting where you are comes in. 

Talk to people you know. Get out in your local community. 
Offer to help people. If you have an audience already, then 
talk to your most engaged people on the phone. 

(Note: This is just a genuine conversation about why they come 
to you, how you help them, what they could use more help 
with. This is NOT any type of sales call or pitch.)

Pat Flynn has a great quick read called, Will it Fly. If you’re 
in this stage where you have a biz idea then I recommend 
giving this book a read. 

Basically, you want to talk to people who are your ideal 
clients. This is just to LISTEN. Listen more than talk. Ask 
them what they are struggling with, what they’ve tried 
before, what has worked and then not worked, and what 
kind of help do they think they need. Take notes! 

Where can you find these people?
• In person

• Your friends + family (ONLY people who fit the bill of 
people you want to help + work with)

• Your local community

• Social media: Give content that your people need for 
free. Give it to them where they are with no ask or 
requirements. 

• Collaborations: Do you know anyone that has an 
audience of people that could benefit from hearing more 
about you?

• Your website: Are you posting relevant content your 
perfect customers would want to consume? Even if 
you’re not getting much traffic to your website right now 
this is great social proof.   

http://convertkit.com
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• Facebook ads: This is for more advanced biz owners. 
This is an amazing tool you can use to quickly grow your 
audience. HOWEVER, do not use Facebook Ads unless 
you understand your sales flow. 

Pro-tip: Most people just want to be heard and have 
what they’re saying acknowledged. If you can be a 
great listener, than that is a great first step. 

Step 3: Build your income

After you talk to five to 10 people, see how you can help 
them in any way possible. This is your time to just be 
helpful. 

We can get into the comparison trap here and want to 
make it big right away. It’s easy to see others and want 
to charge $2k right away even if you have little to no 
experience. 

Your job in this stage is to help people, see what you love 
doing, bring in a little money, and make tweaks to what 
you’re doing. This is your learning stage. This is where you 
are helping people, getting results, gather testimonials. 

When you’re getting started it can be scary to put yourself 
out there. We can feel weird about offering to help or 
wonder what we have to offer. But remember, if you have 
any more expertise than the person you’re trying to help, 
you have something to offer.

You don’t have to be the BEST at what you’re doing, you just 
have to be the best person to help them at that time. 

What to do:

• Use this stage to gather experience. 

• Be extremely helpful.

• Listen to what people need help with. 

• Figure out who you like working with. 

• Keep it lean. You don’t need to invest in expensive or 
fancy tools at this stage.

• Just START. Get out there. 

What not to do:

• Spam your friends and family.

• Use Facebook Ads if you don’t know what you’re doing

• Procrastinate by creating fancy imagery or websites. 

You may have to start helping people out for free or for less 
money than you would like, but that is OKAY! 

That is how you figure out your process and develop a 
framework for how you work. Every step of the way you 
should be documenting what you’re doing and gathering 
testimonials and quotes from the people you help. 

Figure out a clear way to bring in some money by helping 
people. I recommend people start with 1:1 work because 
that will give you great results and testimonials. 

If you have an audience of people already, you totally can 
start out with a “one to many” group program or course! 
I recommend you do a beta group and see if people are 
interested in paying for your course or program before you 
create. Sell first, then create! 

Pro-tip: My sales strategy for people I really, really 
want to work with, especially at the beginning, 
was to get on the phone with people, be extremely 
helpful, and at the end of the call add in a, “let me 
know if you need help with this more because I 
would love to help.” 

I probably give TOO much value on a call, but it has 
served me well and allowed me to build trust with 
people.

Step 4: Build your audience. 

Now it’s time to grow what you are doing! 

http://convertkit.com
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Focus on engagement over numbers. Having a large 
audience is great, but if you don’t have a connection with 
them and you’re not sure if they’re reading or consuming 
your content, then really, what’s the point? 

It can be easy to just pump out new content all of the time. 
You need to focus on creating great content that people 
read and take action on.  

We have to move beyond vanity metrics and back into 
focusing on how we can help the people who are in our 
community. 

Create a strong content engagement plan so you create 
value for your audience. 

I like to create three types of content and one of them 
involves conversation starters. A lot of people dismiss this 
because they can seem trivial or silly, but this is where trust 
starts. You want to get the conversation going so they can 
talk to you and build trust. 

If you connect with them emotionally, then they’re more 
willing to consume your content and want to come back to 
you for help. 

What to do:

• Make a content engagement plan. (Use video!)

• Post content right on your social platforms that are 
helpful.

• Create a freebie in exchange for their email list. 

• Send them weekly valuable emails. 

• Create a growth strategy plan.

• Pick one to two platforms to show up and be consistent.

• Collaborate with others and share audiences. 

• Instagram Takeovers, Podcast Interviews, Facebook 
Lives, Summit Interviews, etc

There are two points that are more important than 
audience size:

• Engagement 

• Results

Improving either (or both) of these metrics will have an 
immediate effect on your profit. This will also help you build 
you audience!

The last two stages can be considered higher level. They are 
extremely important, but you have a great starting point 
here with the first four stages! 

Step 5:  Build your list 

There are many ways you can build your list. Don’t over 
complicate it too much. 

You can offer a freebie or some type of value to get on your 
email list. Or you can simply create a VIP list and send out 
updates on what you’re doing. Here’s a link to get my free 
content workbook to help you plan out your content and 
grow your list.

Step 6: Build your profit

This is where we can get fancier, add in a more tweaked 
and optimized funnel, and scale what you’re doing. Go all in 
on one product or service before you bring a new offer into 
the world. It can be a big mistake to put too many offers 
out there. Simplify to grow!

Create a flow that allows people to consume your content, 
join your email list and work with you further. This is called 
the Give to Get framework. 

http://convertkit.com
https://convertkit.com/issues/how-to-use-social-media/?utm_source=Tradecraft&utm_medium=PDF&utm_campaign=Nov_2018
https://convertkit.com/instagram-content/?utm_source=Tradecraft&utm_medium=PDF&utm_campaign=Nov_2018
https://convertkit.com/podcast-guests/?utm_source=Tradecraft&utm_medium=PDF&utm_campaign=Nov_2018
https://convertkit.com/facebook-marketing-strategy/?utm_source=Tradecraft&utm_medium=PDF&utm_campaign=Nov_2018
https://convertkit.com/virtual-summit/?utm_source=Tradecraft&utm_medium=PDF&utm_campaign=Nov_2018
https://nicoleculver.clickfunnels.com/content-workbookpK5nCbOH
https://nicoleculver.clickfunnels.com/content-workbookpK5nCbOH
https://nicoleculver.clickfunnels.com/content-workbookpK5nCbOH
https://convertkit.com/issues/email-automations/?utm_source=Tradecraft&utm_medium=PDF&utm_campaign=Nov_2018


TRADECRAFT
by

PAGE 18
convertkit.com

Pro-tip: Act like most people don’t. This is a HUGE 
secret that’s not a secret. 

Treat people like people. Be kind. Answer questions. 
Care. 

If you want to calculate your potential profit based on three 
key factors, then click here. 

Extra tips on building a coaching 
business where your audience 
falls in love with you

Be responsive

This may sound silly, but if people message you or 
comment on something respond back! Use their name and 
make sure they know that you saw their comment. 

Too many people skip this step. When people join my FB 
group, I personally message them to say hello and thanks 
for joining the group. It’s literally just a message to say that. 
No strings, no nothing, just a conversation builder. 

Don’t just be about business building, 
be about relationship building. 

That may seem contrary to popular advice, but showing 
you’re a real person builds trust with your audience and 
gets them more invested in what you’re doing. 

Of course you can set boundaries, but it’s refreshing to go 
beyond just the highlight reel! 

Have fun and be patient!  

I have clients that come back three to six months later to 
work with me. If someone says it’s not the right time to 
work together, that’s cool. Many times they’ll come back 
because I have built a good relationship with them and 
make sure to connect with them not just about business, 
but about life as well.

Being a kind, considerate human gets you VERY far and is 
very overlooked!

Serve first.

Don’t get caught up in all the fancy sales tactics. Be helpful. 
Serve your audience. Get on the phone to help more and 
see if they want more help. 

Once you have this all down and you have a steady stream 
of clients coming to you, take the time to develop an 
exclusive framework that you can build out to take your 
clients through. 

You can take this framework to go from 1:1 clients to group 
programs and courses if you’re interested. 

If I had to simplify all of this right now in a quick 30 second 
read I would say to you: figure out what you want to do, talk 
to as many people as you can to see what they need help 
with, build an audience, and tweak your offerings along the 
way. 

So let’s jump right in! 

Take the time right now to figure out:

• What’s your superpower?

• Who are 5-10 people you can talk to about what you 
want to do?

• How can you connect with them this week?

Nicole Culver

http://convertkit.com
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F or the last 9+ years we’ve worked as 

photographers, specializing mostly in 

weddings and lifestyle photography. 

We’ve grown a brand that we’re proud of, feels like a true 
extension of our voice, and an experience that impacts our 
clients and couples in positive ways. 

While making photographs is our “means”, we’ve always 
found so much life and fulfillment out of being a coach for 
our couples on their wedding day. 

Reminding them these feelings or events are normal, 
helping them slow down, encouraging them to be fully 
present with one another without worrying about a 

How to Know When to Transition 
Your Work into a Coaching Business

timeline or mental checklist, and giving them permission to 
be fully alive and awake to the beauty of their day.

We’ve learned that this is a huge part of the heart behind 
our work and something inside us comes alive when we’re 
able to be in that space with others. 

It’s something that’s been continually affirmed by our 
couples and their families. And it’s something we’ve often 
daydreamed about incorporating into other aspects of our 
life. 

We absolutely love the work we do, and if you’d have told 
us nine years ago we’d be where we are today we wouldn’t 
have believed you. 

But despite our fulfilling work with amazing couples, we 
started feeling a stirring in 2016 that we couldn’t shake — a 
change was on the horizon. 

http://convertkit.com
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We’ve always known that once we had children we wanted 
to scale back on weddings to be more present on nights 
and weekends. But this stirring sparked a desire in us to 
start thinking about ways to diversify our income beyond 
our current brand.

While we still work as photographers, the natural 
progression for us as creators was to build a coaching 
business that combines our love for great client 
experiences and diving deep into the heart of what makes 
us tick as unique individuals in order to help others find 
passion and purpose in their work.

How to know you’re ready to start 
your online coaching business 
diversification

If you’re thinking about business diversification and 
transition into a coaching business, here are some ways 
you know it’s right for you.

You’re a people person

Consulting is such a relationship based job, so having good 
people skills is a fairly important part of the role in our 
experience. 

We knew from documenting weddings + lifestyle sessions 
that one of our favorite things about our business was 
the interaction with our clients. This could be talking them 
through timelines and expectations on the front end, being 
there to guide them during the session, and making them 
feel at ease in front of the camera. 

This has proved to be true in our coaching roles too, and 
we find that we both get a lot of energy and excitement 
from our time with other small business owners.

You’re a great listener

Listening is another component that feels like such a crucial 
part of consulting. And not just listening and forming your 
script of what you’re going to say next while your client is 
talking — but truly listening. 

People are interested in what  
you’re doing

Every year we go on an annual retreat (we call it “staff 
retreat” despite just being the two of us). 

This time gives us space to decompress from a busy year, 
reflect on our life, ask hard questions, dream big dreams, 
and set plans in action. It’s incredibly challenging and 
equally rewarding. 

Over the years of doing this we’ve shared stories of what 
we were learning, what challenged us, and what gave us 
the inspiration to enter another year with new eyes and 
full hearts. And with each glimpse into our retreat came an 
overwhelming response of questions and curiosity from 
friends and creatives alike.

How do you guys decide what to talk about? 

Where do you go? 

What do you do while you’re there?

Can you help us do a retreat? 

This was our first clue. 

We quickly began to understand that this experience 
we used for planning our business—the structure, the 
questions, the process—that always came pretty naturally 
to us doesn’t come natural for everyone…and that really 
excited us.

http://convertkit.com
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You love to teach what you know

Our second clue came in 2014 when an online school for 
photographers asked if we’d be interested in teaching a 
class about editing and workflow. 

We were terrified, felt unqualified, and completely out of 
our league. But like many times before, we took a chance 
and simply said yes. 

We’d never taught a class before. We didn’t feel like we 
knew as much as others when it came to editing, but we 
also trusted that if we could help people in some small way, 
it was worth a shot.

One of the things we were adamant about when developing 
content for this class was that we didn’t want to just teach 
people “how to edit like us.” We really believe that each 
individual is unique and their work should reflect that. 

We recognized there is a lot of “copy and paste” happening 
in the wedding industry and we didn’t want to add to that. 

When everyone’s work starts to look the same, clients 
lose and photographers lose. The true art of tapping into 
your voice as an artist seems to be a harder and harder 
accomplishment in such a noisy industry, and we couldn’t 
help but notice that. 

In the words of the old adage - we didn’t want to just hand 
a man a fish…. we wanted to teach him how to fish. So 
that’s what we did.

What we learned through developing the curriculum for 
this class was:

• How much we loved sharing what we’ve learned

• How well our strengths seemed to work together as a 
team

• How much it felt like we were giving back to people’s 
lives in ways that we never could have imagined

We loved everything about the experience and had a 
similar feeling toward teaching as we did when we first 
began in photography — “It’s great, we really enjoy it, but I 
don’t have a clue how it can support a family”.

Steps to starting our coaching 
business diversification 

As we paid attention to each of these little puzzle pieces, 
things started making sense in our minds — we felt that 
stirring.

We starting seeing ways that our unique gifts and abilities, 
paired with our heart to guide others on their business 
journey, could make for a really amazing partnership that 
gives back to those we’d come in contact with as well as our 
own lives. 

It was time to take real steps to start our business 
diversification process. Here is what we did and you can do 
to.

Finding ways to gain experience

Doing free or bartered coaching sessions with friends not 
only allowed us to tweak our roadmap for working with 
folks, it also gave us a safe place to start leaning into this 
new realm of work without going all-in. 

And it allowed us to see if we actually enjoyed doing this 
with other people. (Spoiler alert: we love it!) 

Getting the word out…slowly

We had already built an audience on social media who were 
familiar with our voice and style of “diving deep” in life and 
business. 

We knew there was room to start using this platform as 
a way to reach people we could serve through coaching 
services, but we also wanted to be cautious of not 

http://convertkit.com
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completely switching gears by focusing too heavily on the 
coaching side of our business with our followers.

We decided to start slowly introducing the idea that this 
is something we do through one-on-one conversations, 
Instagram stories, Instagram feed, and Facebook—making 
sure the bulk of our posts have remained consistent with 
the kinds of posts our audience is used to seeing from us. 

We added a line into our bio that let people know we were 
passionate about working with other small businesses 
through coaching (in addition to photography) and created 
a static story that would stay up on our Instagram page to 
serve as a constant reminder that we offer coaching.

Separate website

Additionally, we created a simple website for the 
education and mentoring side of our business to keep our 
photography clients from getting confused, while giving 
our potential coaching clients somewhere to get basic 
information. 

While most of the coaching work we do feels so personal 
and individualized, we still wanted to have a place to send 
people to get a feel for our style and voice in the coaching 
world.

Feedback and reviews

Through the first several paid and bartered coaching 
sessions, we asked for feedback- what worked, what didn’t, 
what felt off, what felt helpful. 

We continue to use this information to tailor our experience 
to something that will truly impact the lives of others and 
give back to them over and over. 

We also ask for reviews from our coaching clients to use on 
our website and social media. This has been such a crucial 
step in the process for us in feeling confident that we’re 
offering a service of value and also giving us clout with 
future clients.

Big rocks: How to stay focused 
during your coaching business 
diversification 

Some (read: most) days it feels like we’re still learning as we 
go. 

Some days it feels like we have things figured out. 

But regardless, these four things that have helped us stay 
focused and motivated to keep moving forward in our 
coaching business. We like to call these our “big rocks.”

1. Family 

Having our first amazing little boy in our lives brought 
chaos and clarity all at once. Becoming parents shook up 
every rhythm, structure, and goal we ever had. 

It also stripped away a lot of fluff and made us quickly 
aware of things that didn’t matter as much anymore and 
made us want to refine our lives. We took on less travel 
work, worked more set hours so that we could spend more 
time with our son, and honestly, stopped wasting a lot of 
time on things like email and Instagram.

2. Working out of our strengths

The energy we get from helping others is so rewarding, but 
we hadn’t always recognized that about ourselves. 

Several years ago we had a friend share how he and his 
boss were having everyone in their office take a strength 
finder test. Once they discovered their strengths they 
were reworking everyone’s roles in the office so that each 
individual was only doing work in their strengths (amazing, 
right?). 
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Once they redefined everyone’s roles, they specifically hired 
folks whose strengths helped fill any of the holes that were 
left uncovered. 

Hearing this made us start paying attention and asking 
some pointed questions. 

What are our strengths? 

What work makes us feel most alive? 

When do we find ourselves continually procrastinating? 

What work do we not enjoy? 

Once we started paying attention, we noticing patterns that 
allowed us to rework roles, hire out tasks, and do more of 
the work that fueled and fulfilled us.

3. Feedback

Getting emails and calls from coaching clients who are 
making progress in their business is the greatest feeling 
ever. 

Whether it’s them feeling more confident in their editing, 
booking more of their ideal clients, working more 
efficiently, or getting better referrals — these small 
reminders that the work we’re doing is impacting lives helps 
us stay focused and continually improving our work.

4. Community 

We both vividly remember when we started leaning into 
relationships in an intentional way. Through sharing our 
lives, our fears, and successes, and giving our people 
permission to speak into our lives- not just giving advice, 
but reflecting what they see- gave us a safe place to be fully 
known. 

Truly, we wouldn’t be the people we’ve become without our 
friends and mentors. 

We never understood the value of this until we took the 
risk of exposing our hearts and learning that all the feelings 
we felt, all the fears we faced, were not only accepted but 
disarmed knowing that we weren’t alone. 

Having a place to know others and be known by others has 
completely changed our life, our business, and our family. 

We’re still learning every day and our son keeps reminding 
us over and over that we really don’t have it all figured out. 
But we do know this– doing the hard work of self-discovery 
and facing your fear one step at a time paid off in clarity, 
encouragement, and fulfillment. 

So what now? Maybe you’re feeling stuck? Maybe you’re 
feeling a stirring like we did. What do you do with those 
feelings? 

Steps to take to continue your 
coaching business diversification

Do you ever feeling that stirring? That call to expand and 
build something new?

When you start to feel that movement, here are some steps 
to take to build on solid ground:

Self-study

Start paying attention to how you feel throughout the day 
and notice the things that give you energy or take away 
energy in your current work environment. Keep daily notes 
over the course of a few weeks.

Ask yourself:

What are your strengths?
Where are your people?
What are things that come naturally or effortlessly to you?

Each day, write a summary of how you felt throughout the 
day and review them at the end of each week. Start to take 
note of patterns, similarities, differences. 

Find your people 

We had to learn quickly that there were only a handful of 
friends who we could go ALL-IN with and it took time to 
understand who those people were.  

http://convertkit.com
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While you might have a community, we fully believe that 
having people around you who understand the perks and 
growing pains of running your own business is crucial. 

Before we found community doing things outside the box, 
we felt pretty alone. Nobody understood why we felt so 
overwhelmed with our workload because in their eyes we 
“only worked on the weekends” …so how could we possibly 
feel like we needed help with various tasks? 

Check out local small business groups, consulting groups, 
or your local entrepreneurship center! 

Brene Brown’s Daring Greatly is also a great read for 
learning more about what it looks like to start being 
vulnerable and find your “marble jar friends.”

Start small, take action 

Sometimes it can feel overwhelming to step into new 
territory. 

We love Bryce Stewart’s story on the podcast Bigger Pockets 
(Episode #276) when he talks through the experience of 
selling his truck that still had a loan on it. He wasn’t sure 
how to sell a vehicle with a loan on it, so he wanted to put 
it off. Until one day, he realized he didn’t know how to sell a 
truck with a loan, but he knew how to vacuum the truck. 

After vacuuming the truck, he realized he still didn’t know 
how to sell a truck with a loan, but his wife had a camera 
and knew how to take pictures. Eventually, through enough 
small steps, Bryce sells the truck. 

When we’ve hit roadblocks that feel overwhelming and 
unknown, inevitably one of us has looked at the other and 
said, “we just have to vacuum the truck.” Silly, but a simple 
reminder that we just have to take the next step, not the 
biggest step.

If you want to become a baker, start with something simple 
like offering to make some free treats for a friend or two, 
test recipes for your co-workers, or surprise a loved one 
with some unexpected baked goods. 

If you want to get into real estate investing, start listening to 
real estate podcasts, check out some books at the library, or 
meet with someone in the industry.

If you want to open a coffee shop, start by studying other 
shops in your area, reach out to a few owners you respect 
and build relationships that will help you grow and learn!

Just start.

Download the Pivot Planner to 
start planning your next pivot

Are you feeling a stirring but need a little help to get 
yourself headed in the right direction? 

We’ve created a free downloadable Pivot Planner to help 
get you moving and taking action today!

Brad and Jen Butcher
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I remember the first time I discovered  

Google Drive. 

After years of sending different document versions with 
collaborators, I finally had access to a tool that allowed me 
to work with multiple people inside it.

Not only that, I could also access the document on any 
computer without taking up space on my own computer’s 
hard drive (which was ridiculously full of photos at the 
time). 

A few days in, and I was totally hooked. I still use Google 
Drive today!

There’s nothing quite like finding the right tool that makes 
your job so much easier. 

It can take a bit of searching and experimentation, but 
when you start using it, it can be hard to remember a time 

12 Coaching Tools to Help You Stay 
in Touch with Clients

when you didn’t have it. It becomes that integrated into 
your day-to-day routine!

As a coach, you spend so much time already nurturing 
and onboarding your clients that finding coaching tools to 
automate and streamline your process is more important 
than ever. 

Instead of doing your own research, we’ve put together a 
list of coaching tools to help you and your clients create 
a stronger bond through a professional, delightful client 
experience. 

http://convertkit.com
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Top coaching software options for 
coaches of all levels 

It doesn’t matter where you are in your coaching journey—
whether you are just starting out with your first few clients 
or you are starting to expand your business. Everyone can 
benefit from having the right tools in their toolbelt.

Since coaching can be a specialized industry, it’s important 
to find coaching software that will work for you rather than 
against you. To ease your clients into the coaching process 
and enhance their experience, here are a few coaching 
tools to help you make a great first and lasting impression.
 

Satori

As you grow your coaching business, you’ll find that a lot 
of your time is spent in your email inbox. Although you 
may love jumping on calls with your clients, you still have 
to spend time sending invoices, creating questionnaires, 
scheduling sessions, and managing your clients along the 
way. 

If you’ve gotten to a point where you feel like you are 
spending more time working on the admin side of your 
business than the coaching side, it might be time to invest 
in a CRM (or client reputation management) tool. This will 
allow you the automate admin tasks in your business and 
create a consistent client and onboarding experience so 
you look like a total pro. 

You may have heard of popular CRM tools like Dubsado 
and Honeybook, but the beautiful thing about Satori is that 

it was specifically built for coaches. This means that every 
software feature was uniquely made to help you build a 
sustainable online coaching business.

Honeybook was created more for event and wedding 
professionals while Dubsado was created to fit a broad 
audience of creative entrepreneurs. Since Satori is for 
coaches only, you have the opportunity to create a branded 
experience for your coaching clients while building multiple 
coaching packages and programs to fit your clients’ needs. 

With hundreds of coaches using Satori, it’s no surprise that 
it has become one of the top CRM tools for automating 
your online coaching business. Starting at $39/month, 
Satori might be just what you need to save yourself time 
and energy as you scale your coaching business. 

Here is a brief list of some of Satori’s highly rated features 
and services: 

• Calendar and scheduling capabilities within the platform

• Automated contracts and billing to easily collect 
payments

• Embed their forms to start booking clients straight from 
your website

• Send questionnaires for your clients to complete before 
your sessions

• Collect client reviews, results, and testimonials in a 
simple way

Not sure if it is the right fit for you? You can try it before 
you buy it with their 30-day free trial. Take some time to 
explore all of the features and see if it’s a tool you could 
see yourself using to manage the day-to-day tasks in your 
coaching business. 

Calendly 

Maybe you aren’t looking for something as robust as 
Satori is, but you still want to schedule client sessions in an 
easy way. If you’re tired of playing email ping-pong as you 
suggest meeting times back and forth, it may be the perfect 
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time to introduce an automated scheduling tool into your 
business workflow. 

Calendly is one of the most popular scheduling tools on 
the web. Setting up your Calendly account is incredibly 
easy, and it helps you determine what times and dates 
you’re available while blocking off times you’re unavailable. 
You can customize your coaching session time lengths 
depending on the type of coaching call.

You can also sync your Calendly account with your Google 
Calendar or iCalendar so you don’t have to worry about 
double booking yourself. 

We also love that you can schedule buffer times in between 
meetings so you have some wiggle room in between calls to 
prepare and rest. 

With two million Calendly users, it’s safe to say this tool is 
a home run for small businesses, organizations, and solo 
entrepreneurs alike. You can test out the tool for free with 
one event type to see if it works for you before you decide 
to make an investment. Their lowest paid plans start at 
$8/month per user, making it a budget-friendly option for 
many coaches.

You Can Book Me

When you grow your coaching business to a point where 
you have multiple team members, You Can Book Me might 
be worth exploring. They pride themselves on being the 
best calendar scheduling platform for teams. 

Much like Calendly, you can sync your scheduling 
availability to your event calendars so you don’t double 

book an appointment or have to reschedule a personal 
event. It also helps you quickly convert time zones, which 
can be a great feature for coaches who collaborate with 
clients in different countries. 

You can customize reminders and follow-ups for prospective 
and current clients through email or even through SMS text 
messaging. With custom visual branding options, it’s safe 
to say this tool can help you personalize just about every 
aspect of calendar scheduling. 

After trying their free 14-day trial, you can make the decision 
to invest or not after experimenting with the tool. Instead of 
having to pay per user like Calendly, you only pay one price 
of $10/month per team calendar with access to all of their 
resources. 

They also have a highly rated customer service team that is 
available to answer questions at any time. 

Acuity

Acuity Scheduling has become one of the top scheduling 
platforms among creative entrepreneurs. Along with 
being able to book coaching sessions, you can also collect 
payments through PayPal, Stripe, or Square right in their 
tool. It also integrates with popular accounting tools like 
Freshbooks, Quickbooks, and Xero for easy and automatic 
updates. 

Acuity isn’t a full-blown CRM, but it does more than your 
traditional calendar scheduling tool. Because of this, it 
can be a great fit for coaches who want a more robust 
scheduling and automated payment processing tool but 
don’t have the budget or need for a CRM. 
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You can keep track of your revenue growth within Acuity 
and customize your forms so they provide a seamless user 
experience when embedded on your website. If you want 
to include discounts on your packages, sell gift cards, or 
collect ongoing membership payments, you can also do this 
through Acuity. 

Starting at $15/month for one calendar, coaches can 
automate their scheduling and payments all within Acuity. 
You can start with a 14-day trial here. 

Assistant.to

If you primarily use Gmail to communicate with your 
clients, Assistant.to might be just what you’ve been looking 
for. Rather than having to pay for a separate software to 
schedule your meetings, you can book coaching sessions by 
installing Assistant.to to your Gmail account and start using 
it within seconds. 

By using this tool, you can send custom scheduling options 
to your clients with a few clicks of a button. While this is 
better than emailing back and forth about scheduling a 
meeting, it won’t automate the process for you. You still 
have to go into your Gmail app and choose all of the times 
you’re available for each client. 

If this is too much of a trade-off, you’d be better off looking 
into other calendar and scheduling systems. If you don’t 
mind not having the ability to automate this process and 
want all of your communication to stay in Gmail, Assistant.
to could be a good match.

Voxer

We’ve talked at length about calendar scheduling options, 
but there are plenty of other coaching tools that you will 
want to have in your arsenal. 

One of the most common problems coaches have is 
determining how they want to communicate with their 
clients after a coaching session. 

Since many coaches offer monthly or ongoing coaching 
packages, there is bound to be some back and forth 
communication between your coaching sessions. What 
tools should you use to take these conversations outside of 
your overwhelmingly full inbox? 

You could start by introducing Voxer into your coaching 
practice. Naming itself “the walkie-talkie app for team 
communication”, Voxer allows you to send private voice 
messages to team members and clients through their app. 

Instead of having to leave a voicemail on someone’s phone, 
you can send a voice recording straight to their Voxer 
account so they can listen and replay it as many times as 
they’d like. You can also keep all of your conversations with 
clients in one central place within the app which works on 
Android and iPhone devices alike. 

Some of your coaching clients may have an easier time 
talking through a voice recording than trying to compose an 
email. To save you and your clients time, check out Voxer 
and see if it can work for you.
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Loom

If sending audio messages to your coaching clients seems 
cool, just wait until you test out Loom. It is a free video 
recording software that allows you to send cloud-based 
recordings to your coaching clients in between sessions. 

You can choose to share your desktop with their screen-
sharing capabilities, or you can simply record yourself 
speaking through your device’s camera. If you want to 
share your screen while showing a video of yourself, you 
can do that too!

One of the things we love most about Loom is that after 
your record your video, it is hosted online and stored in 
the cloud so it doesn’t take extra storage in your device or 
computer. 

If you are planning to create multiple videos per client that 
are longer than fifteen minutes, this tool can save you from 
slowing down your computer or having to invest in several 
external hard drives. The best part is that Loom is free to 
use when you sign up here. 

Zoom

If video recordings sound interesting but you’re trying to 
figure out how you’ll meet with coaching clients during a 
live session, you may want to explore Zoom. It has become 
a crowd favorite among many coaches, and for good 
reason. 

Skype and Google Hangouts have similar video 
conferencing capabilities, but Zoom has won people over 
because of its ease of use and how simple it is to schedule 
meetings. It’s even better for coaches who want to hold 
group coaching programs and are interested in having 
every member jump on the live call at the same time. 

Zoom is also known for having great picture and sound 
quality with a more reliable connection to the internet. All 
you need to do to get started is to sign up for an account 
and download the software. 

HelloSign

We mentioned contracts when we talked about CRM tools 
above, but what happens if you don’t have a CRM? Can you 
still create and sent contracts with ease? HelloSign says yes!

With HelloSign, you can upload a proposal or contract that 
needs a signature to make the partnership official. You and 
your clients can easily sign contracts so you can start your 
coaching engagement even quicker. 

This kind of tool is important because we recommend 
completing a contract agreement for every client you work 
with. Yes, even if it is a family member or one of your best 
friends! 
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Having a contract means that you have a legally binding 
agreement that outlines what services you will provide and 
expectations that need to be met by you and your client.

If you only send around three contracts a month, you 
can use HelloSign for free. Since most of us have more 
contracts than that each month as we grow our coaching 
businesses, you may want to upgrade to the $13/month 
plan if you really love this tool. 

Evernote

During coaching sessions, you may want to jot down 
notes. You could write down your thoughts on a journal 
or notebook, but then you’ll have to transfer them to your 
computer to share them with your client. 

Instead, you can create an Evernote account that can be 
accessed on any device. 

Evernote allows you to create a full-blown note organization 
system. If you are managing multiple clients at a time, their 
notes can accessed in one central place. This makes it easy 
for you to find and share them with your clients. 

It’s been named “the best note-taking app”, and we happen 
to agree! You can create to-do lists for your clients, share 
your thoughts and ideas, and collaborate inside the 
documents for a streamlined process in between sessions. 

Keep in mind that while it is free to get started with 
Evernote, you will have to upgrade if you want more 
storage and features. But with plans starting at $7.99/
month per user, you’ll be able to take notes and organize 
your documents without breaking the bank. 

Google Drive

This might be a tool you are already using, but we wanted 
to make sure we mentioned it in our list. Google Drive 
allows you to not only keep notes stored in the cloud like 
Evernote, but you can also create slideshows, spreadsheets, 
and other types of collaborative documents. 

You may also want to store photo galleries, videos, and 
other file types. Google Drive makes this simple by storing 
everything in one place. With a free Google account, you 
have instant access to Google Drive from any device. 

If you need a central place to store all of your 
questionnaires, client notes, contracts, invoices, and other 
documents, Google Drive could be what you’re looking for. 

Whatsapp

What if you want to communicate with your coaching 
clients over text, but you don’t want the SMS messaging 
fees that come along with it? Whatsapp is a simple and 
secure way to message and call people in your network by 
using your internet connection. 

If you want to communicate through text with clients who 
are overseas, Whatsapp is the perfect way to keep all of 
your communication in one place without expensive data 
charges. You can utilize the app on your phone or desktop.  

http://convertkit.com
https://www.hellosign.com/
https://www.hellosign.com/
https://evernote.com/
https://evernote.com/
https://evernote.com/
https://www.forbes.com/sites/forbescoachescouncil/2017/04/13/coaches-10-tools-to-help-keep-your-schedule-organized/#332786ae3058
https://www.google.com/drive/
https://accounts.google.com/SignUp?hl=en
https://www.whatsapp.com/
https://www.whatsapp.com/


TRADECRAFT
by

PAGE 33
convertkit.com

Some coaches prefer not to communicate with clients using 
their personal number through Whatsapp, but others find 
it easier to incorporate into their internal process than 
emailing. It’s all about what works best for you. 

If you want to test it out, you can download the app for free 
on any iPhone, Android, PC, or Mac.

We have a coaching tool challenge 
for coaches!

Now that you’ve read through a dozen options, what 
coaching tools feel like your best fit? 

If you still aren’t sure, no problem! That means it’s time to 
experiment with a few to see which one you might want to 
use within your coaching business. 

We challenge you to choose at least one coaching tool from 
this list to test this week. Pick a few features that caught 
your eye and see how you like them once you are inside the 
tool. You never know until you try it for yourself!

Many of these tools have a free, no-obligation trial so 
there’s no risk in giving these tools a shot. You may find 
your new favorite coaching software!

Kayla Hollatz
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A s online creators, numbers are usually the 

last thing we want to look at. 

Many of us have fear around numbers, math, and money, 
but we need to think about how we are pricing our 
coaching packages if we ever want to create a sustainable 
business.

It’s not enough to only make money for the short term. 

We want to create long-term growth that allows us to quit 
our day jobs, travel the world, or stay at home with our 
kids. 

It doesn’t matter what your goal is. 

Knowing how to price yourself as an online coach can help 
you get there. 

How to Set Your Online  
Coaching Packages

Instead of jumping right into the nitty-gritty of finding your 
pricing, let’s cover one of the best ways to get started: by 
intelligently packaging your online coaching services.
 

How to create profitable online 
coaching packages

Crafting online coaching packages can take some 
experimentation. As you get acquainted with your target 
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market, you may want to shift and tweak your pricing and 
deliverables along the way. 

While it’s good to test your online coaching packages over 
time, you need a solid foundation to build from, especially 
in the beginning. To make this process easier, we’ve 
compiled a list of actionable steps you can take to create 
appealing coaching packages for your ideal clients. 

Find your online coaching niche

We talked more about this in our Tradecraft article on How 
to Start an Online Coaching Business, but to paraphrase, 
you’ll want to have an online coaching niche nailed down 
before you start to brainstorm what services you should 
offer clients. 

Do you want to work in a private coaching or group 
coaching capacity? Do you want to help your target 
audience by being a trusted life coach, business coach, 
career coach, or something completely different? These 
questions will help you choose a niche. 

Write service descriptions

Service descriptions will give you and your clients clarity on 
what is included inside each coaching package. Before you 
buy something, you naturally want to know what it is, why 
you may need it, and if it’s the perfect fit for you. 

People who are searching for an online coach feel the same 
way. Spending time to craft service descriptions that detail 
the why, how, and what of each coaching package will help 
you communicate your value to new visitors. 

When you create a list of everything that is included, people 
will be interested to see how many coaching sessions they 
get inside the package (one vs. multiple coaching sessions/
month) and how long you will meet for (30 minutes vs. 
1-hour). But we don’t want you to stop there. 

You should also outline any other deliverables and features 
that are also included in your package. This will help 
you sweeten the deal by adding value to your coaching 
packages. If you aren’t sure what you might want to add, 
explore the questions below. 

• Do you provide ongoing email support in between 
sessions? 

• Do you send audio or video recordings to your clients in 
addition to live coaching calls?

• Do you provide them with notes from your session? 

• Do you give them worksheets or other homework to 
complete before you meet?

• Do you provide an additional strategy after your 
coaching sessions?

Any of these features would give your clients extra value. 
You can set a more premium price for your online coaching 
services if you add more perceived value to each package. 

Check out your competitors

Depending on your coaching niche, you’ll want to look at 
competitors in your field to get an idea of what kinds of 
coaching packages others are offering. 

Every coach takes a different approach when building their 
packages, so don’t feel like you need to build the same 
packages to be successful. If anything, your packages 
should be unique so you can offer a higher-level client 
experience. 

When you look at your competitors, you should notice:

• What they include in each package

• What they highlight in their services page copy 

• What their client testimonials highlight as a part of the 
experience

• How much perceived experience and training they have

• What their pricing structure looks like

Once you do some research on your competitors, you 
can start to pull out what might work best for you. If one 
coach offers packages for three months of support, it might 
inspire you to create a similar package but with a different 
number of coaching sessions inside. 

Again, you don’t need to directly copy someone else’s 
coaching packages. You only need to gather research so 
it can enhance your own understanding of what options 
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your ideal clients have when they are looking for an online 
coach. 

Create your list of services

Once you’ve done your research and have a list of what 
you want to include in your packages, it’s time to create 
different tiers for your online coaching services. Naturally, 
what’s included in a private coaching partnership will be 
different than a group workshop. 

When you create your list of coaching services, you can 
brainstorm future services you’d like to grow into while 
focusing on two or three coaching tiers at the moment. It’s 
best to focus on selling a few services rather than trying to 
sell clients on dozens of choices. Sometimes it turns into 
information overload for them and total overwhelm for us!
 

Map out your expenses

Before we dig into the pricing of your coaching services, it’s 
important to understand what your business expenses look 
like. It takes money to make money, but with so much of 
your coaching work happening online, you can easily run a 
low-expense business. 

Think about all of the coaching tools and software you need 
to run your business. Do you do any business travel or 
need to invest in new equipment? Are you planning to hire 
a virtual assistant? Remember that many of these expenses 
will be tax write-offs, but you still need to account for them 
in your pricing. 

If you don’t have your expenses in mind, you may end up 
pricing yourself too low. When that happens, it’s hard to 

sustain your coaching business over time because you’ll 
have a harder time turning a profit. 

Remember, it’s more about your net growth than your 
gross revenue!

How to expertly price your 
coaching packages

This is one of the most common questions we hear from 
new coaches. Pricing is a difficult subject, especially since it 
seems almost taboo in certain circles. 

Interestingly enough, your pricing strategy will be one of 
the most important decisions you make in business even 
though it is rarely talked about. 

Pricing doesn’t need to be a scary or overwhelming thing 
when you understand the variables that go into it. Here is 
an inside look into how we encourage new coaches to set 
their prices. 

Value-based pricing vs. hourly rates

If you are an online coach who meets with clients for hour-
long coaching sessions, it can be tempting to put an hourly 
rate on your services and call it good. Coaches who think 
this way often charge around $50-150/hour for these kinds 
of coaching sessions because it feels like a lot more than 
they were making at another job. 

The problem with this technique is that there’s a lot more 
work that needs to be done before, during, and after each 
hour-long coaching call. You also have to account for the 
time you put into admin work (emailing, sending invoices 
and contracts, onboarding, etc.), preparation time before 
each coaching call, and all the work you do in between 
coaching sessions. 
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This is why value-based pricing has become so attractive for 
online coaches. Rather than being paid by the hour, you are 
able to create packages that are based on your expertise, 
experience, time, past client results, and the added value 
you are giving clients beyond the session time. 

Then your pricing isn’t based solely on the number of 
coaching sessions you can book. With value-based package 
pricing, you can increase your prices by adding value while 
taking on fewer clients. 

Some clients will be more likely to pay for a $1500 business 
coaching package for three months rather than $500 for a 
single hour-long coaching session, even if the three-month 
coaching package only has one hour-long session every 
month. 

The actual price itself is the same in both scenarios, but 
how it is presented is completely different. A $500/hour 
price tag feels high, but $1500 for three months of coaching 
support feels more comprehensive and valuable. 

It’s all in how you display your pricing!

What are your income goals?

As you think about your value-based pricing, it’s good to 
think about how many hours in the day you can devote to 
your coaching business. 

If your business starts as a side hustle, you may only have 
a few hours to spare every day after your day job. Your 
pricing will probably be different than someone who is 
ready to take the leap and make coaching their full-time 
job. 

With a side hustle, it will help to have an idea of how much 
extra income you’d like to make. If you are working toward 
the goal of quitting your day job in a certain period of time, 
knowing how much you want to make annually will be 
incredibly helpful in the next stage. 

If you are afraid to charge more than $50 for a coaching 
session but have an annual income goal of $50,000, that 
means you would have to find enough clients to do a 
thousand total coaching sessions for the year. That feels 
overwhelming!

If you want to make $1000/month of extra income as a side 
hustler but only want to manage five clients at a time, that 
means each person must pay at least $200 in order for you 
to make your income goal. 

You can keep playing with the numbers until they make 
sense for both you and your clients. 

What are the industry standards?

According to PayScale, the average life coach can earn 
anywhere from $23,000 to $105,000 per year. Since this 
salary range is wide, it’s even more important to price your 
coaching packages based on the value you can provide 
your clients. 

Think about what you are helping your clients with. If you 
are a business coach, are your coaching sessions resulting 
in a 20% increase in product sales because of the marketing 
strategies you create together? Your prices should reflect 
that!

If you are a life and career coach, did your help with a 
client’s money mindset help them land a new job and 
negotiate a $15,000 salary increase from their last job? Your 
prices should reflect that too!

Even if your coaching services don’t lead to a specific 
increase in income, they could lead to changes that are 
invaluable to clients. 

How can you put a price on a better and healthier marriage, 
more confidence when leading your team members, or 
more personal fulfillment in your artistic projects? 

As you compare your prices to the industry standard, keep 
in mind what goals you can help your clients reach and how 
much they are worth to your clients. It will help you find 
where you fit into the average salary range and break out 
of it over time. 

What is your level of expertise?

Don’t discount the experience you already have. It may 
not be in a traditional sense with a top-level coaching 
certification or multi-six figure product launches under your 
belt, but it doesn’t mean you can’t raise your prices. 
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This is where having great testimonials can really help! After 
you work with coaching clients, make sure to ask them if 
they’d be willing to give you a testimonial and if you have 
permission to post it on your website. 

These testimonials act as social proof so you can raise 
your prices as your client results get better and better. You 
can also charge more if you have a professional coaching 
certification or other kinds of training that your ideal clients 
value. 

You don’t have to go back to college to get valuable 
expertise. You can take online courses, watch video 
tutorials, or experiment with your own side hustle projects. 
The sky’s the limit here. 

How will you price your coaching 
packages?

What factors are most important to you when you consider 
how you will price your coaching packages?

Is it reaching your income goals, getting a solid base of 
clients to start, booking high-level clients, or increasing your 
experience? 

Knowing the answer to this question is the first step to 
finding the right price for your services. Take some time 
today to write down your baseline goals for your coaching 
business.

Kayla Hollatz
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W ouldn’t it be nice if you knew exactly 

how to get coaching clients? What if you 

knew exactly what to write in your emails to 

attract them?

Tools like ConvertKit make it easy to create email sales 
funnels — but what good is the funnel without the sales?

As a coach, there’s nothing quite as deflating as spending 
hours crafting great content, only to see little to no new 
leads come your way. It’s like having a world-class chef’s 
knife with no groceries to make the meal. 

Imagine what would change about your day-to-day life if 
every time you hit send, you created new leads and sales.  

How much time would be freed up if you had a clear 
playbook for what to write?

How to Get Coaching Clients  
with 3 Emails

How would it feel to know that you weren’t being annoying 
or “salesy”, but instead you were enhancing your brand with 
every message? Not just more opens and clicks, but real 
feedback about how helpful and inspiring you are? 

If you’re like me, you’re excited to actually IMPACT people, 
not just create more noise in people’s inboxes. But of 
course, until someone hires you, you can’t do anything to 
truly help them. 
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How to get coaching clients 
through email

With that in mind, I’ve analyzed three specific email types 
that will help your audience move from “interested” to “all-
in.”

Email type #1: The Transformation Story

What is it

The Transformation Story is an email that shows your 
potential buyers the storyline of before and after buying 
your services. It can be your personal story, a client’s 
testimonial, or even a third-party story that follows the 
same method/values as your brand.

Transformation might be easy to show for a weight loss 
product, but the truth is every product or service offers a 
transformation of some kind. Just think: What is life for my 
customer like before they buy? And how is their life different 
afterwards?

Why it works

The Transformation Story email is so powerful because 
the human brain is wired to follow stories. But where most 
brands fail is knowing what elements to include in the story 
so that it actually attracts new buyers.

How to write it

Here are the elements you must include in your 
Transformation Story email for it to attract new buyers:

• Identify the pain point your service remedies — in detail

• Identify with a common objection your potential buyer 
might have

• Include your unique process by name (but not in detail)

• List the benefits you or your client is experiencing as a 
result of using your service — in detail

Check out this example from Spencer Griffin:

This email is extra powerful because he includes a 
screenshot from an actual client. 

Pro tip: Not every client testimonial will attract new 
buyers. You’ve got to find ones with the elements 
listed above. See if you can spot them all in 
Spencer’s email!

Email type #2: The Line In The Sand

What it is

The Line in the Sand is a controversial statement related to 
your service or industry. It gets likes and dislikes. Lovers, 
haters, and —shudder—unsubscribers! It repels certain 
people while attracting others.
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Why it works

The Line in the Sand email works so well because it 
excludes people. 

Huh? Don’t you want to sell more? Shouldn’t you include as 
many people as possible? Be politically correct, and all that?

Actually, the more you exclude the wrong people with your 
messaging, the more the right people feel drawn to your 
business.

One of the fears your target audience has is that you 
just want to take their money. The 2018 marketplace is 
too savvy for that — they are highly resistant to product-
pushers that don’t truly understand them.

A line in the sand email communicates power and 
understanding to your audience, because they think, “If 
they’re willing to turn people away, then they clearly aren’t 
just after money.”   

Coaches who can turn away business are perceived as 
secure and confident. And just like in your social life, 
people are attracted to the secure and confident. Because 
confidence creates safety, the environment in which trust is 
built…

…and where trust is built, sales are made.

How to write it

To write an effective Line in the Sand email, you first have 
to have a clear understanding of what you believe as a 
brand. 

Being controversial for the sake of being controversial 
won’t work. Your statement must be tied to your brand’s 
true identity as it relates to your industry.

In my Master Key Program, my clients go deep into this 
process, because a truly effective Line In The Sand can’t be 
a surface level differentiator. To trigger the emotions of 
your audience and attract your ideal clients, you’ll have to 
dig deeper. 

Here are some signs that your line in the sand is solid:

• You are a little nervous to share it for fear of being 
misunderstood

• You receive emotionally charged feedback (both positive 
and negative)

• You get replies and other messages about how 
something “resonated” with someone. Often, followers 
will freely share stories of how the “other guys” made 
them feel, but your email confirmed what they were 
hoping was true all along.

• Your competitors are saying the opposite — or they 
won’t even “go there” 

Here’s an example from Taki Moore: 

In this email, you’ll notice he brings up what many coaches 
in his market choose to focus on — the importance of 
mindset — and comes at it with different point of view. This 
will instantly build trust with any of his prospects who have 
been sold the “mindset” solution but haven’t gotten the 
results they want.

Email type #3: The Why Now

What it is

A Why Now email shows your audience — either explicitly 
or implicitly — that it is in their best interest to take action 
today.
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Why it works

The Why Now email works so well because it gives people 
the necessary “oomph” to take action right now. 

Choosing to hire you will be hard for your audience. Even 
when you’ve convinced them that hiring you is logical, they 
still may drag their feet. 

Why is that?

Because every purchase is ultimately an investment in 
change. And for human beings, change is scary. 

We naturally resist the discomfort of something new, even 
when that new thing promises to make life better. So we 
will procrastinate making purchases for as long as we can. 
Unless…

…We have a clear, strong motivation for taking action right 
now versus later. That’s where the Why Now email comes 
in.

How to write it

The most commonly used form of the Why Now email is 
often called “scarcity.” The essence of this email is that an 
opportunity is “going away forever” soon, so you better take 
action right now. 

Retailers use a version of this all the time. “50% off special 
ENDS TONIGHT.” Stuff like that. 

They use it all the time because it works. If there is a 
financial incentive for taking action right now, that can 
really motivate people into making a purchase. 

There is a drawback to the financial scarcity approach, 
however. 

Financial scarcity will get you a short term win: you will 
definitely get more clicks and purchases today if your 
discount or offer is “going away tonight.”

But if overused, the financial scarcity tactic will worsen your 
perception with qualified buyers. 

Because eventually, they will stop believing you. 

They won’t believe they’re missing out on an opportunity, 
because according to your messaging, there is always 
another offer around the corner. 

They won’t believe your pricing, because they know 
eventually you will offer a discount or other financial 
incentive. 

They won’t believe you’re a leader in your niche, because 
when financial scarcity methods are overused, you start 
to look desperate, salesy, and manipulative. And market 
leaders don’t need to be manipulative.

The good news is there is another way to communicate 
a powerful “Why Now” that won’t ever damage your 
perception. In fact, it only enhances your perception as a 
market leader.

Check out this example from my fitness coach, Greg 
O’Gallagher of Kinobody: 

Instead of using discount language, Greg focuses on the 
upcoming summer season. He shows his audience that 
they have to start working out NOW in order to look their 
best at the beach in the summer months.

It’s not enough to tell your audience why they should buy. 
You will simply get lost in the noise of every other great 
coaching offer. 

In 2018 (see what I did there?), you have to demonstrate 
the advantage of buying right now.
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How to ensure these emails  
will work

There’s a chance that when you try these email types in 
your marketing, they WON’T work. 

And there’s a chance that even if they work once or twice, 
creating consistency will be a difficult challenge for you. 

So I wanted to be up-front with you and share how you can 
ensure these email types will help you attract new clients 
again and again.  

The key is to not fall into the trap I call “look-alike tactic 
chasing.”

What is look-alike tactic chasing? It’s when you see 
somebody else’s marketing that is getting results, and you 
copy their tactics. 

The logic is simple: if it worked for them, it will work for me! 
Right? Wrong. 

The secret to a successful marketing message is NOT 
what you say or the method you say it. If any marketer 
tries to sell you on their “fail-proof script,” run in the other 
direction.

The secret is IDENTITY.

Specifically, you must understand on a deep level these two 
identities: 

• The identity of your brand

• The identity of your ideal client

From that understanding, you can discover something 
incredible. 

I call it the Connection Language. Because your identity is 
unique, your connection language will be unique. It can’t be 
duplicated. You have to discover it for yourself. 

But once you have your connection language dialed in, it’s 
like magic. 

It’s a master key that unlocks any marketing message you 
need to write and makes it profitable: social media posts, 
emails, sales pages, ads, and more. 

Maybe you’re nodding your head right now like, “Ya, Blake 
— I’ve got total clarity for my brand’s identity and my 
market’s identity. My connection language is locked and 
loaded, just tell me where to shoot!” 

If that’s you, these email types will CRUSH for you. Have 
fun.

But if you’re not sure — or if you try these emails and get 
inconsistent results…then you’ll know why. 

If you want more information about how you can create 
your brand’s unique Connection Language, you can 
download a short book about that here. 

It’s not about the tactic. It’s the identity. 

You need to discover your unique connection language. 

You need to have a defined glossary of words and phrases 
that increase your likability, build trust, and create new 
business for you online.

Ok, warning over. Go try these emails and impact more 
clients with your coaching than ever before. 

Blake Stratton
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W hen you start your online coaching 

business, every new client you book 

makes you break out into a happy dance. 

You’re getting paid to help someone unlock their true 
potential. What is cooler than that?

But as you book more clients, you may realize you only 
have so much time to give your them. Once your roster is 
full, it’s hard to find ways to scale your coaching business if 
you only work one-on-one with your clients. 

How to Scale a Coaching Business

While private coaching is a great business model to pursue 
when you start out, you might feel like you’ve hit the ceiling 
of what you can earn when you only engage clients one-on-
one. 

Even if you are building your coaching business from 
scratch, you can get a few steps ahead by anticipating the 
growth that will happen over time. It’s never too early to 
start thinking about how to scale a coaching business. 

Since you can’t clone yourself, finding ways to shift your 
business model to scale your coaching offerings is the 
next best thing. But before you consider new service and 
product types, we recommend starting by looking at your 
baseline offerings. 

Ask yourself: 

• What offerings do I currently have? Do these fit into the 
future vision and growth plan for my business?
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• How much am I currently earning per client? How much 
would I like to be earning per client? What needs to 
change in order to bridge this gap?

• What can I add to my baseline offerings to give more 
value without increasing my hands-on time? 

Once you have a good idea of how your current business is 
set up, you can start thinking about what the next chapter 
may look like. Because there are countless ways to scale, 
you don’t have to pigeon-hole yourself into one key offering 
or do the same things everyone else in your niche does. 

Instead, you can start to craft a business model that 
will give you diversified income by allowing you to offer 
multiple tiers of products and services that will increase the 
value you give your client. This will help you increase your 
prices and income over time, which is something we can all 
get behind!

6 ways to scale a coaching 
business

As you explore different ways to scale your online coaching 
business, keep your ideal clients in mind. 

What would they be most interested in? 
Have they asked you for a specific offering that you haven’t 
created yet but it might be a fit? 

Listen to your ideal clients and your gut as you consider 
what it would look like to include these scalable offerings to 
your coaching business. 

Start group coaching

One of the simplest ways to grow your online coaching 
business is to increase the number of clients you work with. 
Since you can’t do this in a private coaching setting with 
only so many hours in a day, group coaching is a no-brainer 
for coaches who want to scale. 

While group coaching still takes a similar output of energy, 
you’ll be able to coach more people at a time to increase 
your bottom line. This can be a great option for coaches 
who find themselves talking to their clients about the same 
things over and over again. 

If everyone is struggling with the same thing, it might be 
easier and more profitable to create a group coaching 
program that more people can take part in. 

Along with the group coaching program, you can also help 
your coaching clients create deep connections with one 
another by opening a community for them. This could be 
an incredibly powerful way to add monetary value to your 
group coaching offerings without a large time investment 
on your end. 

Before you create your group coaching curriculum, 
consider how it will help you scale your business and 
what boundaries you want to put around the time you 
are available to clients. You may only have a weekly one-
hour call with your five group members vs. five calls with 
each person if you were privately coaching, but it may take 
additional time to prepare for the call and give guidance 
between your calls. 

It’s a good idea to have a list of expectations you are 
planning to meet within the group coaching program and 
include how long the program will run for. Some coaches 
run group coaching programs for a few months while 
others choose to work together for a full year. 

Even if you want to do a one-day group coaching workshop 
intensive, you want to outline what this will look like before 
you start marketing your new offering. 

Set up mastermind retreats

If you are looking for an in-person way to connect with your 
group coaching clients, hosting a mastermind retreat could 
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be the perfect way to scale your business. Instead of doing 
a one-on-one retreat, you can invite like-minded people to 
a central location and go through your curriculum in one 
place. 

You can choose to meet in a local location that is close to 
you and your other coaching clients, or you can make a 
vacation out of it and meet in another location. While it may 
be easier to host a retreat that is close to where you live, 
you can still plan an event in another city, state, or even 
country! You just may want to call in reinforcements to help 
you plan it. 

When you consider adding a mastermind retreat to your 
offerings or even as an add-on to your group coaching 
program, it’s important to think about the kind of culture 
you want to create with your event. 

Is it a time for people to unplug and reconnect with their 
business vision, or is it focused on taking action and 
creating a foolproof plan for improving their business and 
life? Maybe it’s a mixture of both. Setting this intention early 
will help you plan the rest of the event with purpose. 

Mastermind retreats usually work best when there are one 
or two key facilitators that guide the participants through 
different activities. It’s also good to set expectations early so 
participants know what to bring and prepare to talk about. 

To add even more value to your mastermind retreat, you 
can create a Facebook group so that your mastermind 
participants are able to connect with one another before 
the retreat. You can also send them worksheets with 
thoughtful exercises that will help them get into the right 
mindset before coming to your mastermind retreat. 

Creating an in-person event through your mastermind 
retreat will take more time than most online group 
coaching programs, but being able to witness the growth 
and transformation of each individual up close will give you 
a renewed sense of accomplishment and purpose inside 
your business. 

You can also take what you’ve learned from the 
mastermind retreat and weave it into the rest of your 
coaching offerings.

Build a membership community

If you are looking for a more hands-off approach to 
coaching while still helping people unlock their ah-ha 
moments, a membership community might be a great fit 
for you. When building your membership community, think 
about how many people you want to manage and how 
often you want to open the doors to your membership 
community. 

If you price your membership at a low rate of $19-29/
month, you may find yourself having to manage more 
people than you bargained for. Instead, you could create a 
higher value membership community at $49-99/month that 
gives your members access to group coaching calls among 
other resources. 

When you create a membership community, you are 
usually in it for the long haul. It can be a great source of 
recurring income, but it’s important to figure out if it’s 
something you want to commit to early on. If you want 
to test it out in the short term, group coaching programs 
might be your best place to start. 

If you do want to build a long-term online community 
through a membership website, you can look into 
platforms like Podia, Teachable, and Thinkific to get started. 
It may take a larger upfront time investment to create an 
archive of resources, but you can create monthly tasks that 
are easy to create on an ongoing basis. 

With a membership community, you can also more easily 
delegate tasks to other contractors and team members so 
the full workload doesn’t fall on you like it does when you 
are private coaching. This helps you scale in an intentional 
way because you can focus your attention on multiple 
projects at a time.

Create online courses and products

Maybe the idea of creating an ongoing membership 
community sounds like more of a long-term time 
investment than you want to put in. That is totally okay! You 
can still create a short-term community and give a wealth 
of information by creating digital products. 

Online courses allow you to create a collection of video 
lessons, worksheets, and other materials that can be easily 
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accessed at any time and from any device. You can walk 
through an online course with your students during a 
designated time or create an evergreen offering that allows 
your students to jump in at any time. 

Depending on what launch strategy you choose, you can 
create a variety of online courses to help students coach 
themselves through your online teaching. This is a great 
option for coaches who want to scale their business online 
by teaching through video rather than guiding clients 
through a more in-depth, personal coaching program. 

Many coaches have created online courses so they can 
impact more people with their same platform. If this is 
something you are interested in, we recommend looking 
more into online courses to see if they are the right fit for 
you. 

Become a speaker

Instead of working one-on-one with a small selection of 
private coaching clients, you can take the main topics and 
themes you cover with clients and create a talk on it. Once 
you create a unique talk, you can start marketing yourself 
as a speaker to conferences, retreats, and workshops that 
are coordinated and facilitated by other entrepreneurs. 

Before creating your signature talks, it’s important to have a 
solid understanding of what your platform is as a coach. Do 
you help women entrepreneurs create work-life balance by 
helping them with time management? If so, your platform 
and speaking topics would be different than someone who 
coaches stay-at-home moms on time management with 
home organization tips in mind. 

Your coaching niche will give you a better idea of what 
unique perspective you can bring to each audience. 
Once you have created a speaking platform that fits your 
coaching business, you can start sending pitches to event 
organizers. Keep an eye out for open applications. 

You may also want to create a speaking page on your 
website so event organizers can find you directly and reach 
out with event information. If you are looking for speaking 
page inspiration, Maya Elious and Ashley Beaudin are great 
examples. 

Use value-based scaling

If you want to keep a similar coaching structure to what you 
have right now but still want to increase your income over 
time, you may be interested in value-based scaling. 

It’s good to ask yourself if you are currently charging 
enough for your client engagements, and if there’s any 
more value you can offer to increase your prices as they 
stand right now. Once you determine the right price for 
your coaching services, you can spend time creating a 
higher pricing strategy for one-on-one coaching vs. your 
other offerings. 

You can start by creating coaching packages instead of 
charging hourly rates. Then you can move on to pricing the 
other offerings that will allow you to work with multiple 
clients at a time so you can raise your prices with one-on-
one clients.

How will you scale your online 
coaching business

Hopefully, this article has given you more options to 
consider when adding income streams to your online 
coaching business. But which one(s) will work best for you? 
Take some time this week to think through the best way for 
you to scale your coaching business.

Kayla Hollatz
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A s soon as I sat down to write this article, a 

little voice popped in my head:
 
What do you know about helping others combat Imposter 
Syndrome?

Isn’t this a psychological thing? You’re not a therapist.

You coach others dealing with their marketing and their 
businesses, not their minds.
 
I have given speeches in front of thousands of people, 
contributed to major publications, launched an online 
marketing agency that generates thousands of dollars per 
year for myself and my clients, and have created award-
winning digital campaigns.
 
But the voice doesn’t care about facts. 

I was still feeling like a fraud.

Feeling Like a Fraud? Get 5 Ways  
to Beat Imposter Syndrome

There I was, with a blank screen, and a body full of nerves. I 
sat wondering not only how I was going to get to the end of 
this article, but also how I was going to help you get through 
it too.
 
The racing thoughts continued:

Why are you even qualified to write this?

What in the world are you doing?
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It was somewhere around my second deadline extension 
request with Tradecraft’s Editor in Chief, Dani, that I finally 
made the connection. The very thing I was writing about 
was what I was experiencing:
 
Imposter syndrome.
 
Do you know that feeling? Have you heard that voice in 
your head?  
 
Perhaps that voice has grown more intense since becoming 
a coach, and despite having years of expertise, raving 
testimonials, and accolades, you still have similar thoughts.
 
Don’t be ashamed, my friend. 

As a coach, it can be difficult to be deemed as the expert 
in the room because of the expectations that we not only 
place on ourselves, but from the ones that have been 
placed on us.

Several social, traditional, and cultural expectations have 
shaped our vantage points that, if left unchecked, may be a 
skewed view of how we see ourselves in our professions.

Additionally, the idea of being a novice in a new coaching 
position can invite stress into our lives. According to an 
article written in American Nurse Today, “situations, such as 
taking on a new role, can lead to imposter syndrome.” 

The author concludes that although people might be 
excited to showcase their talent and skill, others may 
expect for them to “immediately have expert knowledge” 
which can be just as stressful as the transition into the new 
position itself.
 
Imposter Syndrome feels similar to putting on a pair of 
jeans that have been ironed with just a little too much 
starch. Although they are your correct size and have fit 
in the in the past, external situations have made them 
uncomfortable.
 
However, they are your jeans, you’re still the coach, and you 
have the expertise.
 
If you’ve ever had similar thoughts, recognize that 
questioning your creativity can be a reminder of your 
humility or an invitation down a rabbit hole of horror. 
However, you have the power to decide which of those 
options it will be.

What is imposter syndrome
 

Imposter Syndrome (originally labeled as Imposter 
Phenomenon) was first identified in 1978 by two 
Psychologists, Pauline Clance, Ph.D., ABPP and Suzanne 
Imes, Ph.D. Both at Georgia State University. The doctors 
noticed how different students felt amongst their peers in 
college and the comments they made in their counseling 
sessions. 

Although the students obtained high test scores and were 
more than qualified to be at the university, they questioned 
the outcomes of their exams and feared the worst relative 
to their achievements. After one student stated they felt like 
an “imposter,” the term was officially coined.
 
Doctors Clance and Imes researched and concluded that 
Imposter Phenomenon typically occurred in high achieving 
individuals. While successful by social standards, an 
individual experiencing imposter syndrome will feel as if 
their accomplishments are due to luck or chance, rather 
than the skills they possess.
 
According to Dr. Clance, “they are also pretty certain that, 
unless they go to gargantuan efforts to do so, success 
cannot be repeated. They are afraid that next time, they will 
blow it.”
 
Additionally, individuals experiencing imposter syndrome 
worry that someone will expose them once they don’t 
measure up.
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How to beat imposter syndrome 
and stop feeling like a fraud

Although you may not label yourself as an imposter by 
name, you may say things like:

• “I am not qualified to coach anyone.”

• “I don’t deserve to be here. Once they find out, it’ll be so 
embarrassing.”

• “If my students aren’t successful, that’s a reflection on 
my coaching. I knew I wasn’t ready.”

 
I want to assure you that you’re not alone and have listed a 
few ways to help you combat Imposter Syndrome. This list 
is by no means exhaustive, but I hope it will help push you 
in the right direction.

Call it out  

Recognize that Imposter Syndrome is a sign that you 
have a touch of genius (just go with me here)! Remember, 
Imposter Syndrome was first discovered in highly successful 
individuals and high performers.
 
As a creative and a coach, you are constantly building, 
iterating, and finding better processes not only for yourself, 
but for others. That takes a high level of cognitive skill, 
analytical prowess, and insight. 

You must recognize that this fear may come with the 
territory, but it does not have to stay.
 
When you begin to have those thoughts, identify them 
immediately so you can trace the root.
 
Some questions you may want to ask yourself include:
 
• Is there any truth to what I am feeling right now?

• Is there an experience I had when I was younger that’s 
making me doubt myself today?

• When did I first feel like this?

• Do I need to reframe a past incident from a failure into a 
learning experience?

• Is this feeling of doubt really mine or did someone 
project it onto me?

 Imposter Syndrome is not an official disorder; however, it 
does not mean the feelings that you are experiencing are 
not real. Recognizing the signs of Imposter Syndrome is 
necessary in order to move past some of your doubt. 

If you want to see how you measure up against others, take 
Dr. Clance’s Imposter Phenomenon Scale (CIPS) available on 
her website for free.

Review your resume

Often times when you have stepped into the coaching side 
of your business, it’s because you have done one of four 
things:

• Previously helped others to reach a desired result

• Created a process/system that others can mimic

• Reached a result that others strive to obtain

• Obtained a level of expertise and insight that others are 
willing to pay for

You might have even done everything on that list!
 
The common denominator is that you have a track record 
of behaviors and credentials with every degree, licensure, 
and testimonial. The wisdom and recognition that you 
garnered in obtaining this expertise as a coach is something 
that you can lean into.
 
I encourage you to go back to your bio, resume, CV, or 
even the positive note your mom slipped in your lunch box 
in the 4th grade. When you feel the imposter syndrome 
attempting to form, whip out your credentials and remind 
yourself of how much grit it has taken you to get to this 
point in your career. There’s nothing phony about that.

Assemble your support system 

We have to stop with the “fake it until you make it” mantra, 
because that’s not helping anyone in the long term. As a 
coach, “faking it” can have a perpetual impact for those who 
you are called to help and inspire.
 
Do you know what’s better than faking it? Having other 
people tell you how great you are at the particular thing you 
are coaching others in.

http://convertkit.com
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World renowned social activist, theologian, and former 
columnist for The Washington Post, Rahiel Tesfamariam 
once said, “Surround yourself with people who remind you 
of who you are.” 

This can be other coaches, peers, and mentors. 

I once attended an event where the keynote speaker was 
actor and author, Hill Harper. He encouraged everyone 
in the audience to create their own “Personal Board of 
Directors” consisting of people who we could share our 
goals with and who could help us achieve them. 

I immediately thought of five people that I highly respected 
and that I knew wouldn’t mind investing their time in me. 

Not only did they overwhelmingly accept my invitation to 
be on my Personal Board of Directors, a fire lit under me 
because I did not want to let them down. I did not have 
time to worry about being an imposter, I knew I had goals 
to hit.
 
I encourage you to do the same. Do your best to ensure 
that the people you enlist to be part of your support system 
truly have your best interest in mind and that you are in a 
safe place to be vulnerable and honest. 

It’s perfectly fine for you to make mistakes and to not know 
everything relative to your field of expertise. Remember, 
even the best athletes in the world have coaches. Your 
support system is there to help you. 

Do it anyway

The worst thing Imposter Syndrome can do is keep us from 
our best work.

As a coach, you must always remember that there are 
people waiting on you to help them get to the next level 
in their lives. Think back to a time where you felt 100% 
prepared to do something and accurately anticipated all of 
the risks involved….

 Still thinking?
 
The sooner you push through the Imposter Syndrome, 
the sooner you can know how to improve on your current 
process. 

I also encourage you to record or document your processes 
either on video or in a journal.

Evaluate

The last recommendation to overcoming Imposter 
Syndrome is to evaluate yourself. 

Watch your own videos, review your own client notes, and 
see if there are any opportunities for you to improve. You 
may find some unique things that only you do that can add 
to your competitive advantage as a coach.
 
Evaluating also gives you a chance to create real case 
studies of your clients, form best practices from your own 
research, create rubrics to measure your performance, 
and test new ideas you may have without disturbing your 
current rhythm.
 
Your clients and students are counting on you to 
continuously improve. One of the ways you ensure growth 
in your coaching business is by growing as an individual.

Invite qualified and trusted confidants to evaluate 
you as well. Measuring your work against industry key 
performance indicators is a way to receive unbiased 
feedback.

Ready to stop feeling like a fraud? 

Want to learn more about Imposter Syndrome or negative 
thoughts? Here’s some resources:

• Take a test to see how your Imposter Syndrome 
compares to others

• 5 Types of Imposter Syndrome by Fast Company

• “Dealing with Depression as an Entrepreneur” Podcast 
Episode #230 with Amy Porterfield and Jasmine Star

Vannessia Darby

http://convertkit.com
http://www.rahiel.com/
http://twitter.com/hillharper
http://paulineroseclance.com/pdf/IPTestandscoring.pdf
http://paulineroseclance.com/pdf/IPTestandscoring.pdf
https://www.fastcompany.com/40421352/the-five-types-of-impostor-syndrome-and-how-to-beat-them
https://www.fastcompany.com/40421352/the-five-types-of-impostor-syndrome-and-how-to-beat-them
https://www.fastcompany.com/40421352/the-five-types-of-impostor-syndrome-and-how-to-beat-them


TRADECRAFT
by

PAGE 54
convertkit.com

http://convertkit.com


TRADECRAFT
by

PAGE 55
convertkit.com

See ConvertKit in action.
Grow your business by investing in your email marketing today. Join one 

of our experts on a live tour and get the answers you need.
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